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Visit  the  Furniture  City 

Stratford  Furniture 
Exhibition 


January  1 1  th 
to 

January  23rd 
19 15 


Please  note  that  the  time  of  the  Exhibition  has  been 
extended.  It  will  be  held  from  January  1  1  th  to  Janu- 
ary 23  rd  instead  of  from  the  I  1th  to  the  16th  as 
was  previously  intended. 


^  The  Furniture  Dealer  who  attends  the  Exhibition  in  January  will 
be  making  an  investment  which  will  bring  in  dividends,  in  the  shape 
of  increased  business  efficiency,  during  the  entire  year. 

^  Apart  from  the  opportunity  for  profitable  buying,  which  the  Exhibi- 
tion offers  you,  the  visit  is  well  worth  the  expense  on  account  of  the 
opportunity  offered  for  keeping  in  touch  with  all  the  new  lines. 

^  Any  man  who  visits  the  exhibition  with  open  eyes  and  ears  is 
bound  to  obtain  valuable  information  and  ideas  from  both  the 
manufacturers  and  the  dealers  he  meets. 

^  We,  therefore,  extend  to  one  and  all  a  most  cordial  invitation  and 
promise  a  pleasant  and  profitable^visit. 


See  page  3  for  full  list  of  exhibitors 


The 


January  1 1  th 
to 

January  23  rd 
1915 


George  McLagan  Furniture  Co.,  Limited 

Stratford  Ontario 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


January,  1915 


You  are  Invited  to  come 
and  see  the  Exhibit  of 


Mundell- 
Made-Fumiture 


AT  THE 


Annual  Canadian  Furniture 
Exhibition 

48-52  York  Street,  Toronto,  Ont. 
January  1  8th  to  February  1  st,  1915 

John  C.  Mundell  &  Co.,  Limited 


El 


ora 


Ontario 


No.  473 


One  of  our  Living  Room  Rockers  that  we  are 
featuring  especially.  Upholstered  in  Cowhide  or 
genuine  Spanish  Roan  Skin;  spring  arms,  seat 
and  back  ;  two  loose  pillows  in  back  and  loose- 
cushion  seat,  all  filled  entirely  with  silk  floss. 
Chair  to  match. 


Toronto  Furniture  Exhibition 


You  are  Cordially  Invited 
to  visit  the 


Exhibit 


at  the  Toronto  Furniture  Exhibition 


New  Year  ?9T5  wrb/oi»Txhfbu  New  Lines 

The  Kindel  Bed  Company,  Limited 


Toronto 


Ontario 


January,  19l5 


Canadian  furniture  world  and  the 


UNDERTAKER 
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It  will  he  a  Liberal  Education  for  any  Dealer 
to  Inspect  the  lines  at  this  Yearns  Exhibition 


STRATFORD 
FURNITURE 
EXHIBITION 
JAN.  11-23/15 


You  can  sit  in  your  office  and  make 
very  best  of  selling  plans,  but  their 

success  depends  on  your  discrimination  as  a 
buyer.  The  best  salesmanship  cannot  make 
up  for  goods  badly  bought. 

Come  to  Stratford  and  get  first-h^nd  inform- 
ation on  the  finest  selling  lines  in  the  country. 


The  Exhibition  will  be  held  in  the  large 
new  addition  to  the  Stratford  Chair  Co.'s 
plant,  where  a  floor  space  of  50,000 
square  feet  will  be  available  for  display 
purposes. 

The  manufacturers  will  display  their  entire 
line  for  1915  and  will  try  to  make  this 
exhibition,  both  in  volume  of  goods  and 
number  of  new  patterns  shown,  the  finest 
that  has  ever  been  held  in  Stratford  or  any 
other  city  in  Canada. 

Don't  let  anything  k^ep  you 
(may.  You  will  he  sure  of  a 
Warm  welcome  and  a  pleasant 
and  instrudioe  visit 


Displays  by 
the  following 
Man  ufacturers 


Geo.  McLagan  Furniture  Co. 
Limited 

Imperial  Rattan  Co.,  Limited 

Stratford  Chair  Co.,  Limited 

Globe-Wernicke  Co.,  Limited 

Classic  Furniture  Co.,  Limited 

Farquharson-Gifford  Co. 
Limited 

Stratford  Manufacturing  Co. 

Limited 
Stratford  Davenport  Co. 

Limited 

Stratford  Bed  Co.,  Limited 


The  Stratford  Furniture  Manufacturers 
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Stratford  Furniture  Exhibition 


Jan.  1  1  th  to  Jan.  23rd,  1915 


We  Bring  You 
Greetings  for  a 
Happy  and  Successful 

1915 


And  we  take  the  opportunity  of  thanking  you 
for  your  co-operation  in  ma^ing  the  past  year 
another  one  of  success  and  to  extend  to  you 
our  most  cordial  invitation  to  visit  the  Strat- 
ford Furniture  Exhibiion  where  we  have 
ready  for  your  inspection  all  of  our  latest 
designs. 


The  Geo.  McLagan 

Furniture  Company,  Limited 
Stratford  -  Ontario 


On  Nov.  I  2th,  the  Classis  factory  was  almost 
destroyed  by  fire,  but  we  have  secured  pos- 
session of  a  fiiiniture  plant  almost  fully  equipped 
where  we  are  again  making  Classic  Furniture. 
Our  complete  line  of  Super  or  Bedroom  Furni- 
ture will  be  on  exhibition  in  January. 
Don't  fail  to  visit  us. 


Classic  Furniture 

Limited 

Stratford      -  Ontario 


Stratford  Furniture  Exhibition 


Jan.  1  ]th  to  Jan.  23rd,  1915 


January,  1915 


UNDERTAKER 


Stratford  Furniture  Exhibition  Jan.  1 1th  to  Jan.  23rd  1915 


IVe  are  Displaying 

An  Immense  Range  of  Ghairs 

Also  a  large  number  of  pleasing  designs  in  low  priced  furniture,  Buffets,  Extension 
Tables,  China  Cabinets,  Dressers  and  Stands  in  plain  and  quartered  oak  and  quar- 
tered gum,  at  the  Stratford  Furniture  Exhibition. 

Visit  our  space  while  at  the  exhibition  and  inspect  the  new  designs  in  ample  time 
to  select  good  sellers  for  the  coming  season. 


Stratford  Chair  Company,  Limited 

Stratford  -  Ontario 


Stratford  Furniture  Exhibition 


Jan.  11th  to  Jan.  23rd  1915 


Stratford  Furniture  Exhibition  Jan.  1 1  th  to  Jan.  23rd  1915 

Reed  Furniture  With 

Appropriate  Upholsteries 

We  have  a  big  surprise  for  the  furniture 
trade  of  Canada.  No  dealer  can  afford  to 
miss  the  January  Exhibition  at  Stratford. 

You  will  lose  dollars  galore  during  the 
coming  season  if  you  don't  visit  the  Strat- 
ford Exhibition. 


The  inducements  to  visit  Stratford 
are  made  in  the  interest  of  the 
Furniture  Trade  of  Canada. 

Remember  the  opening  date  Jan'y 
I  Ith. 


Imperial  Rattan  Co., 

Limited 


Stratford  Furniture  Exhibition 


Jan.  1  1  th  to  Jan.  23rd  1 9 1  5 
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Stratford  Furniture  Exhibition  Jan.  1 1th  to  Jan.  23rd,  ]915 


A  Surprise  in  Store  For  You 

For  some  time  we  have  been  preparing  new  lines  for  the  January 
Furniture  Exhibition  in  Stratford,  January  11    to  23rd,  1915. 

IVe  are  specialists  in  the  manufacture  of 

Revolving  Seat  Davenport  Beds 
a.d  Livint  R..m  Furmtoe 

Our  display  along  these  lines  at  the  coming  exhibition  will  be  the  largest 
and  most  complete  that  has  ever  been  shown  in  Canada. 

Complete  Living  Room  Suites  with  the  ever  handy  Davenport  Bed,  at 
prices  that  will  interest  both  the  smaller  and  the  larger  dealer. 

All  our  goods  bear  the  quality  mark  of  Made  in  Stratford  and  the  new 
lines  will  not  only  have  this  quality  but  will  be  so  priced  that  no  up-to-date 
dealer  can  afford  to  miss  this  opportunity  of  securing  ready  sellers  for  the 
Spring  Trade  of  1915. 

We  want  to  thank  yoti.  Mr.  Furniture  Dealer,  for  your 
patronage  during  the  year  1914,  and  extend  to  you 
a  cordial  invitation  to  visit  as   and  be  our  guest  at 

THE  STRATFORD  FURNITURE  EXHIBITION 

The  Farquharson  -  Gifford  &rmt^  Co.,  Limited 

Stratford  -  Ontario 

When  ordering  Davenport  Beds  from  Stratford  remember  to  order  Farquharson-Gifford 


Stratford  Furniture  Exhibition 


Jan.  11th  to  Jan.  23rcl,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


jMiiiKirv.  1915 


Stratford  Furniture  Exhibition 


Jan.  I  1th  to  Jan.  23rd,  1914 


The  Revolving  Seat 
Bed  Davenport 


THE  Revolving  Seat  Bed  Daven- 
port IS  no  stranger  to  the  Cana- 
dian dealer,  but  in  the  past  practically 
all  the  Davenport  Beds  of  this  kind 
have  been  imported  from  the  States. 
The  Stratford  Davenport  Co.  are 
prepared  to  supply  the  home  dealers 
with  a  superior  article  for  less  money 
than  paid  for  an  ordinary  Davenport 
Bed. 


The  neat,  attractive 
appearance  and 
durable  construc- 
tion of  Stratford 
Davenports  makes 
it  a  fast  seller  that 
you  can't  afford  to 
be  without. 


At  the  Slratjord  Furniture  Exhibition  we  will  show  our  entire  new  line. 
Visit  our  space  and  let  us  demonstrate  the  superior  construction  of  the 
Stratford  Davenport.    It  will  be  time  well  spent. 

The  Stratford  Davenport  Company,  Limited 


Stratford 


Ontario 


Stratford  Furniture  Exhibition 


Jan.  1  1th  to  Jan.  23rd,  1915 


January,  1915 
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Stratford  Furniture  Exhibition 


Jan.  1]th  to  Jan.  23rd,  1915 


Colonial  Style 


The  best  New  Year's 
resolution  you  can  make 
and  the  one  which  you 
will  always  congratulate 
yourself  on  having  ful- 
filled, is  to  give  your 
customers  the  advantage 
of  a  good  selection  of 
Globe  -Wernicke  Sec- 
tional Bookca^^es,  and 
yourself  the  advantage 
of  the  demand  which 
world  -  wide  publicity 
backed  by  honest  value 
has  created  for  Globe- 
Wernicke  Specialties. 


In  offering  Globe- 
Wernicke  Sectional 
Bookcases  you  give  your 
customers  every  oppor- 
tunity of  exercising 
their  individual  tastes 
in  the  selection  of  de- 
signs and  finishes  as  well 
as  the  added  advantages 
of  a  unit  Bookcase 
which  can  be  built  up 
as  desired. 


Complete  Showing  at  the  Stratford  Exhibition 

We  are  showing  our  entire  line  at  the  Stra'ford  Furniture  Exhibition 
this  year  and  will  have  many  new  features  which  will  be  of  use  to  you 
during  the  coming  year.  While  at  the  Exhibition  don't  fail  to  visit  us 
because  your  welcome  will  be  warm  and  we  wish  to  make  your  visit 
as  pleasant  and  instructive  as  possible. 

Me  9lob«^crniek«  Qo.£t!>. 

Stratford  Ontario 


Stratford  Furniture  Exhibition 


Jan.  11th.  to  Jan.  23rd,  1915 
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January,  1915 


Stratford  Furniture  Exhibition 


]an.  1  1th  to  Jan.  23rcl,  1915 


A  Long  Line  and  a  Strong  Line 

Of  Stratford  Manufacturing  Companies  Products  will  be 
displayed  at  the  Stratford  Furniture  Exhibition  this  year. 


All  lines 
shown  in  the 
illustration 
will  be  on 
exhibit. 


Many  new 
A  rticles 
will  be 
shown. 


Our  new  line  of  Kitchen  Cabinets  will  be  on  exhibition  for  the  first  time.  This 
Kitchen  Cabinet  is  complete  in  every  detail  and  with  it  we  will  be  able  to  com- 
pete with  any  Cabinet  in  the  market,  either  American  or  Canadian. 

The  Stratford  Manufacturing  Company,  Limited 

Stratford  -  Ontario 


When  There^s  a  Call 
for  a  High  Class  Bed 


You  are  missing  golden  opportuni- 
ties if  you  haven't  a  selection  of 
Stratford  Brass  Beds  to  offer.  From 
the  large  variety  of  Stratfords,  yon 
can  satisfy  any  taste. 

Visit  our  space  at  the  Stratford 
Furniture  Exhibition  and  let  us  show 
you  our  1915  line.  It's  a  line  you 
should  know  more  about. 


THE  STRATFORD  BED  COMPANY,  LIMITED 


Stratford  Furniture  Exhibition 


Jan.  1  1th  to  Jan.  23rd,  1915 


January,  I9l5 
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The  Twins  Have  Been  Doubling  Sales 


The  demand  for  Twin  Pedestal  Extension 
Tables  is  Growing  at  a  Tremendous  Rate 


npHAT  the  public  want  something  different  and  better  in 
Extension  Tables  is  forcibly  shown  in  the  remarkable 
increase  in  Twin  Pedestal  Table  sales  during  the  present 
year  since  we  have  been  giving  extensive  publicity  to 
their  superior  features. 


Begin  the 
Year 
with  a 
''TWIN'' 


Repeat  orders  is  the  inevi- 
table result  of  a  **  Twin  " 
sale.  These  tables  possess  all 
the  features  of  the  leg,  single 
pedestal  and  the  dividing 
pedestal  table  and  eliminate 
all  the  disadvantages. 

^  Why  not  put  one  Twin,  at  least, 
on  your  floor  and  try  it  out.  No. 
557  in  plain  oak  at  $12  net  will 
make  a  good  profit  and  a  good  start. 


Our  catalog  of  "Twins" 
sent  to  any  address 


The  New  "Twin"  X  Top 

Made  with  rounded  corners  and  swelling  sides" 
Rim  in  one  piece,  bent  into  shape  as  on  round 
tables.  It  eliminates  the  sharp,  ungraceful  cor- 
ners of  the  round  table,  but  gives  practically  the 
same  surface  area.  A  new,  exclusive  design 
that  can  be  supplied  with  any  base  taking  a 
45  inch  top. 


The  Chesley  Furniture  Company,  Limited 

GEO.  DURST,  President  pi        |  .Of*-*  Manager 

WM.  DAMM.  Vice  President  ^^HeSley      I       WniariO  j  HAUSER,  Executive  Officer 

llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 
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Built  for  COMFOR  T  and  SER  VICE 


This 

All  Steel  Spring 

Is  a  good,  strong,  serviceable  article, 
an  ev.  ryday  seller  that  yields  the 
dealer  a  substantial  profit  and  gives 
excellent  satisfaction. 
Frame  is  heavy  angle  steel  with 
steel  tubing  rails,  finished  in  bronze. 
Fabric  IS  fine  alternate  weave  sup- 
ported by  double  band  iron  supports. 
The  fabric  is  raised  six  inches  above 
the  side  rails  by  means  of  malleable 
iron  risers. 

Ask  for  copy  of  our 
NEW  CATALOGUE 


The  Ontario  Spring  Bed  &  Mattress  Co.,  Limited 


Lond 


on 


The  Largest  Bedding  House  in  Canada 


Ontario 


The  "  Elite  " 


The  Best  Seller  Yet 

IN  a  line  that  is  noted  for  its  quick  sellers 
•'■  the  "  Elite  "  has  achieved  the  distinction 
of  being  the  best  seller  of  them  all. 

The  "  Elite "  IS  a  lower  priced  article  than  our 
other  tables,  but  its  excellent  sales  record  is  not 
due  to  this  alone.  Its  superior  qualities  are  so 
marked  that  one  of  the  1  argest  departmental  stores 
m  this  country  is  pleased  to  call  it  the  best  jolding 
table  in  Canada. 

Made  at  present  in  one  size  only — 30  inches  square 
by  26^4  inches  high  and  weighs  10  lbs.  Supplied  in 
fell  or  leatherette  tops  only.  Frame  finished  in  Golden, 
Fumed  and  Early  English  Oak  and  Imitation  Mahog- 
any.   Write  for  prices. 

Hourd  &  Company,  Limited 


London 


Canada 


t^utent  Applied  tor 


January,  1915  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 
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Iron  and  Brass 

Bedsteads 
Institution  Beds 


Cribs  and  Cots 
Steel  Couches 
and  Davenports 


;  DIXIE 

No  Tuft  Mattress 
Kapok  Mattress 


Astoria 
Box  Spring  and 
Other  Specialties 


The  Cuban  Spring 
Iron  Frame  Springs 
Spiral  Springs 


LIERE'S  a  popular  chill-less  design 
in  GALE  quality  of  workman- 
ship and  finish.  I  J'^' 

No.  902  Chill-less  Bedstead:   .Round- pillar 
Brass  Top  Rod  2",  Fillers  1        Bottom  Rod  |", 
Head  End  60"  high— Foot  End  37"  high.  Made 
in  all  sizes  :  3-0,  3-6,  4-0,  4-6.     List  price  $24.00. 

How  many  shall  we  send  you  7 


GEO. 


Montreal 


&  SONS 


Waterville,  Quebec 

Toronto 


LIMITED 


Winnipeg 


GUARANTEED 


WATERVILLE, QUE. 
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Sanitary  White  Enamel  Bathroom  Mirrors 

COPPERED   WATERPROOF  BACKS 


No.  1120.    Triple  Folding  Bathroom  or  Dressing  Mirror 


No.  1117.    Oval  with  Shelf  No.  lli«.    With  Shelf  and  Towel  Bar 

THREE  of  our  new  line  of  bathroom  mirrors.  Frames  are  of  fine  white  enamel.  Mirror 
plates  finished  with  our  new  coppered  waterprooj  pfocess  so  essential  in  bathroom  goods. 
Write  for  prices.    Catalogue  of  mirrors  and  other  goods  on  application. 


PHILLIPS  MANUFACTURING  CO.,  Limited 

Carlaw  Avenue  TORONTO,  Canada 

Manufacturers  of  Mirror  Plate;  Framed  Mirrors,  Picture  Frames  and  Mouldings. 


January,  1915  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 
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Popular  Patriotic  Pidures 


TIMELY  NOVELTIES 


No.15  3810, 
"It's  a  Long.  Long  Way  to  Tipperary" 

11x16—1  inch  Fumed  Frame  in  Khaki  Effect  in 
Harmony  with  Colors  in  picture,  also  in  size 
3-^x5^.  inches 


No. ]4    3907,  Lord  Kitchener,  (Sepia  Tone  Print) 
6x8  in.  Ornamental  Antique  Finish  Frame 
Companion  Subjects-  French.  Jellicoe,  Smilh-Dorrien 


No.  5774--General  French  (Sepia  Tone  Print) 
10x12— J  inch  Circassian  Walnut  Finish  Frame 
Subjects  as  in  No.  1 4 -3907,  6x8  on  Brown  Mount.  I  Ox  1 2  in. 


THE  PHILLIPS' 
LINE  IS 
UP-TO-DATE 


See  the  patriotic  wall 
pocket.  No.  1915, 
elsewhere  in  this  issue. 


QUALITY  AND 
PRICES 
ARE  RIGHT 


if  not  a  customer,  send 
us  a  trial  order. 


No.  14-3790-The  British  Bull  Dog  (in  Colors) 
8x  1 0—2  inch  Circassian  Walnut  Finish  Frame 


Phillips  Manufacturing  Company,  Limited 


Toronto 


Canada 


Our  traoellers  will  call  on  the  trade  early  in  the  New  Year  With  the  latest  in  Framed  Pictures,  Frames  (Square  and  Oval)  and  Mouldings 
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Sell  Your  Customers  Comfort 


and  reap  the  benefits  that  always  accrue  from  a  Perfectly  Satisfied  Patron. 

''Rest-Fest"  and  ''Rex-Recline/'  Chairs 

have  more  real  comfort  producing  features  than  any  other  fine  in  their  class. 
In  selling  "Rest-Fest"  and  "Rex-Recliner"  Chairs  you  have  in  addition  to  their  naturally  strong 
selling  features  the  advantage  of  our  effective  selling  plan  which  includes  extensive  consumer 
advertising,  and  such  sales  helps  as  interest  compelling  Window  Trim,  Demonstration  Cards,  and 
Handsome  Window  Posters. 


Chairs  are  self-adjusting.  A  slight  pressure  on  floor  puts  occupant 
into  reclining  position  with  all  parts  of  body  supported. 


Our  line  will  be  on  exhibit  on  the 

4th  Floor  Furniture  Exchange  Building,  Grand  Rapids 
8th  Floor  Furniture  Exchange  Building,  New  York  City 
5th   Floor  Manufacturer*  Exhibition  Building,  Chicago 
A  number  of  new  de»ign»  will  be  shown. 


The  Chair  Craft  Company 

Traverse  City  Michigan 


January,  1915 
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OW  IS 


the  Time  to  Order  that 
Rattan  and  Verandah 
Furniture 


Our  travellers  will  be  around 
in  January  and  any  orders 
placed  with  them  at  that 
time  will  be  shipped  in  time 
to  avoid  the  Spring  rush. 


Canadian 
Rattan  Chairs 


are  Made  in  Canada  and  in  price 
and  quality  are  the  equal  of  any 
foreign  made  furniture.  Why  not 
buy  Canadian  goods. 

A  trial  order  will  convince  you  of 
the  superiority  of  our  goods  in  qual- 
ity and  workmanship. 


For  prices  and  further 
mformation    write — 


The  Canadian  Rattan  Chair  Co., 


Limited 


/fjxedCurlmdCenkr 

Jl_ 


Victoriaville,  Que. 
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Two  Lines  that  will 
Boost  Your  Profits 


Victoriaville  Upholstered 
Furniture 

has  all  the  qualities  that  make  easy 
sales  and  quick  profits  possible. 

Comfort,  Beauty  and  Strength  at 
reasonable  prices  will  appeal  to  all 
your  customers,  as  the  steady  sales 
by  Victoriaville  dealers  show. 

Why  not  be  a  Victoriaville  dealer  ? 


Victoriaville  Brass  Beds 


Are  made  in  neat  and  attrac- 
tive designs  from  the  best  ma- 
terial. Our  up-to-date  facilities 
for  manufacturing  enable  us  to 
produce  them  at  a  cost  which 
comes  within  the  means  of 
the  majority  of  your  customers 
after  allowmg  yourself  a  good 
substantial  profit.    Try  them. 


Our  facilities  for  shipping  mixed  car- 
load lots  will  reduce  your  freight  bill. 


JYixed Car/oadCenfer 


The  Victoriaville  Bedding 

Company,  Limited 

Victoriaville  Quebec 


January,  1915 
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Berlin- Waterloo  Furniture  Exhibition 

— January  1 1  th  J  6th,  1915  — 


At  Any  Time  of  the  Year 

Permanent  show  rooms  at  our  factory.  Many  new 
designs  will  interest  the  buyers  who  visit  us  in  January 


No.  503  with  plain  mirror  20"  x  28"  No.  599 

No.  502  lenglh  46".  one  drawer. 


The  H.  Krug  Furniture  Company  Limited 

BERLIN  ONTARIO 
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BERLIN  -  WATERLOO 

January  1  ]  th  to  ]  6th,  191  5,  and  the  following  week 

The  Preparations  are  Complete 

For  what  we  hope  and  believe  will 
be  the  most  successful  exhibition  ever 
held  in  Berlin  or  any  other  City. 

The  Exhibition  will  be  held 
from  January  1 1  th  to  January 
16th  and  the  following  weel^. 

W/v  T«.o.»k1/>  Will       ^w^^^^A  JUi^h^ 

lio  1  rouble  Will  be  opared  to  IVlake 
Your  Visit  Pleasant  and  Profitable 

^  Spaces  at  the  Exhibition  Building,  Queen  St.  S., 
have  been  taken  up  and  special  efforts  are  being 
made  to  make  the  various  exhibits  most  interest- 
ing, and  the  Retail  Trade  who  visit  us  in  the 
Second  Week  in  January  or  the  Following  Week  will  not 
be  disappointed.    A  number  of  the  Factories  are  also 
exhibiting  at  their  Factory  Show  Rooms. 

^  A  Smoker  Concert  will  be  held  Thursday  Evening,  the 
1 4th,  at  Queen  St.  S.  Show  Rooms.     Messrs.  W.  White 
and  Jules  Brazil  have  been  engaged  as  entertainers,  and  a 
good  program  is  assured. 

On  the  next  page  is  given  a  list  of  the  Exhibitors,  what  they  manu- 
facture and  where  you  jvill find  them.     Tear  out  the  page  and  tal^e 
it  with  you  to  the  Exhibition. 

January  1  1  th  to  16th,  1915,  and  the  following  week 

VISIT  US  IN  JANUARY 

January,  1915 
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FURNITURE  EXHIBITION 


January  1  1th  to  16th,  1915,  and  the  following  week 


Name  of  Exhibitor       Exhibit  at 

Goods  on  Exhibit 

Anthes  Furniture  Co.,  Berlin,  Ont. 

Factory 

Mahogany,  Circassian  and  walnut  dining  room 
and  bedroom  furniture. 

Berlin  Furniture  Co.,  Berlin,  Ont. 

Queen  St.  S. 

Mahogany,  walnut  and  oak  bedroom  furniture. 

Baetz  Bros.  Furniture  Co.,  Berlin,  Ont. 

Queen  St.  S. 

Dining  room  chairs,  bedroom  chairs,  parlor 
frames,  bungalow  and  living  room  furniture. 

Berlin  Table  Co.,  Berlin,  Ont. 

Queen  St.  S. 

Oak  dining  table  patent  automatic  extensions. 

Berlin  Interior  Hardwood  Co., 

Berlin,  Ont. 

Factory 

Office  desks,  writing  tables,  and  interior  fit- 
tings. 

S.  Bru'bacher,  Berlin,  Ont. 

Queen  St.  S. 

Washing  machines. 

Cloisonne  Glass  Co.,  Berlin,  Ont. 

Queen  St.  S. 

Electric  library  lamps,  trays,  etc. 

Elmira  Furniture  Co.,  Elmira,  Ont. 

Queen  St.  S. 

Dining  chairs,  den  furniture,  fancy  rockers 
and  parlor  tables. 

Elmira  Interior  Woodwork  Co., 

Elmira,  Ont. 

Queen  St.  S. 

Mantels,  oak  and  mahogany;  library  and  writ- 
ing tables. 

G.  H.  Haclvborn  Furniture  Co. 

Berlin,  Ont. 

Queen  St.  S. 

Parlor  suites,  couches,  easy  chairs  and  fancy 
rockers. 

D.  Hibner  Furniture  Co.,  Berlin,  Ont. 

Factory 

Solid  mahogany,  Circassian  walnut  and  oak 
dining  room  furniture.     Complete  line  of 
oak  and  mahogany  sectional  bookcases,  oak 

LL     111  tx  11  \J        11  y     'yalXKJi      allKl     ILfJl  al  y  LO'Ulcb. 

Tl        T<    TlirV      M*!!™**!  1                        I'rt          T?  OT*  1  1  Tl  lint" 

ju,  jA-rug  -TuirniDuie  kjo.j  x>eriin,  \_/nt. 

jc  victory 

T  Q  ^ ri     O  VI     Tnil    TiviO.    /^k^^^f^a    /vn.QiT.o     /ion    rrn  i 

Lfdcuucdii,  lull  line,  uliice  cu'ctiis,  cieu  xumiLUie 

and  fancy  parlor  tafcles,  etc. 

Kreiner  &  Co.,  Berlin,  Ont. 

On  DOT!     St  .S 

Library  tables,  den  furniture,  parlor  tables, 
bookcases  and  ladies'  desks. 

Lippert  Table  Co.,  Berlin,  Ont. 

Factory 

Dining   room   tables,    library    tables,  table 
lamps,  pedestals,  and  candlesticks. 

Lipipert  Furniture  Co.,  Berlin,  Ont. 

Factory 

Parlor  frames,  den  furniture,  living  room  fur- 
niture, diners,  fancy  odd  chairs,  automatic 
reclining  chairs,  bedroom  chairs  and  rockers. 

Onward  Mfg.  Co.,  Berlin,  Ont. 

Queen  St.  S. 

Sliding    shoes,    electric    and    hand  carpet 
sweepers,  etc. 

Quality  Mattress  Co.,  Wiaterloo,  Ont. 

Queen  St.  S. 

Mattresses  of  all  kinds. 

Snyder  Bros.,  Waterloo,  Ont. 

Factory 

Living    room,    den    and    parlor  furniture. 

Schreiter  &  Co.,  Berlin,  Ont. 

Queen  St.  S. 

Mattresses  of  all  kinds. 

J.  B.  Snyder,  Waterloo,  Ont. 

Factory 

Desks,  writing  tables,  etc. 

Wunder  Furniture  Co.,  Berlin,  Ont. 

Queen  St.  S. 

Hall  furniture,  parlor  furniture,  and  dining 
chairs. 

Woeller,  Boldue  &  Co.,  Waterloo,  Ont. 

Factory 

Living   room   furniture,   parlor   suites,  and 
diners. 

Watsons,  Limited,  Bradford,  Ont. 

Queen  St.  S. 

Kitchen  cabinets. 

Waterloo  Furniture  Co.,  Waterloo,  Ont. 

Factory 

Mahogany   and   birch   parlor   suites,  living 
room   chairs,   fancy   rockers,   and  Morris 
chairs. 

January  1  1th  to  16th,  1915,  and  the  following  week 
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Saves  WORK -MONEY  -TIME 

Makes  Your  Heme  A!:.soliiu-ly  CIccin 

A  strongly  built  and  highly  efficient 
cleaner.  Simply  operated  and  abso- 
lutely guaranteed  to  give  satisfaction 


See  these  lines  demonstrated  at 
the  Exhibition,  and  let  us  show 
you  how  they  will  boost  your 
profits. 

"ONWARD" 
Sliding  Furniture  Shoes 


Made  with  Glass  Base  and  Mott 
Metal  Base.    All  styles  and  sizes 


We  also  manafactnre 
slides  for  chairs  in 
three  sizes  —  write 
(or  our  literature, 
prices  and  trade  dis- 
counts. 


For  Wood  Furniture 


Onward  Manufacturing  Co. 

Berlin      -  Ontario 


You  Can  Make  Big  Money  Selling 

ELMIRA  ELECTRIC 
GRATE  MANTELS 


Why  not  start  the  year  right  with 
a  showing  of  Elmira  Mantels. 
They  are  just  as  convenient  to 
handle  as  furniture  and  more 
profitable. 


Easily  installed,  no  chimney  or  tiling 
necessary.  Made  with  or  without  sum- 
mer grate  m  three  or  four  burners,  all 
ready  to  connect  to  electric  wiring. 


We  can  furnish  Tiles 
Gas  Grates  if  required. 


an 


d  Coal  or 


L«t  us  send  you  our  Illustrated 
Catalogue  and  Price  List 


The  Elmira  Interior  Woodwork  Co., 

Elmira  Ontario 


January,  1915 
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BAETZ  BROTHERS  &  COMPANY 

BERLIN  ONTARIO 


See  Our  Exhibit 
at  the 

Berlin  -  Waterloo  Furniture 
Exhibition 

Exhibition  Building 

DINING  ROOM  CHAIRS,  BEDROOM 
CHAIRS,   PARLOR  and  DRAWING- 
ROOM  SUITES,  LIVINGROOM  SUITES 
and 


ENGLISH  BUNGALOW 


FURNITURE 


Are  W. 

Down- 

H ear  ted 
? 

Why 
Should 
We  Be 


Come  and  see  us  during  the  January  Exhibition 

We'll  be  "at  Home"  during  the  Berlin- 
Waterloo  Exhibition,  January  11  to  16,1915 

We've  a  Display  Worth  Seeing.     Always  New  and  Up-to-the- Minute 


WATERLOO  FURNITURE  CO.,  Limited 


WATERLOO,  ONTARIO 
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Berlin  Waterloo  Exhibition 

—    January  1 1  th- 1 6th,  1915  — 


GEO.  H.  HACHBORN 


No.  2211 


Two  Representatives 


from  our  line  of 

Couches 
Davenport  Beds 
and  Parlor  Suites 

which  we  will  be  glad  to 
show  you  at  the  Exhibition. 

An  inspection  of  our  1915 
line  will  be  of  great  help 
to  you  in  choosing  a  good 
saleable  stock  for  the  com- 
ing year. 


CHAS.  ADLOFF 


No.  2209 


Geo.  H.  Hachborn  &  Co.,  Berlin,  Ont., 


A  GENTLE  PULL 


is  all  that  is  required  to  operate 
the  Berlin    Extension  Table 


The  Berlin  Table  is  the  ONLY  table  on  the  market  equipped  with  an 
AUTOMATIC  EQUALIZING  or  self-centering  slide.  The  AUTOMATIC  at- 
tachment is  made  entirely  of  COLD  ROLLED  STEEL  and  is  inserted  in  our 
PATENTED  PERFECTION  SLIDE.  The  Slide  that  won  a  reputation  for 
itself  from  its  rigidity  and  easy  running  qualities.  During  the  two  years 
that  our  AUTOMATIC  TOP  has  been  on  the  market  it  has  proven  itself 
the  PEER  OF  EXTENSION  TABLES.  Even  the  most  skeptical  have 
been  thoroughly  convinced  of  its  conveniences  and  superiority. 


Satisfy  yourself  by 
examining  this  tabte 
at   the  Exhibition. 


Berlin  Table  Mfg. 

Co.,  Limited 

Berlin         -  Ontario 


January,  1915 
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Quality  First'' 


These  High  Grade 
Mattresses 

Are  Just  What  You  Want 
For  Your  Better  Class  Trade 

Every  Mattress  is  labelled,  showing  retail  price  and  what 
it  contains.  We  stand  behind  these  labels.  That  is 
your  customer's  and  your  own  protection. 

Quality  Mattresses  will  increase 
your  sales  and  double  your  profits. 


Perfect  Box  Spring  and  Mattress.    Retails  at  $21.00 


"Quality  Felt."    Retails  at  $12.50 

Let  US  send  ijou  our  price  list  and  other  details  of  our 
full  line  of  Quality  Mattresses. 


At  the  Berlin- Waterloo 
and  Toronto  Exhibitions 

Quality 
Mattress 
Co. 

Toronto,  Waterloo  and  Berlin,  Ont. 

Head  Office:  Waterloo 
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EVERYBODY'S  SELLING  THEM 


Canadian  Patriotic  Chairs" 


Six  designs  to 
choose  from,  all 
at  popular  prices. 

Get  samples  on 
})our  floor  at 
once. 


All  selling  like 
hot  cakes  as 
fast  as  shown. 

A  re  you  getting 
any  of  this  easy 
business  ? 


On  the  top  slats  of  these  chairs,  as  will  be  seen  by  the  above  illustration,  is  one  of  the  finest 
pieces  of  embossing  ever  put  on  a  piece  of  furniture,  consisting  of  the  "  British  Coat  of  Arms" 
correct  to  the  smallest  detail,  and  a  w^ork  of  art  in  itself,  which  if  desired  can  be  supplied 
finished  in  gold,  producing  a  very  striking  and  attractive  effect. 

The  Canadian  Patriotic  Fund  secures  from  us  ten  cents  for  every  one  of  the  above 
chiurs  sold,  soil  will  be  seen  that  these  are  patriotic  "chairs"  in  every  sense  of  the  word. 

BE  A  BOOSTER  AND  GET  IN  THE  GAME 


ANADA  rURNITUREMANUFACTURERS 


Limited 


GENERAL  OFFICES  ■  WOODSTOCK,  ONT. 


Wholesale  Showrooms:  TORONTO.  WINNIPEG 


Distributing  Warehouse  :  WINNIPEG 


llllllllllli 
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Made  in  Canada 

We  are  not  only  appealing  to  your  patriotism,  we  are 
appealing  strongly  to  your  pocket  book.  We  know  and 
you  know  that  goods  made  as  this  buffet  is  constructed 
and  finished  cannot  be  made  for  any  less  price  anywhere 
— and  this  is  only  a  sample  from  the  biggest  and  newest 
line  of  sellers  that  we  have  ever  had. 

No.  232  is  constructed  of  solid  quarter-cut  oak  and 
finished  in  fumed  or  golden,  polished.  The  case  top 
measures  22  x  48  inches,  and  the  mirror  8  x  40  inches. 

Resolve  right  now  to  imestigate  Knechtel's  Line 
of  Leaden  in  Bedroom,  Diningroom,  Livingroom, 
Drawingroom,  Kitchen   and  Bathroom  furniture 

THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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BEAUTIFUL  PICTURES  and  STATUARY 


From  the  line  of  G.  L.  Irish,  499  Queen  W«st,  Toronto.  Send  in  an  order 
and  be  convinced  that  you  can  make  money  by  handling  these  goods. 


The  above  picture  represents  one  of  ili.  iiiini.\  beautiful  sub.iccl-  m  I II  uiijiiiatcd  ]>r:iv\  l'ainlint:s — The  Sinking  of  the  Titanic.  We 
also  have  the  Empress  sinking,  and  the  Jimpress  and  Storstadl.  Ten  dollars  per  set  of  4.  Our  genuine  oil  paintings  are  the  best 
on  the  market.  To  dealers  who  will  use  an  assorted  case  lot,  beautifully  framed,  in  sizes  up  to  30  x  40,  we  will  make  an  extremely  low 
price  of  $35.00.  We  are  also  giving  the  same  offer  on  an  assorted  case  of  Sepia  Photogravures  in  3  inch  im.  walnut  veneer  with  glass; 
assorted  copies  from  masterpieces;  in  sizes  up  to  26  x  36.    Order  and  be  convinced. 


We  manufacture  a  full  line  of  Alabastine  Statuary,  beautiful  decorations  for  the  furniture  store.  All  goods  finished  in  ivory,  antique, 
bronze,  and  natural  colors;  over  1,500  pieces  in  the  line.  There  is  a  big  nrofit  to  the  dealer  on  these  goods.  There  is  a  big  business  in 
the  spring.  Write  for  our  catalogues  or  call  at  our  place  when  in  Toronto.  Most  of  the  up-to-date  furniture  stores  in  Canada  carry 
our  line.    For  the  beginners  who  are  unacquainted  with  the  line  we  make  up  some  beautiful  $.50.00  assortments,  all  winners. 

Write  for  Our  CompUte  Catalogue: 

G.  L  IRISH  :  499  Queen  St.  West,  Toronto 
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THE  ONE  BEST  BET 

is  a  visit  to  the  New  YorJ^  Exposi- 
tion in  January,  There  you  will 
find  the  new  spring  samples  of 
368  Furniture  Lines  ready  for 

your  inspection.  It  is  the  only  Furniture 
Exposition  where  you  will  find  all  the 
exhibits  under  one  roof  m  a  building  cover- 
ing a  New  York  City  Block  and  twelve 
stories  high.    It  is 

The  Complete  Market 

in  a  city  of  accommodations  where  the 
broadest  scope  of  merchandise  is  quickly 
and  easily  accessible  to  the  visiting  buyer. 
The  only  market  in  this  country  where 
you  can  see  the  Very  Latest  Novelties  in 
every  line.    Remember  the  dates — 

JANUARY  11th  To  30™ 


New  York  Furniture  Exchange 

NEW  YORK  CITY 
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TorontoFurnitureExhibition 


To  all  the  Furniture  Dealers  of  Canada  we  extend 
a  most  cordial  invitation  to  visit  our  display  of 

Bedroom  Suites,  Buffets  and  Side  Boards 
China  Cabinets  and  Bookcases 

at  the  Toronto  Furniture  Exhibition, 
fanuary    1 8th   to   February  1st. 


The  Gibbard  Furniture  Co.  of  Napanee,  Limited 


Napanee 


Ontario 


To  Every  Furniture  Dealer  in  Canada 


Juit  to  Wish  you  a  Happy  and  Prosperous  New  Year  and 
to  invite  you  to  call  and  lee  our  exhibit  of  the  "Elmira  Line" 

AT  THE 


Berlin -Waterloo  Furniture  Exhibition 


Berlin,  Ontario 


January  11.16,  1915 


The  Elmira  Furniture  Company,  Limited 

Elmira  -  Ontario 


January,  1915 
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No.  4306 


Absolute  Care  And 
Close  Inspection  Make 

Kohn's  Bentwood 
Chairs 


No.  108D 


absolutely  perfect  in  every  detail 


THE  most  glaring  fault  in  almost  every  make  of  chair, 
especially  the  commercial  type,  is  a  lack  of  rigidity 
in  the  legs.  This  fault  has  been  overcome  in  Kohn's 
Chairs  through  the  use  of  a  patented  steel  bolt  screw 
joint  that  is  mortised  into  the  vv^ood.  These  chairs 
will  undoubtedly  outwear  any  two  of  the  ordinary  sort. 


In  the  question  of  design,  we  are,  of  course,  admittedly 
leaders.  Our  designers  are  furniture  fashion  experts 
and  style  creators  in  interior  decoration. 


See  the  newest  tendencies 
in  our  latest  catalog 
and  at  our  showrooms 


Jacob  &  Joseph  Kohn 


INCORPORATED 


215-219  Victoria  Street  Toronto 


No.  4713 


No.  48 
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TORONTOFURNFFURE  EXHIBFIION 


IVe  will  show  our  Full  Line  of 

"Soeasy" 
Reclining  Chairs 


in  our  space  at  the  Toronto 
Furniture  Exhibition  this 
year. 


Foot  Rest  slide*  back  out 
of  sight  when  not  in  use 


"Soeasy"  to  recline  in 
"So  easy"  to  sell 


Owen  Daveno  Bed 

Company,  Limited 

Hespeler,  Ontario 


One  of  Our 

NEW  DESIGNS 


That  will  be  displayed  at  the 

Toronto  Exhibition 


Windsor  Chair  No.  138Q.  Good  strong 
Oak  construction.    Fumed  finish. 


We  are  not  cutting  prices  on  account  of  the 
war  at  we  realize  that  to  do  so  Would  natur- 
ally depreciate  the  value  oj  our  customers' 
stock  on  hand. 

The  North  American  Bent 
Chair  Company^  Limited 

Owen  Sound,  Ontario 


JANUARY  18th  to  FEBRUARY  1st,  1915 
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You    are  cordially   invited  to 
visit  our  Exhibit  at 

Our  Factory  Show  Rooms 

137  Duchess  Street, 

Convenient  location,  five  min- 
utes ride  on  cars  from  King 
and  Yonge  Streets. 

Where  We  are  Showing 
Our  Complete  1915  Line 

Including: 

Reed  Carriages,  Collapsible 
Go-Carts,  Sidewalk  Sulkies, 
Reed  Chairs,  Wagons  and 
Velocipedes. 

While  in  Toronto  make  oar 
Show  Rooms  your  Headquarters 

Gendron  Mfg.  Co.,  Ltd 


1 37  Duchess  St. 


Toronto 


^UT  in  a  small 
stock  of  J-M  AsbestoJ  Table 
Coveri  and  Mats,  display  them  prominently,  and 
watch  how  they  interest  the  women  who  see  them. 
Everyone  knows  that  Asbestos  is   the  greatest  heat-iesisting 
mineral  known.   And  women  will  naturally  be  attracted  by  products 
ot  this  interesting  material  made  expressly  for  use  in  the  home. 

^  ASBESTOS 
Table  Covers  and  Mats 

sell  quickly  too, —  because  they  are  household  necessities — certain 
preventers  of  damage  to  the  beautiful  polish  of  the  dining  room  table 
by  hot  dishes  that  are  placed  upon  it. 

Order  a  small  stock  from  the  nearest  J-M  Branch  to-day.  No 
need  to  catty  a  large  stock  as  there  is  a  big  stock  at  our  Branch  near 
you,  which  insures  prompt  shipments. 

Our  proposition  to  dealers  will  interest  you.  Write  our  nearest 
Branch  to-day. 


H. 


THE  CANADIAN 
W.  JOHNS-MANVILLE  CO. 


Toronto 


Montreal 


Winnipeg 


LTD. 

Vancouver 


2839 


Don't  fail  to  see  our  Attractive  Display)  at  the 
TORONTO  FURNITURE  EXHIBITION 

Stuffover  Easy  Chairs,  English 

Chairs, 

Turkish 
Rockers 


A  strong  selling 
popular  priced 
line  that  you 
should  include 
in  your  stock 
this  season. 


See  our  line  and 
be  convinced. 


The  Maple  Leaf  Couch  Co. 

Toronto,  Canada 
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Toronto  Furniture  Exhibition 


SEE  THE  DISPLAY  OF 

Canadian  Mersereau  Brass  Beds 

At  the  TORONTO  FURNITURE 
EXHIBITION  IN  JANUARY 


No.  8006.    The  newest  design  on  the  market — one  of  our  own  special  patterns.  Made 
with  square  brass  tubing  centres  and  inlaid  copper  trimmings. 

THE  DEPENDABLE  LINE 


Canadian  Mersereau  Company,  Ltd. 

1  1 9  Brock  Avenue  ::  Toronto,  Ontario 

JANUARY  18th  to  FEBRUARY  1st,  1915 


January,  1915 
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Quaint  Jacobean  Furniture 


Upholstered  in  Specially  Selected  Wool  Tapestry 


5ee  our  display  at 
the  Toronto  Furniture 
Exhibition,  January 
1 8th  to  February  1  st, 
1915 


Don't  miss 
our  display. 
W e  are 
showing  our 
entire  line. 


The  Bell  Furniture  Company,  Limited 


Southampton 


Ontario 
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Special  rates  on  all 
Railways  have  been 
applied  for. 


The 

Second  Annual 


Ask  for  a  Conven- 
tion Certificate  when 
baying  your  Railway 
licket. 


Toronto  Furniture  Exhibition 

JANUARY  18th  to  FEBRUARY  1st,  1915 


Nearly  50  Canadian 
Manufacturers  will 
make  displays  under 
one  roof. 

The  eight-storey  build- 
ing, (about  85,000 
square  feet)  will  be 
comfortably  heated 
and  well  lighted. 


IN  THE  NEW 

GREGG 
BUILDING 

52-54  YORK  ST. 

TORONTO 

Just  around  the  corner 
from  the  Union  Depot 


The  Exhibition  Build- 
ing is  only  a  block 
from  the  Walker, 
Queen's,  Carls  -  Rite, 
Prince  George,  Iro- 
quois and  Palmer 
Hotels  and  very  close 
to  the  leadmg  theatres. 

Stormy  weather  needn't 
worry  you  in  Toronto. 


Only  ^^Made  in  Canada    Goods  Will  be  Shown 

Patriotism  and  good  sound  business  sense  call  for  the  purchase  of  goods  produced  by  Canadian 
workmen  during  1915.  Every  man  our  factories  employ  provides  so  many  more  dollars  to  be  cir- 
culated amongst  merchants  in  Canadian  towns  and  cities.  Every  dollar  spent  on  imported  furniture 
means  work  taken  from  Canadian  mechanics  and  trade  taken  from  Canadian  stores. 

Bring  a  "Want  Book"  with  you  and  spend  a  day  or  two  looking  over  the  various  displays.  We'll 
see  that  you  are  well  entertained  in  the  evenings  and  you  will  meet  many  other  dealers  who  are  facing 
the  same  business  problems  as  yourself.    An  interchange  of  experiences  will  help  you  both. 


A  visit  to  the  Furniture  Exhibition  is  an  investment — not  an  expense. 


Canadian  Furniture  Exhibition  Association 


A  cordial  invita- 
tation  is  extended 
to  every  Canadian 
furniture  dealer. 


Exhibition  Committee 

J.  W.  ABBOTT  JAMES  SOUTER 

W.  J.  CRAIG,  Sec,  215  Victoria  St.  Toronto 


See  the  full  list  of 
exhibitors  on  the 
next  page  of  the 
Furniture  World. 


January,  1915 
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Toronto  Furniture  Exhibition 

Some  Manufacturers  who  wiU  Exhibit 


Gold  Medal  Furniture  Manufacturing 

Co.,  Ltd.,  Toronto 
Colleran  Patent  Spring  Mattress  Co., 

Ltd.,  Toronto 
Du  PontFabrikoid  Co.,  Ltd.,  Toronto 
Bell  Furniture  Co. Ltd., Southampton 
Luckhow  Table  Co.,  Ltd.,  Lucknow 
H.  E.  Furniture  Co.,  Ltd.,  Milverton 
Flora  Furniture  Co.,  Ltd.,  Flora 
North  American  Bent  Chair  Co., 

Ltd.,  Owen  Sound 
North  American  Furniture  Co. ,  Ltd. 

Owen  Sound 
Owen  Sound  Chair  Co.,  Ltd.,  Owen 

Sound 

National  Table  Co., Ltd., Owen  Sound 
Kindel  Bed  Co.,  Ltd.,  Toronto 
Hespeler  Furniture  Co.,  Limited, 

Hespeler 
Standard  Bedding  Co.,  Toronto 
Gibbard  Furniture  Co., Ltd.,  Napanee 
Owen  Daveno  Bed  Co.,  Ltd.,  Hes- 
peler 

Maple  Leaf  Couch  Co.,  Toronto 
Crown  Furniture  Co.,  Ltd.,  Preston 
Andrew  Malcolm  Furniture  Co.,  Ltd. 

Kincardine 
Clements  Mfg.  Co.,  Ltd.,  Toronto 


F.  E.  Coombe  Furniture  Co.,  Ltd., 
Kincardine 

Knechtel  Kitchen  Cabinet  Co.,  Han- 
over 

Canadian  Mersereau  Co.,  Ltd.,  To- 
ronto 

Malcolm  &  Souter  Furniture  Co., 

Ltd.,  Hamilton 
Quality  Mattress  Co.,  Ltd., Waterloo 
J.  C.  Mundell  Co.,  Ltd.,  Flora 
Meaford  Mfg.  Co.,  Ltd.,  Meaford 
Jeffries  Furniture  Co.,  Welland 
Lippert  Furniture  Co.,  Ltd.,  Berlin 
Lippert  Table  Co.,  Ltd.,  Berlin 
Strathroy  Furniture  Co.,  Limited, 

Strathroy 
Malcolm  Furniture  Co.,  Ltd.,  Luck- 
now 

Sidway  Mercantile  Co.,  Ltd.,  God- 
erich 

Alaska  Feather  &  Down  Co.,  Ltd., 
Montreal 

Canadian  Feather  &  Mattress  Co., 
Toronto 

Toronto  Furniture  Co.,  Ltd., Toronto 
Chas.  Rogers  &  Sons  Co.,  Ltd.,  Tor- 
onto 

Geo  Gale  &  Sons,  Waterville,  Que. 


Canadian  Furniture  Exhibition  Association 

Gregg  Building,  52-54  York  Street,  Toronto 

JANUARY  18th  to  FEBRUARY  1st  1915 
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When  visiting  the  exhibition  don't  miss  the 
opportunity  of  having  us  demonstrate  for  you  the 


CoUeran  Improved  Steel  Clamping  Bar 


The  Strongest  and  Neatest  Bar  on  the  Market  for 
fastening  Wire  Fabric  on  Wood  Frames. 


Rigid  Construction 

One  edge  of  the  polished  steel  bar  is  bent 
at  right  angles  forming  a  flange  wfiich  (its 
into  the  groove  in  frame. 

The  other  edge  is  turned  over  making  a 
round  edge  which  cannot  cut  the  w.re. 

The  end  of  the  fabric  fits  snugly  against 
the  flange. 

No  Wire  ends  sticking  up  to  tear  mattress. 

Vermin  Proof 

The  bar  fastens  down  tight  on  the  frame 
leaving  no  cracks  or  crevices. 


Our  Complete  Line  of 
Woven  Wire  Springs, 
Divans   and  Couches 


And  we  extend  to  all  the 
members  of  the  trade  a 
cordial  invitation  to  visit  us 


CoUeran  Patent  Spring  Mattress  Company 

Toronto  Ontario 


JANUARY  18th  to  FEBRUARY  1st,  1915 
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Toronto  Furniture  Exhibition 


Last  Year  we  had 
what  Was  said  to  be 

One  of  the  Finest  Displays  at  the 

Exhibition 

This  Year  we  aim  to  do  even  Better 

Our  line  will  be  reinforced  by  a  host  of  new  ideas  which  will 
please  your  customers  during  the  coming  season. 


Our  last  Year's  Exhibit 

The  durability  of  our  finish  is  a  strong  selling  point  for  our  goods. 
See  it  demonstrated  at  the  Exhibition.  The  same  demonstration 
which  convinces  you  will  convince  your  customers. 

The  Meaford  Manufacturing  Co.,  Limited 

Meaford  -  Ontario 


JANUARY  18th  to  FEBRUARY  1st,  1915 
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Toronto  Furniture  Exhibition 

Wouldn't  You  Like  to  Head 
The  Procession 

The  man  at  the  head  of  the  procession 
of  Successful  Furniture  Dealers,  like  the 
successful  man  in  every  other  business,  is  the  wide- 
awake man  who  keeps  an  open  mind  tor  the  merits 
of  every  line,  and  is  prompt  to  take  advantage  of 
superiority  in  quality  and  price  wherever  he  finds  it. 

That's  what  we  want  you  to  do 

Visit  our  space  at  the  Toronto  Furniture 
Exhibition  and  let  us  show  you  our  line. 

We  Lead  in  High  Grade 
Bedroom  Furniture 

A  large  variety  of  attractive  designs  in 
Circassian  Walnut,  Mahogany  and  Inlaid 
Gum  will  be  shown. 

In  addition  we  will  have  on  exhibition  special 
designs  in  Dining  Room  Furniture,  Library 
and  Bedroom  Tables,  Parlor  Tables,  and 
Cabinets,  Music  Cabinets,  and  Ladies'  Desks. 

The  1 97  Suite  is  made  in  Mahogan))  and 
Burl  IV alnul  and  will  he  shown  at  the 

TORONTO  FURNITURE  EXHIBITION 

Malcolm  &  Souter  Furniture  Co.,  Limited 

Makers  of  High  Grade  Furniture 
Hamilton  -  Canada 


JANUARY  18th  to  FEBRUARY  1st,  1915 
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The 

Andrew  Malcolm  Furniture  Company 

Limited 

Kincardine     -      and     -  Listowel 

Makers  of 

The  finest  General  Line  of  High  Grade  Furniture 

on  the  Market 

Beg  to  Announce  that  on 

Monday,  January  the  18th,  1915 

They  will  exhibit  at  the  Toronto  Show 
the  largest  assortment  of  new  patterns  ever  added  at 
any  one  time  to  this  already  extensive  line. 


We  also  wish  to  thank  the  trade  for 
the  unusual  business  given  us  during  1914,  which 
has  kept  us  operating  to  capacity,  and  to 
assure  our  friend  the  dealer  that  it 
will  always  be  our  aim  to  merit  his  patronage. 
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High-Grade  DINING  ROOM 
and  BEDROOM  FURNITURE 


Your  business  needs  the  "Hespeler"  Line 


A  visit  to  our  space  at  the  Toronto  Furniture  Exhibition  will 
show  you  why  "Hespeler "  Furniture  has  become  so  popular, 

A  special  line  of  new  goods  and  designs  will  also  be  shown 
in  our  Permanent  Showrooms  at  our  Factory  during  January. 

HESPELER  FURNITURE  CO.,  LIMITED 

HESPELER      -  ONTARIO 


JANUARY  18th  to  FEBRUARY  1st,  1915 


Jainiai^,  1915  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


43 


D.  O.  MCKINNON 

PRSSIDENT 

W.  L.  EDMONDS 

Vice-president  and 
contributing  editor 

J.  C.  ARMER 

\^ICE-PRES1DENT  AND 
MANAGER  OF  TECHNICAL 
PAPERS 


PUBLISHED  About  the  Twenty-Fifth  of  Preceding  Month  by 

The  Commercial  P  ress.  Limited 

32  Colborne  Street,  Toronto 

{Next  King  Edward  Hotel) 


WESTON  WRIGLEY 

VICE-PRESIDENT  AND 
MANAGER  OF  TRADE  PAPERS 

JAMES  O'HAGAN 

EDITOR 

WM.  J.  BRYANS 

ASSOCIATE  EDITOR 

GEO.  H.  HONSBERGER 

ADVERTISING  MANAGER 


F.   C.   D.  WILKES,  7S4   UNITY   BUILDING.  MONTREAL 

C.  G.  BRANDT,  circulation  Manager.  Toronto 


E.  J.  MacINTYRE.  room  USS.  122  s.  Michigan  Ave., 
Canadian  Advertising  Service  Co.,  new  York 


Subscription  rate,  Canada  and  Great  Britain,  $l.f)0  per  year;  United  States,  $1.50  per  year- 
Circulation  has  averaged  over  2,000  copies  monthly  for  neiirly  two  yenrs. 


Volume  Five 


TORONTO,  JANUARY,  1915 


Number  One 


An  Unjust  Attack.  Because  a  firm  doing  business  in 
Canada  bears  a  German  name,  it 
by  no  means  follows  that  its  sympathies  are  with  the 
^armies  of  Germany  in  the  conflict  that  is  now  being 
waged  in  Europe, 

On  the  contrary,  it  is  ten  chances  to  one  that  its  sym- 
pathies are  with  Britain  and  her  allies. 
,  And  yet,  in  spite  of  this,  here  and  there  is  to  be  found 
a  traveler  who,  in  order  to  divert  business  from  Can- 
adian manufacturers  bearing  German  names  to  the 
firms  they  represent,  are  busy  circulating  insinuating 
statements  regarding  the  loyalty  of  their  competitors. 

Owing  to  the  war  fever  that  possesses  most  of  us 
these  days  some  allowance  may  be  made  for  the  heat  of 
our  statements,  but  no  allowance  can  be  made  for  such 
unjust  and  groundless  attacks  as  these. 

There  isn't  a  white  man  in  Canada  to-day  whose  sur- 
name is  indigenous  to  this  country.  The  name  we  bear 
either  came  with  our  ancestors  who  immigrated  to  this 
country,  or  was  brought  over  by  ourselves. 

The  forebears  of  some  of  the  manufacturers  bearing 
German  names  came  to  Canada  when  George  III.  was 
King.  If  it  wasn't  for  their  name  many  of  them  would 
probably  have  forgotten  their  German  ancestry.  Pew 
indeed  are  the  manufacturing  firms  bearing  German 
names  that  are  natives  of  Germany.  And  none  even  of 
these,  as  far  as  we  are  aware,  have  ever  shown  proofs 
of  disloyalty  to  the  land  of  their  adoption.  In  fact,  the 
evidence  is  all  the  other  way. 

Some  of  the  furniture  manufacturers  of  this  country 
bearing  German  names  have  sent  sons  with  Canada's 
first  expeditionary  army,  and  a  great  many  of  them 
have  contributed  both  money  and  time  to  the  patriotic 
organizations  which  have  been  formed  in  their  respec- 
tive localities. 

In  business,  as  in  war,  let  us  fight  fair.  In  other 
words,  let  us  be  salesmen  and  not  "knockers." 

War  smashes  furniture  as  well  as  heads,  but 
furniture  dealers  prefer  peace  to  war  notwith- 
standing. 

Money  for  Although  a  number  of  industrial 

Retailers.  corporations   in     Canada  have 

either  passed,  or  deferred,  pay- 
ment of  dividends  of  late,  yet  the  amount  that  will  be 


paid  during  October  will,  in  the  aggregate,  be  substan- 
tial. 

It  is  estimated  that,  all  told,  the  dividends  payable 
by  industrial,  railway,  insurance,  loan  and  mining  com- 
panies and  banks  will,  in  the  aggregate,  amount  to 
about  $22,000,000. 

The  payment  of  such  a  large  sum  of  money  will  have 
a  two-fold  effect.  In  the  first  place  it  will  put  into  the 
pockets  of  many  thousand  investors  a  little  ready  cash 
with  which  they  can  both  liquidate  their  indebtedness 
to  retail  merchants  and  purchase  additional  supplies  of 
necessary  merchandise.  In  the  second  place  the  banks 
and  loan  companies,  having  got  through  the  period 
when  they  had  to  conserve  their  funds  to  meet  dividend 
payments,  will  be  in  a  better  position  to  accommodate 
the  various  mercantile  and  manufacturing  enterprises 
of  the  country. 

By-the-way,  this  is  also  a  good  time  for  retailers  to 
press  for  the  payment  of  overdue  accounts.  Farmers, 
as  well  as  investors,  are  getting  a  little  more  ready  cash 
than  for  some  time. 

Business  is  somewhat  shyer  than  usual,  which 
is  all  the  more  reason  it  should  be  courted 
judiciously. 

Getting'  a  Little  Back  last  spring  a  certain  manu- 
More  Business.  facturer  in  Canada  decided  that, 

in  view  of  the  trade  outlook,  it 
would  be  necessary  to  put  a  little  extra  effort  into  his 
business  if  it  was  to  be  sustained  in  volume  to  the  stand- 
ard of  1913. 

The  first  thing  he  did  after  he  became  obsessed  with 
this  idea  was  to  call  a  conference  of  his  superinten- 
dents, salesmen  and  heads  of  departments  and  discuss 
the  situation  with  them.  He  told  them  that  he  believ- 
ed that  in  spite  of  the  general  economic  conditions 
they  could  do  more  business  than  in  1913  if  they  all 
got  their  heads  and  shoulders  together  and  planned  and 
pushed  for  all  they  were  worth.  As  esprit  de  corps  ex- 
isted among  the  staff  they  all  caught  the  spirit  of  the 
head  of  the  company,  and  from  that  on  there  was  a 
greater  striving  for  business  than  even  obtained  before. 

When  there  were  any  particularly  large  orders  offer- 
ing for  which  competition  was  keen,  they  all  got  to- 
gether and  discussed  prices  and  methods  for  obtaining 
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them.  By  this  meaus  many  of  these  orders  were  land- 
ed for  the  company. 

The  result  of  this  was  that  up  to  the  end  of  Septem- 
ber the  company's  volume  of  business  was  larger  by 
several  thousand  dollars  than  that  for  the  correspond- 
ing period  of  1913. 

There  is  a  lesson  in  this  for  retailers  as  well  as  for 
manufacturers. 

A  little  more  effort  will  usually  obtain  a  little  more 
business. 

Unfortunately  there  are  altogether  too  many  who,  in 
time  of  stress  and  strain,  allow  themselves  to  drift  with 
the  stream  instead  of  grasping  the  oars  and  puUiiig 
with  might  and  main  against  it. 

There  is  not  a  retailer  in  this  country  who  could  not 
by  the  exercise  of  a  little  more  ingenuity  and  an  expen- 
diture of  a  little  more  effort  increase  the  volume  of  his 
sales,  and  the  aggregate  of  his  profits. 

Some  men  have  accomplished  great  things  in  busi- 
ness, but  there  never  yet  existed  a  man  who  operated  to 
the  hundred  per  cent,  point  of  efficiency.  There  is  al- 
ways, therefore,  a  margin  for  the  best  of  business  men 
to  operate  upon.  And  it  is  well  that  it  is  so,  it  prevents 
dry  rot. 

To  suggest  a  certain  line  of  I  uniiture  to  cer- 
tain people  is  often  to  persuade  them  to  bu  v. 

Watch  Your  Freight  charges  form  one  of  the 

Freight  Bills.  important  items  of    expense  in 

the  business  of  the  retail  mer- 
chant, yet  it  is  safe  to  say  that  there  is  less  care  taken 
to  insure  their  correctness  than  is  true  of  any  other  of 
the  merchant's  leading  items  of  expense.  Many  mer- 
chants pay  their  freight  bills  as  they  come,  without 
taking  care  to  see  that  the  rate  charged  is  that  of  the 
classification  in  which  the  shipment  properly  belongs  or 
that  the  weight  stated  in  the  bill  is  correct.  It  is  quite 
generally  known  that  in  case  of  doubt  regarding  classi- 
fication, the  railroads  invariably  use  the  higher  rate, 
and  the  merchant  may  save  himself  a  good  deal  of 
money  in  the  course  of  a  year  by  getting  posted  on  clas- 
sifications and  watching  his  freight  bills  in  this  particu- 
lar. Furthermore,  it  is  well  known  that  in  billing 
freight  charges  the  weight  of  the  shipment  is  very  of- 
ten estimated,  and  a  strange  fact  in  this  connection  is 
that  it  is  seldom,  if  ever,  estimated  too  low;  if  there  is 
an  error,  it  is  on  the  side  of  the  railroad. 

Look  into  this  matter  a  little  and  see  how  your  freight 
bills  have  been  running  with  regard  to  proper  classifi- 
cation and  weight.  No  merchant  can  afford  to  give 
away  any  money,  and  expense  of  doing  business  is  high 
enough  without  giving  any  to  the  railroads. 

Christmas  is  gone  but  the  furniture  exhibi- 
tions are  coming. 

Problems  of  Small  The  carrying  over  of  stock  from 
Town  Merchants.  one  year  to  another  is  a  problem 
with  every  merchant,  and  one 
that  is  generally  conceded  to  be  a  very  stiff'  one.  There 
is  too  much  old  stock  carried  over  and  merchants 
generally  do  not  do  enough  business  in  proportion  to 
the  size  of  the  stock  they  carry.  It  is  often  the  case 
that  a  merchant  would  not  need  a  whit  larger  stock  to 
do  a  third  or  a  half  more  business.  Where  this  is  the 
case  they  are  losing  money  on  the  depreciation  of  car- 
ried-over  stock  and  losing  the  distinction  of  having  a 
modern  store.  Suppose  the  cost  of  advertising  special 
sales  does  absorb  all  the  profits  on  such  a  house  clean- 
ing; a  lot  of  goods  will  be  gone  that  would  otherwise 
have  been  carried  over  and  ultimately  sold  for  consid- 


erable less.  Moreover,  this  old  stock  takes  up  room  on 
your  shelves  that  should  be  occupied  by  up-to-date 
goods.  It  is  a  false  theory  to  imagine  that  the  buying 
public  has  not  a  pretty  good  idea  of  what  class  of  stock 
you  have  on  your  shelves,  and  there  are  few  things  that 
aid  the  invasion  of  catalogue  houses  more  than  the  fact 
that  retail  merchants  do  not  carry  a  sufficient  assort- 
ment of  modern  things  that  are  made  so  prominent  in 
the  big  catalogues.  The  time  is  coming,  unless  mer- 
chants awaken  fi«om  the  lethargy  in  which  they  have  so 
long  been  enthralled,  when  they  will  have  to  increase 
their  advertising  appropriations,  not  in  order  to  build 
up  business,  but  for  self-preservation  and  to  get  trade 
already  lost.  It  must  be  borne  in  mind  that  if  people 
cannot  get  the  newest  and  most  modern  things  in  your 
store  they  are  going  to  go  somewhere  else  for  them. 
Every  time  you  clean  out  old  stock  to  make  room  for 
new  you  are  making  your  customers  realize  that  your 
business  is  essentially  modern  and  that  you  are  very 
apt  to  have  just  what  they  want.  Every  piece  of  goods 
you  carry  over  is  a  nail  in  the  reputation  of  your  store 
for  modernness.  All  these  facts  considered,  it  is  indeed 
hard  to  see  how  any  merchant,  observing  the  extent  of 
mail  order  house  eti'orts,  can  remain  blind  to  the  neces- 
sity of  using  every  means  at  his  command  to  counteract 
it. 

Price  tags  often  catch  custome rs. 

Survival  of  the  Business  is  a  fight.  The  resources 

Fittest.  of  one  merchant  are  continuously 

pitted  against  those  of  his  broth- 
er merchant  across  the  street.  The  merchant  cannot  re- 
main in  the  game  if  he  does  not  bring  his  abilities  into 
active  requisition.  He  must  ever  have  ammunition  in 
his  gun  with  a  few  cartridges  in  reserve.  The  principle 
of  the  survival  of  the  fittest  is  just  as  applicable  to  com- 
mercial affairs  as  to  biology  or  society.  The  merchant 
with  superior  commercial  capacities  will  be  sure  to  sur- 
vive the  fray.  His  moral  excellence  counts  for  much  as 
also  does  his  ingenuity,  perseverance  and  enduring 
power. 

It  is  fatal  to  underestimate  the  powers  of  the  other 
fellow.  The  man  who  does  is  liable  to  lose  the  battle. 
If  he  does  not  and  if  he  has  the  diplomatic  sense  to 
measure  it  in  its  fullness  and  make  ample  allowance 
for  its  activity,  he  is  very  apt  to  win  the  day. 

In  the  game  of  commercial  life  there  is  no  surer  way 
to  attack  the  other  man  at  the  opportune  moment  when 
his  hands  are  down  than  by  keeping  your  eyes  open.  If 
he  advertises  a  formidable  publicity  campaign  which 
looks  plausible  and  as  if  it  might  enhance  his  possibil- 
it.y  of  increasing  his  business  at  the  expense  of  yours, 
be  not  dismayed,  but  take  a  turn  through  your  mental 
stock  rooms  and  see  if  there  lurks  there  some  mighty 
idea  as  yet  unearthed,  and  bring  it  out  to  the  light.  It 
may  be  just  what  is  needetl  to  disconcert  your  comi^eti- 
tor.  Ever  be  on  the  alert  for  new  ideas.  Have  your 
door  open  for  them,  give  them  a  glad  reception  and 
then  turn  about  and  make  them  serve  you  to  the  best 
advantage.  No  person  is  insensible  to  the  pleasurable 
sensation  he  experiences  when  he  has  outwitted  his 
competitor.  It  is  one  of  the  durable  satisfactions  of 
life.  One  cannot  expect,  however,  to  outwit  the  other 
fellow  every  time.  That's  impossible,  and  it  is  not 
necessary.  An  undisturbed  succession  of  victories  is 
not  good,  but  win  a  majority  of  victories  from  the  other 
fellow  by  keeping  your  eyes  open  for  new  ideas,  en- 
deavor to  conduct  j^our  business  on  a  perfectly  legiti- 
mate basis,  fill  your  newspaper  space  with  attractive, 
convincing  copy,  and  reap  well-deserved  success  and 
honor,  for  the  fittest  must  and  will  survive. 


January,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


45 


Why  Furniture  Exhibitions  are  Profitable  to  Retailers 

BY  W.  L.  ET>MONT>S 

IP  THERE  is  any  time  in  his  experience  when  a  furniture  dealer  s'hould  venture  abroad  in  quest  of  ideas 
that  will  help  him  to  carry  on  business  more  successfully,  it  is  when  trade  conditions  are  below  normal 
in  activity. 

No  one  needs  to  be  told  that  trade  conditions  in  Canada  are  below  the  normal.   Everyone  realizes 

it. 

True,  the  auguries  indicate  that  we  are  on  the  eve  of  a  gradual,  though  probably  slow,  improve- 
ment, but  that  does  not  alter  the  fact  that  business  is  in  the  meantime  passing  through  a  period  of 
quietude. 

But  periods  of  dullness  are  also  periods  when  good  business  men  study  all  the  more  seriously  ways 
and  means  for  making  all  the  headway  that,  under  the  circumstances,  is  possible. 

Like  a  mariner  at  sea  in  a  storm,  they  may  have  to  take  in  a  reef  or  two,  but  like  a  mariner,  they 
also  are  on  the  watch  for  opportunities  that  will  expedite  their  advancement. 

Furniture  dealers  have  learned  from  experience  that  one  of  the  most  fruitful  sources  from  which 
business-getting  ideas  generally  can  be  obtained  are  the  furniture  exhibitions  which  are  annually  held  in 
Canada. 

The  chief  object  which  a  dealer  undoubtedly  has  when  he  visits  an  exhibition  is,  of  course,  the  ac- 
quirement of  first-hand  knowledge  regarding  the  new  styles  of  furniture  which  the  manufacturers  are 
turning  out. 

But  his  quest  is  not  confined  to  styles  alone.  He  also  wants  to  gather  some  idea  regarding  what 
new  lines  he  can  handle  to  the  best  advantage. 

And  he  who  visits  an  exhibition  with  both  his  eyes  and  ears  open  never  comes  away  disappointed. 

Even  were  an  exhibition  narrowed  down  to  the  exhibit  of  a  single  first-class  manufacturer,  the 
dealer  who  can  absorb  information  would  not  return  to  his  store  without  being  better  equipped  for  busi- 
ness than  he  was  when  he  began  his  quest. 

This  is  as  certain  as  that  night  follows  day. 

There  are  tbe  goods  on  the  floor  of  the  exhibition  just  as  they  would  be  on  the  floor  of  the  dealer's 
store.  He  can  therefore  see  them,  handle  them  and  form  an  estimation  of  their  suitability  for  his  particu- 
lar trade.  Then  he  has  the  advice  of  the  manufacturers  and  their  salesmen  at  his  command.  Besides  this 
they  are  also  in  a  position  to  recite  to  him  the  experiences  that  other  retail  dealers  may  have  had. 

But  his  sources  of  information  are  not  exhausted  by  that  which  fie  obtains  from  the  manufacturers 
and  their  salesmen. 

Every  dealer  who  visits  an  exhibition  is  afforded  the  opportunity  of  meeting  and  exchanging 
ideas  and  experiences  with  dealers  from  all  parts  of  the  country.  To  dilate  upon  this  is  unnecessary, 
because  its  value  is  too  obvious. 

In  view  of  the  undoubted  advantages  which  accrue  to  dealers  who  spend  a  few  days  at  a  furniture 
exhibition  every  dealer  in  Canada  should  make  up  his  mind  to  visit  the  exhibitions  which  are  to  be  held 
in  January  in  Stratford,  Berlin,  Waterloo  and  Toronto. 

This  year  a  larger  than  usual  number  of  new  designs  and  styles  in  furniture,  with  some  new  fin- 
ishes, have  been  brought  out  by  Canadian  manufacturers.  Many  of  these  will  be  shown  for  the  first 
time  at  these  exhibitions. 

Some  may  possibly  think  that,  because  of  the  general  condition  of  trade,  they  cannot  afford  either 
the  time  or  the  money  entailed. 

But  the  supreme  question  should  be :  Can  they  afford  to  stay  away?  Those  of  experience  will 
readily  say  that  they  cannot. 

The  cost  entailed  in  visiting  a  furniture  exhibition  is  not  an  expenditure. 

It  is  an  investment.   And  an  investment  that  pays  large  dividends  to  the  wide-awake  and  alert 

dealer. 

It  is  generally  conceded  that  1915  will  see  a  more  marked  improvement  in  business.  And  it  natur- 
ally follows  that  the  dealer  who  has  spent  a  few  days  at  a  furniture  exhibition  will  be  all  the  better  pre- 
pared to  do  business  whether  trade  conditions  improve  or  not. 

He  doesn't  have  to  buy.  But  it  is  important  that  he  should  be  as  thoroughly  informed  as  possible 
in  regard  to  that  which  he  should  buy  when  it  is  convenient  and  opportune  for  him  to  do  so.  It  is,  there- 
fore, worth  the  investment  of  a  little  of  his  time  and  money  in  order  that  he  may  acquire  that  which  he 
cannot  obtain  as  fully  from  any  other  source. 
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January  Furniture  Exliibitions 


DETAILS  of  the  big  furniture  exhibitions  to  be  held 
at  Toronto,  Berlin,  and  Stratford  during  Janu- 
ary arc  pretty  well  in  hand  now,  and  it  only 
wants  the  setting  out  of  the  exhibits  themselves  to  have 
everything  ready  for  the  grand  opening. 

Stratford's  Big  Display. 

Since  the  last  issue  of  Canadian  Furniture  World  and 
the  Undertaker,  the  Stratford  exhibitors  have  enlarged 
the  scope  of  their  show.  Instead  of  confining  the  exhi- 
bition to  one  week,  at  a  meeting  of  their  committee  held 
in  the  early  part  of  December  they  decided  to  extend 
the  time  of  the  exhibition  to  a  two-week  period,  and  set 
the  dates  of  their  furniture  show  as  opening  on  January 
11th  and  closing  January  23rd.  This  should  prove  a 
popular  move,  and  will,  no  doubt,  redound  to  the  credit 
of  the  Stratford  furniture  exhibitors. 

As  already  announced,  the  Stratford  exhibition  will 
be  held  in  the  new  addition  just  bviilt  to  the  Stratford 
Chair  Co.'s  plant,  where  a  floor  space  of  50,000  square 
feet  is  available.  Here  the  Stratford  furniture  manu- 
facturers will  show  samples  of  their  complete  produc- 
tions, emphasizing  their  new  goods. 

The  manufacturers  who  will  display  their  goods  at 
the  Stratford  exhibition  are: 

The  Geo.  McLagan  Furniture  Co.,  Ltd. 

Imperial  Rattan  Co.,  Ltd. 

Globe-Wernicke  Co.,  Ltd. 

Stratford  Chair  Co.,  Ltd. 

Stratford  Mfg.  Co.,  Ltd. 

Classic  Furniture,  Ltd. 

Stratford  Bed  Co.,  Ltd. 

Farquharson-GifPord  Co.,  Ltd. 

Stratford  Davenport  Co. 

All  of  these  manufacturers  are  putting  forth  special 
efforts  to  make  their  individual  and  combined  efforts  a 
"howling  success."  Each  of  the  factories  has  arrang- 
ed to  have  a  considerable  variety  of  new  patterns  on 
view,  so  as  to  make  it  profitable  as  well  as  interesting 
for  dealers  to  visit  Stratford  during  exhibition  time. 

Berlin-Waterloo  Exhibition. 

The  Berlin-Waterloo  furniture  exhibition  will  also  be 
extended  a  week,  so  that  it  will  open  and  close  on  the 
same  dates  as  the  Stratford  show — January  11th  being 
the  opening  day — and  continuing  until  January  23rd. 

All  the  space  in  the  exhibition  building  on  Queen 
street  south  has  been  taken,  and  special  efforts  are  be- 
ing made  to  make  the  various  exhibits  most  interesting. 
A  number  of  the  local  factories  will  also  make  displays, 
as  in  past  years,  in  their  own  factory  showrooms. 

A  feature  of  the  exhibition  will  be  the  smoking  eon- 
cert  on  the  evening  of  Thursday,  January  14th,  in  the 
exhibition  hall.  When  it  is  mentioned  that  Will  White 
and  Jules  Brazil  are  among  the  entertainers,  it  will 
readily  be  seen  that  a  good  programme  is  assured. 

The  following  manufacturers  will  exhibit  at  the 
Queen  street  exhibition  hall:  Berlin  Furniture  Co., 
Baetz  Bros.  Furniture  Co.,  Berlin  Table  Co.,  S.  Bru- 
bacher.  Cloisonne  Glass  Co.,  G.  H.  Hachborn  Furniture 
Co.,  Krciner  &  Co.,  Onward  Mfg.  Co.,  Schreiter  &  Co., 
Wundcr  Furniture  Co.  All  of  these  from  Berlin. 

The  Quality  Mattress  Co.,  of  Waterloo,  will  also 
show  in  the  Queen  street  hall,  as  well  as  the  Elmira  Fur- 


niture Co.  and  the  Elmira  Interior  Woodwork  Co.,  of 
Elmira,  and  Watsons,  Ltd.,  of  Bradford. 

At  their  Berlin  factories  the  following  furniture 
makers  will  exhibit  in  their  showrooms:  Anthes  Furni- 
ture Co.,  Berlin  Interior  Hardwood  Co.,  D.  Hibner  Fur- 
niture Co.,  H.  Krug  Furniture  Co.,  Lippert  Table  Co., 
and  Lippert  Furniture  Co. 

The  Waterloo  factories  showing  in  their  own  show- 
rooms will  be  Snyder  Bros.,  J.  B.  Snyder,  Woeller,  Bol- 
duc  &  Co.,  and  Waterloo  Furniture  Co. 

Secretary  J.  P.  Scully  is  working  hard  getting 
things  into  shape  and  arranging  a  smooth  working  out 
of  the  program  details. 

The  Show  at  Toronto 

Arrangements  are  ijrogressing  for  making  the  To- 
ronto furniture  exhibition  a  greater  success  even  than 
last  year,  and  the  committee  in  charge — Messrs.  James 
Souter,  J.  W.  Abbott,  and  W.  J.  Craig,  the  latter  act- 
ing as  secretary — have  been  busy  of  late  allotting  space. 
The  huge  Gregg  Building,  at  48-52  York  Street,  will 
be  fully  occupied  with  the  various  exhibits,  and  there 
will  be  plenty  of  opportunity  of  inspecting  the  displays 
in  comfort. 

The  exhibition  building  is  heated  by  steam  and  has 
both  passenger  and  freight  elevators.  The  show  will 
last  from  January  18  to  February  1st,  two  weeks  that 
will  be  full  of  interest  for  furniture  dealers  through- 
out the  country  who  visit  the  Toronto  show.  Arrange- 
ments are  under  way  to  get  single  railway  fare  for  the 
round  trip  to  Toronto. 

The  following  is  a  partial  list  of  exhibitors  who  will 
show  at  Toronto,  complete  to  time  of  going  to  press : 
'    Gold  Medal  Furniture  Mfg.  Co.,  Toronto. 

Colleran  Patent  Spring  Mattress  Co.,  Toronto. 

Du  Pont  Fabrikoid  Co.,  Toronto. 

Bell  Furniture  Co.,  Southampton. 

Lucknow  Table  Co.,  Lucknow. 

H.  E.  Furniture  Co.,  Milverton. 

Elora  Furniture  Co.,  Elora. 

North  American  Bent  Chair  Co.,  Owen  Sound. 

North  American  Furniture  Co.,  Owen  Sound. 

Owen  Sound  Chair  Co.,  Owen  Sound. 

National  Table  Co.,  Owen  Sound. 

Kindel  Bed  Co.,  Ltd.,  Toronto. 

Hespeler  Furniture  Co.,  Ltd.,  Hespeler. 

Standard  Bedding  Co.,  Toronto. 

Gibbard  Furniture  Co.,  Ltd..  Napanee. 

Owen  Daveno  Bed  Co.,  Ltd.,  Hespeler. 

Maple  Leaf  Couch  Co.,  Gait. 

Crown  Furniture  Co.,  Preston. 

Andrew  Malcolm  Furniture  Co.,  Ltd.,  Kincardine. 

F.  E.  Coombe  Furniture  Co..  Ltd.,  Kincardine. 

Clements  Mfg.  Co.,  Toronto. 

Knechtel  Kitchen  Cabinet  Co.,  Hanover. 

Canadian  Mersereau  Co.,  Ltd.,  Toronto. 

Malcolm  &  Souter  Furniture  Co.,  Hamilton. 

Qiiality  Mattress  Co.,  Waterloo. 

J.  C.  Mundell  Co.,  Ltd.,  Elora. 

Meaford  Mfg.  Co.,  Meaford. 

Jeffries  Furniture  Co.,  Welland. 

Lippert  Furniture  Co.,  Berlin. 

Lippert  Table  Co.,  Berlin. 

Strathroy  Furniture  Co.,  Strathroy. 

Sidway  Mercantile  Co.,  Goderich. 

Alaska  Feather  &  Down  Co.,  Montreal. 

Canadian  Feather  &  Mattress  Co.,  Toronto. 


He  who  is  pushing  Canadian-made  goods  is  helping 
to  pull  the  country  through  its  business  difficulties. 
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War's  Effect  on  Furniture  Commodities  and  Prices 


WAR  TOUCHES  FURNITURE  PRICES. 

Furniture,  according  to  an  American  authority,  will 
probably  be  cheaper  in  the  United  States  because  of  the 
war.  Exports  have  ceased  and  the  supply  of  furniture 
must  be  sold  entirely  in  this  country.  Mahogany  until 
now  has  always  come  through  England  from  South 
American  points.  Direct  shipments  which  are  now  like- 
ly should  cut  the  cost  somewhat. 

Circassian  w^alniTt  comes  from  Russia.  This  source 
of  supply  is  closed,  and  the  United  States  furniture 
maker  must  now  turn  to  Arkansas,  where  there  is  a 
wood  from  which  all  cheap  "Circassian  walnut''  furni- 
ture is  made.  Tt  is  such  an  excellent  substitute  that 
only  an  expert,  it  is  said,  can  tell  the  real  from  the 
substitute. 


IMPORTATIONS  OF  FANCY  WOODS  STOPPED. 

One  effect  of  the  European  war  which  has  not  been 
given  much  consideration  as  yet  is  the  probable  shut- 
ting off  of  the  importation  of  fancy  woods  used  in  the 
furniture  trade.  Circassian  walnut  is  the  most  import- 
ant of  those  which  are  likely  to  be  affected.  Mahogany 
is  imported,  but  owing  to  the  fact  that  much  of  it  is 
grown  in  Mexico  and  Central  America,  there  will  prob- 
ably be  a  suffieient  supply  of  this  material. 

However,  it  is  already  evident  that  the  movement  of 
Circassian  from  Asia  Minor  has  been  stopped,  and  that 
on  account  of  the  conflict  which  is  now  going  on  there 
will  be  little  production  for  some  time  to  come.  There 
is  some  Circassian  in  the  Liverpool  market,  hut  this  is 
reported  to  be  very  limited,  and  will  certainly  not  be 
sufficient  to  take  care  of  the  normal  demand  for  the 
wood,  which  has  been  growing  in  popularity  during  the 
past  few  years. 


WAR  MAY  AFFECT  LINOLEUM 

Manufacturers  of  linoleum  are  fearful  that  the  war 
in  Europe  may  cause  a  close  down  in  the  industry  as  a 
result  of  their  not  being  able  to  receive  supplies  of  bur- 
lap and  cork.  All  of  the  burlap  used  in  the  making  of 
linoleum  comes  frum  Dundee.  The  mobilization  of  the 
British  Army  has  taken  many  of  the  workers  in  the 
Dundee  mills  away  from  their  ordinary  pursuits,  and  it 
is  a  question  whether  the  mills  on  the  other  side  can 
continue  to  turn  out  anything  like  a  normal  supply  of 
the  materials. 

A  prominent  American  linoleum  manufacturer  said 
recently  that  "the  situation  for  the  linoleum  manufac- 
turers in  this  country  is  very  serious  as  the  result  of 
the  w^ar.  We  have  not  learned  as  yet  what  proportion 
of  the  workers  in  Dundee  has  been  called  to  the  colors, 
but  probably  enough  to  cripple  the  mills.  Many  Avomen 
and  children  are  employed  in  theste  factories,  but  the 
weaving  and  other  forms  of  heavier  work  fall  upon  the 
men. 

"Even  should  Dundee  be  able  to  supply  material, 
prices  wdll  be  high  owing  to  the  war  rate  of  insurance. 
Of  course.  Germ-any  and  France,  which  ordinarily  draw 
on  Dundee  for  their  supplies  of  burlap,  are  not  in  a 
position  to  do  so  now,  and  that  much  stock  is  saved  for 
export  to  America.  ,  Another  complication  is  the  fact 
that  the  Dundee  manufacturers  of  burlap  are  depen- 
dent for  their  jute  on  India.  It  happens  that  practic- 
ally all  of  the  jute  was  transported  across  the  seas  in 


German  vessels.  These  are  now  tied  up  in  neutral 
ports  or  have  been  seized  by  the  British.  It  Avill  thus 
be  seen  that  the  mills  without  raw  material  cannot  run 
any  length  of  time  Avhether  they  are  fully  manned 
or  not. " 

The  linoleum  mills'  supplies  of  cork  come  from 
Spain  and  Portugal.  Since  the  war  began,  burlap 
prices  have  doubled. 


WAR  AND  CANADIAN  CARPET  INDUSTRY 

"We  understand  that  buyers  for  nearly  all  the  big 
establishments  in  Canada  have  been  instructed  to  give 
Canadian  carpet  mills  their  orders  this  year  whenever 
possible  at  all,"  said  F.  D.  Hayes,  president  of  the 
Toronto  Carpet  Co.,  in  a  recent  interview.  "As  a  con- 
sequence our  new  piece-rug  looms  are  working  night 
and  day.  We  have  400  hands  going,  working  in  three 
eight-hour  shifts.  The  Avar  has  given  us  both  German 
and  Austrian  orders.  We  have  Gerraan  rug  looms  and 
Austrian  cardiiig  machines  for  spinning  yarn,  and 
they  are  all  going  at  full  capacity.  We  looked  over  the 
French,  English,  and  American  machines  before  we 
bought  and  decided  the  Germ'an  and  Austrian  Avere  the 
best.  We  are  going  to  copy  these  machines  noAv  that 
the  patents  haA'e  been  rescinded  by  the  Government, 
and  will  sell  them  in  the  United  States,  where  they 
have  been  experimenting  unsuccessfully  with  one-piece 
rug  looms  for  some  time.  These  looms  are  wortli  $2,500 
each.  We  bought  ours  a  year  ago,  and  have,  by  them, 
among  other  orders,  made  the  rugs  for  the  C.P.R.  hotels 
in  Vancouver,  Victoria,  and  Winnipeg.  Also  the  Grand 
Trunk  Pacific  hotel  at  Edmonton." 

Canada  makes  about  $3,000,000  worth  of  carpets  per 
annum,  and  imported  about  $2,500,000  Avorth  last  year. 
There  are  four  carpet  mills  in  Canada,  employing  2,500 
hands,  and  distributing  in  wages  fifteen  to  twenty 
thousand  dollars  every  week.  Imported  rugs  and  car- 
pets come  chiefly  from  Britain,  and  hitherto  from  Ger- 
many and  Austria. 


THINGS  WE  CAN  DO  IN  THE  MIDST  OF  WAR 

HERE  are  some  simple  things  that,  according  to 
the  London  Times,  all  can  do,  and  others  that  all 
can  avoid,  as 
First  and  foremost — Keep  your  heads.    Be  calm.  Go 
about  your  ordinary  business  quietly  and  soberly.  Do 
not  indulge  in  excitement  or  foolish  demonstrations. 

Secondly — Think  of  others  more  than  you  are  wont 
to  do.  Think  of  your  duty  to  your  neighbor.  Think 
of  the  common  weal. 

Try  to  contribute  your  share  by  doing  your  duty  in 
your  own  place  and  your  own  sphere.  Be  abstemious 
and  economical.    Avoid  waste. 

Do  not  store  goods  and  create  an  artificial  scarcity 
to  the  hurt  of  others.  Remember  that  it  is  an  act 
of  mean  and  selfish  cowardice. 

Do  not  hoard  any  gold.  Let  it  circulate.  Try  to 
make  things  more  easy,  not  more  diflScult. 

Remember  those  who  are  worse  off  than  yourself. 
Pay  punctually  what  you  owe,  especially  to  your 
poorest  creditors. 

If  you  are  an  employer,  think  of  your  employed. 
Give  them  work  and  wages  as  long  as  you  can,  and 
work  short  time  rather  than  close  down. 

If  you  are  employed,  remember  the  diflSeulties  of 
your  employer. 
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Business  as  Usual  in  Furniture  Field 

There  are  no  good  reasons  why  Canadian  furniture 
manufacturers  or  dealers  should  be  unduly  ai)prehen- 
sive  of  the  consequences  of  the  war  upon  commercial 
conditions  in  this  country.  The  need  of  goods  is  as 
great  as  ever,  as  the  following  letters  demonstrate. 
The  upsetting  of  the  import  trade  may  affect  the  secur- 
ing of  raw  materials,  but  there  are  other  compensations 
and  opportunities  to  develop  our  resources. 

Furniture  Manufacturers  Busy 

"We  have  been  here  eight  years,  and  have  made 
money  out  of  our  display  at  the  Exhibition.  At  the 
first  sign  of  depression  we  do  not  propose  to  pull  out. 
Our  factory  is  working  at  nearly  full  strength,  and  our 
collections  at  first  of  last  month  were  50  per  cent,  better 
than  they  have  been  for  the  past  six  months." — Repre- 
sentative of  Kindel  Bed  Co.,  Limited,  Toronto,  at  Cana- 
dian National  Exhibition. 

"We  have  between  three  and  four  hundred  hands  in 
our  factory  working  at  full  time,  and  are  not  laying 
any  hands  off.  Some  departments  are  working  slightly 
overtime." — Ideal  Bedding  Co.,  Limited,  Toronto. 

A  chair  manufacturer,  in  a  letter  to  The  Canadian 
Manufacturer,  says  they  are  running  full  time  and  are 
putting  some  new  designs  on  the  market.  There  is  a 
demand  in  Australia  and  South  Africa  for  a  line  of 
"knock  down  goods."  There  is  a  chance  for  "bent 
chair"  factories  to  increase  business  as  the  Austrian 
imports  have  been  stopped. 

Another  furniture  manufacturer  in  a  letter  stated 
that  when  the  sources  of  raw  materials  are  adjusted 
trade  in  Canada  will  gradually  get  better,  and  several 
years  of  prosperity  will  follow. 

Leather  Factory  Fully  Employed 

"We  are  going  ahead  keeping  our  factory  fully  em- 
ployed, as  usual,  and  if  the  present  indications  keep  up 
we  hope  to  increase  our  force  in  some  directions." — 
Fabrikoid  Leather  Co.,  Limited. 


A  FURNITURE  STORE  PLAY 

It  has  come  at  last.  A  play  has  been  put  on  in  New 
York,  and  we  have  hopes  of  seeing  it  up  here  in  Canada 
in  the  near  future,  depicting  life  in  a  furniture  store— - 
that  is  to  say  the  background  and  environment  is  a 
furniture  store.  The  plav  is  entitled  "Along  Came 
Ruth." 

The  story  tells  of  Ruth,  a  sweet  young  innocent,  who, 
graduated  from  a  normal  school,  starts  out  to  face  the 
world  with  an  almost  empty  purse.  Instead  of  going  to 
the  city  she  decides  to  experiment  with  the  .simple  vil- 
lagers of  a  Maine  town.  Sbe  wanders  into  the  dilapi- 
dated emporium  of  Israel  Putnam  Hubbard  to  seek  a 
position.  The  Hubbards  have  sold  furniture  for  three 
generations,  each  generation  selling  a  little  less  than 
the  preceding  one.  It  is  time,  therefore,  that  something 
should  bring  the  business  some  sort  of  luck.  Mrs.  Hub- 
bard is  much  in  favor  of  having  Mr.  Hubbard  give 
Ruth  a  place.  Which  he  does.  If  she  is  willing  to  work 
for  her  board  and  lodging  in  a  refined  famil.v  atmos- 
phere she  may  stay  on  as  his  confidential  clerk  and  per- 
sonal representative. 

Ruth  accepts  her  position  with  a  repressed  shout  of 
joy,  and  immediately  begins  to  remodel  the  business 
and  the  town  to  suit  her.  In  less  than  half  an  hour  she 
has  transformed  the  appearance  of  the  store,  rear- 


ranged the  drapery  and  the  furniture  exhibit  until  it 
resembles  a  Fifth  Avenue  tea-room,  and  sold  the  ugliest 
parlor  set  in  the  lot  to  the  town's  toughest  customer  at 
double  its  quoted  value.  Then,  taking  all  the  money 
in  the  cash  drawer,  which  is  likewise  all  the  money  in 
the  Hubbard  treasury,  she  blithely  subscribes  to  a  fund 
being  raised  to  conduct  an  advertising  campaign  that 
sihall  completely  rejuvenate  the  village. 

Within  a  year  she  has  not  only  induced  Oldport's 
richest  and  most  substantial  citizen  to  build  a  new  busi- 
ness block  for  the  Hubbard  furniture  business,  but  also 
to  take  a  partnership  in  the  firm  and  help  it  expand 
into  a  department  store.  In  doing  this  she  becomes  in- 
volved in  a  love  affair  that  threatens  her  future  hap- 
piness. The  gentleman  who  has  so  kindly  taken  an  in- 
terest in  the  business  has  also  taken  an  even  greater 
interest  in  Ruth,  and,  seeing  that  she  has  learned  to 
love  her  employer's  son,  who  cannot  marry  her  because 
his  "Pa"  won't  let  him,  the  situation  becomes  embar- 
rassing. 

Comes  now  the  bachelor  suitor,  old  enough  to  have 
talcum  powder  sprinkled  in  his  hair  at  the  temples,  to 
tell  Ruth  that  he  is  lonely  and  would  revive  his  youth 
if  she  will  be  his  guide.  She  thanks  him  kindly,  but 
confesses  her  love  for  the  .younger  man.  He  takes  his 
rejection  like  a  major,  and  promises  to  do  wTiat  he  can 
to  favor  the  suit  of  his  rival.  Being  as  good  as  his 
word  he  threatens  the  old  furniture  dealer  with  a  sever- 
ance of  their  business  relations  unlesis  the  marriage  of 
the  young  people  is  agreed  to,  and  it  is  upon  this  scene 
of  readjustment  that  the  final  curtain  descends. 


ENGLISH  COURTS  AND  INSTALMENT  BUSINESS. 

The  New  York  World  sa.ys  tiiat  vS.  J.  Sewell,  secre- 
tary of  an  English  association  of  dealers  doing  business 
on  the  instalment  plan,  in  a  recent  address  referred  to 
the  attitude  of  English  courts  toward  the  trade,  and 
coiUipared  it  unfavorably  with  the  {iractice  of  the 
French  courts  in  the  same  matter.  He  said:  "The  dif- 
ference between  the  fortunes  of  the  French  and  British 
hire  trade  is  diie  entirel.v  to  the  laws  of  these  two  coun- 
tries. Briefly  stated,  the  French  law  is  90  per  cent,  of 
Roman  origin,  as  compared  with  some  50  per  cent,  in 
this  country.  Next,  the  judges  of  France  never  permit 
their  personal  prejudices  to  color  their  judgments.  The 
result  is  that  there  has  been  developed  in  France  a  re- 
spect for  commercial  obligations  which  throws  this 
countrv  right  into  the  shade.  The  French  consider  it  a 
national  dut.y  to  protect  the  man  who  has  handed  to 
another  his  property  on  etjuitable  terms.  We,  unfortu- 
natel.v,  consider  it  a  national  dut.v  to  protect  the  debtor 
and  oppress  and  insult  the  creditor."  Mr.  Sewell's 
criticism  of  English  judges  might  very  justl.y  be  ap- 
plied to  man.y  American  courts,  for  the  same  maudlin 
sentimentalism  which  favors  the  debtor,  honest  or 
otherwise,  is  just  as  prevalent  in  this  country  as  in 
l-Ingland. 


Don 't  grudge  your  business  enough  attention  to  keep 
a  careful  track  of  the  stock,  so  you  can  tell  any  day 
where  you  stand. 


GREATER  turnover  is  the  aim  of  every  businesss 
man.    Turnover  is  the  measure  of  the  work  each 
dollar  in  your  business  does  for  you.    It  is  at 
once  the  way  to  profits  and  a  check  on  your  results. 
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Some  Experiences 
and 

Suggestions 


FURNITURE  AND  MEN'S  FURNISHINGS. 

The  Wilson  Furniture  Co.,  Lethbridge,  Alta.,  are 
branching  out  gradually  into  a  department  store.  They 
recently  advertiser]  a  sale  of  men's  bats  and  underwear 
for  a  certain  day,  on  which  they  made  a  discount  ot  20 
per  cent,  on  all  furniture  and  carpets.  They  are  now 
making  a  specialty  of  Saturday  cash  sales. 


GOOD  BOOKKEEPING  IMPORTANT 

J.  A.  Banfield,  president  of  the  Winnipeg  Retail 
Merchants'  Association,  before  a  recent  meeting  of  that 
body  emphasized  the  importance  of  an  effective  sys- 
tem of  bookkeeping,  and  stated  that  he  had  realized 
its  great  importance  more  than  ever  since  his  furni- 
ture warehouse  was  destroyed  by  fire,  and  which  had 
necessitated  a  ready  examination  of  his  books  in  order 
to  estimate  his  losses. 


LETTING  CUSTOMERS  MANAGE  A  SALE. 

A  dealer  developed  advance  interest  in  a  special  sale 
by  leaving  it  to  the  public  to  choose  what  should  be 
featured  during  the  sale.  In  his  newspaper  space  he 
ran  coupons,  with  space  in  which  the  reader  was- to  in- 
dicate what  line  of  goods  he  or  she  wanted  used  as  spe- 
cials for  the  proposed  sale.  The  line  receiving  the  most 
votes  Avas  given  the  sale. 


COLOR  SCHEME  HELPS  SORT  ORDERS. 

To  differentiate  the  correspondence  of  its  three 
branches,  a  United  States  jobbing  house  has  adopted 
a  color  scheme,  through  which  to  indicate  automatic- 
ally and  at  sight,  from  which  branch  orders  and  corre- 
spondence originate.  One  house  uses  white,  another 
blue,  and  the  third  buff.  Each  color  is  maintained 
throughout  all  letters,  envelopes,  bills,  circulars,  cards, 
and  other  stationery.  This  plan  might  be  a  good  one 
to  adopt  in  retail  stores  where  a  record  of  various  de- 
partments is  wanted  for  reference. 


USE  ENTRANCE  FOR  NIGHT  DISPLAY. 

A  number  of  department  stoi'es  in  the  large  centres 
are  using  the  entrance  to  their  stores  in  displaying  mer- 
chandise after  the  stores  close  in  the  evening.  When 
the  stores  close  at  6  o'clock  the  outer  doors  are  locked, 
then  the  space  between  the  outer  doors  and  the  inner 
do  ors  is  filled  with  goods.  Usually  the  goods  used  in 
these  displays  are  special  bargains  advertised  for  the 
next  day.  It  is  so  out  of  the  ordinary  .to  see  these 
spaces  tilled  with  merchandise  that  the  .scheme  has 
been  quite  an  attraction. 

Some  stores  in  smaller  towns  could  use  the  space  to 
very  good  advantage.  Undoubtedly  the  merchant  in  a 
town  of  5,000,  for  instance,  could  attract  a  great  deal  of 
attention  by  placing  some  special  goods  on  display  in 


the  space  between  his  outer  and  the  inner  door  just  as 
these  department  stores  are  doing. 


SELLING  OFFICE  FURNISHINGS 

The  furniture  dealer,  in  preference  to  any  other  class 
of  tradesmen,  should  have  and  hold  a  monopoly  of  the 
office  furniture  business.  That  this  important  branch 
of  the  trade  has  been  drifting  away  from  him  very 
largely  in  recent  years  is  a  well  known  fact  which  must 
have  some  good  reason.  The  office  supply  dealer— a 
new  factor  in  business — has  taken  a  good  share  of  that 
valuable  trade  from  the  general  furniture  dealer.  Ap- 
parently the  reason  for  his  loss  is  that  the  furniture 
dealer  has  been  unwisely  careless  in  overlooking  some 
vital  features — or  in  a  word,  has  been  standing  still, 
and  falling  short  of  supplying  the  requirements  of  the 
professional  and  business  men's  office  furnishings.  If 
a  good  business  can  be  created  for  the  office  specialist 
in  handling  this  class  of  furnishings,  it  can,  with  equal 
reason,  be  made  a  profitable  department  in  the  general 


Suggested  displa.v  of  office  furniture. 

furniture  store.  But  the  methods  that  prevail  and 
sustain  the  former  must  be  applied  by  the  furniture 
dealer  if  he  is  to  win  back  what  logically  belongs  to 
him.  Office  equipment  is  quite  dift'erent  from  what  it 
was  a  few  years  ago.  The  dealer  who  is  able  to  supply 
the  kind  of  desks,  tables,  filing  cabinets,  sectional  book- 
cases and  chairs  that  are  in  demand  for  the  modern 
office,  and  is  ready  at  all  times  to  meet  every  suspicion 
of  a  prospect  as  it  appears,  with  the  proper  encourage- 
ment, should  have  little  trouble  in  winning  back  a  very 
good  and  substantial  business  that  he  is  by  good  rights 
entitled  to.  Apparently  it  is  a  task  of  improved  system 
and  general  up-to-date  methods.  And  it  certainly  is 
worth  the  effort. 


GAVE  STATUETTES  FOR  $5  SALES 

A  trade  inducement  that  has  proven  exceptionally 
popular  and  has  draAvn  a  number  of  new  customers 
to  a  Baltimore  store,  consists  of  a  selection  of  statuettes. 
One  of,  these  statuettes  was  given  during  a  recent  spe- 
cial sale  to  every  customer  making  purchases  amoumt- 
ilig  to  $5  or  over.  These  pieces  were  from  15  to  22 
inches  in  height,  and  were  made  of  a  plaster  comp^osi- 
tion  with  an  imitation  old  ivory  finish. 
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SPLENDID  FURNITURE  ESTABLISHMENT. 

The  accompanying  engraving  depicts  the  new  prem- 
ises of  the  Dion  Hardware  &  Furniture  Company,  of  St. 
Lambert,  Que.,  and  is  a  representative  monument  of 
the  results  achieved  by  constant  attention  and  unerring 
efforts  in  providing  the  residents  of  the  south  shore 
with  every  courtesy  and  value  for  their  money.  J.  R. 
Dion,  the  sole  "proprietor,  in  conjunction  with  his  asso- 
ciates and  employes,  is  to  be  congratulated  upon  the 
steady  and  increasing  growth  of  the  business,  and  for 
their  abilities  in  attending  to  the  requirements  of  their 
patrons,  for  it  has  become  an  established  fact  that  every 
possible  desire,  in  hardware  and  furniture  require- 
ments, can  be  promptly  satisfied  from  the  large  assort- 
ment of  stocks  carried. 

The  stocks  are  displayed  so  as  to  immediately  at- 


New  store  of  The  Dion  Hardware  and  Furniture  Co.,  at 
St.  Lambert,  Que. 


tract  the  attention  of  intending  purchasers,  whose 
wants  are  invariably  attended  to  by  Mr.  Dion  person- 
ally, thereby  assuring  each  and  every  patron  satisfac- 
tion and  prompt  attention.  The  building  is  the  pro- 
perty of  Mr.  Dion,  and  covers  a  wide  area.  The  ground 
and  first  floors,  in  addition  to  the  basement,  are  full 
almost  to  overflowing  with  every  conceivable  requisite 
in  the  hardware  and  furniture  business,  while  the  top 
floor  is  known  as  Victoria  Hall,  and  has  seating  accom- 
modation for  four  hundred  persons.  It  is  at  present 
used  as  a  moving-picture  theatre,  and  the  name  of  the 
firm  is  ever  before  the  residents  of  St.  Lambert,  thus 
providing  an  ingenious  method  of  advertising  for  the 
firm  and  bringing  the  building  to  the  notice  and  know- 
ledge of  the  whole  public  of  those  districts. 

The  operations  of  the  firm  extend  over  the  whole  of 
the  south  shore,  and  it  is  prognosticated  that  the  Dion 


Hardware  &  Furniture  Company  will  retain  its  lead, 
and  with  the  growth  of  the  south  shore,  continue  to  pro- 
gress and  be  the  largest  furniture  and  hardware  store, 
fully  up-to-date,  practical  and  equipped  so  as  to  pro- 
vide the  utmost  satisfaction  to  its  customers. 

Gave  Away  Kitchen  Cabinet. 

The  Dion  Hardware  and  Furniture  Company  re- 
cently conducted  a  key  contest  that  created  un- 
usual interest.  With  every  two  dollars  cash  purchase  a 
key  was  given.  At  a  date  that  was  announced  later  in 
their  windows,  all  holders  of  keys  were  asked  to  bring 
them  in  to  try  and  open  the  padlock  attached  to  a  fine 
kitchen  cabinet,  that  was  given  to  the  lucky  holder.  As 
each  purchase  was  made  the  number  of  keys  obtained 
by  the  customer  were  placed  in  a  small  envelope.  In 
the  South  Shore  Press,  with  circulation  in  that  district 
of  Montreal,  an  attractive  advertisement  was  run,  illus- 
trating and  describing  the  cabinet  in  detail. 


TO  INVADE  CANADA 

A  corporation  has  been  formed  in  the  United  States 
under  the  name  of  the  American  Continent  Trading 
Corporation,  to  promote  business  with  the  Latin-Amer- 
ican countries,  Canada  and  Australia.  The  company 
is  backed  by  some  of  the  leading  men  in  the  Chicago 
Association  of  Commerce,  and  is  incorporated  for 
$2,500,000.  The  plan  is  to  charge  a  fee  of  $500  for  each 
manufacturer  who  registers  with  the  company  and  ten 
per  cent,  on  the  goods  sold. 

Branches  will  be  opened  before  January  1,  1915,  with 
salesmen  in  charge  who  are  fully  familiar  with  the  con- 
ditions in  these  countries,  and  salesmen  will  cover 
Canada  immediately. 

Six  districts  have  been  laid  out,  under  the  direction 
of  F.  R.  McMullin,  who  organized  the  company.  Dis- 
trict No.  2  comprises  Canada,  which  will,  at  this  time, 
be  served  by  representatives  traveling  from  the  Chicago 
office.  Depots  will  be  established  in  Canada  as  business 
warrants.  The  population  of  this  country  is  given  at 
7,206,643. 


AND  HERE'S  ANOTHER. 

The  Chicago  Herald  and  several  daily  papers  of 
Canada  have  organized  a  selling  plan  under  the  direc- 
tion of  Mr.  Ward  D.  Williams,  Industrial  Commis- 
sioner of  the  Chicago  Herald.  Advertisements  of 
United  States  manufacturers  will  appear  in  these 
papers  and  a  sales  expert,  thoroughly  posted  on  Illinois 
manufacturing  conditions,  will  be  sent  to  each  of  the 
Canadian  cities  selected  for  the  campaign.  He  will 
secure  the  personal  information  necessary  to  each 
manufacturer  for  the  promotion  of  sales  of  his  par- 
ticular product. 

He  will  secure  the  names  of  Canadian  dealers,  their 
ratings,  the  nature  of  goods  they  require,  the  whole- 
sale and  retail  price  of  the  particular  product — 
clocks,  shoes,  or  whatever  it  may  be — and  the  Cana- 
dian tariff,  if  any  exists  on  that  article. 

Letters  of  introduction  will  be  furnished  to  the  sales- 
men of  the  American  manufacturers,  if  he  needs  them. 

Moving  picture  films,  illustrating  how  their  products 
are  made,  will  be  displayed  in  the  theatres  in  Canadian 
cities.  Two  hundred  feet  of  films  will  be  allotted  to 
each  manufacturer.  Interior  views  of  the  various 
plants  will  be  shown  Avith  the  men  and  the  machinery 
at  work. 
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Make  Windows  Appeal  to  Prospective  Buyers 


THERE  are  two  fundamental  ways  of  displaying 
goods  in  furniture  show  windows.  One  is  to 
make  the  windows  a  catalogue  of  the  entire  con- 
tents of  the  store.  The  other,  to  feature  three  or  four 
articles  in  strong,  simple  display.  Which  is  the  better 
way  is  forcefully  expressed  by  what  one  of  the  most 
celebrated  window  dressers  in  the  craft  recently  stated. 
By  an  actual  check,  covering  a  week,  he  found  that  a 
far  greater  number  of  people  stopped  before  the  win- 
dow which  was  simple  in  arrangement  and  contained 
only  a  few  articles  artistically  placed  than  where  win- 
dows were  crowded,  and  added  that  his  aim  in  arrang- 
ing the  window  was :  First,  to  make  the  window  har- 
monious, so  that  there  will  be  no  clash  in  the  arrange- 
ment; and,  second,  having  done  this,  his  sole  idea  was 
to  keep  everything  subdued  and  in  the  background  ex- 
cept the  one  or  two  articles  which  it  was  most  desired 
to  push ;  thus  to  so  feature  these  that  they  would  stand 
out  and  impress  themselves  upon  the  attention  of  the 
passer  with  more  force  and  strength  than  anything  else 
on  display.  In  closing,  he  made  the  significant  remark 
that  where  windows  were  crowded  with  merchandise  of 
different  descriptions,  that,  instead  of  arousing  a  de- 
sire for  some  one  specific  article  or  articles,  the  passer 
seemed  to  become  confused  and  glanced  from  one 
article  to  another  without  becoming  impressed  or 
settling  on  anything;  whereas,  when  only  one  or  two 
articles  were  thrown  into  the  limelight,  a  very  large 
percentage  of  those  who  could  be  induced  to  buy  such 
an  article  went  inside  to  inspect  it  and  test  the  quality 
of  the  goods  which  were  shown.  Perhaps  in  the  use  of 
no  other  merchandise  can  windows  be  made  more  at- 
tractive than  with  furniture.  Nearly  every  man  and 
woman  is  interested  in  a  comfortable  home,  and  win- 
dows furnished  to  represent  the  various  rooms  in  the 


home  are  the  greatest  advertisement  known.  The  suc- 
cess of  window  advertising  depends  on  the  same  prin- 
ciples as  the  success  of  display  newspaper  advertising 
— on  what  is  shown  and  what  is  said  about  it. 

Accenting-  Timeliness 

It  is  well  to  watch  the  trend  of  events  and  eater  to 
the  fancy  of  the  people.  While  the  man  who  owns  a 
small  store  and  gives  his  personal  attention  to  every 
detail  of  its  management  may  have  too  much  on  his 
mind  to  give  proper  attention  to  his  windows,  he  is 
quite  apt  to  deem  the  time  and  money  spent  in  this 
work  a  waste,  since  he  feels  that  the  proper  buying  of 
his  stock  is  more  important.  But  the  windows  are 
there  and  they  must  be  filled  with  something,  to  present 
the  goods  on  sale  inside,  so  he  proceeds  to  fill  them, 
with  no  idea  of  artistic  effect,  nor  of  their  advertising 
value.  The  work  annoys  him,  for  he  is  not  in  sympathy 
with  it;  being  done  perfunctorily,  it  is  not  well  done, 
and  in  the  circumstances  this  merchant  cannot  be 
blamed  for  thinking  it  a  waste  of  time  to  dress  the  win- 
dows. But  such  merchants  are  the  exception,  not  the 
rule,  nowadays,  since  even  the  smallest  dealer  is  be- 
ginning to  wake  up  and  learn  something  more  about 
his  business  than  his  grandfather  knew. 

There  are  magazines  devoted  to  the  subject,  and 
schools  where  the  art  is  taught,  but  in  all  probability 
the  best  school  of  all  is  that  of  practical  experience. 
There  is  a  science  in  this  branch  of  the  mercantile  busi- 
ness, as  in  every  other.  The  windows  should  supple- 
ment the  newspaper  and  other  advertising,  as,  for  in- 
stance, when  kitchen  cabinets  are  advertised,  they 
should  be  shown  in  the  windows.  Thus  the  persons  at- 
tracted to  the  store  by  the  advertising  will  be  doubly 
won  by  the  "follow-up"  work  in  the  windows.   In  this 
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way  the  store  gets  a  greater  benefit  by  the  published 
announcements. 

A  Practical  Test 

To  test  tlic  value  of  window  advertising  is  easily 
done,  especially  in  the  small  store.  A  special  trim 
may  be  devised,  showing  a  certain  line  of  goods  that 


Spli^iidid  liedrooin  arrangcmenl. 


are  not  advertised  otherwise ;  then  watch  the  sales  in 
that  department.  Many  of  the  largest  merchants  make 
it  a  practice  to  affix  prices  to  articles  shown  in  the  win- 
dows, but  the  cheaper  stores  follow  this  rule  invariably 
and  find  it  profitable.  On  general  principles  this  is  ad- 
visable, since  it  is  prices  which  attract  buyers. 


DISPLAYS  THAT  MADE  A  HIT 

When  making  a  display  of  any  kind,  but  more  par- 
ticularly a  special  display,  it  pays  to  take  special  pains 
to  see  that  the  entire  scheme  of  the  display  is  carefully 
carried  out,  as  in  many  eases  the  few  little  touches  that 
are  really  responsible  for  the  finished  appearance  and 
attractiveness  of  the  exhibit  are  overlooked  and  omitted 
with  the  result  that  while  you  may  have  beautiful  goods 
and  harmonious  surroundings  there  is  coldness  about 
it  and  a  sense  of  something  lacking. 

The  two  illustrations  on  this  page  comprised  the  ex- 
hibit of  the  Shedden  Furniture  Co.,  of  Woodstock, 
Ont.,  at  the  recent  exhibition  of  the  Woodstock  Agri- 
cultural Society,  and  it  was  generally  conceded  that 
the  displays  were  among  the  featifres  of  the  entire  ex- 
hibition, and  reflected  much  credit  on  the  enterprising 
firm  responsible  for  it. 

The  exhibit  consisted,  as  will  be  seen  by  the  pictures, 
of  two  completely  furnished  rooms,  one  a  bedroom 
furnished  in  ivory  enamel  in  the  popular  "Adam'' 
period,  with  rug,  curtains  and  draperies  harmonizing 
perfectly,  and  the  other  a  dining  room  furnished  in 
fumed  oak,  also  in  the  "Adam"  period,  both  suites  ])e- 
ing  from  the  "C.  F.  M."  line. 

Either  display  is  admirably  adapted  for  a  store  win- 
dow and  is  brimful  of  business  pulling  possibilities, 
and  is  sure  to  characterize  the  store  making  such  use 
of  its  windows  as  a  wide-awake  and  up-to-date  institu- 
tion in  whose  hands  the  correct  furnishing  of  the  home 
can  be  safely  left.  Mr.  Shedden  is  a  firm  believer  in 
the  proper  use  of  his  available  display  space,  and  at- 
tributes much  of  his  business  success  to  his  careful  at- 
tention to  such  matters. 


flow  TO  PREVENT  WINDOW  FROSTING 

It  is  unnecessary  to  dwell  upon  the  annoyance  of 
having  the  show  windows  frost  over.  Especially  with 
those  stores  that  depend  to  a  large  extent  on  their 
windows  as  a  means  of  attracting  trade  it  is  a  serious 
matter.  At  any  rate,  windows  covered  with  frost  do 
not  present  a  very  inviting  appearance  to  customers. 

it  is  the  diflFerence  in  temperature  between  the  out- 
side and  inside  of  the  windows  that  cause  them  to  frost 
over.  If  the  inside  air  is  warmer  than  the  outside  when 
it  strikes  the  cold  glass  it  condenses.  Thus  the  point 
is  to  keep  the  temperature  on  both  sides  of  the  glass  as 
nearly  the  same  as  possible. 

The  Avindow  should  be  enclosed,  and  the  sides,  back 
and  floor  as  near  air  tight  as  possible  to  prevent  the 
warm  moisture  laden  air  of  the  store  or  basement  from 
finding  its  way  in.  Sometimes  this  will  be  all  that  is 
necessary,  but  in  most  cases  ventilation  will  be  neces- 
sary to  admit  cold  air  into  the  window.  Ventilators 
should  be  placed  at  top  and  bottom  of  the  window.  The 
current  of  air  circulating  throughout  the  window  keeps 
the  temperature  sufficiently  equalized  to  have  the 
desired  result. 

There  are  many  stores  that  have  windows  that  are 
not  enclosed  — commonly  known  as  open  back  win- 
do^vs.  With  this  type  of  window  it  is  practically  im- 
possible to  use  a  ventilating  system  as  a  preventative 
of  frost.  About  the  only  thing  that  can  be  done  with 
a  window  like  this  is  to  get  enough  heat  next  to  the 
glass  so  that  it  will  be  too  warm  for  frost  to  accumulate. 

Some  stores  use  electric  heaters  in  the  window. 
Where  windows  do  not  frost  over  heavily,  it  is  possible 
to  keep  the  glass  clear  by  throwing  a  strong  current 
of  air  over  the  inside  with  an  electric  fan.  The  current 
of  air  should  strike  the  glass  from  one  side  and  sweep 
over  the  entire  surface,  thus  creating  a  circulation  of 
air  over  as  much  of  the  surface  as  possible.  Two  fans 
may  even  be  necessary  in  large  windows.  They  may 
be  concealed  behind  merchandise  or  a  show  card. 

In  many  cases  frost  will  not  form  upon  the  glass  if 
the  inside  has  been  rubbed  with  a  rag  saturated  with 
alcohol.  This  alcohol  preparation,  however,  in  very 
cold  weather  must  be  repeated  several  times  a  day. 


DiiiiliKiuom  on  displaj. 


Instead  of  alcohol,  some  stores  use  glycerine  and  water, 
and  others  ammonia  and  salt  water. 

There  is  no  doubt,  however,  that  the  best  and  most 
practical  method  is  to  close  up  the  back  of  the  window, 
and  provide  for  free  circulation  of  cold  air  on  the 
inside  of  the  glass. 
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Honesty  is  the  Most  Important  Factor  in  Retail  Advertising 

BY  C.  L.  BRITTAIN 


THERE  is  no  new  thing  to  say  or  write  about  adver- 
tising unless  there  be  a  new  ideal  or  clearer  un- 
derstanding of  truth.  There  are  certain  funda- 
mental principles  pertaining  to  advertising  that  all 
should  know.  We  may  talk  about  them  for  years  and 
study  them  for  scores  of  years,  and  the  one  basic  law 
will  remain  unchanged.  All  we  can  hope  to  learn  of 
advertising  or  of  any  new  or  old  science,  will  have 
to  be  learned  from  its  fundamental  truth  or  principle. 

It  is  folly  and  unwise  judgment  for  us  to  attempt 
to  invent  or  discover  any  new  or  ditferent  way  to  ad- 
vertise, other  than  the  one  right  way — lest  such  think- 
ing lead  us  into  error  and  away  from  the  truth  of  ad- 
vertising. What  we  should  do  is  to  know  more  and 
find  out  its  primary  purpose  and  the  right  method.  I 
will  not  attempt  to  touch  on  the  typography  of  adver- 
tising, say  how  copy  should  be  written,  mention  any- 
tion  about  headlines  or  lay-outs,  even  though  they  are 
all  very  important,  for  I  desire  to  stick  closely  to  the 
subject  given  me. 

Honesty  is  beginning  to  be  recognized  as  a  very  im- 
portant factor  in  retail  advertising.  As  in  all  the  dif- 
ferent kinds  of  advertising,  honesty  is  beginning  to  be 
recognized  as  the  most  important  factor.  You  can  all 
remember  when  advertising  was  looked  upon  as  trick- 
ery— and  any  sort  of  effort  along  the  advertising  lines 
was  branded  as  a  scheme  to  deceive.  And  I  am  not  so 
sure  that  in  most  cases  it  was  merely  a  scheme,  for  it 
never  gained  the  confidence  of  the  buying  public  as  it 
should  until  in  recent  years. 

I  can  well  remember  the  common  expression,  "That 
is  just  some  sort  of  an  advertising  scheme;  you  can't 
believe  it."  And  the  sad  thing  about  it  is  that  we  still 
have  too  many  who  think  and  feel  that  way.  They 
have  been  educated  to  it,  and  it's  no  easy  matter  to 
change  their  minds.  Thousands  upon  thousands  of  dol- 
lars are  now  being  spent  for  the  purpose  of  gaining 
the  confidence  of  the  buying  public.  Much  is  being 
wasted,  owing  to  the  fact  that  many  advertisers  them- 
selves have  little  or  no  confidence  in  the  truth  of  ad- 
vertising. 

When  the  first  idea  leaked  out  that  some  time  and 
in  some  way  advertising  was  going  to  be  purified,  whole 
armies  of  men  declared,  "It  can't  be  done,"  but.  thanks 
to  the  vigilance  committee  of  the  Associated  Advertis- 
ing Clubs  of  America,  "It's  being  done." 

In  this  great  clean-up  there  are  many  thought-pro- 
voking questions,  namely:  "How  can  advertising  be 
cleaned  up  and  at  the  same  time  bring  results'?"  "What 
is  the  quickest  and  most  eff'eetive  way  to  gain  con- 
fidence and  still  write  strong  business-pulling  copy?" 
"If  honesty  is  so  important  in  retail  advertising,  why 
don't  all  advertise  honestly?"  Here  is  the  one  vital 
question,  many  don't  know  that  honesty  is  important 
in  retail  advertising.  Some  still  think  that  if  the  ad. 
pulls  the  crowd  and  the  selling  force  gets  the  money, 
it's  a  good  ad.  and  a  fine  combination;  that  is  as  deeply 
as  many  think — just  to  get  the  money. 

True,  we  advertise  to  get  the  money — no  question 
about  that,  but  men  steal  horses  to  get  the  horses.  We 
must  look  deeply  into  this  subject.  We  must  know 
how  to  reason — we  must  know  how  to  think.  We  must 


think  business  facts.  We  need  not  be  a  genius ;  we 
don't  need  phenomenal  capability^ — specially  derived 
from  inspiration  or  exaltation.  To  be  good  advertising 
men,  we  are  not  so  much  in  need  of  great  intellectual, 
creative  power  of  expression.  It  is  unnecessary  to  pos- 
sess that  constitution  of  mind  or  perfection  of  faculties 
that  enables  us  to  excel  all  others  in  mental  perception, 
comprehension,  discrimination,  and  expression  in  the 
science  and  art  of  advertising.  But  we  do  need  to 
know  the  truth  about  what  we  are  advertising — the 
whole  truth,  and  nothing  but  the  truth.  A  lawyer 
needs  to  know  the  truth  about  his  case  in  order  to 
win. 

Neither  do  we  need  to  be  so  specially  clever,  quick- 
witted, or  smart.  We  need  to  be  honest,  both  in  adver- 
tising and  selling.  Advertising  is  not  just  white  space, 
type,  pictures,  newspapers,  booklets,  and  so  on.  Ad- 
vertising is  business,  and  a  strong,  business-building 
factor.  In  order  to  accomplish  the  greatest  good  in 
the  quickest  time  and  establish  and  maintain  the  con- 
fidence of  the  buying  public,  we  must  know  something 
about  merchandise.  We  must  know  when  it  is  right. 
We  must  know  the  truth  about  it.  We  must  know  the 
good  about  it.  We  must  know  enough  truth  and  good 
about  our  merchandise  and  tell  it  in  a  plain  and  honest 
but  enthusiastic  sort  of  way  that  it  will  not  only  pull 
trade,  but  prove  to  be  a  lasting  advertisement. 

It  is  just  as  impossible  to  write  a  truthful  but  busi- 
ness-pulling advertisement  if  the  merchandise  is  not 
right  as  it  is  to  write  a  truthful  news  story  about  some- 
thing that  never  happened.  We  should  see  that  our 
merchandise  is  right.  Usually  the  advertising  manager 
can  know,  and  it's  his  business  to  know,  how  much  of 
the  stutf  is  right  that  comes  into  his  office  to  be  adver- 
tised. He  is  the  man  who  can  save  his  store  from  the 
awful  effects  of  thousands  of  dissatisfied  customers, 
which  tend  to  foster  a  disbelief  in  advertising — not 
only  in  loss  of  much  business,  but  causing  the  buying 
public  to  continue  to  repeat  the  old  saying,  "It's  only 
another  advertising  scheme." 

I  wouldn't  give  much  for  advertising  that  only  made 
the  first  sale  and  didn't  leave  the  customer  in  a  fit  con- 
dition of  good  feeling  toward  the  store  to  come  back; 
it  ought  to  do  more  than  that.  It  ought  to  make  them 
want  to  come  again  and  bring  a  friend.  And  advertis- 
ing will  if  the  advertisement  is  properly  merchandised 
and  the  values  are  honest. 

I  was  once  an  ad.  man  in  a  men's  wear  store.  A 
store  that  had  an  excellent  opportunity  to  make  of 
itself  one  of  the  foremost  stores  in  its  city.  I  stayed 
there  only  four  months.  During  the  first  few  weeks  I 
noticed  that  my  ads.  didn't  pull — I  had  left  a  very 
fine  store,  where  well-prepared  copy  pulled  well.  Of 
course,  I  was  very  anxious  to  soon  prove  my  ability  in 
my  new  position.  The  longer  I  worked  the  surer  I 
was  convinced  that  my  copy  didn't  pull.  I  would  even 
advertise  $2  English  cravats  for  $1.65 — bargains  that 
sounded  wonderful  to  me  when  I  wrote  my  copy,  and  I 
could  not  understand  why  such  advertising  would  not 
pull  as  it  should.  One  day  T  attended  one  of  my  own 
sales.  I  even  did  such  a  thing  as  to  go  right  down  into 
the  department  and  ask  to  see  the  goods  advertised.  I 
wanted  to  know — I  really  cared.  What  do  you  suppose 
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I  found?  I  found  the  most  beautiful  $1.50  neckwear 
marked  to  $1.65,  and  before  they  marked  it  down  they 
marked  it  up  to  $2,  so  it  would  show  a  mark-down.  I 
learned  that  this  had  been  a  regular  practice  in  the 
department — working  on  the  theory  that  the  people 
were  all  fools  and  could  be  fooled — and  the  real  truth 
was  that  we  were  fooling  ourselves. 

I  soon  became  a  regular  detective  in  that  store— I 
got  busy.  One  day  I  found  two  high-priced  clothing 
salesmen  cutting  buttons  oflP  the  trousers  to  suits- 
suits  that  had  been  advertised  nationally  for  many 
months  at  $17.  This  store  was  an  agent  in  our  city 
for  these  clothes,  and  had  been  selling  them  all  season 
for  $17 — had  had  them  in  the  window  where  even  our 
customers  and  competitors  could  both  see  them.  They 
were  being  advertised  in  magazines  and  on  billboards 
for  $17,  and  $17  was  stamped  on  the  buttons  which 
those  men  were  cutting  off.  A  few  days  later  I  had 
the  honor  (?)  of  advertising  these  suits  in  a  sale  for 
$18.50,  calling  them  our  regular  $25  suits.  Fine  busi- 
ness— if  it  worked.  But  again  my  advertisement  didn't 
pull.  It  was  at  this  time  that  I  realized  I  was  wasting 
both  time  and  money.  I  was  determined  that  from 
that  time  on  I  would  refuse  to  write  a  single  lying  ad- 
vertisement for  anyone.  I  was  convinced  that  honesty 
was  the  only  dependable  policy — as  I  had  always  be- 
lieved. 

After  failing  to  convince  my  employer  that  he  was 
steering  in  the  wrong  direction — and  his  refusing  to 
take  a  lifeboat— I  was  determined  to  desfert  my  party, 
so  T  quit  the  ship  before  she  sank. 

We  must  understand  and  know  advertising  and  sell- 
ing to  be  one  and  the  same  thing.  We  must  remember 
that  advertising  sells  and  selling  advertises.  We  must 
know  that  the  real  advertisement  is  not  in  the  printed 
word,  but  in  the  effect  of  the  sale  of  the  purchaser.  A 
satisfied  customer  is  a  good  advertisement.  A  dissatis- 
fied customer  advertises,  but  in  the  wrong  way. 

Science  and  business  must  come  together  sooner  or 
later.  Everything  points  that  way.  The  great  influ- 
ence for  good  felt  all  over  the  world  to-day  (mostly 
because  there  is  a  great  need  for  honesty  in  business) 
indicates  that  science  and  business  have  met  each 
other.  When  chance  and  change,  dishonesty  and  fraud 
are  thrown  out  of  business,  then  is  when  we  are  com- 
pelled to  turn  to  an  honest  and  efficient  system,  and,  in- 
deed, we  are  glad  to  turn,  for  when  science  and  system 
govern  advertising  and  selling  we  will  know  where  we 
are  in  business — and  there  will  be  less  failure  and  more 
prosperity. 

Are  we  really  hoping  for  better  conditions  in  busi- 
ness? Then,  let  us  have  a  fuller  measure  of  common 
sense.  This  great  reform  must  come  from  within.  It 
has  been  said  that  there  are  thousands  hacking  at  the 
tree  of  evil  to  one  striking  at  its  roots.  Are  we,  as 
advertising  men,  spending  our  time  finding  fault  and 
doing  little,  if  anything,  to  clean  our  own  copy  and 
merchandise  honestly?  First  of  all,  are  we  sure  we  are 
right — right  in  buying,  right  in  advertising,  and  right 
in  selling?  If  we  are  right  in  these  three,  we  are  right 
in  business. 

Let  us  know  scientifically  and  systematically  that 
our  merchandise  is  bought  right.  Let  us  know  scien- 
tifically and  systematically  that  it  is  advertised  as  it 
is  bought,  and  that  it  is  sold  as  advertised.  There  is  no 
other  way.  There  is  no  new  way.  It  is  only  for  us 
to  know  more  about  the  one  right  way.  When  we  ad- 
vertise we  should  consider  our  selling  from  the  right 
standpoint.  Do  the  people  want  what  we  have?  Is  it 
right  for  them  to  buy?  Will  it  do  them  good?  Will  it 
do  us  good?  Will  it  advertise  us  in  the  right  way,  and 


will  what  they  receive  for  the  money  they  spend  cause 
them  to  think  more  of  our  store  and  cause  them  to 
have  more  faith  in  our  next  advertisement?  Will  it 
bring  in  the  money  and  establish  confidence?  If  an 
advertisement  will  not  do  all  of  this,  and  even  more 
in  the  right  direction,  then  it  is  not  good  advertising, 
and  has  no  right  to  the  name. 

Honesty  is  the  important  factor.  It  is  honesty  in 
advertising  and  selling  that  builds  business;  there  ia 
no  question  about  that.  The  question  is — if  there  be 
any — is  the  demand  for  honesty  in  business  here  before 
we,  as  advertising  men,  are  ready  for  it?  It  is  the 
advertising  men  who  have  got  to  educate  many  buyers, 
proprietors,  and  merchandise  men.  It  is  the  advertis- 
ing men  who  will  be  first  to  see  the  honest  connecting 
link  between  advertising  and  selling. 

Isn't  this  just  what  the  Associated  Advertising  Clubs 
are  doing?  Then,  if  we  see  it  we  should  get  into  the 
band  wagon — we  should  get  busy,  both  individually 
and  collectively,  but  by  all  means  individually,  for 
there  is  where  the  greatest  good  can  be  done.  There 
is  no  way  to  stamp  out  dishonesty  in  advertising  and 
selling  except  through  establishing  ourselves — getting 
right  ourselves.  The  people  want  truthful  advertising 
— they  are  hungry  for  it,  and  we  can  build  big  busi- 
ness on  it. 

Much  is  being  said  by  the  publishers  as  to  what 
kind  of  advertising  they  will  or  will  not  accept — the 
question  that  should  trouble  the  advertisers  is,  "What 
kind  of  a  medium  shall  we  demand?"  We  are  greatly 
in  need  of  cleaner  mediums.  We  need  cleaner  news 
and  cleaner  advertising,  for  some  day  advertising  will 
be  news — that  is  all  it  is  now  in  the  true  sense.  Retail 
advertising  is  store  news.  Why,  to  the  woman  it  is 
the  newsiest  part  about  a  newspaper. 

The  question  of  circulation  is  bothering  a  lot  of  re- 
tail advertisers,  and  it  should  from  the  point  of  quality, 
but  not  so  much  from  the  point  of  quantity.  I  wouldn't 
care  if  a  medium  had  a  million  circulation  if  it  were 
not  a  good  advertising  medium.  If  the  readers  only 
read  the  sensational  news  of  a  paper  and  don't  believe 
it  after  they  read  it,  I  would  stand  a  poor  chance  get- 
ting them  to  pay  much  attention  to  my  advertisement, 
even  if  it  were  ever  so  clean. 

Don't  put  clean  copy  into  unclean  mediums,  or  un- 
clean copy  into  any  medium.  Men  are  known  by  the 
company  they  keep — so  is  advertising.  If  you  have  no 
real  clean  advertising  mediums,  treat  what  you  have 
.just  the  same  as  you  would  your  city  water  if  it  were 
bad — use  just  as  little  as  you  really  need.  I  do  not 
intend  to  find  fault  with  newspapers  or  advertising 
mediums — for  they,  no  doubt,  are  doing  the  best  they 
know  how.  I  believe  that  if  they  knew  how  to  do  dif- 
ferent they  would  do  different  in  most  cases. 

But  the  fact  remains,  nevertheless,  that  most  of  the 
newspapers  live  and  thrive  on  both  honest  and  dishon- 
est advertising,  and  if  the  honest  advertising  were 
withheld  no  advertising  medium  could  live  long  on 
dishonest  advertising  alone,  while,  on  the  other  hand.  I 
do  think  that  if  newspapers  would  accept  only  the 
honest  advertising  it  would  be  better  for  the  medium, 
and  I  am  sure  it  would  be  much  better  for  the  adver- 
tiser.  Many  newspapers  have  proven  this  to  be  true. 

To  prove  to  ourselves  that  honesty  is  the  most  im- 
portant factor  in  retail  advertising  demands  individual 
work.  If  we  could  tell  the  story  to  the  great  mass  of 
retail  advertising  and  merchandise  men  who  are  not 
here  to-day,  we.  of  course,  would  accomplish  more  from 
the  point  of  a  direct  clean-up ;  but  this  we  do  not  hope 

( Continued  »n  page_6^.) 
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Collins'  Course  in  Show  Card  Writing 


/  4th  of  a  series  of  articles 
specially  prepared  for  this 
journal. 


AT  the  beginning  of  this  course  we  emphasized 
the  importance  of  speed  or  the  saving  of  time  in 
card  writing.  It  is  to  everyone's  advantage, 
and  especially  to  the  card  writer  himself,  to  turn  out 
work  as  quickly  as  possible.  There  are  many  little 
kinks  and  wrinkles  to  facilitate  the  rapidity  of  work, 
among  which  are  stencils  and  templets.  But  these  are 
advisable  only  where  a  goodly  number  of  cards  are  to  be 
made  of  the  same  kind.  Stencils  are  best  suited  for 
large  letters,  and  are  used  much  in  board  sign  work. 


nPTKIAL 
OPTICAL 


Fig.  22.— Sample  of  stencil  and  its  work. 

But  of  course  they  can  be  used  on  cards  when  the  let- 
ters are  large  enough.  The  stencil  should  be  cut  out  of 
heavy  manilla  paper.  There  are  two  ways  of  making 
your  design.  One  is  to  lay  out  your  paper  the  way 
you  want  it,  then  place  tracing  or  other  transparent 
paper  over  the  letters  you  wish  to  stencil  and  either 
trace  these  on  the  manilla  paper  or  paste  the  paper 
right  on  to  the  stencil  paper.  With  a  very  sharp 
pointed  knife  cut  out  the  letters.  Lay  the  stencil  paper 
on  a  smooth  piece  of  card,  so  as  to  prevent  a  ragged 
edge  on  the  under  side  of  the  paper  when  you  are 
cutting  the  letters  out.  Note  Figure  22,  which  will 
give  you  an  idea  how  to  cut  the  letters  and  leave  suffi- 
cient "bridges."  These  are  to  keep  certain  parts  of 
the  letters  in  place,  like  the  centres  of  the  letters  0,  P, 
A.  etc.  The  L  and  C  are  bridged  to  strengthen  the  sten- 
cil, as  it  would  curl  at  these  points  and  not  work  well 
if  it  were  not  tied  or  bridged.  After  cutting  out  the 
letters,  shellac  the  stencil  paper  well  on  both  sides. 
This  prevents  the  paint  from  soaking  into  the  paper  and 


spoiling  it.  Be  sure  that  the  edges  of  the  letters  are 
well  shellaced. 

The  paint  used  for  stencilling  must  be  much  thicker 
than  for  ordinary  work.  Also  use  a  stubby  brush  and 
use  the  ends  of  the  hair,  rubbing  the  paint  on  lightly 
until  the  letters  are  all  covered.  Be  careful  not  to  let 
the  paint  get  under  the  edges  of  the  stencil.  Turn  the 
stencil  over  occasionally  and  wipe  off  any  paint  that 
may  be  on  the  under  side.  After  you  have  filled  in  the 
letters  with  the  stencil,  take  it  off  and  go  over  the 
"bridges"  with  your  brush,  thus  making  one  con- 
tiniious  stroke  of  each  letter.  See  the  lower  part  of 
Figure  22. 

The  other  way  to  lay  out  your  stencil  is  to  lay  out 
your  design  on  the  stencil  paper  and  proceed  as  above. 

Templets 

The  templets  are  similar  in  construction  to  stencils, 
but  are  operated  differently.  If  you  have  a  dozen  or 
more  of  one  style  of  card  to  make,  cut  a  templet  similar 


Seasonable  card— printed  on  burlap,  mounted 
on  white  card. 

to  Fig.  23,  and  lay  it  on  to  your  cards  and  mark  the 
openings.  This  will  assure  speed  and  uniformity. 
After  marking  the  cards  proceed  to  letter  in  the  usual 
way.    The  pencil  marks  still  on  the  card,  Fig.  24,  will 


ABCDErGHI 
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Plate  49.— Full  block  Roman  with  rounded  blocks— capitals 
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show  you  the  operation  of  marking.  The  process  of 
laying  out  the  templet  is  the  same  as  the  stencil. 

Fancy  Blended  Colored  Cards 

For  special  businesses  or  special  occasions,  where 
bright,  fancy,  fussy  cards  may  be  used  and  not  look 
out  of  place,"  you  can  make  these  with  dry  colors,  chalk 
or  crayons.  It  requires  a  rather  rough  surfaced  card 
or  paper  to  do  this  work  on,  as  you  cannot  obtain  the 
best  results  on  a  glazed  or  smooth-surfaced  card.  If 
you  use  dry  colors,  make  a  pounce  bag  for  each  color. 
This  is  done  by  taking  a  square  piece  of  cheesecloth 
or  open  mesh  cotton  and  put  your  color  in,  and  gather 
the  edges  up  and  tie  with  a  string,  the  same  as  a 
"blueing  bag"  used  for  blueing  clothes.  Make  an- 
other bag  the  same  way,  but  use  a  piece  of  cotton 
batting  for  the  centre.   This  is  for  a  blender. 

To  get  the  color  effect,  pounce  or  rub  the  desired 
colors  on  to  the  card,  then  blend  with  the  cotton  batting 
bag.  With  a  little  practice  some  very  pleasing  effects 
are  obtainable.  For  example,  you  may  get  pretty  sky 
backgrounds,  moonlight  grounds,  water  effects,  etc.  If 
chalk  or  crayons  are  used,  you  proceed  in  the  same 


does  not  show  so  strongly  in  the  reproduction  as  it  does 
in  the  original  card.  This  is  because  the  ochre  photo- 
graphs very  dark. 

Alphabets 

The  alphabets  shown  in  Plates  48  and  49  are  a  prac- 
tical kind  that  may  be  used  frec^uently  in  card  work. 
They  are  a  full  block  Roman,  with  the  ends  of  the 
blocks  rounded.  This  gives  a  very  pleasant  effect,  and 
is  not  hard  to  execute. 


FIRE  IN  FURNITURE  STORES 

Fire  which  broke  out  recently  in  the  premises  of  Jos. 
Paquin,  Youville  Street,  Hull,  completely  destroyed  his 
furniture  store  and  residence  above  it,  entailed  a  loss 
of  about  $27,000,  endangered  the  lives  of  himself  and 
family,  threatened  a  portion  of  the  residential  section 
of  Hull,  and  tied  up  the  service  of  the  Hull  Electric 
Railway  Company  for  about  two  hours.  Awakened 
suddenly  by  the  sound  of  crackling  wood  and  the  smell 
of  smoke,  Mr.  Pacjuin  got  his  wife  and  family  safely 
out  of  the  building  in  their  night  clothes  and  a  few  min- 
utes afterwards  tlie  building  collapsed. 

As  the  building  was  a  frame  one,  it  burned  like 


Something  New 


6 


FigR.  23  and  24.-Work 
done  by  templet,  and  tem- 
plet itself. 


way,  only  you  rub  them  directly  on  to  the  card  or  paper 
and  blend  in  the  usual  way.  Plain  ingrain  wall  paper 
is  very  suitable  to  work  in  this  way.  It  has  that  rough 
surface  that  takes  the  color  well.  Cut  the  paper  to  the 
required  size  and  mount  on  white  or  grey  card,  leaving 
enough  projecting  all  around  to  make  a  margin.  After 
mounting,  the  card  is  ready  to  letter  in  any  desired 
way.  It  is  well  to  use  dark  colors  for  the  lettering. 
Cards  of  this  character  must  be  handled  carefully,  for 
the  dry  colors  always  rub  off  easily.  This  class  of  cards 
is  not  desirable  to  use  should  they  require  to  be  handled 
much,  for  they  soil  so  easily. 

Sample  Cards 

The  one  sample  card  this  month  is  an  illustration  of 
the  utilization  of  various  material  for  card  work.  This 
one  is  done  on  a  piece  of  filled  burlap  and  mounted 
on  a  white  card.  The  color  is  ochre,  which  is  dark 
enough  to  be  lettered  in  white.  The  shading  of  the 
figures  is  done  with  the  air  brush  and,  unfortunately. 


"tinder,"  and  before  the  firemen  reached  the  scene  the 
whole  building  was  enveloped  in  flames.  The  stock, 
with  the  exception  of  a  few  stoves,  is  thought  to  be  a 
complete  loss. 

Another  at  Montreal 

The  Dominion  House  Furnishing  Company,  1091 
Mount  Royal  Avenue  East,  Montreal,  was  badly  dam- 
aged by  a  recent  fire  which  broke  out  at  2  o'clock  in 
the  morning,  the  loss  being  estimated  in  the  neighbor- 
hood of  $25,000.  Two  alarms  were  sent  in.  Chief 
Hooper,  who  was  first  to  arrive  on  the  scene,  seeing  that 
the  apparatus  on  hand  was  inadequate  to  cope  with  the 
blaze.  A  policeman  on  his  beat  was  first  to  discover 
the  blaze,  and  he  immediately  turned  in  an  alarm,  but 
the  flames  then  had  gained  good  headway,  so  that  with 
the  arrival  of  the  fire  fighters  little  could  be  done  with- 
out more  apparatus.  The  building  was  a  three-storey 
affair,  and  it  was  not  long  before  it  was  completely 
gutted.  Meanwhile,  the  firemen  fought  to  stem  it  oft 
from  the  surrounding  buildings. 


abcdefghijlmn 
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Plate  48.— Full  block  Roman  with  rounded  blocks— lower  case. 
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The  Making  of  Felt  into  Mattresses 

BY  FTiET>  Jl.  EECKMJIN,   The  Ideal  Bedding  Co. .  Limited 


With  a  dull  thud,  the  heavy  iron-bound  bale  is 
tumbled  on  the  platform.  The  four  men  who  are  un- 
loading the  car  jump  aside  a  little.  Then,  reading  the 
numbers  and  letters  roughly  chalked  on  the  gunny  cov- 
ering, one  of  the  men  calls  out:  "Five — two — seven," 
"Z.M.T."  And  so  five  hundred  and  twenty-seven 
pounds  of  Z.M.T.  cotton  is  started  on  a  career  to  make 
sleep  comfortable,  hygienic,  and  as  restful  as  it  can  be. 
Almost  incredible  it  seems  that  so  heavy  and  unwieldy 
an  object  can  become  the  lightness  and  softness  of  ten 
felt  mattresses.  But  so  it  is. 

From  the  storag-e  shed  the  baleds  taken  to  the  garnet 
room.  The  iron  bands  are  broken  and  the  covering 
pulled  away.  In  hard,  thickly-matted  layers,  like 
rough  slabs  of  dingy  color,  the  cotton  pulls  off.  First 
of  all  it  must  be  loosened  and  life  awakened.  This  is 
done  by  a  picker  machine.  A  large  cylinder,  fitted  with 
rows'  of  wood  teeth  about  4  ins.  long,  revolves  at  high 
speed  in  a  metal  case  resembling  a  fanning  mill.  The 
slab  of  cotton  is  placed  in  a  trough  and  is  carried  up 
to  the  revolving  cylinder,  where  it  is  caught  by  the 
teeth  and  flung  around  and  around  until  it  is  pulled 
apart  into  small  pieces  or  tufts.  As  the  cotton  is 
mauled,  air  is  forced  through  it,  cleaning  out  dust  and 
other  foreign  matter,  and  at  the  end  of  this  separating 
process  the  cotton  is  blown  into  a  hut-like  receiver 
built  behind  the  picker.  Already  the  cotton  is  greatly 
changed  from  the  heavy  matted  layers.  Loose  and 
fluffy,  it  lies  in  piles  not  unlike  rough  drifts. 

But  this  is  merely  the  beginning  of  change.  Once 
more  it  must  be  converted  into  layers,  but  this  time 
resilient,  almost  weightless,  very  different  from  those 
of  the  bale  with  which  our  story  commences.  It  is  this 
next  process  which  is  essentially  the  making  of  felt. 

The  garnet  machine  is  now  the  machine  which  en- 
gages our  attention,  and  a  very  complicated  arrange- 
ment of  pulleys,  rollers,  belts  and  cogwheels  it  is.  Into 
the  great  mouth  of  this  machine  the  loose,  tufty  cotton 
is  thrown  in  shovelsful.  From  here  it  is  first  caught  by 
a  wide-toothed  belt  and  is  carried  up  over  the  top  of  the 
receiver.  As  it  goes  upwards  a  fan,  set  at  a  fixed  dis- 
tance from  the  belt,  brushes  back  the  clinging  tufts,  so 
that  no  more  1;han  the  proper  amount  may  be  carried  on 
to  the  next  stage.  That  is  found  on  the  opposite  side 
of  the  traveling  belt,  where  the  cotton  is  dropped  into 
an  automatic  weighing  machine.  When  the  cotton  in 
this  trough-like  receiver  reaches  a  certain  weight,  the 
trough  opens  and  deposits  the  contents  on  a  tray  be- 
fore the  first  series  of  felting  and  separating  rollers. 
By  means,  first  of  the  fan  brushing  back  the  cotton 
from  the  belt,  then  of  this  automatic  weighing  machine, 
the  supply  of  cotton  to  the  rollers  is  kept  r:"gulated. 

From  the  tray  under  the  weighing  machine  the  cot- 
ton is  slowly  transferred  to  the  rollers,  which  are  essen- 
tially the  important  part  of  this  great  spreading, 
thinning  and  separating  apparatus.  There  are  two 
large  ones  of  these  about  eighteen  inches  in  diameter, 
and  working  against  them,  one  at  each  side,  are  three 
rollers  about  twelve  inches  in  diameter.  Round  about 
each  of  the  two  largest  rollers  are  two  of  medium  size, 
about  six  inches  in  diameter,  and  several  small  ones  of 
not  more  than  four  inches  diameter.  Cog  wheels  keep 
them  revolving,  some  one  way  some  another,  each  roll- 
ing against  or  fitting  into  one  or  more  of  the  others. 


The  lay  mind  is  completely  confused  and  thinks  the 
whole  thing  a  conglomerate  mix-up. 

Let  us  stop  the  machinery  to  view  a  roller  more 
closely.  It  is  a  cylinder  reaching  across  the  full  width 
of  the  garnet  machine  and  over  the  whole  surface  of 
it  are  rows  of  sharp  shining  teeth.  The  small  cylin- 
ders are  solid  steel,  but  the  larger  ones  are  hollow, 
with  merely  a  steel  casing.  The  teeth  are  peculiar  in 
this  that  they  are  comparatively  long,  and  seem  to 
be  curved  inward,  as  though  specially  adapted  to  pull 
off  from  the  roller  alongside  something  light  and  elu- 
sive. You  may  form  a  good  idea  of  what  the  roller  is 
like  by  imagining  a  series  of  thin,  circular  saws  about 
one-sixteenth  of  an  inch  in  thickness  fastened  side  by 
side  but  equipped  with  finer  and  longer  teeth  than  is 
usual  in  saws.  Like 'the  teeth  of  a  saw,  the  teeth  of 
the  rollers  must  now  and  then  be  sharpened.  This  is 
done  by  placing  the  roller  in  a  lathe,  where  it  is  re- 
volved while  the  operator  files  each  row  of  teeth  and 
straightens  any  bent  ones.  In  fact,  dental  inspection 
is  an  important  feature  of  felt  manufacture. 

Through,  over,  under  and  amongst  these  rollers  the 
cotton  passes  for  the  crucial  test.  Slowly,  gradually, 
but  with  irrevocable  certainty,  substances  not  cotton, 
and  poor  grades  of  cotton  which  will  not  make  good 
felt,  are  sorted  out,  falling  beneath  the  machine.  Down 
below,  on  the  floor,  we  see  what  could  not  "make  the 
grade."  Above  the  rollers  is  the  wide  mouth  of  a  suc- 
tion pipe,  which  draws  off  dust,  in  this  way  adding  a 
final  cleaning  to  the  complex  process.  As  the  cotton 
has  been  passing  through,  we  have  seen  little  of  it,  just 
a  glimpse  here  and  there.  But  it  comes  into  view  at 
the  farther  side  of  all  the  rollers.  Here  a  thin  band 
vibrates  very  rapidly  up  and  down  very  close  to  the 
last  roller,  and  as  it  vibrates  it  pulls  off  the  thin  felt. 


An"Ideal"  child's  crib,  and  iUustrntion  of  cover 
of  "baby's  bioKrapliy  "  which  the  Ideal  Bedding 
Co.  are  giving  with  their  cribs. 


now  SO  thin  that  as  it  comes  off  it  resembles  foam  on 
the  water  of  a  river  below  a  small  rapid  or  waterfall. 

The  next  operation  is  to  lay  this  felt  down  flat  and 
even  for  actual  use.  If  it  were  allowed  to  fall  from  the 
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last  roller  as  it  is  taken  off  it  would  become  merely 
a  bundle  with  neither  beginning  nor  end.  Instead,  it 
passes  to  a  traveling  belt,  which  carries  it  out  about 
twelve  feet.  There  it  is  dropped  on  another,  as  the 
first  belt  returns  to  the  rollers,  and  from  this  second 
belt  the  thin  layer  of  felt,  which  one  can  now  see  before 
the  eye  not  any  thicker  than  a  heavy  snow  storm,  is 
laid  down  across  a  slowly  moving  platform.  This  plat- 
form (in  nature  a  belt)  usually  serves  two  machines, 
passing  first  under  one  then  under  the  other,  the  reason 
of  which  is  to  obtain  a  layer  of  double  the  thickness 
at  one  time. 

As  the  second  belt  travels  back  and  forth  laying 
down  the  filmy  felt,  the  platform  moves  on  gradually 
in  such  a  way  that  in  an  actual  case,  with  two  machines 
running  together,  there  were  sixteen  of  the  very  fine 
layers  of  felt  everywhere,  eight  layers  from  each  ma- 
chine. The  felt  now  passes  under  a  hollow  cylinder, 
which  compresses  it  slightly,  and  by  means  of  yet  an- 
other traveling  belt  is  rolled  about  a  pole  in  thick, 
springy  layers  of  lightness  and  whiteness.  When  the 
roll  reaches  the  desired  thickness,  about  twenty-four 
inches  in  diameter,  it  is  taken  off  and  weighed.  Rib- 
bons of  paper  are  tied  at  both  ends,  and  the  felt  is  then 
ready  for  mattresses.  A  roll  about  five  feet  long  and 
twenty-four  inches  thick  weighs  approximately  twenty 
pounds.  That  gives  an  idea  of  the  lightness. 

The  process  is  a  long  one,  but  it  is  important. 
Through  it  the  cotton  first  is  loosened,  then  is  spread 
out  in  exceedingly  thin  even  layers,  and  as  this  is  done 
air  permeates  the  whole  substance  through  and 
through,  and  we  have  light  springy  felt,  which  makes 
soft,  resilient,  and  yet  firm  mattresses.  The  heavy  lum- 
bering bale,  with  its  thick  rough  slabs,  has  become 
many  light  rolls,  with  their  soft,  even  layers. 


BERT  MENZIE  WITH  QUALITY  MATTRESSES 

R.  W.  Menzie,  until  lately  representing  S.  Weisglass, 
Ltd.,  has  secured  the  management  of  the  Toronto  ware- 


"Bert'  Menzie 
Now  soiling  "Quality"  mattresses. 


liarly  called  among  his  acquaintances,  is  known  to  the 
furniture  trade  from  the  Atlantic  to  the  Pacific,  and 
particularly  in  Ontario,  as  he  has  been  on  the  road 
for  the  past  nineteen  years. 

Lately  he  got  a  new  title  from  Dave  Soutar,  of  Ham- 
ilton, and  is  now  known  in  the  Ambitious  City  as  "the 
lightning  shipper."  Bert  secured  an  order  from  Mr. 
Souter  at  one  o'clock  one  day;  'phoned  it  in  to  To- 
ronto ;  and  had  the  satisfaction  of  seeing  it  delivered 
in  Souter's  store  before  he  stepped  on  the  five  o'clock 


One  of  the' newest  designs  of>eds  made-.by ■.Malcolm  &  Souter,  Hamilton. 

train  for  home.  "Guaranteed  satisfaction  and  quick 
delivery"  is  the  trade  slogan  of  Mr.  Menzie. 

Mr.  Menzie  was  nominated  and  elected  unanimously 
as  a  director  of  the  Commercial  Travelers'  Association 
for  the  coming  year,  recently,  which  shows  how  well 
he  is  thought  of  among  the  salesmen  on  the  road. 

The  Quality  Mattress  Co.  are  now  making  box 
springs  in  addition  to  their  Quality  mattresses,  and  they 
will  show  their  goods  at  both  Berlin  and  Toronto  fur- 
niture exhibitions  in  January. 


house  of  The  Quality  Mattress  Co.,  Waterloo,  Ont.,  and 
will  cover  the  Queen  City  and  Hamilton  in  the  inter- 
ests of  "Quality"  mattresses.   "Bert,"  as  he  is  fami- 


WITHDRAWN  FROM  CANADIAN  MARKET. 

S.  Weisglass,  Ltd.,  brass  bed  makers,  Montreal,  have 
withdrawn  from  the  Canadian  field  and  their  stock 
has  been  purchased  by  the  Alaska  Feather  &  Down  Co., 
of  the  same  city. 


HELPING  THE  PATRIOTIC  FUND 

A  novel  idea  is  that  suggested  in  a  late  poster  gotten 
out  for  circulation  among  the  furniture  trade  of  the 
Dominion  by  the  Canada  Furniture  Manufacturers,  Ltd. 
In  that  poster,  which  is  printed  in  colors,  with  the  Bri- 
tish flag  flying  at  the  top,  are  described  a  number  of 
"patriotic"  chairs,  on  every  one  of  which  that  is  sold  a 
certain  sum  will  be  given  to  the  "patriotic  fund." 
These  chairs  are  popular  priced  and  substantial,  and 
will  be  heirlooms  in  the  years  to  come.  On  the  top 
back  rest  of  every  chair  is  embossed  the  British  coat- 
of-arms.  This  may  be  had  in  gold  as  well  as  in  the 
natural  finish  of  the  chair.  The  whole  idea  is  a  novel 
one. 
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Entering  upon  the  75th  year  of  his  life  on  November 
24,  Andrew  Malcolm,  of  Kincardine,  was,  on  the  even- 
ing of  that  day,  given  a  demonstration  of  public  appre- 
ciation and  good  will  that  was  as  gratifying  as  it  was 
deserved. 

He  has  occupied  so  large  a  space  in  the  public  eye  of 
Kincardine  that  his  many  friends  thought  it  opportune 
to  tell  him  that  all  he  has  done  for  the  town  is  duly 
appreciated.  Besides  building  up  and  managing  with 
remarkable  success  a  large  and  flourishing  business,  he 
has  found  time  to  devote  to  public  atfairs,  and  at  dif- 
ferent times  has  been  reeve  and  mayor  of  the  town, 
and  for  a  term  was  a  member  of  the  Legislature  for  his 
district.  He  has  enjoyed  the  confidence  of  the  business 
community  to  an  unusual  degree  and  his  success  is  due 
largely  to  his  attention  to  the  minutest  details  of  his 
business  and  to  his  producing  an  article  that  lived  up 
to  its  advertisement. 

The  enthusiastic  demonstration  in  his  honor,  there- 
fore, was  spontaneous,  and  no  doubt  many  others  would 
have  been  glad  to  have  participated  in  it,  but  it  was 
hurriedly  arranged  and  the  number  were,  necessarily, 
limited  to  the  accommodation  of  Mr.  and  Mrs.  J.  B. 
Watson's  house,  which  they  kindly  offered  for  the 
purpose. 

An  illuminated  address  was  presented  to  Mr.  Mal- 
colm, and  a  number  of  speeches  made  of  a  laudatory 
nature,  and  the  response  of  the  guest  was  a  grateful 
acknowledgement  of  the  blessings  he  had  received  dur- 
ing the  course  of  his  life,  and  the  good  will  of  his  fel- 
lowmen  which  had  prompted  the  splendid  banquet 

Handsome  bouquets  were  presented  to  Mrs.  Malcolm 
and  also  to  Mrs.  Watson,  who  had  gone  to  so  much 
trouble  to  entertain  the  company.  The  tables  were 
very  tastefully  decorated  and  the  guests  waited  upon 
by  a  number  of  popular  young  ladies  of  the  town. 

The  toast  list  included :  The  King,  proposed  by  Mayor 
Wm.  Mitchell,  followed  by  singing  "God  Save  the 
King."  The  Army  and  Navy,  proposed  by  Jas.  Mal- 
colm ;  response  by  Col.  Hugh  Clark.  Our  Parliaments, 
proposed  by  J.  J.  Hunter ;  response  by  John  Tolmie. 
Our  Guest,  proposed  by  F.  E.  Coombe  and  Rev.  M.  Me- 
Arthur.  Address  read  by  M.  J.  MacPherson ;  response 
by  Andrew  Malcolm.    The  Ladies,  proposed  by  A.  G. 


Maclntyre ;  response  by  Dr.  J.  G.  MacLeod.  Our  Host, 
proposed  by  A.  E.  Malcolm ;  response  by  J.  B.  Watson. 

Songs  were  sung  by  E.  Miller,  A.  M.  Smith,  Wm. 
Harvie,  and  Jas.  Malcolm,  and  a  recitation  given  by 
Frank  Sellery. 

Those  Who  Attended 

J.  B.  Watson,  M.  J.  MacPherson,  R.  Patterson,  Geo. 
Morrison,  Rev.  M.  McArthur,  R.  J.  Stewart,  Hugh 
Clark,  A.  G.  Maclntyre,  Mayor  Mitchell,  F.  E.  Coombe, 
J.  J.  Hunter,  H.  R.  Magwood,  W.  Hunter,  P.  McGaw, 
C.  L.  King,  W.  S.  Anderson,  J.  A.  McKenzie,  E.  Miller, 
E.  Fox,  John  Tolmie,  J.  H.  Scougall,  J.  A.  MacPherson, 


J.  C.  Cooke,  A.  M.  Smith,  Roy  Green,  Wm.  Hay,  R.  Ross, 
J.  Malcolm,  J.  Barker,  A.  Campbell,  W.  J.  Henry,  B. 
Woods,  J.  V.  Ellis,  P.  A.  Malcomson,  Dr.  MacLeod,  John 
Boyer,  Dr.  Annitage,  Frank  Sellery,  E.  Rinker,  M.  T. 
Huffman,  W.  J.  Morrison,  Peter  Shiells,  James  Farrell, 
Wm.  Harvie,  F.  Colwell,  A.  C.  Washburn,  W.  G. 
Temple,  J.  Ferguson,  M.D. ;  E.  E.  Bruce,  D.D.S. ;  E.  A. 
Henry. 


AMERICAN  CARPET  DIRECTORY 

The  1914-15  American  Buyers'  Directory,  continuing 
Kendrick's  Directory  of  the  carpet,  upholstery  and  in- 
terior decorative  trades,  has  just  come  to  hand.  It  is 
edited  and  published  by  The  American  Carpet  and  Up- 
holstery Journal,  of  Philadelphia  and  New  York. 
Printed  on  good  paper  and  bound  in  cloth,  it  is  a  book 
worth  keeping,  and  as  it  contains  both  alphabetical  and 
classified  lists  of  makers,  importers  and  jobbers  of  car- 
pets, etc.,  should  prove  valuable  as  a  book  of  reference. 


EUREKA  VACUUM  CLEANER  IMPROVED 

The  Onward  Mfg.  Co.,  Berlin,  Ont.,  recently  added  a 
further  improvement  to  their  "Eureka"  electric 
vacuum  cleaner,  by  making  the  commutator  on  the 
armature  considerably  larger  than  formerly  supplied 
and  by  making  the  carbon  brushes  twice  the  former 
size,  thus  giving  the  machine  still  more  power  and 
longer  wearing  qualities. 

The  Onward  people  have  also  just  got  out  a  life-size 
cut-out  advertising  card  of  a  girl  operating  a 
"Eureka"  machine.  This  cut-out  is  similar  to  the  large 
picture  on  the  inside  of  the  firm's  folder.  The  card  is 
very  attractive,  and  will  be  sent  to  any  "Eureka" 
dealer  on  request. 


ADDRESS  PRESENTED  TO  MR.  MALCOLM. 

ON  this  the  threshold  of  your  seventy-fifth  year, 
a  few  of  your  friends  thought  it  an  ojiportune 
ocoasion  to  testify  to  our  appreciation  of  your 
staunch  and  sterling  virtues  as  a  business  man  and 
neigbboir.  For  nearly  forty  years  you  have  been  iden- 
tified in  a  large  way  with  the  town  of  Kincardine  and 
you  are  by  common  consent  our  most  considerable  citi- 
zen. You  have,  by  careful  though  shrewd  business 
acumen  built  up  our  most  important  industry,  at  the 
same  time  you  did  not  withhold  attention  from  our 
civic  affairs.  Where  we  have  taken  your  counsel  we 
have  been  the  gainers;  where  we  neglected  to  do  so  we 
have  been  the  losers. 

Please  accept  our  felicitations  upon  your  entering 
your  seventy-fifth  year  under  such  happy  auspices, 
with  mental  vigor  unabated  and  surrounded  by  a  de- 
voted wife  and  family,  as  well  as  "troops  of  friends." 
Please  accept,  too,  our  joint  tribute  of  resipect  to  you 
as  a  good  neighbor,  a  worthy  citizen  and  a  helpful 
friend. 


AN  DREW  Malcolm, 
-'^pioneer  Ontario 
furniture  maker, 
honored  by  his  f  riend  s. 
Mr.  Malcolm  was  bom 
ill  1840  at  Kill  earn, 
Stirlingshire,  S  c  o  t  - 
land,  and  left  when  a 
lad  of  eighteen  to  take 
a  clerical  position  al  a 
siisrar  plantation,  near 
Kingston.  Jamaica, 
whei-e  hespentseveral 
years.  He  was  after- 
wards engaged  in  rail- 
road work  in  theW'est- 
eni  Stntes,  but  finally 
bought  an  interest  m 
a  furniture  business  in 
Kincardine,  then  con- 
ducted by  the  1 »  t  e 
.John  Watson,  This 
was  about  forty  years 
ago.  At  Mr.  Watson's 
death  he  took  overthe 
business  and  turned  it 
into  a  joint  stock  com- 
pany, under  the  style 
of  The  Andrew  Mal- 
colm Furniture  Co., 
Limited. 
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Turner  Bros.,  furniture  dealers  and  undertakers, 
Milton,  have  dissolved  partnership,  and  the  business  has 
been  taken  over  by  C.  R.  Turner. 

The  Tomlin  Furniture  Co.  have  removed  from  243 
Broadview  Ave.  to  739  Broadview  Ave.,  Toronto. 

The  Ideal  Furniture  Store,  at  Outlook,  Sask.,  have 
discontinued  their  furniture  business  and  have  opened 
up  instead  an  art  and  music  store.  Besides  handling  all 
kinds  of  musical  instruments,  they  also  have  a  line  of 
framed  pictures  and  mirrors,  and  will  do  picture  fram- 
ing. The  new  store  will  be  known  as  Jensons  Art  & 
Music  Store. 

M.  F.  Armstrong,  who  for  nine  years  has  conducted  a 
furniture  and  undertaking  business  at  Fergus,  Ont., 
has  disposed  of  his  business  to  J.  A.  Wilson,  of  Bridge- 
burg,  who  took  possession  early  in  December. 

Chas.  H.  Nairn  has  commenced  a  house  furnishing 
business  at  Brandon,  Man. 

Mr.  Martin,  until  recently  manager  of  the  Reliance 
Moulding  Co.,  Toronto,  has  joined  the  traveling  sales 
statf  of  Matthews  Bros.,  makers  of  picture  frames  and 
mouldings,  Toronto,  and  will  represent  that  company 
in  Eastern  Ontario.  Mr.  Houston,  who  has  been  look- 
ing after  Eastern  Ontario,  will  cover  the  Maritime 
Provinces  for  them. 

The  furniture  exliibitions  should  mean,  not  more 
buyers  but  better  buyers. 

An  American  furnitiire  concern,  The  Empire  Furni- 
ture Co.,  of  New  York,  has  decided  to  give  up  its  mail 


order  business  and  start  a  chain  of  retail  furniture 
stores  throughout  the  Eastern  States  instead. 

The  January  exposition  at  the  New  York  Furniture 
Exchange  will  be  held  from  the  11th  to  the  30th  of 
that  month. 

Hollenberg  liros. '  furniture  and  hardware  store,  at 
Fort  William,  Otit.,  was  damaged  by  fire  recently. 

Notre  Dame  Furniture  Store,  Montreal,  has  been 
registered. 


TORONTO  FURNITURE  CO.  IN  U.  S. 

Frank  D.  Greenough,  a  one-time  retail  furniture 
dealer  of  Boston,  but  now  of  New  York,  has  been  ap- 
pointed represeiitjiti ve  for  the  Toronto  Furniture  Co. 
in  the  United  Stjiti  s.  That  company  has  leased  large 
space  in  a  Grjiiid  Ujipids,  Mich.,  building  for  the  coming 
furniture  exhibition  there. 


SIDWAY  CARTS  AT  TORONTO 

The  Sidway  Mercantile  Co.,  of  Goderich,  Ont.,  will 
show  a  complete  line  of  their  baby  cabs,  collapsible 
carts  and  sulkies  at  the  Toronto  Furniture  Exhibition, 
to  be  held  <lnring  the  last  two  weeks  of  January.  The 
Sidway  line  for  1915  is  by  far  the  most  complete  and 
best  finished  ever  produced  by  that  company.  An  invi- 
tation to  inspect  their  exhibit  is  extended  by  the  firm. 


TRAVELERS  EAT  DUCK 

The  third  aniiual  duck  supper  tendered  the  furniture 
travelers  calling  upon  him,  was  held  at  the  home  of 
Mr.  Avery,  retail  furniture  dealer,  of  Caledonia,  Ont., 
on  Wednesday  evening.  Dee.  2.    A  large  number  of 


Two  items— High-backed  period  dining  chair  and  a  dinner  wagon— from  the 
Hespeler  Furniture  Go's  line. 
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travelers  from  dif¥erent  points  in  Ontario  gathered  at 
the  hotel  and  marched  to  the  host's  home,  where  a 
hearty  welcome  was  given  to  one  and  all.  At  9  o  'clock 
euchre  was  started,  and  the  game  was  vigorously  con- 
tested until  the  early  hours  of  morn,  J.  W.  Dore  win- 
ning a  fine  turkey  and  Robert  Orr  the  chicken.  Robert 
evidently  thought  it  was  some  other  kind  of  chicken, 
as  he  did  not  win  first  place  from  Jim,  which  would 
have  been  easy,  and  great  was  his  chagrin  when  he 
found  his  mistake ;  but  he  was  consoled  when  reminded 
that  he  would  be  able  to  take  this  chicken  home,  while 
it  would  not  have  been  advisable  to  do  so  with  the 
other.  George  Davidson  was  evidently  put  wise  and 
also  played  hard  for  second  place,  but,  being  badly 
handicapped  by  Guy  Lucke,  failed  rounding  the  last 
quarter. 

About  12  o'clock  everybody  adjourned  to  the  din- 
ing room,  where  Mrs.  Avery  had  prepared  an  excellent 
repast,  which  would  have  done  credit  to  the  cuisine  of 
the  Waldorf  Astoria.  The  boys,  knowing  what  to  ex- 
pect, soon  fell  in  line,  and  Mr.  Orr  had  to  call  a  halt 
until  he,  on  behalf  of  the  travelers,  presented  Mrs. 
Avery  with  a  beautiful  cut  glass  flower  vase  and  a 
cream  and  sugar  set. 

Mrs.  Avery  replied  in  a  neat  little  speech.  After  the 
good  things  provided  had  been  enjoyed,  there  were 
several  speeches,  which  testified  to  the  appreciation 
of  all.  Mr.  Lucke  gave  a  very  interesting  speech.  Mrs. 
Avery,  being  a  splendid  singer,  favored  the  party  with 
a  few  appropriate  songs,  assisted  by  Walter  Bateman 
and  others.  Mr.  Avery's  two  charming  daughters  and 
also  his  son,  Roy,  bank  manager  at  Jarvis,  assisted 
greatly  in  entertaining  the  party. 

About  3  a.m.  the  party  broke  Tip,  all  agreeing  that  it 
was  one  grand  night  and  that  if  the  world  was  made 
up  of  people  like  Mr.  and  Mrs.  Avery  there  would  be 
no  war.  After  returning  to  the  hotel,  P.  A.  Somerville 
began  to  realize  that  he  could  not  play  cards,  and 
wanted  to  go  to  his  room  at  4  a.m.  for  a  little  practice 
with  a  few  of  the  boys.  Billy  White  ate  so  much  duck 
that  he  got  the  nightmare  and  was  chasing  ducks 
around  the  hotel  hall  in  his  nighty  at  5  a.m.  Hearing 
the  numerous  remarks  of  the  boys  as  to  Mr.  and  Mrs. 
Avery's  kindness,  it  is  an  easy  matter  to  see  that  a 
very  cordial  spirit  exists  and  that  the  boys  appreciate 
it  fully. 


WAR  STIMULATES  GRAFONOLA  SALES 

The  war  has  apparently  stimulated  the  demand  for 
grafonolas  and  music  machines  generally.  "It  may  be 
the  demand  for  patriotic  music  has  caused  some  of  the 
demand,"  said  the  sales  manager  of  the  Columbia 
Gramophone  Company,  Toronto,  recently,  in  a  news- 
paper interview.  "We  make  all  the  new  patriotic  song 
records  from  matrices  sent  out  from  London  every 
week.  When  war  first  broke  out  many  orders  were 
cancelled.  But  two  weeks  later  dealers  started  renew- 
ing them.  Our  factory  became  busy.  Some  of  our  ma- 
chines are  made  here,  others  are  shipped  to  us  from  our 
main  factory  in  Bridgeport,  Connecticut.  We  soon  got 
away  behind  our  orders  in  Toronto  and  began  drawing 
on  our  Bridgeport  factory.  Our  American  manager 
was  amazed.  November  of  1913  Avas  our  biggest  month, 
the  high-water  mark.  This  past  November  has  been 
right  up  to  last  all  along,  and  a  little  ahead." 

Same  in  the  States 

A  letter  from  the  Columbia  Company's  manager  to 
the  Toronto  branch  confirmed  the  statement  that  the 


graphophone  business  has  been  stimulated  by  the  war. 

"We  greatly  regret  having  to  advise  you,"  it  ran, 
"that  we  are  substantially  behind  in  delivery  product 
at  this  time,  due  to  the  tremendous  orders  which  we 
have  received  lately  for  machines  of  all  types.  This 
condition  was  somewhat  unlooked  for." 

"Business  is  extremely  good  in  Toronto,"  said  the 
Toronto  sales  manager.  "We  have  had  some  whop- 
ping big  orders  from  Hamilton.  Berlin  is  good.  In 
fact,  all  Ontario  is  ahead  of  last  year.  From  one  500- 
line  'ad'  we  sold  $1,000  worth  of  machines  in  a  few 
hours  at  one  of  our  Toronto  agencies.  They  are  kicking 
for  more  goods  in  Winnipeg,  where  they  can't  fill  all 
their  orders.  Last  November  we  increased  100  per 
cent,  over  the  October  preceding.  This  November  we 
increased  over  last  November." 

The  Victor  phonograph  people  say  that  business 
never  was  so  good.  And  all  this  despite  the  war — or 
perhaps  because  of  it. 


PATRIOTIC  WALL  POCKET. 

A  timely  as  Avell  as  novel  article  is  just  being  made 
for  the  Canadian  furniture  trade  by  the  Phillips  Mfg. 
Co.,  Toronto,  in  the  shape  of  a  patriotic  wall  pocket.  It 
is  entirely  new.   Made  in  a  fumed  oak  finish,  measuring 


17  X  20  inches,  it  has  a  picture,  glassed,  11  x  14  inches, 
showing  the  British  bulldog  on  Union  Jack  with  the 
motto  :  ' '  What  we  have  we  '11  hold. "  It  is  a  very  catchy 
article  and  looks  like  a  ready  seller  at  this  time. 


ADDITIONAL  FEATURES  AT  TORONTO 
EXHIBITION 

A  big  entertainment  and  smoking  concert  will  be 
given  during  the  second  week  of  the  Toronto  Furniture 
Exhibition  on  a  date  to  be  announced  later,  and  in  addi- 
tion to  the  exhibitors  listed  in  another  part  of  this 
paper  the  following  firms  will  make  displays  in  the 
exhibition  hall  at  52-54  York  Street : 

Toronto  Furniture  Co.,  Ltd.,  Toronto. 

Chas.  Rogers  &  Sons  Co.,  Ltd.,  Toronto. 

Geo.  Gale  &  Sons,  Waterville,  Que. 


The  Russian  Government  has  placed  an  embargo  on 
all  kinds  of  lumber,  to  prevent  its  exportation ;  walnut, 
including  Circassian  walnut,  much  prized  by  furniture 
manufacturers,  is  specifically  mentioned. 
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BLACK  WALNUT  FOR  FURNITURE. 

United  KStates  manuf;icturers  of  American  black  wal- 
nut furniture  seem  to  have  struck  the  psychological 
period  for  their  publicity  cam.paign.  For  years  now 
about  all  the  walnut  which  they  have  produced  has 
been  marketed  in  Europe,  and  chiefly  in  Germany.  That 
market  is  now  closed.  On  the  other  hand,  mahogany, 
which  has  been  the  premier  cabinet  wood  for  years,  is 
in  poor  supi)ly,  and  the  flow  of  this  wood  promises  to  be 
so  impeded  that  manufacturers  of  furniture  must  per- 
force of  increased  cost  turn  to  other  superior  woods. 
The  samples  of  black  walnut  furniture  which  were 
shown  at  this  year's  exhibitions  encourage  the  belief 
that  furniture  made  of  this  wood  will  again  find  favor. 

Black  walnut  lends  itself  particularly  well  to  general 
use,  as  it  is  a  wood  which  is  of  obvious  quality  and 


able  sup()ly  of  the  wood.  The  furniture  makers  feel 
that  when  the  interior  trim  men  begin  to  demand  the 
wood  they  will  be  up  against  it  in  the  matter  of  sup- 
ply, which  is  another  word  for  price. 


THREE  MILLION  DOLLARS  LOST. 

Canada  spends  over  fifteen  million  dollars  a 
year  for  furniture.  It  is  safe  to  say  that  every 
home  in  Canada  participates  in  this  expendi- 
ture— that  every  household  ac(|uires  some  new 
piece  of  furniture,  be  it  ever  so  small,  in  the 
course  of  each  year. 

About  one-fifth  of  this  goes  for  imported  fur- 
niture— over  three  million  dollars.  Canadian 
furniture  factories  on  the  whole  are  the  e(|ual 
of  any  factories,  anywhere,  and  our  artisans  as 
skilled  and  intelligent. 

To  produce  the  three  million  dollars'  worth 
of  furniture  we  now  import,  ten  good-sized  fur- 
niture factories,  employing  some  150  men  each, 
would  be  kept  bu.sy  the  year  round — quite  a 
respectable  little  addition  to  Canada's  pros- 
perity. 

This  is  certainly  a  case  where  there  is  no  ex- 
cuse for  not  saying  "Made  in  Canada"  when 
furniture  is  purchased. 


beauty,  yet  with  a  figure  which  is  not  at  all  extreme, 
and  which  gives  an  air  of  quiet  and  aristocratic  rich- 
ness rather  than  appealing  on  account  of  a  splashy  fig- 
ure or  unusual  markings.  Manufacturers  of  furniture 
Avho  are  serving  the  trade  which  demands  quiet,  though 
rich  effects,  are  likely  to  be  particularly  impressed  with 
the  desirability  of  walnut  from  this  standpoint. 

A  year  ago  it  was  almost  impossible  to  find  any  fur- 
niture made  in  black  walnut.  During  the  current  fur- 
niture season,  however,  many  good  pieces  were  shown. 
The  offerings  are  in  good  design,  and  for  the  most  part 
the  makers  have  been  fortunate  in  getting  a  finish 
which  does  not  disguise  the  grain  of  the  wood.  Black 
walnut  is  an  aristocratic  wood,  and  there  is  but  slight 
possibility  that  its  new  incoming  popularity  can  be  kill- 
ed by  the  makers  of  cheap  furniture  who  will  contri- 
bute nothing  that  is  good  in  the  wa,y  of  design  and  some 
things  which  are  bad  in  the  way  of  finish.  There  still 
seems  to  be  some  skepticism  on  the  score  of  the  avail- 


RETURN  OF  HAIRCLOTH  FURNITURE. 

Elnghind  is  said  to  liavt-  gone  mad  for  antiques.  Most 
important  of  all,  however,  the  old  horsehair  furniture 
of  the  Victorian  era  has  returned.  Early  Victorian 
drawing  room  chairs  inlaid  with  mother-of-[)earl  and 
liaving  gilt  designs  are  fetching  big  prices. 

The  present  generation  just  growing  up  will  have  no 
recollection  of  horsehair  furniture,  but  it  occupies  an 
important  place  in  the  recollection  of  those  now  in  mid- 
dle age.  Full  many  an  ecjuine  quadruped  gave  up  his 
or  her  innocent  .young  life  to  decorate  the  palace  of 
years  agone. 

The  old  horsehair  sofa  always  felt,  when  you  sat 
upon  it,  as  though  you  had  on  a  fresh  suit  of  red  flannel 
underwear.  There  was  sort  of  a  prickling  sensation 
which  did  not  create  a  desire  to  linger  long.  The  old 
furniture  was  uncomfortable.  The  crooked-backed 
and  crooked-legged  chairs  were  almost  impossible  to 
sit  on,  and  were  valuable  mainly  as  decorative  effects. 

The  return  to  the  old-fashioned  furnishings,  long 
barred  from  polite  society  as  hideous  and  impracticable, 
only  marks  another  phase  in  the  ever-shifting  status  of 
a  return  to  anticjues,  and  is  possible,  as  England  is  full 
of  them.  In  America,  if  the  craze  reaches  here,  genuine 
antiques  will  have  to  be  manufactured. 


HONESTY  IN  RETAIL  ADVERTISING 

(  Continued  from  page  54.^ 

to  do.  A  great  advertising  manager  of  a  great  maga- 
zine told  some  two  or  three  hundred  editors  that  he 
would  not  advise  an  immediate  and  radical  clean-up — 
that  the.y  should  not  hope  to  accomplish  the  work  under 
three  years. 

"We  should  not  limit  ourselves,  but  we  .should  set  a 
time  when  we  begin — that  time  is  now.  How  long  it 
will  take  to  eliminate  all  dishonest  advertising  depends 
on  how  hard  we  work  and  how  earnest  we  are  with  our- 
selves. We  can  teach  others  and  show  them  the  way, 
but  more  effectively  b.y  example. 

Remembering  that  advertising  and  selling  are  closely 
connected — that  one  overlaps  the  other — we  should 
seek  to  regulate  both.  And  let  me  repeat  that  adver- 
tising sells  and  selling  advertises,  but  good  cannot  come 
from  such  activity  unless  the  advertiser  knows  what 
he  is  advertising  and  the  selling  force  knows  what  is 
advertised.  Therefore,  get  your  advertising  and  sell- 
ing force  closer  together,  and  in  their  planning  if  you 
let  honest.v  be  the  first  consideration,  the  very  gates  of 
hell  cannot  prevail  against  such  an  efficient  and  true 
service-giving  organization. 


Even  if  there  is  war  in  Europe,  every  dealer  should 

keep  on  sawing  wood  the  same  as  usual. 


MADE -IN -CANADA 

MATTHEWS  BROS.,  LIMITED 

788  DUNDAS  ST.,  TORONTO,  Can. 


OVAL  FRAMES 

for  CONVEX  and  FLAT  GLASS 

A  VERY  MUCH  BETTER  PRICE-BETTER  FINISH 
BETTER  MAKE. 
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Address 


Dealers*  Aid  Department 

Columbia 

Graphophone 

Company 

365  Sorauren  Avenue 

Toronto 


Put  in  a  Graf  onola 
Department 
for  1915 


If  you  dealers  could  have  been  in  Toronto  this 
last  few  weeks,  and  have  seen  the  phenomenal 
sales  that  have  been  made  of  Columbia  Grafon- 
olas  and  Records  by  such  large  furniture  houses 
as  Murray- Kay,  Limited,  Adams'  Furniture  Store, 
T.  Eaton  Co.,  Robert  Simpson  Co.,  and  others, 
you  would  realize  that  a  Columbia  Grafonola 
Department  is  a  wonderful  source  of  profit  at 
Christmas  time,  as  well  as  a  big  revenue  producer 
all  the  time. 

Next  to  a  music  store,  there  is  no  more  natural 
place  to  buy  a  Grafonola  than  a  Furniture  Store. 
For  remember,  you  not  only  sell  an  instrument 
and  make  a  fine  profit  out  of  it,  but  you  will  get 
continuous  calls  for  records.  We  can  safely  say 
that,  for  every  dollar  you  take  in  on  an  instru- 
ment, you  will,  during  the  course  of  the  year, 
take  in  another  two  dollars  on  Records,  and  the 
Records  yield  you  just  as  fine  a  margin  of  profit 
as  the  Instrument  itself. 

We  have  an  interesting  proposition  to  make  to 
those  dealers  who,  looking  for  a  big  year  in 
1915,  are  willing  to  add  a  Grafonola  Depart- 
ment to  their  store. 

Write  us  for  particulars — amongst  other  things, 
we  will  send  you  a  book  entitled,  "  Music 
Money."    It  will  surely  interest  you. 
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A  New  Plant  and  a  New  Line  of 

Undertakers^  Supplies 


'^I^ITH  one  of  the  largest, 
most  modem  and  best 
equipped  plants  in  the  country 
we  are  prepared  to  give  Cana- 
dian undertakers  a  standard  of 
quality  and  service  that  cannot 
be  equalled. 


We  manufacture  the  better 
grades  of  Caskets,  Robes,  Lin- 
ings, Casket  Hardware,  etc.,  our 

designs  being  entirely  new  and 
original. 

Prompt  service  day  and  night 
will  be  a  pronounced  feature  of 
our  business. 


Write  for  new  Calendar-Booklet  at  once 

Canada  Casket  Company,  Limited 

Wiarton  Ontario 


Toronto  Office: 


309-10-1 1  Confederation  Life  Building 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  oieWs  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Hints  and  Helps 

Professor  H.  S.  Eckels  outlines  a  few  important  points  for  the 
ambitious  funeral  director. 

Having  a  high  hat,  a  hearse,  a  license,  and  a  sad 
smile  doesn't  make  a  man  any  more  of  a  funeral  direc- 
tor than  a  trocar,  a  40  horse-power  nerve  and  a  gallon 
of  raw  formaldehyde  makes  an  embalmer.  Things  are 
moving  rapidly  in  this  profession  of  ours,  and  they  are 
leaving  behind  them  those  funeral  directors  who  fail 
to  realize  that  there  is  as  much  more  yet  to  learn  as 
already  is  known. 

The  last  two  or  three  years  have  witnessed  some 
startling  developments  in  the  art  of  preserving  the  dead 
human  body.  Yes,  in  preservation,  as  well  as  in  cos- 
metic effects,  wonderful  strides  have  been  taken.  Until 
recently,  the  funeral  director  Avho  was  called  upon  to 
preserve  a  body  indefinitely  felt  it  necessary  to  inject 
both  arterially  and  in  the  cavities  an  excess  quantity 
of  the  strongest,  rawest  and  crudest  fluid  he  could  find. 
He  would  declare  that  unless  he  had  the  body  as  rigid 
as  a  rock  he  could  not  be  sure  that  his  fluid  had  pene- 
trated. "When  I  have  got  them  so  that  they  can 
stand  alone,  then  I  can  sleep  nights,"  he  says. 

The  new  principle  of  permanent  preservation  by 
means  of  a  double  injection — first  of  a  mild,  bland 
peroxide  fluid,  and  a  few  hours  later  following  this  up 
with  an  injection  of  re-concentrated  fluid  in  its  formal- 
dehyde strength — has  revolutionized  the  entire  basis 
of  long-time  embalming.  By  the  old  method,  cosmetic 
effect  absolutely  must,  be  sacrificed.  In  the  newer  and 
more  modern  style  of  working,  really  wonderful  cos- 
metic effects  are  produced  by  the  first  injection  and — - 
the  fluid  having  been  allowed  to  set  and  the  capillaries 
being  opened  and  held  open  by  the  mild  fluid  and  set 
in  that  position — absolutely  permanent  preservation  is 
secured  by  the  injection  of  the  strong  fluid. 

Since  both  kinds  of  fluid  are  now  to  be  obtained  from 
the  same  bottle,  there  would  seem  to  be  no  reason  why 
every  progressive  embalmer  should  not  adopt  this  up- 
to-date,  twentieth  century  method.  For  the  benefit 
of  those  who  have  not  read  my  previous  articles  on  this 
subject  and  who  are  not  thoroughly  conversant  with 
its  details,  I  shall  be  glad  to  send  a  copy  of  my  little 
booklet,  "Permanent  Preservation,"  free  of  charge, 
upon  application  to  me  at  1922  Arch  Street,  Philadel- 
phia. 

Present-day  display  in  funeral  furnishings  and  pre- 
sent-day prices  have  been  almost  entirely  the  result  of 
present-day  embalming.  People  do  not  buy  hard  ma- 
hogany caskets  to  have  the  lid  clamped  down  and  the 
friends  refused  a  last  look  at  the  features  of  the  de- 
ceased. Good  embalming  is  essential  to  the  sale  of  a 
good  casket.  Why  not  do  everything  possible  to  im- 
prove your  embalming  and  thus  be  in  a  position  to  se- 
cure better  sales  and  better  prices? 

The  mere  possession  of  a  license  is  no  guarantee  that 
a  man  is  thoroughly  modern  in  his  methods,  because 


unless  he  has  kept  in  constant  touch  with  the  experi- 
menters in  the  art  of  embalming  and  has  constantly 
brought  his  methods  up-to-date,  it  is  a  certainty  that  he 
is  using  in  the  twentieth  century  the  outgrown  and 
time-worn  methods  of  the  nineteenth. 

Constant  vigilance  is  the  price  of  security.  If  you 
do  not  do  thoroughly  modern  and  thoroughly  system- 
atic embalming,  your  competitor  will.  Why  give  him 
the  opportunity  of  undermining  your  business? 

Flowers  at  funerals  have  become  such  a  rage  that 
Bishop  Lillis,  of  Kansas  City,  has  issued  an  order  pro- 
hibiting them  altogether  among  his  flock.  The  bishop 
says  it  savors  of  vanity  and  often  demands  upon  the 
part  of  friends  an  extravagance  they  cannot  stand,  and 
consequently  works  a  hardship  upon  them.  It  looks 
bad  indeed  to  have  a  rich  person  bring  a  costly  offering 
of  flowers  to  a  funeral,  when  a  dearer  friend  may  have 
to  be  restricted  to  a  mere  bunch,  if  any  at  all.  It  makes 
the  poorer  friend  feel  a  sadness  that  others  should 
excel  her  in  bringing  tokens  of  love,  when,  in  fact,  she 
may  have  been  at  the  bedside  of  the  deceased,  night 
after  night,  out  of  sheer  love  for  her.  These  little  dis- 
parities are  unseemly  about  the  casket  of  the  dead. 
Better  have  no  flowers  than  extravagance  that  may 
mean  so  little. 

Do  not  wash  porcelain,  either  sinks,  bath  tubs  or 
morgue  table  tops  with  lye  or  soap  powders.  Nothing 
else  will  so  quickly  destroy  the  fine  polish  and  brilliant 
coating  of  the  enamel.  A  special  oil  is  prepared  which 
it  is  advisable  to  use  after  washing  ofl:  the  table  with 
pure  soap  and  water.  Ivory  soap  is  as  good  as  any,  but 
to  insure  the  permanent  character  of  the  gloss,  special 
porcelain  table  oil  is  desirable  as  a  finish. 

I  was  talking  the  other  day  with  a  particularly  suc- 
cessful funeral  director.  "Mr. — ,"  I  asked,  "to  what 
one  thing  more  than  another  do  you  attribute  your 
really  remarkable  success?" 

"That  is  a  good  deal  easier  answered  than  you  prob- 
ably think,"  he  replied.  "I  conscientiously  believe 
that  I  have  made  more  friends  and  insured  my  being 
called  by  the  family  in  the  future  more  effectively  by 
making  it  my  invariable  rule  to  return  to  the  funeral 
house  after  leaving  the  cemetery  than  any  other  one 
thing.  I  believe  that  funeral  directors  create  a  bad  im- 
pression by  rushing  from  the  grave  directly  back  to 
their  own  place  of  business.  I  make  it  an  invariable 
rule  to  escort  the  family  back  to  the  house ;  spend  a 
little  time  with  them ;  rearrange  the  furniture,  and 
place  the  house  in  its  usual  condition.  I  chat  with 
the  family  and  try  to  efface  from  their  minds  the 
scenes  they  have  just  undergone. 

"If  there  has  been  a  hitch  in  the  funeral  anywhere, 
I  am  on  hand  to  explain  it  or  smooth  it  over  before  it 
has  sunk  deep  into  the  family's  mind.  I  try  to  make 
them  feel  that  my  duty  to  them  doesn't  end  when  the 
body  is  consigned  to  the  ground,  but  that  I  am  their 
friend  and  their  helper  in  this  crisis  in  their  lives,  and 
when  I  make  my  adieu  from  them  I  do  so  with  the 
earnest  request  that  they  call  on  me  for  any  further 
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service  or  for  any  advice  or  assistance  they  may  need 
in  arranging  for  the  registration  of  wills,  the  settle- 
ment of  insurance  policies,  the  transfer  of  property,  or 
any  of  the  thousand  and  one  business  details  with 
which  women  especially  are  apt  to  be  unfamiliar. 

"This  advice  and  this  service  costs  me  nothing  ex- 
cept my  time  and  often  is  invaluable  to  the  family.  I 
am  able  to  steer  them  from  the  pitfalls  of  shyster 
lawyers  and  especially  from  the  clutches  of  crooked 
investment  brokers.  The  family  may  need  nothing 
more  than  a  little  advice  along  these  points,  because 
every  undertaker  realizes  how  many  sharks  are  on  the 
lookout  for  women  who  have  received  life  insurance 
money,  and  experience  has  proven  to  me  that  not  only 
is  this  beneficial  to  me  from  a  business  standpoint,  but 
that  I  have  saved  many  a  little  fortune  from  the 
clutches  of  the  unscrupulous  and  the  avaricious." 

I  often  am  asked  why  more  water  is  desirable  for  the 
first  injection  of  re-concentrated  fluid  than  for  the  lat- 
ter part  of  the  fluid  used?  I  can  answer  this  best  by 
saying  that  in  re-eoncentrated  fluid  there  is  a  super- 
abundance of  disinfectants,  and  in  order  to  secure 
their  widest  possible  distribution  a  greater  quantity  of 
water  is  to  be  preferred. 

Every  undertaker  realizes  that  it  is  possible  to  inject 
a  very  much  larger  ({uantity  of  water  into  the  body 
without  swelling  than  it  is  of  a  strong  fluid. 

This  is  because  the  water  is  far  more  penetrating 
than  raw  formaldehyde.  Indeed,  I  think  I  may  safely 
assert  that  almost  twice  as  much  fluid  can  be  injected 
without  swelling  if  the  first  half  of  the  injection  be 
made  of  a  mild,  bland  peroxide  fluid,  which  will  find  its 
way  into  the  tissues  and  fill  them  out  and  make  them 
round,  plump  and  full  without  undue  distention.  Sat- 
uration is  an  absolute  necessity  when  preservation  must 
absolutely  be  insured.  Moreover,  wrinkles  are  eradi- 
cated, hollow  spots  filled  out,  and  the  flesh  given  a 
firmness  and  the  skin  a  soft  texture  that  is  impossible 
by  the  use  of  ordinary  raw  formaldehyde  fluid. 

We  hear  a  great  deal  of  complaint  from  compara- 
tively inexperienced  assistants  regarding  what  they 
choose  to  term  "small  salaries."  Every  assi-stant  should 
realize  that  when  he  enters  the  employ  of  a  modern, 
progressive  funeral  director  that  his  salary  consists 
not  only  in  the  money  in  the  pay  envelope,  but  in  the 
experience  which  he  is  able  to  gain  by  observation  of 
the  manners  and  methods  of  a  man  who  has  made  a 
success  of  his  chosen  profession.  No  assistant  wants 
to  be  connected  with  a  failure,  because  with  a  failure 
he  learns  nothing  but  the  methods  which  have  brought 
about  commercial  and  professional  disaster. 

No  school  of  embalming  endeavors  to  teach  the 
thousand  and  one  little  details  which  go  to  make  up 
the  business  methods  of    the  successful  undertaker. 

iiv  'St  be  accjuired  in  the  stern  school  of  experience, 
the  tuition  to  which  is,  in  part,  the  assistant's  en- 
deavors. 

The  casket  manufacturer  is  responsible  for  practic- 
ally every  step  the  funeral  director  has  been  able  to 
to  take  away  from  the  basis  of  crude  commercialism. 
Where  the  undertaker  is  merely  a  coffin  seller,  he  has 
professional  standing  neither  in  the  community  nor  at 
the  bank.  There  is  no  profit  and  no  reputation  in  hand- 
ing a  coffin  across  the  counter.  The  sale  of  a  couch 
casket,  on  the  other  hand,  represents  something  more 
than  mere  successful  commercialism.  Professional  ser- 
vices must  go  with  it,  because  an  improperly  embalmed 
or  an  iced  body  cannot  call  for  purchase  of  a  fine  casket. 

The  casket  manufacturer,  by  producing  high-grade 
goods  and  by  furnishing  you  with  pictures  of  them, 


or  better,  with  the  caskets  themselves  for  your  di-splay 
room,  creates  a  demand  for  high-class  service,  which 
the  progressive  undertaker  is  only  too  glad  to  furnish — 
and  charge  for.  Without  him  and  with  the  business 
degenerating  to  the  old-fashioned  coffin  of  uniform 
style  and  (|uality,  funeral  directing,  as  a  profession, 
would  vanish. 

Regarding  the  embalming  of  children,  my  advice 
would  be  to  give  such  bodies  an  arterial  injection.  Tn 
children  younger  than  two  years,  I  much  prefer  to  use 
the  carotid  artery  which,  in  even  a  still-born  child,  is 
large  enough  to  take  in  a  moderate-size  arterial  tube. 
The  artery  is,  naturally,  white  in  color  and  offers  a 
marked  contrast  in  appearance  from  any  nerve,  vein  or 
tendon  which  the  embalmer  may  possibly  mistake  for 
it.  Consequently,  it  is  easy  to  identify,  and  not  diffi- 
cult in  any  instance  to  find. 

Depending  u{)on  the  size  of  a  child,  inject  from  a 
pint  to  two  or  three  pints  downward  and  then  reverse 
the  tube  and  inject  upward  a  few  ounces  until  both 
sides  of  the  face  take  on  the  same  appearance. 


IMPOSING  FUNERAL  FOR  FAVORITE  DOG. 

"Amor  gignit  amorem, "  which,  when  transcribed, 
reads  "love  begets  love,"  is  the  inscription  on  the  brass 
plate  on  the  coffin  of  "Friday,"  a  pet  Scotch  collie  dog 
belonging  to  Mrs.  J.  D.  Todd,  of  878  Queen  street  west, 
Toronto.  The  remains  of  the  dog.  which  passed  away 
recently,  at  the  age  of  seventeen,  were  viewed  by  sev- 
eral friends  of  Mrs.  Todd  while  lying  in  the  oaken  cas- 
ket. As  there  are  no  dog  cemeteries  in  the  city,  the 
body  was  conveyed  in  an  automobile  to  Aurora  and  in- 
terred in  a  private  plot  there. 


A  GRIM  JOKE. 

No  less  than  three  Hamilton,  Ont.,  undertakers  re- 
ceived calls  to  go  to  a  house  at  the  comer  of  Bay  and 
Cannon  streets  a  few  diiys  ago,  where  a  man  named 
Wilkinson  was  supposed  to  have  died.  The  undertak- 
ers arrived  at  the  place  about  the  same  time  and  the 
neighbors  began  to  think  that  a  German  bomb  must 
have  dropped  in  the  house  and  killed  the  entire  family, 
and  many  of  them  visited  the  house  to  see  what  had 
happened.  There  was  no  sign  of  any  person  being  dead 
nor  did  any  person  show  symptoms  of  being  ill,  and  not 
until  two  wagons  and  a  couple  of  cycles  were  sent  to 
the  house  C.O.D.,  did  the  people  realize  that  someone 
had  been  playing  a  joke. 

About  three  months  ago  the  undertakers  were  all 
called  to  another  house  in  Hamilton  to  find  that  some 
supposed  practical  joker  had  been  at  work. 


A  CERTAIN  SIGN  OF  DEATH. 

The  most  certain  sign  by  which  apparent  death  may 
be  distinguished  from  real  death,  is  held  by  Monter- 
verdi  to  be  the  wine-red  color  of  the  skin  which  is  pro- 
duced by  a  hypodermic  injection  of  ammonia  into  the 
body.  The  theory  on  which  this  fact  is  foi;nded  is  that 
the  last  act  of  human  organic  life  consists  in  absorp- 
tion. This  function  does  not  cease  until  after  complete 
cessation  of  the  capillary  circulation.  Liquor  am- 
moniac is  the  only  reagent  yet  known  which  is  reliable 
as  an  indication  of  the  activity  or  cessation  of  absorp- 
tion, and,  therefore,  of  the  capillary  circulation.  The 
brightness  and  size  of  the  resulting  spot  is  a  measure  of 
the  vitality  which  still  exists. 
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First 
Quality 


Dominion  Manufacturers 


Limited 


Tasteful,  Dignified  Designs  and  Rich 
Finish  are  Characteristic  of  our 


Caskets  and  Casket  Hardware 

Below  is  shown  a  selection  from  our  large 
range  of  handsome  cloth  covered  caskets 


No.  650  Full  Lid 


Situated  as  we  are  in  the  heart  of  Western  On- 
tario, our  well  equipped  factory  and  efficient  organi- 
zation place  us  in  a  position  to  give  a  very  excellent 
service. 


A  Telephone  order  may 
save  you  time 


Prompt 
Service 


Telephones — Factory  169 
Mr.  Watson  1654 
Shipper  1020 


THE  GLOBE  CASKET  COMPANY 

LONDON  ONTARIO 
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Quality     Dominion  Manufacturers  seTvTce 

 Limited  — 

For  Quick  Delivery 

and  Goods  of  Quality 

A  selection  from  our  complete  line  of  Undertakers* 
Supplies  is  sure  to  give  you  entire  satisfaction. 

With  the  express  service  of 


No.  400 


All  Supplies  on  Shortest  Notice 
Competent  Staff,  Day  and  Night 

The  National  Casket  Company,  Limited 

93-109  Niagara  Street  Telephones-Adelaide  454 

^       ,        r\       '  Adelaide  455 

loronto     Ontario  North  5085 
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First 
Quality 


Dominion  Manufacturers 


Prompt 
Service 


Limited 


THERE'S  A  SAYING  IN  THE  TRADE 


''If  you  Want  something  good  go  to 
Semmens  &  Evel" 

This  is  no  idle  phrase.  Our  workmen  have  had  years  of  experience  in 
the  manufacture  of  the  better  grades  of  Caskets,  Coffins  and  Funeral 
Furniture,  and  it  is  a  matter  of  pride  with  them  that  the  smallest  de- 
tail receives  the  attention  which  has  given  our  produce  its  reputation 
for  Superior  Quality. 


No.  539 

A  wide  range  of  Covered  Caskets  and  Piano  Polished 
Oak  and  Mahogany  Caskets 

Our  Ebonet  Finished  Hardware  Merits  Your  Investigation 

An  experienced  staff  at  our  office  and  factory  night 
and  day  ensures  the  prompt  execution  of  your  order 

WE  NEVER  MISS  A  TRAIN 


The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton  Winnipeg 

Telephones:  517,  3316.  Nights  and  470  Ros»  Avenue 

Sunday!,    517,    3319,    and    3353  Chas.  Crossland,  Manager 
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First 
Quality 


Dominion  Manufacturers 


Prompt 
Service 


Limited 


High  Grade 
Undertakers'  Supplies 

The  D.W.T.  Line  stands 
as  it  has  always  stood,  for 
rehable  goods  and  efficient 
service  ^  The  newest  and 
best  for  the  undertaker. 


Telephones  : 
ADELAIDE  434 
and  NORTH  5085 


The 


D.  W.  Thompson  Co. 


Limited 


93-109  Niagara  St.,  Toronto 


Caskets,  Robes  and 
Linings 

Highest  quality  in  all 
Undertakers'  Supplies. 

Our  covered  Caskets 
are  the  best  made. 


Your  order  solicited 


James  S.  Elliott  &  Son 


Prescott  Ontario 


To  the 

Undertakers 

of  Quebec 

Our  Plant  at  Three  Rivers 
is  acknowledged  to  be  the 
finest  in  Canada. 
The  full  line  of  Undertak- 
ers' Supplies  manufactured 
is  a  worthy  product  of  the 
magnificent  factory. 
Give  us  your  orders  and 
be  assured  of  prompt  and 
efficient  service. 

GIRARD  &  GODIN 

Three  Rivers,  Que. 


Complete  Line  of  Burial 
Caskets,  Hardware,  Etc. 

Best  Quality 
Reasonable  Prices 


The  location  of  our  well 
equipped  factory  enables 
us  to  provide  unexcelled 
service  for  undertakers  of 
the    Maritime  Provinces. 


We  solicit  your  orders  by  letter 
telegram  or  telephone 

CHRISTIE  BROS.  &  CO. 

Amherst,  N.S. 
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Blood  Drainage 

Lecture  delivered  at  Catxadian  Emhalmers '  Convention 
at  Toronto,  by  Prof.  H.  Moll,  Ch  icago. 

(Concluded from  last  month). 

The  next  method  that  is  practised,  and  it  is  coming  into  vogue  a 
great  deal,  is  to  drain  blood  from  the  jugular  veins,  and  injecting 
through  the  carotid  arteries.  The  carotid  arteries  are  located  next 
to  the  windpipe,  or  trachea,  and  the  internal  jugular  vein,  the  largest 
one  m  the  neck,  drains  the  head  and  face.  I  think  that  is  the  ideal 
place  to  dram  blood,  as,  after  all,  we  want  the  good  results  in  the 
face,  and  the  sooner  we  learn  that  the  sooner  we  will  do  better  work; 
that  IS,  more  definite  work.  What  I  want  to  accomplish  in  this  work 
is  to  do  more  definite  work. 

Get  Away  from  Hit  and  Miss 

If  your  automobile  breaks  down  you  take  it  to  the  repair  shop;  the 
man  knows  exactly  what  is  the  matter  with  it,  and  he  can  fl.K  it  up,  and 
you  get  your  automobile  back  in  good  shape.  What  we  want  to  get 
away  from  in  this  work  is  the  hit  and  miss  methods.  You  reach  the 
jugular  veins  by  making  an  incision  on  the  side  of  the  collar  bone, 
or  you  can  raise  both  the  arteries  and  the  veins  by  making  an  incision 
over  the  centre  in  a  crescent  or  a  half-moon  shaped  cut,  being  enabled 
to  raise  both  carotid  arteries  by  making  this  incision.  But  the  jugular 
vein  is  a  delicate  structure,  and  is  practically  only  one-third  as  heavv 
as  the  arterial  structure,  therefore  the  vein  must  be  handled  carefully. 
In  some  conditions  of  disease  the  veins  become  involved  and  they 
tear  easily.  When  that  occurs  you  are  in  trouble  and  you  probably  lose 
the  ends  of  the  vein,  and  it  just  leaves  a  condition  that  is  most  unde- 
sirable in  the  home. 

My  advice  in  using  the  internal  jugular  would  be  to  make  the  inci- 
sion at  the  sides  of  the  neck.  Then  I  am  asked,  "What  are  you  going 
to  do  if  you  have  the  body  of  a  lady  where  they  are  going  to  robe  her 
in  a  low  neck  dress!"  It  is  very  rarely  that  women  are  dressed  in 
that  way.  The  point  would  be  to  enquire  before  you  use  the  jugular 
veins.  The  reason  that  I  like  them  is  because  they  drain  the  face. 
You  can  get  practically  all  the  blood  from  the  head  and  face  through 
the  internal  jugular  veins.  I  know  in  your  own  minds  you  think 
that  that  process  is  absolutely  impossible  for  your  work.  You  are 
simply  laboring  under  a  mistaken  idea  when  you  think  so,  because 
performing  the  operation  in  that  way  is  repulsive  to  the  average  man, 
but  if  we  are  going  to  get  our  work  down  to  a  definite  system,  to  a 
principle,  or  science,  we  must  use  definite  methods,  and  since  the 
face  is  the  most  important  part  of  the  whole  body,  it  needs  the  greatest 
amount  of  attention.  Even  if  the  back  is  discolored,  if  the  face  is 
preserved,  that  is  all  that  is  necessary.  I  would,  in  the  majority  of 
cases,  advocate  the  use  of  modified  fluids  for  the  face,  because  strong 
fluid  is  not  necessary  in  this  part  of  the  body.  When  you  take  the 
blood  from  the  jugular  veins  you  are  more  likely  to  remove  it  all 
from  the  face. 

Sometimes  you  find  the  blood  fibrinated.  Fibrin  never  exists  in  the 
body,  but  it  is  formed  under  certain  conditions.  I  have  sometimes 
taken  up  the  jugular  veins  and  found  them  plugged  with  white  material. 
I  remember  an  instance  like  this.  I  was  called  by  a  friend  of  mine  to 
give  him  advice  on  a  case  that  he  was  taking  care  of.  The  face  was 
discolored,  there  was  considerable  venous  blood  in  the  face  tissue,  which 
he  could  not  remove.  He  had  used  the  axillary  process  and  failed 
completely.  "Now,"  he  said,  "what  can  you  do  for  me?"  I  said, 
"I  will  see,  I  don't  know  what  I  can  do."  But  it  just  occurred  to 
me  that  there  must  be  some  obstruction  in  the  jugular  veins.  He  tried 
massage,  rubbed  the  face,  and,  in  fact,  had  done  everything  he  could 
do.  "Well,"  I  said,  "try  raising  the  carotid  arteries  and  the  jugular 
veins."  I  raised  the  internal  jugular  veins  and  when  I  cut  into  the 
vein  we  found  what  I  suspected,  fibrinated  blood — a  white  elastic  sub- 
stance, which  seems  to  be  formed  during  a  violent  effort  of  the  heart 
to  maintain  life.  That  very  rapid  motion  causes  the  blood  to  fibrinate. 
I  took  my  forceps  and  drew  it  out  of  the  vein.  I  opened  both  of  them 
and  the  blood  immediately  started  to  disappear  and  to  come  out  of  the 
blood  vessel,  and  in  ten  minutes  the  face  had  cleared  up  entirely.  In 
many  cases  where  embalmers  are  unable  to  relieve  the  congested  condi- 
tion of  the  venous  blood,  it  is  due  to  fibrinated  blood.  Why,  then,  not 
go  to  the  very  seat  of  the  trouble,  relieve  the  condition,  and  accom- 
plish your  object ! 

Direct  Pressure  in  Carotid 

The  average  embalmer  has  a  great  deal  of  horror  and  objection  to 
the  carotid  arteries ;  again,  for  the  reason  that  they  control  the  facial 
distribution  of  fluid  they  are  my  favorites.  You  get  direct  pressure 
on  the  capillaries  by  forcing  fluid  upward  in  the  carotid  arteries,  and, 
of  course,  it  drains  away  through  the  facial  vein  into  the  internal 
jugular. 

The  method  that  is  generally  used  is  to  raise  the  shoulders,  place  a 
vessel  of  some  kind  under  them,  and  let  the  blood  drain  out  of  its  own 
free  will  without  using  a  tube.  The  objection  to  this  is  that  it  is  not 
a  very  pleasant  operation  for  a  member  of  the  family  to  see.  That  is 
the  argument  against  it,  and  it  is  a  serious  one.  because,  as  before 
stated,  people  are  sentimental,  and  they  would  be  horrified  to  see  that 
operation  on  a  member  of  their  family.  That  is  the  objection  to  it. 
But  here  is  your  remedy:  Keep  the  family  out  of  the  room  if  possible, 
and  if  they  must  be  there,  why,  delay  your  operation  as  long  as  you  can. 
There  are  some  things  that  can  be  done  about  the  body  that  do 
not  excite  their  suspicions  and  they,  as  a  rule,  tire  of  seeing  it  and 
leave  the  room;  then  you  can  carry  it  out.  When  the  doctor  is  called 
into  the  home  to  treat  your  wife  or  your  daughter  or  your  son  for 
appendicitis,  he  does  not,  of  course,  ask  you  for  instructions  how  to 
proceed.  You  call  him  because  you  have  confidence  in  him,  because 
you  think  he  knows  his  business,  and  if  he  explained  to  you  that 
he  had  to  make  an  incision,  and  you  would  say  to  him  that  he  could 
not  do  it,  he  would  reply  that  that  was  his  business,  not  yours,  that 
he  was  supposed  to  save  this  patient,  and  he  would  carry  out  his  oper- 
ation according  to  the  way  he  is  instructed  and  according  to  the  best 
scientific  method.  So  it  is  scarcely  up  to  the  family  to  tell  you  how 
to  proceed  in  your  work. 

The  undertaker  is,  naturally,  a  little  timid,  he  is  afraid,  perhaps,  of 
an  unfavorable  comment  on  his  work,  but  it  is  results  that  you  want. 
It  is  results  that  you  must  get.  If  you  don't  get  them,  what  do  they 
say  about  you?  "The  man  does  not  understand,  does  not  know  his 
business."  If  you  get  the  results,  it  does  not  make  any  difference 
to  me  what  methods  you  follow.  That  is  my  point,  and  the  sooner  we  get 
over  our  little  prejudices,  our  timidity,  our  ideas  of  touching  the 
tender  spots  of  the  family,  the  better.    As  long  as  we  can  get  results. 


why  w©  nfust  follow  our  own  ideas  and  the  best  methods,  and  that 
IS  why  I  am  very  partial  to  using  the  carotid  arteries  for  injection 
and  th  jugular  vein  for  drainage  above  all  other  methods.  Now,  then, 
after  you  have  accomplished  this  blood  drainage,  you  reverse  your 
arWrial  tube  and  inject  just  as  much  fluid  downwards  as  possible 
(after  ligating  the  veins  so  that  none  of  that  blood  can  get  back  into 
the  neck),  as  much  fluid  as  you  need  in  the  trunk  of  the  body,  and 
that  is  where  you  need  it  most.  Disinfect  the  body  completely  and  you 
can  always  rest  easy  that  you  will  have  no  trouble.  You  know  that 
It  IS  disinfected,  the  face  looks  nice,  the  cosmetic  effect  is  satisfactory, 
and  the  vessels  that  are  liable  to  disturb  the  condition  are  ligated  care- 
fully, and  the  trunk  of  the  body  is  thoroughly  disinfected.  What  more 
do  you  want  ? 

How  Much  Fluid  in  Face? 

The  question  is  naturally  asked:  "What  quantity  of  fluid  would  you 
inject  into  the  head  and  the  face?"  Why,  from  24  ounces  to  a  quart 
or  from  16  ounces  to  a  quart.  When  you  inject  fluid  some  of  it  is 
lost  and  it  is  generally  safe  to  inject  from  8  to  16  ounces  on  each 
side  of  the  face  without  distending  the  tissue,  and  the  less  formalde- 
hyde that  you  inject,  and  the  more  blood  you  drain  away  from  the  face 
the  better  cosmetic  effect  you  will  get.  Now,  when  you  have  the  face 
in  proper  condition,  nine-tenths  of  your  work  is  done. 

The  great  trouble  with  the  average  embalmer  is  that  he  is  just  a 
little  bit  "tired"  all  the  time.  "I  should  have  done  this  but  it  was 
too  much  trouble."  "I  should  have  done  that  but  it  was  too  much 
trouble."  That  is  the  argument.  "I  get  your  idea  about  the  carotid 
arteries  and  the  jugular  veins,  and  it  is  a  good  one,  but  it  is  too  much 
trouble."  Do  you  suppose  an  engineer  could  build  a  bridge  across 
a  river  if  he  said:  "Well,  I  should  have  some  steel,"  or  "I  ought  to  have 
a  masonry  support  underneath  it,"  and  sat  down  on  the  river  bank 
and  did  not  get  these  necessaries?  If  you  do  the  necessary  amount  of 
work  and  carry  out  the  idea  you  can  get  more  definite  results,  and,  I 
tell  you,  the  sooner  we  obtain  more  definite  results  than  we  have  been 
getting  the  sooner  we  get  away  from  the  hit  and  miss  problem,  the 
sooner  we  will  get  our  profession  up  to  a  standard  where  we  must 
place  it. 

The  first  proposition,  then,  is  to  get  rid  of  the  blood  in  the  face  and 
head.  In  addition,  you  have,  in  the  summer  time,  the  fermentive  bac- 
teria to  contend  with.  This  you  have  not  in  the  winter.  You  seldom 
have  trouble  with  gas  in  cold  weather,  but  you  have  it  in  hot  weather. 
If  a  dead  body  does  not  get  immediate  attention  it  begins  to  swell,  and 
gas  forms.  The  little  fermentive  bacteria  are  carried  into  every  organ 
of  the  body,  because  there  are  billions  and  billions  of  them  in  the 
air,  and  they  attack  the  vegetable  substances  in  the  blood  and  in  the 
capillaries.  They  only  act  on  vegetable  substances,  and  produce  gas. 
If  you  thoroughly  disinfect  the  body  you  will  have  no  tissue  gas  or 
capillary  gas.  That  is  why  I  like  the  jugular  vein  for  the  drainage 
of  blood.    You  can  get  more  definite  results. 

Now,  then,  you  can  get  blood  from  the  superior  vena  cava  by  passing 
your  hollow  needle  between  the  second  and  third  rib.  You  puncture 
that  with  your  trocar,  and  aspirate  blood.  We  don't  want  to  depend 
on  one  method:  it  may  fail.  They  all  fail  sometimes.  If  you  are 
master  of  one  or  two  methods,  why  all  the  better. 

You  can  take  blood  from  the  right  auricle  of  the  heart  or  from  the 
right  ventricle  of  the  heart.  From  the  right  auricle,  by  going  in  between 
the  fourth  and  fifth  rib,  and,  if  the  blood  is  liquid,  the  right  auricle 
is  an  ideal  place  for  draining  the  blood.  But  when  the  condition  exists 
that  I  mentioned  before — if  the  heart  in  its  last  effort  to  maintain  life 
has  so  acted  as  to  cause  the  blood  to  fibrinate — the  heart  is  not  always 
in  the  right  position,  and  it  is  somewhat  of  a  risk  to  drain  blood  from 
it.  The  right  ventricle  can  be  reached  by  puncturing  the  abdominal 
cavity,  going  into  the  navel,  and  passing  under  the  skin  through  the 
diaphragm,  following  the  median  line  to  the  right  ventricle.  You  can- 
not help  but  strike  the  right  ventricle,  and  it  is  just  as  good  a  place  to 
get  blood  from  as  from  the  right  auricle;  and  when  you  are  doing 
cavity  work,  from  this  one  puncture  of  the  body  you  can  drain  your 
blood  from  the  right  ventricle.  Of  course,  it  would  not  appeal  to 
you  when  you  called  a  man  into  your  home,  if  he  mutilated  the  body 
unnecessarily. 

To  drain  blood  from  the  upper  femoral  vein  you  pass  a  long  tube 
into  the  vein  up  to  the  inferior  vena  cava.  One  man  says  he  can  drain 
twice  as  much  blood  from  this  vein  as  he  can  from  any  other.  True, 
he  gets  more  blood,  but  that  does  not  give  him  any  more  success,  be- 
cause he  does  not  get  it  from  the  head  and  face.  The  middle  femoraf 
can  be  used  with  equal  success.  But  success  is  not  measured  by  the 
amount  of  blood  that  you  get.  The  blood  can  be  preserved  in  the 
body,  can  be  preserved  in  the  trunk  of  the  body,  but  if  you  leave  it  in 
the  face  you  get  a  discoloration.  When  the  blood  is  changed  chemi- 
calls  it  forms  a  substance  called  "methemoglobin, "  and  it  becomes 
irremovable.  Now,  why  not  remove  practically  all  the  blood  from  the 
face  and  disinfect  or  embalm  the  blood  in  the  lower  part  of  the  body, 
and  obtain  ideal  conditions  ?  That  is  the  point  I  would  like  to  impress 
on  your  minds. 


PROFESSIONAL  NOTES 

Everlasting  Caskets  &  Vaults,  Ltd.,  Chatham,  Ont., 
has  received  an  Ontario  charter  to  make  and  sell  caskets 
and  undertakers'  supplies.  "Wm.  G.  and  Wm.  H.  Bur- 
rows are  interested.   The  capital  is  fixed  at  $50,000. 

M.  F.  Armstrong  and  Joseph  W.  Imlah,  of  Fergus, 
Ont.,  have  formed  a  partnership  and  have  purchased 
the  undertaking  business  formerly  conducted  by  the 
Ilogan  Burial  Company  at  Belleville.  The  business  will 
in  future  be  run  under  the  name  of  the  Belleville  Bur- 
ial Company. 

Booth  &  Trull,  funeral  directors,  742  Broadview 
Avenue,  Toronto,  have  dissolved  partnership,  with  Mr. 
Booth  continuing  the  business.  L.  W.  Trull  has  opened 
well-equipped  parlors  at  751  Broadview  Avenue,  where 
he  intends  to  carry  on  the  undertaking  and  embalming 
business  in  all  its  branches. 
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Dominion  Casket  Co.,  Limited 


J,.    ,         /Day  No.  1020.    Night*,  Snndayi 
""  l^ and  Holiday*    No*.  1069-1101 


Guelphy  Ont. 


RUSH  ORDERS 
SOLICITED 


That  the  Funeral  Directors  show  and  recommend 
"Dominion  *  Finished  Hardwood  Caskets  are  facts 
that  are  only  natural.  As  this  line  of  goods  in 
solid  oak  and  mahogany  is  without  rival  in 
design  and  quality  of  finish,  why  pay  the  price  for 
inferior  goods  when  a  card  will  bring  the  right 
goods  at  the  right  price  ? 


No.  155  Special 


Solid  Oak  Casket,  quarter  cut  sides  and  plates,  made  with 
bosco  or  satin  "K"  panel.  With  solid  oak  handles  finished  to 
match  and  put  on — no  chance  of  discolored  hardware.  Casket 
of  massive  proportions  with  rubbed  and  polished  finish.  Soliciting 
your  enquiries  for  these  goods  and  assuring  prompt  and  careful 
shipment.    We  are 

Dominion  Casket  Co.,  Limited 
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Funeral  Directing  in  the 
West 


up-to-date  establishment  and  equipment 
of  J.  Jessop  Nott  at  Medicine  Hat. 


Interior  op  the  Chapel. 


A  funeral  director  who  is  doing  much  to  elevate  the 
profession  in  the  Canadian  West  is  J.  Jessop  Nott,  who 
is  located  at  639  Ottawa  Street,  Medicine  Hat,  Alta. 
He  comes  of  good  old  stock,  and  was  born  in  the  pro- 
fession, both  his  father  and  grandfather  being  under- 
takers.  He  was  born  at  Port  Perry  in  1885,  and  was 


Attractive  front  of  Mr.  Nott's  funeral  parlors. 


educated  at  the  Public  and  High  schools  there.  In  1900 
he  started  to  work  for  the  Jessop  Furniture  Co.,  of 
which  his  father  was  manager.  He  learned  cabinet- 
making,  picture-framing  and  undertaking. 

In  November,  1904,  he  went  to  work  for  H.  Ellis,  of 
331-333  College  Street,  Toronto,  where  he  received  his 
training  as  an  embalmer.  From  June,  1905,  to  June, 
1907,  he  was  the  embalmer  and  manager  for  that  firm. 
He  learned  the  profession  rapidly  and  thoroughly,  and 
in  June,  1907,  went  to  Medicine  Hat,  Alta.,  as  manager 
for  W.  H.  Patterson  &  Co. 

In  March,  3910,  he  started  for  himself  in  Medicine 
Hat,  making  a  success  of  his  business  because  he  in- 
sisted on  "giving  satisfaction"  to  those  who  required 
his  services.  He  has  made  a  continuous  study  of  the 
art  of  embalming,  and  believes  in  keeping  up  with 
the  times.  He  has  a  large  country  as  well  as  city  busi- 
ness, and  his  embalming  is  known  all  over  Canada  and 
the  States,  where  he  has  shipped  bodies ;  also  in  Eng- 
land and  Scotland.  He  has  two  hobbies,  electricity  and 
photography. 

Shortly  after  striking  out  for  himself  Mr.  Nott  con- 


ceived the  idea  of  building  an  establishment  which 
would  answer  all  the  purposes  of  a  modern  mortuary 
with  homelike  surroundings,  and  his  quarters  here  illus- 
trated is  the  result. 

The  building  was  commenced  in  1912  and  finished 
in  1913.  It  is  of  brick,  70  ft.  long,  25  ft.  wide,  and  31  ft. 
high,  built  on  a  lot  50  x  130  feet.  The  front  is  very 
attractive  and  is  approached  by  a  flight  of  eleven  ce- 
ment steps.  The  portico  is  10  feet  deep,  the  full  width 
of  the  building.  Along  the  side  of  the  building  is  a 
lawn  running  from  the  street  to  the  back  of  the  build- 
ing. The  interior  is  divided  as  follows  :  Reception  hall, 
office,  chapel,  show  rooms,  slumber  room,  morgue,  bath- 
room, and  assistants'  room. 

The  office  is  10x16  feet  and  faces  the  street.  The 
floor  is  quarter-cut  oak,  polished,  and  the  woodwork 
is  B.  C.  fir,  natural  finish.  The  furniture  is  golden  oak, 
and  the  floor  is  partly  covered  with  a  small  rug.  The 
office  is  pleasingly  decorated  with  large  and  beautiful 
plants.  Next  the  office  and  facing  the  private  entrance 
is  the  reception  hall,  also  finished  like  the  office.  This 
hall  connects  with  office,  show  rooms,  bathroom,  chapel 
and  assistants'  rooms,  and  allows  relatives  to  come 
to  front  of  chapel  from  a  different  entrance  than  the 
friends  use. 

The  chapel  is  20  feet  wide  and  27  feet  long,  and  is 
finished  in  brown    burlap    and    oak    (Early  English 


The  show  room. 


finish).  The  floor  is  hardwood,  stained  and  varnished. 
This  chapel  is  furnished  with  organ,  pulpit,  and  six 
dozen  chairs.  The  windows  are  in  a  beautiful  design 
of  cathedral  art  stained  glass. 

The  slumber  room  is  10  x  16  feet  and  is  directly  back 
of  the  chapel.  The  woodwork  is  of  B.  C.  fir,  natural 
finish,  with  walls  colored  to  match.  The  floor  is  cov- 
ered with  a  beautiful  design  of  linoleum,  over  which  a 
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Get  it  at  the  Western 

A  Safe,  Profitable  Place  to  Buy 


All  Kinds  of  Undertakers' 

Supplies 

Open  Night  and  Day 


Our  Catalogue  is  with  you,  if 
not,  a  Post  Card  will  bring  it. 


Give  us  a  trial  express  order.         Phone  Garry  4657. 


The  Western  Casket  Co., 

Limited 

Winnipeg        Cor.  Emlly  St..  &  Bannatyne  Ave.  ManitoBa 
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riTg  of  pleasing  design  is  laid.  This  room  is  furnished 
with  a  number  of  couches.  Immediately  a  body  is 
prepared  for  burial  it  is  placed  upon  one  of  these 
couches,  according  to  age,  etc.,  and  the  friends  may- 
have  the  room  to  themselves. 

The  morgue  is  12  x  29  feet,  and  is  of  fireproof  con- 
struction.  The  floor  is  finished  in  a  tile  pattern  of  lin- 


Glass-topped  tables  in  morgue. 

oleum,  and  is  waxed  and  polished.  The  woodwork 
is  B.  C.  fir,  natural  finish,  with  walls  in  white.  The 
room  is  furnished  with  basin,  hot  and  cold  water,  ven- 
tilators, etc.,  also  two  morgue  tables  of  the  latest  de- 
sign. A  small  glass-topped  instrument  table  completes 
the  furniture  of  this  room. 

The  cellar  is  used  for  storage  of  stock  and  as  a  work- 
shop. The  building  is  heated  by  a  furnace  burning 
natural  gas,  and  is  also  supplied  with  an  automatic  hot 
water  heater. 

In  the  showrooms  are  found  caskets  and  coffins  from 
the  cheapest  to  the  massive  oak  and  mahogany,  also 
steel  caskets,  Maxwell  and  St.  Thomas  vaults.  Cases 
are  carried  in  white,  steel  grey,  purple,  and  black,  with 
trimmings,  etc.,  to  match. 

The  whole  building  is  lighted  with  electric  lights,  also 
natural  gas  if  preferred.  Electric  bells  and  house 
'phones  are  used  extensively  and  to  the  best  advantage. 
At  the  grave  a  grave-lining  bomgardner  device  is  used, 
together  with  floral  device  and  dirt  cover. 


THE  FRENCH  POLAR  BEAR 

A  Frenchman  lately  arrived  in  England  began  the 
struggle  with  the  English  language.  One  day  he  came 
with  his  conversation  book  to  an  English  friend. 

"Ze  polar  bear,  vat  does  he  do?" 

"What's  that?"  said  the  puzzled  friend. 

"Ze  polar  bear,  vat  does  he  do?" 

"Oh,  he  don't  do  a  single  thing  but  sit  all  day  and 
eat  fish." 

"Non,  non.   I  not  except." 

"Why  is  that?"  replied  the  Englishman. 

"I  been  invite  to  be  polar  bear  at  a  funeral." 


RETIRING  FROM  BUSINESS 

Patrick  Fitzpatrick,  funeral  director,  Waterloo 
Street,  St.  John,  N.B.,  has  retired  from  bi^siness.  He  is 
succeeded  by  his  two  sons,  Patrick  J.  and  Phillip,  who 
have  been  associated  with  him  in  the  undertaking  busi- 
ness for  a  number  of  years.  Mr.  Fitzpatrick  is  an  old 
and  respected  resident  of  St.  John.  He  came  from  Ire- 
land in  1854.  Previous  to  the  great  fire  of  1877,  Mr. 
Fitzpatrick  carried  on  the  cabinet  making  business  on 
Princess  Street,  near  Germain,  on  the  site  now  occupied 
by  Isaacs'  cigar  factory. 


Before  the  days  of  funeral  directors  and  undertak- 
ing parlors,  the  work  of  making  coffins  was  done  by 
cabinet  makers.  As  soon  as  an  order  was  received  all 
hands  would  set  to  work  and  prepare  one.  Nowadays 
there  are  styles  and  fashions  in  the  casket  trade.  Pur- 
chasers have  a  large  selection  of  these  necessary  articles 
from  which  to  choose. 

After  a  long  and  honorable  career,  Mr.  Fitzpatrick 
retires  to  private  life  with  the  esteem  and  good  will  of 
the  community.  Though  past  the  allotted  threescore 
and  ten,  time  has  dealt  gently  with  him. 


PICTURES  OF  DEAD  ON  TOMBSTONES. 

The  Venetian  custom  of  placing  medallions  on  tombs 
has  been  introduced  in  New  Orleans,  and  the  first  de- 
coration of  that  character  has  just  been  put  in  position 
on  the  vault  of  the  DiCristina  family  in  St.  Roch's 
cemetery.  The  medallion  is  a  marble  headpiece,  chisel- 
ed by  Signor  Angelo  Leaehin,  sculptor  and  modeler. 
The  panel  is  a  likeness  of  Miss  Mary  DiCristina,  daugh- 
ter of  a  widely  known  Italian  family,  who  died  in  At- 
lanta about  a  year  ago.  The  body  was  brought  to  New 
Orleans  recently  and  permanently  buried  in  the  DiCris- 
tina vault.  The  ancient  custom  prevailing  throughout 
Italy  probably  will  be  adopted  in  New  Orleans  by  the 
better  class  of  Italians.  The  custom  admits  the  use  of 
photographs  of  the  dead  under  heavy  glass  coverings. 
Bronze  panels  are  also  used  freely.  Marble,  however, 
is  more  extensively  used  than  any  other  material  for 
medallion  purposes. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertiea 
Four  lines  once  for  $1.00,  three 
times  for  $2.00. 

Cash  must  accompany  the  order 

No  accounts  booked. 

MINIMUM  50  CENTS 


WANTED — Commission  salesman  to  sell  on  commission,  in  the 
provinces  of  Manitoba  and  Quebec,  a  well  known  line  of  go- 
earts.  Must  be  well  acquainted  with  the  furniture  and  depart- 
ment store  buyers.  Answer,  with  references,  to  Box  130, 
Canadian  Furniture  World  and  The  Undertaker,  32  Colborne 
St.,  Toronto.  14|12|2 

FOR  SALE — Child's  white  hearse  and  undertaker's  first  call 
light  ruibber-tired  waggon,  both  in  excellent  condition.  Less 
than  half  cost  price  to  close  an  estate.  A.  E.  Humphrey,  368 
Queen  St.  West,  Tononto.  14|12|tf 


Invalid  Chairs  and  Tricycles 
of  eyery  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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Patronize  The  Line  of 
"Established  QuaHty" 

The  features  of  the  Central  Line  are  features  that  make  good  business  everywhere — 
honest  quality,  fair  prices  and  efficient,  prompt  service.    We  specialize  on 

Mahogany,  Oak,  Plush  and 
Cloth  Covered  Caskets 

We  can  also  supply  anything  desired  in  Casket  Linings,  Burial  Robes,  and  a  general 
line  of  Undertakers*  Supplies. 

Orders  given  our  Canadian  Representative,  or  sent  to  our  factory 
at  Bridgeburg  by  mail,  telegraph  or  telephone  will  receive  prompt 
attention. 

CENTRAL  CASKET  COMPANY 


i    Bridgeburg,  Ont. 


Telephone  126 


RO  TTl  *  .  Canadian  Repre»ent 
.    O.    r  lint  241  Fern  Ave.,  T 

Telephone  Parkdale  3257 


itative  : 
oronto 


No  Undertaker 
Should  Overlook 


the  fact  that  he  can  make 
a  full  gallon  of  fluid  of 
standard  strength  from 
each  sixteen-ounce  bottle 
of  RE-Concentrated  Diox- 
in.  Re-Concentrated  Diox- 
in  costs  no  more  per  bottle 
than  any  standard  concen- 
trated fluid,  but  it  is  twice 
as  strong — in  other  words, 
there  are  twice  as  many 
ounces  of  preservation  in  a 
bottle  of  RE-Concentrated 
Dioxin  as  there  are  in  any 
bottle  of  merely  concen- 
trated fluid. 

If  economy  were  the  only 
recommendation  for  RE- 
Concentrated  Dioxin,  how- 
ever, we  should  not  urge  it 
upon  our  patrons. 

As  a  matter  of  fact, 
it  is  easy  to  explain 
and  equally  easy  to  demon- 
strate the  fact  that  the 
fluid  thus  produced  gives  a 
far  better  cosmetic  effect 
and  produces  a  far  more 
life-like  body  than  possibly 
could  be  produced  by  any 
raw  formaldehyde  concen- 
trated fluid. 


This  is  because  RE-Con- 
centrated Dioxin  has  a 
double  base.  When  diluted 
to  make  a  full  gallon  of 
fluid  to  the  bottle,  its  main 
base  is  peroxide,  with  a 
secondary  base  of  puri- 
fied formaldehyde  (formo- 
chloral). 

Every  funeral  director 
knows  that  peroxide  of  hy- 
drogen is  the  best  bleacher 
known  to  chemical  science. 
Not  everyone  realizes,  how- 
ever, that  peroxide  of  hy- 
drogen has  blood  solvent 
qualities  far  in  excess  of 
any  other  chemical  yet  dis- 
covered which  is  suitable 
for  use  in  embalming  fluid. 

Peroxide  of  hydrogen  is 
composed  of  two  atoms  of 
oxygen  and  two  atoms  of 
hydrogen.  Since  oxygen  is 
fifteen  times  heavier  than 
hydrogen,  fifteen-sixteenths 
of  the  atomic  weight  of 
peroxide  of  hydrogen, 
therefore,  is  oxygen. 

Every  embalmer  knows 
that  venous  blood  is  much 
darker  in   color,  is  much 


more  sluggish  and  much 
heavier  than  arterial  blood. 

What  is  the  difference 
between  the  two? 

Arterial  blood  is  merely 
venous  blood,  which  has 
been  purified  in  the  lungs, 
which  has  been  lightened 
in  color  and  rendered  vast- 
ly more  fluid  by  the  oxygen 
which  the  lungs  have  ex- 
tracted from  the  air  we 
breathe. 

Since  fifteen-sixteenths  of 
the  atomic  weight  of  per- 
oxide of  hydrogen  is  oxy- 
gen, it  must  be  apparent, 
therefore,  that  the  oxygen 
in  the  extra  rich  peroxide 
m  Dioxin  has  a  tendency 
to  exercise  the  same  puri- 
fying and  solvent  qualities 
upon  the  dark,  discolored 
venous  blood  after  death  as 
the  oxygen  which  the  lungs 
extract  from  the  air  we 
breathe  has  upon  the 
venous  blood  in  life. 

The  result  is  that  much 
more  blood  can  be  drained 


from  a  body  in  which  RE- 
Concentrated  Dioxin  is  in- 
jected than  is  possible  from 
a  body  in  which  raw  for- 
maldehyde is  used  and  in 
which  the  astringent  quali- 
ties of  the  formaldehyde 
have  sealed  up  the  discol- 
ored blood  corpuscles  in  the 
oapillaries. 

Putty  color  is  caused  by 
raw  formaldehyde  fluid 
sealing  up  the  discolored 
corpuscles  of  the  blood  in 
the  capillaries.  It  is  in- 
evitable where  raw  formal- 
dehyde fluids  are  used  un- 
less exceeding  care  is  used 
to  drain  blood.  And  even 
then  there  is  great  danger. 

RE-Concentrated  Dioxin 
is  distinctly  the  most 
modern  and  the  most  scien- 
tific embalming  fluid  on  the 
market,  as  well  as  the  most 
economical.  The  progres- 
sive funeral  director  will 
not  hesitate,  but  will  order 
a  trial  shipment. 


RE-  Concentrated 
DIOXIN 


H.  S.  ECKELS  &  CO. 


1922  Arch  St.,  Philadelphia,  Pa. 
241  Fern  Ave.,  Toronto,  Canada. 


Jariuaty,  l9l5 
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ONTARIO 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  O.  &  Co. 
Bracebridge — 

Kinsey,  W.  W.,  Phone  54. 
Brockville — 

Quirmbach,  Geo.  R.,  162 
King  tit. 
Brooklln 

Disney,  B.  S. 
Burks  Falls — 

Hillar,  Joseph,  Box  213. 
Phone  17. 
Oampbellford — 

Irwin,  James. 
Campden  — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Cobalt — 

MeNabb  &  Co.,  Ltd.,  J.  G. 
Ooboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W,  C. 
Dungannon — 

Sproul,  William 


Dutton — 

Schultz,  B.  L. 
Elmira — 

Dreiflinger,  Chris. 
Fenelon  Falls — 

Dayman,  L.  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 

Hastings — 
Howard,  P.  N. 

Hepworth — 
Downs,  E.  J. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKE1  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine- 
Miller,  E. 
Kmgston — 

Corbett,  S.  8. 
Lakefield — 

Hendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket —  j 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 
West. 

St.  Pierre,  E. 
Oakwood — (Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster. 
Ohsweken — 

.Johnson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Ch.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  McPhee. 
Petrolia — 

Steadman  Bros. 
Port  Arthur  — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Bankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. 

W.  T.  Box  &  Co. 

Holmes,  S.  T. 
Scotland — 

Yaughan,  Jos.  H.  M. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewiart,  John  A. 
Sudbury — 

Henry,  .J.  G. 

Movie,  J.  E. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Baper,  Wiashington,  Fleury 
Burial  Co.,  731  Queen  St.  E. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Waterloo — 

Klipper  Undertaking  Co. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons 

Mack,  Paul. 
Wingham — 

Currie,  E.  A. 

Walker,  J. 


QUEBEO 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

CadSrette,  Mongeau  &  Lcary. 
St.  Laurent — 

Gougeon,  Joa. 

NEW  BBUK8WI0K 

Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SOOTIA 

Ferrona — 

Eraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McRae,  Clyde  Ave. 
Sydney,  O.B. — 

Beaton,  A.  J.  Ss  Son,  374-384 
George  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 

Vincent  &  McPherson. 
Souris — 

McCuUoch,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,  A.  S.,  834  Sherbrooke 

Thompson,  J.  C,  501  Main 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN 
Oull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 

Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 

Prince  Albert — 
Howard,  A.  C. 
Hadley,  C.  L. 

Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwjm— 

Leavens,  Merritt. 
Wolseley  — 

Barber,  B. 

ALBERTA 
Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 
BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 
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INDEX  TO  ADVERTISEMENTS 


B 

BMtc  Bros.  &  Oo  23 

BaUrla  Clamp  Co  i.b.c. 

Bell  P'urniture  Co  35 

Berlin  Kxhlbition  20-21 

Berlin  Table  Mfg.  Co  24 

C 

Canada  Casket  Co  64 

Canada  Furniture  Mfrs.,  Ijtd  26 

Canadian  School  of  Embalming..  .75 

Canadian  Ratlaii  Chair  Co  17 

Can.  H.  W.Johns-Man villo  Co.Ltd.33 

Can.  Mtrsereau  Company  34 

Central  Casket  Co  76 

Chesley  Furniture  Co  U 

Chair  Craft  Co  16 

Classic  Furniture  Co   4 

Colleran  Pat.  Spring  Mattress  Co.  38 
Colnmbia  Graphophone  Co  63 

D 

Dominion  Casket  Co  72 

Dominion  Mfrs.,  Limited  67-68-69-70 


E 

Eckels  &  Co.,  H.  S  76 

Elniira  Furniture  Co   30 

Elmlra  Interior  Woodwork  Co.  ...22 
Egyptian  Chemical  Co  77 

F 

Farqubarson-OiiTord  Co   7 

G 

Gale  &  Son.  Geo  13 

Qendron  Wheel  Co  75 

Gendron  Mfg.  Co  33 

Gibbard  Furniture  Co  .■«) 

Globe- Wernicke  Co   <J 

H 

Hachborn  &  Co.,  Geo.  H  24 

Hespeler  Furniture  Co  42 

Hourd  &  Co  12 

I 

Ideal  Bedding  Co  o.b.c. 

Imperial  Rattan  Co   6 

Irish,  G.  L  28 


K 

Kindel  Hed  Co.,  Limited  i.f.c. 

Knechtel  Furniture  Co  27 

Kohn,  J.  &  J  81 

Krug  H.,  Furniture  Co  19 

M 

Malcolm  &  Souter  Furniture  Co.  40 
Malcolm,  Andrew,  FurnitureCo.  .41 

Maple  Leaf  Couch  C  j  33 

McLagan  Furniture  Co.,  Geo.  o.f.c  4 

Meaford  Mfg.  Co  39 

Mundell,  J.  C.,  &  Co  i.f.c. 

N 

N.  A.  Bent  Chair  Co  32 

New  York  Furnitiire  Exchange..  .29 

0 

Ontario  Spring  Bed  12 

Onward  Manufacturing  Co  22 

Owen  Daveno  Bed  Co  32 


P 

Philips  Mfg.  Co  14-15 

Quality  Mattress  ?;o  25 

S 

Shafer.  D.  L.  &  Co  78 

Sid  way  Merfantile  Co  78 

.Stratford  Manufacturers  3 

Stratford  Brass  Co  78 

Stratford  Chair  Co  5 

Stratford  Mfg.  Co  10 

Stratford  Davenport  Co..   8 

Stratford  Bed  Company  10 

T 

Textileather  Co  ...i,b.c. 

Toronto  Furniture  Exhibition.  .36-37 

V 

VlotorlaTllle  Bedding  Co  18 

W 

Walter  &  Co.,  B  i.b.c. 

VV'aterloo  Furniture  Co  23 

Western  Casket  Co  74 


\  -i 


Send  for  booklet  and  prices  o(  this  popular  line. 
They  are  handsome  in  appearance  and  are  priced 
low  enough  to  attract  the  majority  of  people. 


Attractive  Bedroom 
Boxes 

In  B.  C.  Red  Cedar  covered  with  Japanese 
matting  and  trimmed  with  rattan.  Bent  brass 
hinges  and  casters.  Top  paneled  and  nicely 
padded. 

Also  in  Tennessee  Red  Cedar,  absolutely  moth 

proof,  well  constructed. 

Made  in  a  wide  variety  of  attractive  designs. 

D.  L.  Shafer  &  Co. 

St.  Thomas  Ontario 


The  Sidway  Sellers  for  1915 


Will  soon  be  shown  to  your  buyer.  You  know  the  success  you  have  had  with  the  AUwin 
and  Sidway  of  past  seasons.  The  new  line  represents  all  the  features  which  made  that 
success  plus  NEW  DESIGNS,  IMPROVEMENTS  that  will  appeal  to  the  mother  and 
help  the  baby  and  VALUES  which  spell  subitantial  profits  for  the  dealer.  Don't  handicap 
your  baby  carriage  department  by  a  hasty  selection.    Await  the  call  from 

Our   Canadian  Sales 
Organization 

Canadian  Factory,  Goderich,  Ontario,  -  F.  R.  HODGENS,  Manager 

REPRESENTATIVES 
In  Quebec,  J.  J.  Neander,  97  Drummond  St.,  Montreal. 
In  Ontario,  C.  A.  Coryell,  118  Wells  Street,  Toronto. 

In  Manitoba,  Saskatchewan  and  Alberta,  Miller  Morse  Hardware  Co.,  Winnipeg. 
British  Columbia,  <  onkey  Bros.,  Vancouver. 

Sidway  Mercantile  Co.,  Elkhart,  Ind. 


Brass 

Furniture 
Trimmings 


Brass 
Furniture 
Trimmings 


Large  range  of  Period 
and  Modern  designs 
carried  in  stock. 


Special  designs  made 
to  specifications  on 
shortest  notice. 
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Textileather- 


Not  a  substitute  but  an  Artificial 
Leather  that  wears  longer 
than  any  other  furniture 
covering  made 
Made  up  in  any 
shade. 


ure  ,  ■'/'f^i^'':.-  \«C 


Textileather 

Has  all  the  fine  graining  and 
rich    appearance    of  genuine 


solid  leather,  costs  less  ard  wears  longer. 


Textile  popularity  is  based  on  performance. 
Send  for  sample  and  put  it  to  the  test. 


Textileather  Co. 

or  Frank  Schmidt,  Berlin,  Ontario 


212  Fifth  Ave. 
New  York  City 


Colt's  Quick  Acting  Clamps 


AmH  for  Catalogue  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 


Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  tlian  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  is  equipped  with  Special  Machinery 
which  enables  us  to  make  SLIDES, — BETTER  and 
CHEAPER  than  the  furniture  manufacturer. 


Canadian  Table  makers  are  rapidly 
adopting  WABASH  SLIDES 

O  „  (  They  ELIMINATE  SLIDE  TROUBLES 

JjeCaUSe\Are  cheaper  and  BETTER 


Reduced  Costs 


BY  USING 

,  WABASH 

Increased  Out-put  [  SLIDES 


Made  by 

B.  WALTER  &  CO. 

Wabash,  Ind. 

The  Largest  EXCLUSIVE  TABLE-SLIDE  Manufacturers 
in  America 

ESTABLISHED.1887 
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Capture  "Spring  ' 
Trade  With 

The 

"Canuck" 
Spring 


Big  sales  are  certain  for 
this  well  built,  low- 
priced  "IDEAL"  link 
fabric  spring. 


'  Canuck"  Sprins  as  Described.   Shipping  weight,  45  poun<ls 


TRADE  MARK 


The  fab  ric  is  composed  of  double  twisted  wire 
links  running  longitudinally  every  two  inches. 

There  are  no  sharp  points  to  snap  or  break,  and  the 
cross  links  are  securely  locked. 

The  fabric  is  attached  to  the  steel  frame  by  58  fine 
quality  oil- tempered  steel  helical  springs,  which  not 

only  assure  comfort  and  resiliency,  but  prevent  sagging  or  stretching. 
The  spring  is  reinforced  on  each  side  with  a  strong  copper  wire  edg- 
ing.   Guaranteed  20  years. 

The  present  demand  is  for  medium  and  low-priced  lines.  The 
"Canuck"  will  unquestionably  help  you  to  get  a  fair  share  of  the 
trade  for  low-priced  Springs. 


^vAe  IDEAL  BEDDING  C°l 

2-24  JEFFERSON  AVE.  .... 


LIMITED 
TORONTO 


III!Iillltlll!lll!!l 


IP. 


Vol.  5    No.  2 


Exhibition  Number  Report 


FEBRUARY.  1915 


Furnit^keWorw 


AM®  iraai 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,   The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worker,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse,  Motoring  and  Motor  Trades. 


Stratford  Chair  Line  Leads 


Good  Buying  is  essential  for  profitable  selling.  If  you  inspected  our  display 
at  the  Stratford  Furniture  Exhibition  you  will  realize  the  opportunities 
for  profitable  business  that  are  offered  by  the  Stratford   Chair  Line. 

All  who  saw  our  new  designs  in  Chairs,  Buffets,  Extension  Tables, 
Dressers,  Cheffoniers  and  Stands  were  very  well  pleased  and  expressed 
their  intentions  of  buying. 


Next  to  seeing  the  line  itself 
our  reproductions  showing 
the  newer  features  will  be 
of  the  greatest  value  to  you. 
May  we  send  them  ? 

Chairs  of  all  kinds  from  the 
cheapest  to  the  best. 


Complete  Line  of 
Buffets 

Extension  Tables 
Dressers 
Cheffoniers  and 
Stands 


Stratford  Chair  Company,  Limited 


Stratford 


Ontario 
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piRESlDE  ARM  CHAIR,  as 
comfortable  as  it  looks,  and 
built  for  service.  Diamond-tufted 
back,  double  stuffed  seat  and  arms, 
loose-cushion  seat  filled  with  silk 
floss.  Best  oil-tempered  sprmgs 
used  m  construction ;  upholstered 
only  in  genuine  leather.  Arm 
Rocker  to  match. 


No.  342 


John  C.  Mundell  &  Co.,  Limited, 

Elora  -  Ontario 


Are  You  Doing  RED  CROSS 

W^^Vk    ^  Cross  Work     the  bedding  business  maizes  big  profits 

•  and  builds  up    valuable  trade  connection  for  the  dealer 


^  When  a  customer  sees  the  trade  mark  on  ANTISEPTIC  MAT- 
TRESSES and  PILLOWS  the  sale  is  as  good  as  closed  because  she 
recognizes  in  it  her  absolute  surety  of  protection  and  satisfaction. 

q  We  guarantee  ANTISEPTIC  MATTRESSES  and  PILLOWS  to  be  moth- 
proof, germ-proof,  antiseptic,  sterilized  and  comfort  promoting— as  well  as  everything 
else  asked  for  in  good  bedding.    You  can't  get  wise  to  a  good  thing.    Write  us. 


THE 

ANTISEPTIC  BEDDING 
COMPANY 

187-189  PARLIAMENT  ST.,  TORONTO.  ONT. 
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Ordinary  Furniture  will 
please  Ordinary  Tastes 

But  Your  Particular  Customers 
Want    Something  Different 


The  people  whose  trade  means  your  largest  profits 
will  be  pleased  by  selection  from  the  McLagan  Line. 


McLagan  Quality  is  the  best 
foundation  for  your  business. 

The  Geo.  McLagan  Furniture  Company,  Limited 

Stratford,  Ontario 
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There's  Money  in  Selling 

MANTELS 


Elmira  Electric  Grate  Mantels  are  easily 
installed  in  any  house.  No  cKimney  or  tile 
work  necessary.  Made  with  or  without 
summer  gratei,  in  three  or  four  burner  style.  Ready 
to  connect  up  to  w  ring.  We  also  furnish  Tilei  and 
Coal  Grates  if  required. 


OFFICE  EQUIPMENT 


We  also  have  a  strong  line  of  Flat  Top  Desks,  Filing 
Devices  and  Special  Office  Equipment  that  vv-ill 
repay  your  investigation. 

A  post  card  will  bring  you  our  illustrated  catalogue 
and  price  list. 


THE  ELMIRA  INTERIOR 
WOODWORK  CO.,  Limited 


ELMIRA 


ONTARIO 


Diners  for  the  Spring  Trade 


Before  placing  your  orders  do  not  fail 
to  look  over  the  varied  patterns  con- 
tained in  the  ELMIRA  LINE. 

The  Price 

Our  chairs  are  all  priced  so  as  to  make 
them  the  best  value  on  the  market. 

Put  a  few  pieces  of  the  Elmira  Line 
on  your  floor  and  watch  them  in- 
crease your  sales. 

The  Elmira  Furniture  Co.,  Limited 


No.  183{  Arm  Chair 


El 


mira 


Ontario 


Manufacturers  of  the  "Elmira  Line' 


February,  1915 
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Make  it  a  Stratford  Year 


1915 


Nothing  More  Appropriate 


Imperial  Furniture  is 
entirely  suitable  for 
any  part  of  the  house 


DEED  FURNITURE  is 
^  becoming  more  and  more 
popular  for  practically  every  room 
in  the  house.  It  will  pay  to  anti- 
cipate this  rapidly  growing  de- 
mand by  stocking  a  few  of  the 
attractive  Imperial  Designs. 


Elegance,  strength, 
lightness,  durability 
and  econom};  are 
qualities  typical  of 

IMPERIAL  RAT- 
TAN FURNITURE 


The  many  tasteful 
designs  make  it  eas^ 
to  select  pieces  that 
will  harmonize 
with  any  furnish- 
ing or  color  scheme 


Imperial  Rattan  Company,  Limited 

Stratford  :-:  Ontario 
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Below  is  Illustrated  One 
of  our 

New  Designs 


Which  was  displayed  at  the 
Toronto  Furniture  Exhibition 


Windsor  Chair  No.  1380.    Good,  strong 
Oak  construction.  Fumed  finish. 


In  spite  of  the  war  we  are  not  raising 
prices,  and  hope  that  many  of  our 
customers  had  the  opportunity  of 
inspecting  our  designs  at  the  Toronto 
Furniture  Exhibition. 


The  North  American  Bent 
Chair  Company,  Limited 

Owen  Sound,  Ontario 


Textileather 


The  most  satisfactory  furniture 

covermg  made  anywhere.  Made 
in  all  shades. 


Costs  Less 
Wears  Longer 
than 

Genuine  Leather 


A  Sample  will  Convince  You — Write  to 

Textileather  Company 

212  Fifth  Avenue,  New  York  City 

or  Frank  Schmidt,  Berlin,  Ont. 


February,  1915 
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Make  it  a  Stratford  Year 

1915 

A  Strongly  Built  Serviceable  Sectional  Bookcase 

The  New 
Utility  Design 

In  this  new  utility  Bookcase  the 
design  was  made  quite  simple  so 
that  the  cost  could  be  lowered  as 
much  as  was  consistent  with  good 
materials  and  careful  workmanship. 
The  result  is  a  good  serviceable 
bookcase  at  a  very  reasonable  price, 
especially  suitable  for  school,  public 
and  business  libraries. 

On  this  style  there  are  no  end  irons, 
otherwise  the  construction  is  the 
same  as  our  standard  style,  capable 
of  unlimited  expansion.  Made  in 
plain  oak  only,  fumed  or  golden 
finish. 

Don't  you  k^ow,  right  now,  of  several  places  where,  with  a  little  extra  effort 
you  could  place  one  of  these  bookcases?  Why  not  try  it?  It's  well  worth  while. 

3hz  9lobc^Vcrntck«  (?o..£fd. 


Stratford 


Ontario 


8 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Febrnary,  1915 


No.  1. 

j||^««|||ll|j|lllgl!#|| 
No.  2. 


No.  3. 


''Onward Slides  are  easily  applied 


(Note  Position  of  the  Prongs) 

Theie  slides  can  be  attached  with  perfect  safety 
to  the  most  fragile  piece  of  turnilure.  Evtn 
though  the  Slides  attached  are  the  full  diameter 
of  the  leg  itself-  the  unique  posilion  of  the 
prongs  obviates  the  possibility  of  splitting  the 
piece  or  causing  an  ugl\)  projection. 

Write  for  free  samples  and  prices 
Special  price  to  manufacturers  in  quantities 

Onward  Manufacturing  Co., 

Berlin  Ontario 


The  popular  line  of  Mattresses 

at  the  Toronto  Furniture  Exhibition 


They'll  be  equally  popular 
in  your  store  and  your 
customer's  home. 

Regent 
Lee-Burrell 
Rex  and  Invidus 

are  all  High  Grade  Cot- 
ton Felt  Mattresses. 


Standard  Bedding  Company 


27-29  Davies  Ave. 
TORONTO 


The  "Elite' ^    The  Best  Folding  Table  in  Canada 


Patent  Applied  For 


Is  the  phrase  used  by  one  of  the  largest  departmoiUal 
stores  in  this  country  to  describe  the  "Elite". 
The  outstanding  high  <|ualities  of  the  "Elite"  together 
with  the  low  price  at  which  it  is  sold  makes  it  a  win- 
ner wherever  it  is  shown. 

Made  at  present  in  one  size  only— 30  inches  square  by 
2i)3  inches  high  and  weighs  10  lbs.  Supplied  in  felt  or 
leatherette  tops  only.  Frame  finished  in  Golden. 
Fumed;  and  Early  English  Oak  and  Imitation  Ma- 
liognny.    Write  for  prices. 


Ul   Hourd  &  Company,  Limited 

London  Canada 
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The  Mark  of  Leadership 


Big  Sales — the  true  test  of  an^  line — proclaim 
the  leadership  of  Farquharson-Gifford  Furniture 


The  F.-G.  Line  of 


Davenport  Beds  and 
Living  Room  Furniture 


are  serviceable  in  design  and  con- 
struction. They  will  hold  the  ad- 
miration of  the  customer. 

Comfort,  combined  with  elegance  and 
real  service  giving  qualities,  make  every 
piece  of  F.-G.  furniture  you  sell  a  strong 
booster  for  your  store,  long  after  you 
have  made  and  forgotten  the  sale. 

The  Farquharson  Gifford  Line  is  the 
kind  that  the  best  reputations  are  found- 
ed on. 


Farquharson-Gifford  Company,  Limited 

Stratford  -  Ontario 


WHEN  ORDERING  DAVENPORT  BEDS  FROM 
STRATFORD.  REMEMBER,  TO  ORDER  F.-G. 
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The  Meaford  Line 

Representing  a  full  range  of 
medium  priced  furniture  for 


No.  654,  Hall  Rack 


We  have  added 

Chairs 

to  match  our  splendid 
hne  of 

Buffets 

China 

Cabinets 

Extension 

Tables 


No.  618,  Dresser 

Surface  Oak 
Mahogany 
and  White 
Enamel 


THE  MEAFORD  MFG.  CO. 

LIMITED 

MEAFORD      -  ONTARIO 


Dining 
Room 

Bed  Room 

Hall  and 
Library 

is  better  than 
ever  this  year 


No.  563,  Dressar 
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"Crisp"  with  "Sellers" 


The  New  Stratford  Davenport  Line 

We  are  specialists  in  Davenports  and  have  been  identified  with  the 
Revolving  Seat  Bed  Davenport  since  its  first  inception.  So  that  while 
our  line  is  NEW  in  STRATFORD  it  is  OLD  in  the  trade  and  cannot 
be  considered  as  an  experiment  or  a  new  proposition. 

We  stand  behind  you  and  back  your  word  that  Stratford  Revolving 
Seat  Davenports  are  all  you  tell  your  customers  they  are.  Our 
motto  is  "  Stratford  Quality." 


In  ordering  Stratford  Davenports  avail  yourself  of  the  Stratford  Car  Distri- 
bution Service.  This  ensures  satisfactory  delivery  as  well  as  prompt  service. 


The  Stratford  Davenport  Company,  Limited 

Stratford  Ontario 
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KOHN'S  BENTWOOD  FURNITURE 


Sells  because  it 
is  Satisfactory 


Attistic  in  conception,  durable  in  con- 
struction. Developed  in  all  period  styles 
and  modern  art  designs.  Supplied  in  a 
great  variety  of  finishes  on  special  orders. 


Suite  No.  725  shown 
herewith  typifies  the 
Kohn  quality  of  Bent- 
wood  Furniture. 


Its  superiority  from  a  standpoint  of  style 
insures  supremacy  to  the  dealer  showing 
this  exceptional  line.  Will  lend  tone  to 
your  store  and  prove  a  satisfactory  source 
of  profit. 


See  the  newest  ten- 
dencies in  our  lat- 
est catalog  and  at 
our  showrooms. 


JACOB  &  JOSEPH  KOHN,  Inc. 

215-219  Victoria  Street 
TORONTO 


THE 


PAT    FEB  16/1^ 


PATENT  MATTRESS 

(IMPROVED) 


Its  popularity  was  shown 
by  the  large  number  of 
sales  made  to  furniture 
travelers  and  dealers  dur- 
ing the  Toronto  Furniture 
Exhibition. 


'*The  most  comfortable  mattress  I  ever  slept  on," 
said  one  of  the  best  known  furniture  manufactur- 
ers in  Canada  at  the  Toronto  Furniture  Exhibition. 


Note  Its  Construction 


Eight  hundred  and  forty  wire  springs,  each  enclosed 
in  a  cotton  pocket  and  surrounded  with  a  layer  of 
white  cotton ;  bound  together  in  a  heavy  cotton 
sheeting  envelope  with  each  layer  of  springs  sewn 
securely  to  the  sheeting ;  then  covered  with  a  heavy 
layer  of  white  cotton  felt  in  a  ventilated  A.  C.  A. 
or  Art  Ticking.  Finished  in  either  Imperial  or 
Plain  Edge. 

ABSOLUTELY  SANITARY  AND 
GUARANTEED  FOR  TEN  YEARS 


MANUFACTURERS 

Let  us  quote  you  on 
chair  seats  and 
cushions. 


The  Fischman  Mattress  Co.,  Ltd. 

Adelaide  St.  West,  Toronto 


DEALERS 

Write  us  for  prices 
and  catalogue. 


TF  you  know  a  Furniture  Dealer  or  Funeral 

Director  in  Canada  who  is  not  receiving  the  Canadian 
Furniture  World  and  The  Undertaker  as  a  subscriber  you 

will  favor  the  publishers  by  sending  the  address  to  32  Colborne  St.,  Toronto. 
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There's  Money  for  You  in  the  Assembly  Halls  of  Your  Town 


^  No  doubt  they  need  new  seats  and  you  might 
as  well  get  this  profitable  business.  An  average 
brdier  for  "Stratford"  Assenribly  Seating  makes  one 
of  the  top  notch  profits  of  your  business. 

When  ordering  your  spring  stock  don't  forget 
that  we  manufacture  a  very  saleable  line  of 

Lawn  Swings,  Gliding  Settees,  Garden 
and  Park  Seats,  Folding  Chairs,  Camp 
Stools,  Folding  Tables,  Verandah  Furni- 
ture, Etc. 


Stratford  Manufacturing  Co.,  Limited 

Stratford         -  Ontario 


The  Sid  way  Sellers  for  1915 


Will  soon  be  shown  to  your  buyer.  You  know  the  success  you  have  had  with  the  Allwin 
and  Sidway  of  past  season*.  The  new  line  represents  all  the  features  which  made  that 
success  plus  NEW  DESIGNS,  IMPROVEMENTS  that  will  appeal  to  the  mother  and 
help  the  baby  and  VALUES  which  spell  substantial  profits  for  the  dealer.  Don't  handicap 
your  baby  carriage  department  by  a  hasty  selection.   Await  the  call  from 


Our   Canadian  Sales 
Organization 


Canadian  Factory,  Goderich,  Ontario, 


F.  R.  HODGENS,  Manager 


REPRESENTATIVES 
In  Quebec,  J.  J.  Neander,  97  Drummond  St.,  Montreal. 
In  Ontario,  C.  A.  Coryell,  llS  Wells  Street,  Toronto. 

In  Manitolaa,  Saskatchewan  and  Alberta,  Miller  Morse  Hardware  Co.,  Winnipeg. 
British  Columbia,  <  onkey  Bros.,  Vancouver. 

Sidway  Mercantile  Co.,  Elkhart,  Ind. 


We  always  sell  "  MADE  IN  CANADA"  Frames!    Do  You? 


Our  mouldings  and  picture  frames  are  made  by  Canadian  work- 
men to  hang  in  Canadian  homes  and  please  Canadian  good  taste. 

MATTHEWS  BROS.,  LIMITED,  788  Dundas  Street, 


TORONTO 
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MADE 
IN 

CANADA 


K 


NECHTEL 
ITCHEN 
ABINETS 


NONE 
BETTER 
ANYWHERE 


The  hit  of  the  TORONTO  FURNITURE  EXHIBITION 


A  partial  view  of  our  display  at  the  Toronto  Furniture  Exhibition. 


Feature  a  Kitchen  Cabinet  Window 

We  'II  help  create  sales  for  you  this  Spring 


THIS 
OUTFIT 
IS 
FREE 


Nothing  will  interest  your  women  customers  so  quickJy  as 
a  labor  saving  kitchen  convenience  and  our  new  window 
trim  is  designed  to  help  you  win  attention  and  secure  sales 
for  little  effort. 

We  will  send  to  any  customer  a  photo  of  an  easily  arranged 
Kitchen  Cabinet  Window  together  with  TWELVE  WIN- 
DOW DISPLAY  CARDS. 


SEND 
FOR 
ONE 
TO-DAY 


With  a  "  Knechtel "  in  your  kitchen  Housekeeping 
becomei  a  joy. 

Note  the  "CYLINDRICAL"  dust-proof  Flour-Bin 
(patented)  with  sifter  attached. 

Why  keep  a  servant  when  a  "  KNECHTEL"  will 
save  half  your  kitchen  work  ? 


A  place  for  EVERYTHING  and  EVERY- 
THING in  its  PLACE. 

Swinging  Glass  Sugar  Container,  with  faucet  below. 
Absolutely  sanitary. 

Nickeloid  sliding  extension  top,  when  drawn  for- 
ward adds  one  third  W arising  Service. 


Push  the  sale  of  these  Made  in  Canada  Cabinets 
They  are  widely  advertised  and  quick  sellers 


KNECHTEL  KITCHEN  CABINET  CO. 


HANOVER 


ONTARIO 
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Now  is  YOUR  Chance 


To  Put  in  a  Filing 
System 


No.  421—30.75  List 

Plain  Oak.,  Fumed  or  Golden 


No.  555-51.00  List 
Plain  Oak,  Fumed  or  Golden 


No.  1220-45.00  List 
Quartered  Oak,  Fumed  or  Golden 


THERE  never  was  a  better  time  to  roll  up  your  sleeves  and  clean  out 
"  that"  office — and  the  first  thing  you  will  need,  after  you  have  cast  out 
the  dust  laden  wall  files  and  stick  files  and  scrap  books,  will  be  a  No.  42 1 
or  a  No.  1 220  Filing  Cabinet  so  that  hereafter  and  henceforward  your 
letters  and  invoices  will  be  in  a  clean,  tidy,  orderly,  getatable  place,  your  cata- 
logs will  be  filed  in  alphabetical  order  in  the  same  kind  of  file.  Every  paper 
will  be  out  of  sight,  but  instantly  available  when  wanted. 


^  If  you  will  refer  to  our  desk  catalog 
you  will  notice  on  pages  88  and  89,  a 
good  variety  of  drawers  with  which  to 
equip  your  No.  42 1  cabinet — our  No. 
425/^  Demonstrating  Cabinet  is  a  very 
useful  combination.  It  enables  you  to 
show  your  customer  most  of  the  kinds  of 
drawers  shown  on  pages  88  and  89. 

^  This  filing  desk  accommodates  the  same 
drawers  that  the  No.  42 1  cabinet  uses. 
Select  the  drawers  from  pages  88  and  89 


that  best  suit  your  needs.  Have  them  em- 
bodied in  this  desk  and  you  will  have  the 
most  useful  piece  of  office  furniture  ever 
invented. 

^  Do  your  "house  cleaning,"  Mr.  Dealer' 
and  then  send  for  a  No.  421  or  1220 
file  or  a  No.  555  desk.  You  will  gain 
the  satisfaction  of  knowing  that  you  have 
a  place  for  everything  and  that  everything 
is  in  its  place.  You  will  mal^e  your  office 
equipment  pay  for  itself — by  selling  other 
merchants  this  outfit  at  a  profit  to  you. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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The  only  Extensive  Display  of  Brass  Beds 
at  the  January  Furniture  Exhibitions 

Canadian  Mersereau  Brass  Beds 

Made  in  a  wide  range  of  quiet,  dignified,  tasteful  designs  from  the  best  obtainable  materials. 

OUR  NEW  SUSPENSION  SPRING,  made  on  the  same  sound  principle  of  construc- 
tion as  the  most  modern  suspension  bridges,  interested  every  visitor  and  will  interest  you  if 
you  want  a  wire  spring  that  is  guaranteed  to  stand  hard  usage  and  give  satisfaction. 

Have  you  seen  our  new  Oxford  Sofa  Bed  ?    Ask  our  travellers  to  show  you  this 
Sofa  Bed.    Also  ask  to  see  illustration  of  the  "Newton  Special"  Brass  Bed. 


No.  8006.    The  newest  design  on  the  market — one  of  our  own  special  patterns.  Made 
with  square  brass  tubing  centres  and  inlaid  copper  trimmings. 


Let  us  send  you  information  about  the  Mersereau  Line. 
There's  a  large  number  of  new  designs  to  choose  from. 


Canadian  Mersereau  Company,  Ltd. 

1  1 9  Brock  Avenue  Toronto,  Ontario 
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One  of  our 

Black  Walnut 
Chamber  Suites 

That  made  such  a  favorable 
impression  on  visitors  at  the 

TORONTO 
FURNITURE 
EXHIBITION 


No.  121— ToiUt  Table 


Base  21  X  36 
Plates  14  X  24  and  8  x  22 


ANDREW  MALCOLM 
FURNITURE  Co.,  Ltd. 

Kincardine  and  Listowel 


No.  121 -Chef  fonier 

Base  21  X  43 
Plate  20  X  22 


No.  121— Dresser 

Base  23  x  44 
Plate  28  x  32 
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Buy  the  Right  Goods 

They  Sell  Themselves 


All  Colleran  Wood  Frame  Bed  Spring-s  are 
equippod  with  the  Colleran  ImproveJ  Steel 
Clamping-  Bar. 

If  you  inspected  this  device  at  the  exhibition  you 
will  admit  that  we  are  only  telling  the  truth  when 
we  say  that  this  big  improvement  is  in  itself  suf- 
ficient to  sell  Colleran  Springs  for  you  when 
others  fail. 

If  you  did  not  see  it,  write  us.  We  will  be  glad 
to  send  you  all  information. 


Effective  Display  Makes  Big  Sales 

THE  CANADIAN  DISPLAY  RACK 

Will  display  your  springs  and  mat- 
tresses attractively   and  economically 


Saves  75%  Floor  space.  Saves  your  time  and 
your  customers.  Used  successfully  by  T.  Eaton 
Co.  Ltfl.,  K.  Simpson  Co.  Ltd.,  Adams  Furniture 
Co.  \Ad.,  aiul  F.  ('.  Hurroughes  Furniture  Co.  Ltd. 

Mattress  or  spring  shown  etfeutively  and  easily  by  one  sales- 
man instead  of  one  salesman  and  two  porters.  Practically 
indestructible.  The  Canadian  I)is|)lay  Rack  is  built  entire- 
ly of  Steel,  finished  in  Oxidized  Bi  onze,  it  can  be  erected  in 
two  hours'  time,  can  be  enlarged,  if  necessary,  by  adding 
extra  sections  at  any  time,  being  built  to  Standard  Sizes. 

For  price*  and  information  write 

The  Canada  Specialty  Company 


57  Hayter  Street 


Toronto,  Ontario 


You  should  have  selection  from  the  Colleran 
' '  All  Steel  "  line  on  your  tloor. 


Colleran  Patent  Divan  No.  10 
Gives  Real  Service 

Built  low  enough  to  go  under  an  ordinary  bed. 
Folds  compactly.    Cives  a  lifetime  of  service. 

COLLERAN  PATENT  SPRING 
MAHRESS  CO. 

TORONTO  ONTARIO 


CAULS 


for  Veneer-pressing  to  be 
Smooth,  Light,  Heat-re- 
taining, Easily-cleaned  and 
Cheap  must  be 

ALUMINIUM 

We  can  supply  you  any 
gauge  or  size  of  clean-cut, 
smooth  Aluminium  cauls 
from  stock. 

Your  Postcard  brings  sam- 
ples by  return  mail. 

The  British  Aluminium  Co.,  Ltd. 

OF  LONDON,  ENGLAND 

60  West  Front  St.,  Toronto 
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TWIN 


The  Logical  Answer  to  the 
Demand  for  Something 
Different  and  Better 

Twin  Pedestal 
Extension  Tables 


TWIN 


Just    show  a 
'  Twin ' '  and  the 
sale  is  made. 


Our  Catalogue 
of ' '  Twins '  'on 
request. 


Ask  About  the  New  Twin  ''X"  Top 

Made  with  rounded  corners  and  swelling  sides.  Rim  in  one  piece,  bent 
inio  shape  as  on  round  tables.  It  eliminates  the  sharp,  ungraceful  corners 
of  the  square  table,  but  gives  practically  the  same  surface  area.  A  new, 
exclusive  design  that  can  be  supplied  with  any  base  taking  a  45  inch  top. 

The  Chesley  Furniture  Co.,  Limited 

Chesley  Ontario 


GEO.  DURST.  Ptesideni 
WM.  DAMM,  Vice-Piesident 


W.  G.  DURST,  Manager 
J.  HAUSER.  Executive  Officer 
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No  Trouble — Nothing  to  Get  Out  of  Order 


Rest-Fest  and 

Rex-Recliner 

Chairs  are  Self  Adjusting 


A  slight  pressure  on  the  floor 
immediately  puts  occupant  into 
a  reclining  position  with  all  parts 
of  the  body  supported. 


Your  customers  know  all  about 
Chair  Craft  furniture  through  our 
big  advertising  campaign. 

With  our  demonstration  cards, 
handsome  window  posters  and 
and  the  chairs  themselves,  a 
compelling  display  is  easily  made. 

The  chairs'  will  fulfill  all  expect- 
ations in  comfort,  appearance 
and  workmanship. 

Large  range  of  attractive  designs 
upholstered  in  any  materials  can- 
not fail  to  please. 


Thm  sale  i»  made  in  no  time.  You 
ahould  be  in  on  thete  easy  profits. 


THE  CHAIR  CRAFT  COMPANY 


Traverse  City 


Michigan 


S'ebruary,  1915 
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HOW 
MANY  HIDES  s 
HAS  A  COW? 


MILLIONS  of  readers  of  to-day's  popular  maga- 
zines and  farm  journals  are  reading  our  adver- 
tisements explaining  the  difference  between 
the  worth,  looks  and  service  of  "coated  splits "  and 


MOTOR  QUALITY 

GUARANTEED  SUPERIOR  TO  "SPLITS" 

Two  years  of  practical  service  tests  by  leading  auto- 
mobile makers  gains  for  it  unqualified  approval 
and  adoption  for  19T5  cars. 

Automobile  buyers  will  demand  FABRIKOID  Motor 
Quality  upholstery.  Cars  upholstered  with  "splits" 
will  be  difHcult  to  sell. 

Get  acquainted  with  FABRIKOID  Motor  ; 
Quality.  A  small  sample  FREE.  Larger  ' 
Sample  (18x25ins.)  50  cents.  J 

[dU  PONT  FABRIKOID  CO.,  Toronto,  Ont.^ 


What  Every  Woman  Wants 

for  her  finely  polished  dining  room  table  is  asbestos  covers 
and  mats  that  will  serve  as  a  protection  against  hot  dishes. 

m  ASBESTOS 

Table  Covers  and  Mats 

being  made  by  the  largest  asbestos  goods  manufacturer  in  the  world, 
and  produced  in  great  quantities,  are  sold  at  a  price  that  competition 
cannot  meet.    They  net  you  a  very  good  profit  and  a  continuous  one. 

Just  call  attentioD  to  these  superior  products  and  you  will  find  them  moving  out 
mighty  fast.  Not  necessary  to  carry  a  big  stock  either — you  can  get  quick  deliveries 
from  one  of  our  nearby  branches. 

Here's  a  steady  profit-maker  with  an  estabhshed  reputation. 

Find  out  about  this— drop  us  a  line — nearest  branch. 

THE  CANADIAN 
H.  W.  JOHNS-MANVILLE,  CO.,  LTD. 


Additions  to  the  Kindel  Line 

Get  a  line  on  these  new  1915  values 

New  Line  of  Divanettes,  $  1  9  up,  including  mattresses. 

New  Line  of  DeLuxe  Davenports,  $2 1  up,  including  mattresses. 

New  Line  Somersaultic  Parlor  Beds,  $25  up. 

Chairs  (automatic  lever  and  button). 

Steel  Couches,  Folding  Cots  and  Camp  Cots. 

Max  Englander  Wit-Edge  Bed  Springs,  Couches,  etc.,  are  also 
being  made  by  us  now. 

See  our  Lme  before  placing  your  Spring  Order 


The  Kindel  Bed  Company,  Limited 

Toronto  -  Ontario 
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BUYERS 


OF 


Carpets  and  Upholstery  Fabrics 

Realizing  that  commerce  has  been  unsettled  by  the  war,  we  have  established  a  complete 
stock  in  Toronto  to  meet  the  needs  of  Canadian  merchants.  You  are  assured  of  immediate 
delivery,  no  matter  what  size  your  order.  Instead  of  ordering  for  months  ahead  you  can 
now  buy  your  English  Carpets  and  Upholstery  Fabrics  from  Toronto  stock. 

Woodward,  Grosvenor  &  Co. 


Kidderminster,  England 

Manufacturers  of  Brussels  and  Wilton 
Squares,  Runners  and  Mats 

Almost  any  size  you  might  require  can  be  had  from  our 
Toronto  stock.  Shipments  can  be  made  of  all  sizes  and 
patterns  on  the  shortest  notice. 


Limited 


J.  W.  &  C.  Ward,  Limited 


Halifax,  England 

Manufacturers  of  Cotton  Tapestries,  Wool 
Reps,  Cotton  Reps,  Drapery  Fabrics 


The  stock  that  we  have  put  in  Toronto  has  been  carefully  selected 
to  suit  the  Canadian  market.  Especially  would  we  mention  the  large 
assortment  of  cotton  tapestries.  We  have  complete  samples  of  our 
stock,  very  attractively  bound  in  book  form  which  will  be  handy  for 
re-ordering  or  for  selling  from.    A  set  of  these  is  yours  for  the  asking. 

We  will  be  very  pleased  to  see  you  in  our  new 
commodious  warehouse 


THOMAS 
I  


BROS.,  Agents 


38  Wellington  Street  East,  Toronto 
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Some  Bright  Spots.  In  Canada  the  financial  and  mer- 
cantile interests  are  making  a 
strenuous  effort  to  conform  to  the  new  conditions  which 
have  been  forced  upon  them  by  the  outbreak  ol  the 
war. 

And  there  is  much  in  the  situation  which  should  en- 
courage them  in  their  efforts. 

It  is  true  that,  generally  speaking,  trade  is  dull-  But 
at  the  same  time  the  situation  is,  on  the  Avhole,  encour- 
aging. 

The  farmers  of  this  country  have  not,  for  a  loiig 
time,  been  in  as  good  a  situation,  financially,  as  they 
are  at  present.  Their  crops  are  of  course  smaller  than 
they  were  last  year,  but  their  value,  on  the  other  hand, 
is  much  greater  because  of  the  enhanced  prices  which 
they  are  obtaining.  That  moans  a  great  deal  to  a  coun 
try  whose  backbone  is  the  agricultural  industr3^ 

But  it  is  not  in  the  agricultural  industry  alone  that 
a  bright  spot  is  to  be  seen.  The  orders  which  several 
of  the  manufacturing  industries  of  the  Dominion  have 
received  for  supplies  from  the  British,  Canadian,  and 
French  Governments  for  eiiuipmont  for  the  troops  are 
greatly  assisting  in  strengthening  the  trade  and  credit 
of  the  country.  Another  helpful  factor  is  the  orders 
which  are  coming  to  certain  Canadian  manufacturers 
for  merchandise  formerly  supplied  by  Germany. 

Retailers  who  are  pushing  for  business  and  looking 
closely  after  collections  are  also  assisting  in  bringing 
about  a  healthier  condition  of  affairs. 

By  the  use  of  the  right  kind  of  advertising, 
goods  can  be  sold  at  a  profit  without  un- 
necessary persuasion  or  odious  comparisons. 

Suspension,  Not  Those  who  have  the  idea  that  the 
Cancellation.  measures  which  the  British  and 

Canadian  Governments  have  tak- 
en in  regard  to  German  and  Austrian  patents  mean 
their  cancellation,  are  mistaken. 

"What  both  Governments  have  actually  done  is  to 
create  the  means  whereby  manufacturers  can  obtain  a 
license  to  make  a  German  or  Austrian  patented  article 
when  it  is  shown  that,  owing  to  the  war,  the  country  is 
suffering  because  it  is  not  being  supplied  through  the 
regular  sources.    Not  till  this  is  demonstrated  can  the 


license  to  manufacture  be  obtained.  In  other  words,  it 
must  be  the  public  interest,  and  not  that  of  any  manu- 
facturer, that  determines  whether  the  license  shall  be 
granted  or  not.  Even  then  the  patent  is  not  cancelled; 
it  is  merely  suspended.  Should,  however,  the  German 
and  Austrian  Governments  cancel  the  patents  of  Brit- 
ish holders  the  case  would  be  different. 

Business  must  be  coaxed,  be  pulled,  be  driven 
in.  It  woiit  come  on  its  own  accord  in  desir- 
able quantities. 

Avoid  Being  Many  stores  lose  not  a  few  cus- 

Out  of  Goods.  tomers  by  all  too  frequently  be- 

ing out  of  goods  enquired  for. 
"Just  out"  is  a  phrase  that  turns  many  a  customer 
aAvay  in  disgust,  and  disappointments  of  this  kind  make 
them  patrons  of  other  stores. 

A  loss  of  a  customer  from  this  cause  is  all  the  more 
regrettable  because  it  could  be  avoided,  and  with  very 
little  expenditure  of  effort  on  the  part  of  the  dealer  and 
his  staff".  The  solution  lies  in  the  keeping  of  a  want 
book — not  in  the  half-way  manner  that  some  dealers 
are  accustomed  to,  but  in  a  competent  and  efficient 
manner.  This  can  be  done  without  much  trouble  if 
the  habit  is  once  formed  of  listing  those  articles  that 
are  running  low.  Don't  wait  for  them  to  run  entirely 
out — anticipate  requirements  to  some  extent. 

A  practice  should  be  made  of  running  over  the  stock 
at  frequent  intervals  and  sizing  up  the  condition  of 
stocks  of  various  lines.  This  duty  may  be  assigned  to 
a  reliable  clerk,  but  it  should  be  given  to  someone  who 
can  be  depended  on,  because  not  having  goods  when 
asked  for  is  liable  to  lose  customers  for  the  store. 

Enthusiasm  is  a  fine  thing ;  but  not  of  any 
real  value  unless  it  is  continuous. 

Value  of  Special  Special  sales  are  a  strong  adver- 
Sales.  tising  feature  for  the  small  mer- 

chant. Some  find  it  a  good  plan 
to  have  their  sales  on  fixed  days,  as,  for  example,  Satur- 
days or  Wednesdays.  Their  customers  learn  that  on 
these  days  the  store  will  always  have  something  good  to 
show.    The  advantage  of  this  plan  is  that  it  largely 


24 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  February,  1915 


does  its  own  advertising.  People  soon  begin  to  talk 
about  the  sale  days,  and  often  they  will  not  buy  until 
they  have  seen  what  is  to  be  had  on  those  days.  The 
disadvantage  of  this  plan  is  that  people  are  apt  to  defer 
their  shopping  until  sale  days,  so  that  the  store  will  be 
crowded  then  and  almost  empty  on  other  days. 

Some  merchants  have  found  that  irregular  days  for 
sales  are  better.  They  have  them  five  or  six  times  a 
month,  and  find  them  extremely  profitable.  This  plan 
will  be  more  expensive  than  the  other,  because  it  will 
be  necessary  to  do  considerable  advertising  before  each 
sale,  in  order  that  they  may  be  profitable.  Special  sales 
on  well-known  goods,  not  carried  regularly  in  stock, 
are  often  big  successes.  "When  the  special  day  sale  is 
over  the  special  item  of  sale  is  taken  ofF  sale  altogether 
and  held  until  some  future  tim,e. 

For  all  retailers  the  window  is  a  powerful  medium. 
There  is  a  retail  store  in  Chicago  that  is  said  to  spend 
$80,000  a  year  on  window  displays  alone.  If  it  pays 
the  largest  store  in  the  largest  city  to  put  in  time, 
energy  and  money  into  its  window  displays,  it  will  pay 
the  smallest  store  in  the  smallest  city  relatively  as  well. 
In  fact,  the  merchant  in  the  small  towns  has  an  excep- 
tional chance  of  beating  the  game  by  the  use  of  his  win- 
dow displays — he  has  so  little  competition.  In  small 
towns  the  average  merchant  neglects  this  important 
feature  of  his  business — and  simply  because  the  win- 
dow displays  are  neglected  is  a  reason  why  the  live  man 
■should  make  the  most  of  his  opportunity. 

Sell  quality  goods  and  advertise.  Make  good 
your  promises  and  advertise.  Add  sei-vice  to 
quality  and  advertise.  Advertise  by  all  the 
usual  means. 

Why  Credit  is  That  credit  is  advancing  towards 

Recovering.  recovery  is   evidenced   by  the 

drop  which  has  taken  place  in 

the  rate  of  exchange. 

Within  a  few  days  after  the  war  broke  out  credit  the 
world  over  became  so  dislocated  that  the  rate  in  both 
the  United  States  and  Canada  rose  to  the  point  that 
made  its  purchase  practically  prohibitive.  In  one  in- 
stance in  New  York  as  high  as  $6.25  was  paid  for  a 
large  round  sum.  But  it  was  a  case  of  necessity.  No 
such  rate  was  paid  in  Canada,  but  there  were  instances 
in  which  $6  was  asked.  Banks  that  quoted  $5.25  to 
$5.50  seemed  to  think  they  were  offering  bargains. 

Since  then  there  has  been  a  gradual  working  down- 
ward, until,  by  the  end  of  the  second  week  in  Novem- 
ber, the  rate  had  receded  to  within  a  fraction  of  normal. 

While  the  co-operative  efforts  of  the  British,  Amer- 
ican and  Canadian  Governments  contributed  much  to 
the  bringing  abo,ut  of  this  happy  state  of  affairs,  the 
chief  reason,  after  all,  was  the  increasing  assurance 
that  success  would  ultimately  crown  the  armies  of  the 
allies.  Plus  this  is  the  confidence  that  after  over  three 
months  of ,  warfare  the  British  navy  will  have  no  diffi- 
culty in  keeping. .the  ocean  highways  open  to  commerce. 

This  last  named  probability  has,  doubtless,  had  much 
to  do  with  swinging  the  sympathy  of  the  financial  and 
commercial  interests  of  the  United  States  in  favor  of 
Great  Britain  and  her  allies. 

No  doubt,  many  of  them  are  persuaded  of  the  right- 
eousness of  the  British  cause.  But  that  is  a  matter  of 
the  mind.  It  doesn't  affect  the  pocket.  Defeat  of 
Britain  and  her  allies  would  disturb  their  credit,  what- 
ever its  effect  might  be  on  their  mental  attitude.  The 
depressing  effect  which  the  slightest  reverse  has  upon 
the  American  money  market  is  proof  of  this. 


The  British  army  and  navy  are  just  now  the  protec- 
tors of  the  world's  credit  as  well  as  the  guardians  of  the 
British  Empire. 

Good,  healthy  competition  provides  the  neces- 
sary stimulus  required  to  develop  our  facilities 
and  increase  efficiency.  By  it  ideas  are  evolved 
that  otherwise  "mould  never  see  the  light. 

Stop  the  Little  Figuring  300  business  days  to 

Leaks.  the  year,  the  saving  of  50  cents 

per  day  would  mean  $150  per  an- 
num, and  that  in  turn  would  mean  an  additional  one 
per  cent,  in  the  annual  dividends  of  a  $15,000  enter- 
prise. For  each  additional  50  cents  per  day  saved,  there 
would  be  another  one  per  cent,  per  annum  earned. 

Considered  from  that  viewpoint,  are  not  the  unneces- 
sary expenses  of  any  business  well  worth  investigating? 
We  don't  mean  the  cost  of  keeping  the  store  clean,  trim- 
ming the  show  windows  attractively,  delivering  goods 
promptly,  or  any  other  of  the  really  vital  investments 
which  a  modern  business  enterprise  must  make  to  suc- 
ceed and  grow. 

What  we  have  in  mind  are  the  little  business  leaks 
which  are  so  often  wasteful  in  themselves  and  condu- 
cive to  slipshod  methods  generally.  They  comprise  leaks 
of  time,  leaks  of  material  and,  sometimes,  even  direct 
leaks  of  money. 

A  very  common  leak  in  the  hardware  trade  is  the 
deterioration  oF  goods  owing  to  rust  and  dirt.  This 
leak  could  be  almost  entirely  overcome  by  care  in  the 
storing  of  goods,  and  by  employing  some  of  the  spare 
time  of  the  clerks  in  keeping  the  stock  polished  up  and 
free  from  dust. 

Then  there's  the  leak  that  results  in  the  carrying  over 
of  a  miscellaneous  lot  of  seasonable  goods  that  could 
often  be  disposed  of  towards  the  end  of  a  season  at  a 
slight  cut  in  price  or  through  wide-awake  salesman- 
ship. 

Another  very  common  leak  is  the  waste  of  newspaper 
advertising  space.  It  costs  just  as  much  to  run  the  same 
advertisement  in  your  local  newspaper  52  times  in  the 
year  as  it  does  to  run,  say,  13  different  advertisements 
four  times  each.  Expert  service  in  the  preparation  of 
advertising  copy  is  at  your  command  without  cost,  for 
you  can  always  count  on  the  co-operation  of  the  pub- 
licity departments  of  the  manufacturers  whose  goods 
you  sell,  or  of  the  ad. -writing  department  of  your  trade 
paper. 

There  are  many  other  leaks  common  to  a  large  per- 
centage of  the  business  world,  and  by  no  means  pecu- 
liar to  the  hardware  field.  There's  the  leak  of  postage 
stamps  due  to  carelessness  in  observing  the  postal  laws; 
the  leak  of  lead  pencils,  erasers,  etc.,  due  to  lack  of  ap- 
preciation by  employes  of  the  importance  of  small  econ- 
omies; leaks  of  wrapping  paper,  string  and  cardboard 
and  other  supplies  which  may  so  easily  be  wasted. 

Even  more  important  in  many  business  houses  are 
the  leaks  of  time — delay  in  beginning  of  the  day's 
work,  slackening  of  effort  at  the  closing  hour;  time 
wasted  in  trucking  through  lack  of  system,  etc.  Then, 
too,  much  of  the  time  of  high-priced  employes,  which 
could  otherwise  be  profitably  employed,  is  often  spent 
in  work  which  could  readily  be  relegated  to  inexpen.sive 
help. 

The  merchant  who  stops  such  leaks,  thus  reducing  ex- 
penses and  increasing  efficiency,  has  invariably  a  larger 
sum  to  the  credit  of  net  earnings  at  the  end  of  the  year 
than  would  otherwise  be  the  case. 


February,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


25 


JANUARY  FURNITURE  EXHIBITIONS 

BY  WESTON  WRIGLEY 

A  marked  step  forward  was  made  by  the  furniture  manufacturers  who 
made  displays  of  their  goods  at  the  Stratford,  Berlin- Waterloo  and  Toronto 
Furniture  Exhibitions  in  January. 

There  was  a  strong  temptation  for  some  manufacturers  to  save  a  few 
dollars  by  not  making  displays  this  year,  but  those  who  did  so  are  to  be 
congratulated  for  their  enterprise — and  without  question  their  progressiveness 
will  be  rewarded. 

This  is  a  year  when  progressiveness  will  count.  There  isn't  any  reason 
why  furniture  dealers  in  the  smaller  cities,  towns  and  villages  in  Ontario  and 
Eastern  Canada  shouldn't  do  larger  trade  than  ever  during  1915.  Farmers 
were  never  so  prosperous  as  now,  and  dealers  who  push  for  their  trade 
should  get  it. 

Orders  from  the  West  will  probably  be  light  during  the  first  half  of  1915, 
but  with  several  million  more  acres  of  land  sown  in  grain  than  ever  before, 
with  prevailing  high  prices  assured  for  another  year,  and  with  very  light 
stocks  on  dealers'  floors,  the  second  half  of  the  year  should  see  a  big  increase 
in  business  coming  from  Western  Canada. 

Too  much  of  this  Western  business  went  in  former  years  to  United  States 
factories.  Canadian  workmen  should  be  given  first  consideration  this  year, 
and  the  manufacturers  who  exhibited  at  the  January  shows  did  their  part 
towards  secm-ing  for  their  workmen  some  of  that  $3,000,000  sent  out  of  the 
country  for  furniture  last  year. 

It's  unpatriotic  and  unbusinesslike  for  furniture  manufacturers  to  talk 
hard  times  and  beg  for  orders,  as  one  manufacturer  did  last  month.  The 
way  to  get  business  is  to  go  after  it,  and  those  manufacturers  who  assist 
their  salesmen  by  advertising  in  the  trade  papers  and  exhibiting  at  the  Fur- 
niture Exhibitions  will  get  first  chance  at  the  orders  placed. 

That  the  January  exhibitions  have  become  an  institution  in  the  furni- 
ture trade  in  Canada  is  proven  by  the  regular  attendance  each  year  of 
'  buyers  from  nearly  every  province  in  Canada.  In  fact,  the  dealers  in  On- 
tario haven't  yet  shown  the  foresight  and  enterprise  demonstrated  by  the 
progressive  dealers  from  Halifax.  St.  John,  Fredericton,  Winnipeg,  Regina, 
and  other  distant  parts.  But  it's  merely  a  matter  of  time  before  the  Ontario 
dealers  wake  up  and  attend  in  larger  numbers.  The  displays  provide  an  educa- 
tional opportunity  worth  far  more  than  the  cost  of  spending  a  Aveek  visitiiig 
the  three  exhibitions. 

The  Stratford  Exhibition  cannot  be  commended  too  highly.  To  see  the 
goods  exhibited  and  meet  the  men  in  charge  of  the  displays  is  worth  the 
price  of  a  day  or  two's  visit  many  times  over.  The  team  work  of  the  Strat- 
ford group  is  a  lesson  in  salesmanship  Avorth  learning. 

Berlin  and  Waterloo  are  still  working  under  the  handicap  of  having  in- 
dividual displays  in  factory  showrooms,  but  their  entertainment  this  year 
eclipsed  all  previous  efforts,  and  several  manufacturers  reported  receiving  a 
larger  volume  of  orders  than  at  last  year's  exhibition. 

This  year's  Toronto  Exhibition  set  a  high  standard  for  future  efforts. 
To  have  all  the  displays  under  one  roof,  in  a  well  lighted  and  comfortablj'- 
heated  building  won  universal  favor,  and  next  year's  exhibition  ought  to  bo 
far  larger  as  a  result  of  the  stick-to-it-ive-ness  of  the  manufacturers  who  were 
undaunted  after  last  year's  unheated  building  experience. 
.  If  the  furniture  industry  in  Canada  is  to  continue  to  progress,  fuimiture 
exhibitions  in  future  years  will  be  participated  in  by  more  manufacturers  and 
attended  by  more  retail  dealers. 

The  Furniture  World  extends  its  congratulations  to  the  manufacturers 
who  made  displays  at  the  January  exhibitions. 
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Necessity  Compels  Canada  to  Buy  Home- Made  Goods 

BY  W.  L.  EDMONDS 


IT  is  not  because  of  any  antipathy  toward  the  nations 
of  the  world — with  the  exception  of  Germany,  Aus- 
tria and  Turkey — that  the  people  of  Canada  are 
campaigning  in  favor  of  home-made  goods. 

It  is  not  chiefly  because  of  a  desire  for  national  ex- 
clusiveness,  although  that  may  be  a  factor. 

Fundamentally,  it  is  born  of  a  necessity. 

And  that  necessity  in  turn  is  born  of  the  war. 

During  the  last  ten  years  Canada  has  grown,  not  by 
inches,  but  by  yards. 

Our  Annual  Production  of  Wealth. 

Between  them,  our  manufacturing  and  agricultural 
industries  have,  during  the  last  year  or  two,  been  pro- 
ducing wealth  at  the  rate  of  approximately  three  bill- 
ion dollars  annually. 

But  great  as  this  amount  is,  we  have  been  compelled 
to  supplement  our  capital  account  with  borrowings 
from  abroad,  for  young  and  progressive  nations,  any 
more  than  large  commercial  enterprises,  cannot  create 
adequate  capital  out  of  earnings. 

They  have  got  to  borrow  or  stand  still. 

Last  year  we  borrowed  $351,408,020,  and  the  year  be- 
fore $230,782,982,  a  total  of  $582,191,011  in  the  two 
years. 

Until  the  war  broke  out  we  were  able  to  obtain  sub- 
stantial sums  in  the  money  markets  of  the  world.  But 
now  war,  and  not  business,  has  the  first  claim  upon  the 
world's  capital  account.  Canada,  consequently,  is  get- 
ting much  less  capital  from  abroad  than  her  necessities 
demand. 

Helping  Our  Necessities. 

Naturally,  one  of  the  best  things  we  can  do  in  order 
to  help  our  necessities  is  to  give  the  preference  for 
Canadian-made  goods  when  making  any  purchases  for 
either  home,  store  or  factory. 

Last  year  we  imported  manufactured  products  to 
the  value  of  over  $465,000,000,  or  about  $57  per  head  of 
population. 

When  we  bear  in  mind  the  fact  that  this  sum  is  al- 
most equal  to  the  aggregate  output  of  the  factoi'ies  of 
the  six  leading  manufacturing  cities  of  Canada,  we  be- 
gin to  get  some  conception  of  its  import. 

But  in  order  to  hammer  this  point  home  a  little  more 
closely,  let  me  draw  attention  to  a  further  fact:  The 
money  spent  on  goods  of  foreign  manufacture  last  year 
would  pay  the  salaries  and  wages  of  the  employes  of 


the  Canadian  factories  for  a  period  of  nearly  two  years, 
basing  our  calculation  on  the  census  of  1910,  when  the 
salaries  and  Avages  of  the  515,203  employes  were  com- 
puted at  $241,008,416. 

Of  course,  there  is  no  possibility  of  our  replacing 
with  home-made  goods  the  whole  of  the  $465,000,000 
worth  of  manufactured  goods  we  import. 

There  are  many  things  we  need  in  the  home,  the  store 
and  in  the  factory  that  we  must  necessarily  import. 

Even  after  doing  our  best  we  may  probably  discover 
that  Ave  have  only  transferred  from  the  foreign  to  the 
home  manufacturer  a  fraction  of  our  purchases  of  mer- 
chandise. 

Our  Possibilities. 

But  even  if  by  dint  of  much  effort  Ave  could  turn  only 
25  per  cent,  of  the  total  our  Avay  Ave  Avould  give  nearly 
$116,230,000  Avorth  of  business  to  the  factories  of  Can- 
ada that  they  do  not  noAV  possess. 

This  Avould  be  about  equal  to  the  joint  value  of  the 
output  of  the  factories  of  Hamilton,  "Winnipeg,  OttaAva 
and  Sydney  four  years  ago.  We  ought  to  be  able  to 
transfer  at  least  that  amount  of  business  from  the  for- 
eign to  the  home  factories. 

Credit  is  gradually  being  restored  to  the  normal,  and 
money  is  getting  easier.  During  1915  Ave  shall  prob- 
ably see  a  greater  increase  in  the  Avealth  of  the  coun- 
try— mainly  due  to  the  larger  acreage  under  cultiva- 
tion— than  at  any  time  in  its  history. 

In  the  meantime,  hoAvever,  Ave  can  greatly  relieve  our 
present  necessities  by  buying,  as  far  as  possible,  home- 
made goods. 

The  Case  in  a  Nutshell. 

Every  dollar  spent  on  goods  of  home  manufacture 
that  has  hitherto  been  spent  on  products  of  foreign 
factories,  means  an  additional  dollar  for  distribution 
among  the  employers  and  employes  of  the  factories  of 
Canada. 

The  United  States  is  setting  us  a  good  example.  Busi- 
ness men  there  are  alive  to  the  importance  of  buying 
home-made  goods,  and  a  part  of  their  campaign  is  the 
holding  of  "Made  in  U.S.A."  exhibitions  in  Ncav  York 
and  Chicago. 

Canadians  can  Avell  afford  to  follow  in  the  footsteps 
of  their  American  cousins  in  this  respect. 

The  stronger  Ave  make  our  financial  position  the  bet- 
ter shall  Ave  be  equipped  to  fight  our  enemies. 
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BUY-  A  -  PIECE  -  OF  -  FURNITURE 


A  slogan  which  should  he  as  important  to  Canada  as  the 
" Buy -a-Bale-of -Cotton"  movement  was  to  Southern  States 

It  is  estimated  that  there  are  800,030  farm  households  in  Canada.  Taken 
as  a  whole,  our  farmers  are  the  most  prosperous  class  of  Canadians. 

The  war  has  enhanced  the  price  of  every  bushel  of  grain  and  animal 
which  they  have  to  sell,  Avhile  it  has  decreased  the  normal  trade  of  their  part- 
ners, the  manufacturer  and  his  workmen. 

The  home  market  is  the  most  valuable  one  the  farmer  has  or  can  obtain. 
Should  unemployment  set  in  for  the  urban  industries  and  continue  for  any 
length  of  time,  farm  prices  would  drop  after  the  close  of  the  war,  since  their 
best  customers  would  have  lost  their  purchasing  power  and  would  not  recover 
it  for  a  long  period  thereafter. 

The  need  of  the  day  in  this  country  is  a  realization  that  Canadians  are 
members  of  a  large  family.  When  one  suffers  they  all  suffer.  Much  can  be 
done  by  co-operation — by  having  the  big  brother  loosen  his  purse  strings  and 
buy  manufactured  articles  which  he  needs  for  his  family  and  household,  but 
has  deferred  purchasing.  Were  each  farm  household  in  the  Dominion  to 
expend  $25  on  necessities  it  would  put  $20,000,000  into  circulation  at  a  crit- 
ical juncture. 

The  furniture  industry  was  hit  harder  by  the  war,  perhaps,  than  any 
other  branch  of  the  country's  business.  Could  the  farm  households  of  Canada 
be  persuaded  to  expend  $25  each  on  useful  articles,  the  furniture  men  should 
seek  to  have  $10  of  it  on  an  average  spent  on  the  products  they  make.  It  would 
mean  from  farm  households  alone  orders  for  $8,000,000  worth  of  furniture 
and  ensure  employment  for  8,000  cabinetmakers  for  eight  months  of  1915. 

Were  the  situation  placed  in  a  proper  light,  many  others  besides  farmers 
would  purchase  a  piece  of  furniture,  and  this  industry  would  quickly  recover 
lost  ground. 

The  present  generation  will  never  again  pass  through  a  like  time  of 
stress,  therefore  it  calls  for  unusual  etfort.  The  "Buy-a-Bale  of  Cotton"  move- 
ment of  the  Southern  States  has  succeeded  in  keeping  the  wolf  from  the  door. 
On  the  face  of  it,  one  might  well  ask:  What  on  earth  can  a  man  do  with  a 
bale  of  cotton?  But  Americans  are  buying  them  freely  and  doing  an  incal- 
culable amount  of  good. 

There  is  not  a  wife  in  the  Dominion  but  would  like  another  piece  of  furni- 
ture for  her  home.  But  she  does  not  like  to  suggest  its  purchase  now.  Were 
the  good  they  can  do  for  an  important  industry  and  the  workmen  dependent 
upon  it  placed  before  them,  they  wouM  buy  the  long-desired  piece  of  furni- 
ture for  the  dining  room,  parlor  or  kitchen. 

Faint  hearts  may  say  that  there  is  the  war  rock  in  the  way.  Yet  the  Gov- 
ernment reports  state  that  $1,000,000  worth  of  furniture  was  imnorted  into 
Canada  between  April  1st  and  Oct.  1st,  1914.  A  nation-wide  "Buy-a-piece- 
of -Furniture"  campaign  would  not  only  sell  a  heap  of  furniture  but  so  adver- 
tise this  class  of  Canadian-made  products  that  it  would  increase  its  sales  for 
years  to  come. 

There  is  as  much  money  in  Canada  as  ever  there  was.  It  can  be  brought 
out  of  the  national  stocking  by  the  right  kind  of  appeal. 
"Buy-a-piece  of  Furniture"  is  worthy  of  a  big  effort. 
Men'!  Go  to  it ! 


The  above  article  from  The  Berlin  (Ont.)  News-Record  contains  a 
splendid  suggestion  for  furniture  dealers  throughout  Canada.  It  has 
done  a  lot  of  good  for  the  trade  in  Waterloo  County,  and  is  capable  of 
doing  jnst  as  much  good  for  furniture  dealers  in  other  and  all  sections 
of  the  Dominion.  Furniture  dealers  are  large  advertisers  in  their  local 
newspapers,  and  every  furniture  dealer  should  asV  his  local  publisher 
to  give  space  to  the  article  from  the  Berlin  News-Record. 
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The  1915  Canadian  Furniture  Exhibitions  Break  Records 

New  styles  and  productions  shown  at  the  three  Exhibition  centres — 
Stratford,  Berlin  and  Toronto — Jacobean  the  popular  period  design — 
Not  so  many  novelties  during  war  year — Big  advances  in  manufacturing. 

Magnificent  Furniture  Displays  at  Stratford 


ONE  of  the  finest  furniture  exhibitions  ever  seen  in 
Canada  or  the  United  States  was  that  shown  in 
Stratford  last  month.     Splendid  as  was  last 
year's  display,  the  1915  show  outclassed  it. 

Stratford  has  become  renowned  as  one  of  the  largest 
furniture  centres  in  Canada,  and  the  reputation  is  well 
deserved,  as  a  visit  to  the  exhibition  amply  proved. 

This  year  the  Classic  City  furniture  manufacturers 
were  again  fortunate  in  having  a  splendid  new  building 
in  which  to  make  their  exhibition.  The  displays  were 
made  in  the  splendid  new  addition  just  completed  at 
the  Stratford  Chair  Co.'s  plant.  On  the  four  floors  of 
this  building  the  various  furniture  makers  had  set  out 
their  goods  in  most  attractive  form  and  surroundings. 

On  entering  the  visitor  passed  through  the  office, 
which,  for  the  occasion,  had  been  turned  into  a  lunch 
room— a  decidedly  popular  feature  of  last  year's  exhi- 
bition, and  one  that  proved  equally  popular  this  year. 
Because  of  this  it  was  possible  for  visitors  to  stop  in 
the  exhibition  building  all  the  day  and  view  the  dis- 
plays without  going  to  town  for  dinner  or  lunch.  The 
sleighs  which  met  visitors  at  the  station  and  took  them 
back  again  were  also  helpful. 

Upholstered  Living  Room  Furniture 

The  first  display  on  entering  the  exhibition  proper 
was  that  of  the  Parquharson-GifiPord  Co.,  who  made  a 
splendid  display  of  their  upholstered  goods.  The  four 
walls  were  draped  with  tapestry  coverings  used  on  their 
furniture,  and  fancy  electric  lights  suspended  from  the 
ceiling  added  to  the  beauty  of  the  exhibit.  Both 
Messrs.  Farquharson  and  Gififord  were  in  charge  of 
the  display,  which  inehided  a  big  range  of  davenports, 
chairs  and  rockers  of  all  styles  and  designs  for  the 
living  room.  A  suite  in  leather,  which  had  made  a  hit 
with  the  trade,  was  the  centre  of  attraction,  and  a  solid 
mahogany  davenport  was  also  a  nice  piece. 

Other  attractive  exhibits  were  a  Jacobean  rocker  and 
a  couple  of  high-backed  chairs  of  the  same  period;  also 
some  English  fireside  chairs  and  rockers.  A  big  line  of 
davenport  beds  was  shown,  in  tapestry  and  leather 
coverings,  with  chairs  to  match  for  sets.  Also  were 
displayed  a  number  of  couches  in  leather. 

Both  in  living  room  and  parlor  furniture  a  great 
many  items  were  shown  in  individual  chairs  and  rockers 
and  in  suites,  some  of  the  latter  in  mahogany  frames 
as  well  as  all-over  upholstered. 

All  the  articles  had  a  neat  descriptive  card  tied  with 
blue  ribbon  to  some  part  of  each  item,  which  helped 
visitors  in  their  little  rambles  about  the  room.  Rugs 
and  squares  on  the  floor  gave  a  homelike  tone  to  the 
booth. 

Chairs  for  all  Purposes 

The  Stratford  Chair  Co.'s  display  of  their  factory 
products  was  an  elaborate  one.  Chairs  for  all  purposes 
were  there.  In  all,  there  were  about  200  different 
styles  and  designs  shown,  the  whole  centre  of  the  exhi- 
bition floor  being  given  over  to  this  chair  display. 
Among  the  new  chairs  were  designs  in  Jacobean,  Cath- 
edral (Gothic),  Adams,  and  Sheraton,  the  first  men- 
tioned showing  30  new  items.   Then  there  were  chairs 


of  no  particular  period,  but  with  many  and  varied  up- 
holstering patterns,  principally  leather  and  cane. 

The  Windsor  chairs,  which  attracted  such  attention 
a  year  ago,  are  back  this  year,  but  they  are  now  staple, 
being  much  in  vogue  for  institutions  and  clubs.  Many 
of  the  new  chairs,  too,  have  the  fumed  finish.  New 
cobbler  rockers  and  new  spring-seat  rockers,  some  new 
den  chairs  and  round-seat  diners  were  specially  attrac- 
tive. A  couple  of  restaurant  chairs,  one  in  oak  and 
one  in  mahogany,  with  cane  seats  and  arm-tables,  were 
novel  exhibits.  Nine  new  den  suites  were  also  dis- 
played. 

Office  chairs  of  all  kinds— filters  and  stationary — is 
a  big  line,  and  they  were  thoroughly  represented  in  the 
display;  as,  too,  were  misses'  and  children's  chairs  and 
rockers,  ladies'  dressing  and  bedroom  chairs  and 
rockers,  hall  chairs,  etc.,  in  mission,  Roman,  and  various 
golden  oak  designs  and  finishes. 

Around  the  walls  were  shown  buffets  and  bedroom 
case  goods.  Included  in  them  were  some  nine  new 
Colonial  buffets,  and  a  number  of  dressers  and  stands, 
in  quartered  oak,  fumed,  golden  and  mahogany 
finishes.  Several  new  Colonial  dressers  to  sell  at  a 
reasonable  price  were  prominent  features. 

On  an  elevated  platform  along  one  side  of  the  booth 
were  set  out  in  order  nearly  a  dozen  different  group- 
ings of  dining  room  siutes — buffet,  table  and  chairs — 
and  in  one  corner  was  a  new  quartered  gum  bedroom 
suite,  the  sample  beizig  .jusif  completed.  It  looked  fine. 
W.  J.  Anderson,  T.  A.  Griffin  and  A.  J.  Pigeon  were  in 
charge  of  the  exhibit. 

Brass  Beds 

The  Stratford  Bed  Co.  made  a  display  of  half  a  hun- 
dred bj-ass  beds.  Some  of  the  new  ones  showed  square 
solid  brass  tubing,  and  the  finishes  were  in  satin  and 
polet.  Some  splendid  liighly-polished  samples  were 
also  shown,  and  throughout  them  all  there  was  noted  a 
tendency  to  run  to  simple  and  straight  lines  rather  than 
heavy  ornamentation. 

Several  new  costumiers  were  also  displayed,  and  a 
new  departure  was  seen  in  a  couple  of  brass  fireplace 
rails.    C.  N.  Greenwood  looked  after  the  display. 

Willow  and  Reed  Furniture 

On  the  second  floor  of  the  exhibition  hall  the  Imperial 
Rattan  Co.  made  one  of  the  finest  furniture  displays 
ever  seen  in  the  Dominion.  Down  the  centre  of  their 
booth  they  gave  a  first  view  of  their  new  willow  line, 
showing  some  275  differently  designed  articles  of 
furniture,  to  which  additions  are  being  made  all  the 
time.  These  include,  besides  the  usual  items  of  furni- 
ture, piano  lamp  stands,  flower  baskets  and  boxes,  bird 
cages,  table  lamps,  etc.  These  articles  especially  were 
set  out  very  attractively.  The  flower  baskets  were 
filled  with  blooms,  the  lamps  were  burning  under  silk 
shades,  and  one  of  the  cages  at  least  held  a  singing 
canary,  whose  warbles  were  heard  all  over  the  floor. 
It  was  a  brilliant  idea  conceived  and  worked  out. 

But  it  is  the  staple  articles  that  are  mostly  sold,  and 
there  were  there  in  attractive  array.  Tables,  chairs, 
rockers  and  settees,  with  seats  loosely  cushioned  and 
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backs  upholstered  or  in  plain  willow,  were  greatly  in 
evidence.  Some  of  the  tables  had  wood  tops,  others 
were  willow  throughout. 

All  these  articles  were  shown  in  reed  also,  in  a  large 
section  devoted  to  reed  lines.  Many  of  these  were  shown 
in  fumed  tinish,  but  some  were  also  seen  in  natural  and 
mahogany.  Several  bookstands  in  a  variety  of  designs 
were  attractive,  as  also  were  some  waste  baskets. 

"White  enameled  suites  for  living  room  and  library, 
with  glass-topped  centre  table,  reading  table  and 
caraffe  were  very  pretty.  The  ladies'  desks  and  dress- 
ing chairs,  also,  were  fine. 

A  big  showing  of  tapestry  and  cretonne  patterns 
drew  attention  to  the  Imperial  upholstered  line  of 
furniture.  The  range  of  coverings  is  very  extensive. 
Davenports  and  living  room  Chesterfields,  chairs,  re- 
cliners  and  rockers,  in  individuals  and  sets,  were 
shown  in  great  variety,  and  some  club  chairs  had 
features  of  comfort  not  seen  in  other  displays. 

The  set-out  of  the  display  was  enhanced  by  the  use 
of  crossed  flags  on  the  pillars  and  rugs  on  the  floors. 
It  was  a  wonderful  and  beautiful  display,  reflecting 
credit  on  the  taste  of  Mr.  Strudley  and  his  assistants, 
Matt.  Brown,  R.  D.  Kilgour,  and  Prank  Cundill. 

Fine  Bedroom  Furniture, 

The  Classic  Furniture  Co.  made  their  display  in  the 
same  wing  with  the  Imperial  Rattan  Co.,  under  the  su- 
perintendence of  J.  G.  Davies,  assisted  by  J.  W.  Chown, 
formerly  of  Winnipeg,  but  now  Ontario  representative 
of  the  Classic  Company.  Their  exhibit  Avas  made  in 
room  groupings,  so  arranged  as  to  give  a  homelike  ef- 
fect.  Most  of  the  suites  were  entirely  new. 

There  was  an  Adams  bedroom  suite  in  Circassian 
shown  in  the  first  room  that  was  a  splendid  example  of 
that  particular  period.  Other  suites  were  in  solid  ma- 
hogany, and  one  particular  suite  of  American  black 
walnut  built  on  Jacobean  lines  received  much  atten- 
tion. All  of  these  suites  were  made  since  the  fire  which 
destroyed  the  Classic  plant  recently. 

Colonial  and  Sheraton  designs  also  found  fine  ex- 
amples in  the  Classic  display,  and  a  big  range  of  indi- 
vidual case  goods— high  and  low  dressers,  ehifi'oniers, 
etc. — in  oak,  was  displayed.  In  the  suites  were  in- 
cluded the  bed,  dressers,  eheval,  tables,  chairs,  etc.  The 
company  pride  themselves  on  the  finish  of  their  produc- 
tions, and  on  the  care  exercised  in  having  all  the  work- 
ing parts  easy -running.  All  dressers  are  dustproof 
throughout,  the  drawers  having  partitions  between  all 
of  them,  and  working  easily.  The  drawers  of  a  50-inch 
case  in  demonstration  were  easily  pulled  out  from  one 
side,  and  this  it  was  found  could  be  done  with  all  the 
dressers. 

Revolving  Seat  Davenports. 

The  Stratford  Davenport  Co.  made  a  complete  show- 
ing of  their  line,  having  some  50  revolving  seat  daven- 
ports on  display.  It  is  a  very  comprehensive  line,  and 
the  davenports  are  covered  with  both  tapestry  and 
leather.  The  line  ranged  from  the  moderate-priced  to 
beautiful  designs  in  overstuffed  Chesterfields. 

With  both  E.  W.  Forsburg  and  A.  A.  Leipold,  who 
were  in  charge  of  the  booth,  the  davenport  line  is  one 
with  which  they  have  had  a  deal  of  experience,  in  fact, 
Mr.  Leipold  saw  the  first  revolving  seat  davenport 
made,  and  both  of  them  were  connected  with  the  orig- 
inal company  making  them  for  many  years.  This  sea- 
son they  are  showing  a  dozen  entirely  new  designs 
which  are  absolutely  original. 

The  immense  range  of  coverings— material,  color  and 


pattern — was  much  commented  on  very  favorably  by 
visitors  to  the  display. 

Kitchen  and  Household  Needs. 

The  Stratford  Mfg.  Co.,  always  adding  new  lines, 
showed  this  year  three  sample  kitchen  cabinets.  They 
are  putting  out  this  season  cabinets  in  eight  different 
designs  in  oak,  maple  and  gum.  These  cabinets  have 
new  features,  not  heretofore  shown  in  Canada.  The 
sliding  solid  built-up  maple  top  is  one  of  these.  The 
majority  of  the  cabinets  are  made  with  galvanized  lin- 
ings in  all  drawers,  making  them  mouse-proof  and  sani- 
tary. Sanitary  metal  shelves  and  racks  are  used 
throughout,  and  of  course  there  is  a  full  equipment  of 
glass  jars  for  the  various  commodities. 

The  flour  bin  in  drawer  is  a  new  feature  on  the  small- 
er cabinets,  and  the  flour  container  in  the  larger  ones 
has  an  arm  swing  which  brings  the  top  of  the  container 
level  with  the  table  top  for  filling.  A  crank  handle 
puts  the  bin  back  in  place,  so  the  housewife  has  no 
heavy  lifting  to  do.  All  the  cabinets  have  ample  cup- 
board space. 

Outdoor  lines  shown  included  lawn  swings,  canvas 
camp  stools  and  backed  chairs,  an  arm  folding  canvas 
chair  being  new  and  decidedly  comfortable.  Carpet 
and  wood  seated  camp  chairs  were  also  displayed,  and 
several  opera  and  theatre  folding  seats  were  among  the 
exhibits.  Folding  canvas  cots  and  reclining  chairs,  slat 
lawn  seats  and  park  seats  were  also  on  display. 

Household  and  kitchen  lines  on  display  were  step- 
ladders  and  chair  ladders,  clothes  horses,  bake  and  fold- 
ing ironing  boards.  Folding  card  tables,  too,  were 
shown.  This  latter,  a  new  line.  They  come  with  green 
baize  tops.  Another  new  item  to  the  Stratford  Manu- 
facturing Co.'s  list  is  a  folding  sewing  table.  Manager 
Chas.  Moore,  assisted  by  Roy  Harris,  looked  after  the 
display. 

Magnificent  Furniture  Exhibit. 

In  describing  the  splendid  exhibit  of  The  George  Mc- 
Lagan  Furniture  Co.,  to  which  one  whole  floor  of  the 
exhibition  hall  was  devoted,  it  is  necessary  to  use  super- 
latives. So  far  as  the  writer  is  concerned,  it  was  cer- 
tainly one  of  the  finest  furniture  displays  he  had  ever 
seen,  and  this  testimony  is  borne  out  by  the  verdict  of 
dealers  who  have  attended  Chicago  and  other  furniture 
exhibition  centres  in  the  United  States.  Some  of  them 
aver  that  it  was  the  finest  they  had  seen  anywhere,  and 
that  they  could  hardly  believe  it  possible  that  any  Can- 
adian manufacturer  could  make  such  a  showing. 

The  main  aim  of  the  company  this  year  is  to  get  out 
period  furniture,  principally  Jacobean  and  Adams.  The 
whole  centre  of  the  display  was  given  over  to  Jacobean 
designs  exclusively.  The  entire  exhibit  was  grouped  in 
fumed,  period  and  polished  oak  displays,  with  an  added 
room  devoted  to  fancy  furniture  for  hall,  parlor  and 
library. 

One  big  section  in  the  oak  division  was  given  over  to 
dining  room  stuff.  Here  were  beautiful  buffets,  from 
those  built  on  simple,  straight  lines,  to  the  more  ornate 
and  elaborate  ones  for  mansions,  clubs  and  hotels.  The 
suites  in  this  section,  too,  were  very  comprehensive. 

In  the  fumed  section  a  great  many  of  the  pieces  and 
suites  were  of  Colonial  design;  and,  in  fact,  in  all  the 
sections  Colonial  held  a  place.  Mission,  too,  is  yet 
strong,  and  Sheraton  designs  were  noticed  in  all  parts 
of  the  exhibit.  The  period  designs  are  very  popular 
this  year  in  the  dining  room,  and  McLagan's  showed 
splendid  specimens  of  this  work  in  their  tables,  buffets, 
wagons,  china  cabinets,  etc.  It  was  noticed  that  Jacob- 
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ean  stuff  is  enlarging  into  more  fancy  carving  than  has 
obtained  up  to  now,  and  in  some  buffets  a  Jacobean 
touch,  entirely  new  this  year,  has  been  added  by  the  in- 
sertion of  cane  panels. 

In  the  library,  hall  and  parlor  section  were  shown  a 
new  line  of  desks  in  all  woods  and  finishes,  and  new 
designs  of  library  and  reading  tables  and  sectional 
bookcases.  In  this  department,  also,  Jacobean  designs 
are  prominent.  Some  of  the  items  embraced  under  this 
head  being  bookcases,  tables,  pedestals,  lamp  stands, 
book  racks,  writing  tables  and  desks,  the  spiral  carv- 
ing adding  attractive  lines  to  these  goods. 

Hall  seats  and  mirrors,  principally  of  oak,  were  rang- 
ed around  the  walls  of  this  room,  and  in  the  centre 
stood  fancy  parlor  tables  in  immense  variety  and  range 
of  design.  Mahogany  seems  to  be  coming  in  strong, 
though  in  dull  or  satin  finishes  rather  than  polished. 

An  entirely  new  line  of  music  cabinets  is  being  put 
out  this  year,  mahogany  being  the  most  prominent 
wood,  and  some  new  record  cabinets  with  side  rather 
than  front  doors,  are  the  very  newest.  Customers  and 
dealers  say  this  side  door  feature  is  the  best  of  the  ad- 
ditions that  have  been  made  to  these  cabinets  in  years. 

The  parlor  section  also  showed  pedestals  and  jardin- 
iere stands,  china  cabinets  and  parlor  cabinets,  and  in 
a  corner  of  the  booth  were  a  number  of  novelties  in  um- 
brella stands,  hall  trees,  and  some  card  and  game  tables 
— all  of  them  practically  new.  The  game  tables  were  of 
the  reversible,  stationary  and  folding  types,  and  all  of 
them  had  some  novel  feature  that  would  commend  them 
to  people  who  like  good  furniture. 

A  separate  section,  where  were  arranged  the  den  and 
library  lines,  showed  on  display  a  number  of  library 
tables,  combination  desks  and  tables  and  reading  tables 
— very  nice  and  appealing.  G.  Chrystal,  sales  manager, 
was  in  charge  of  the  exhibit,  and  he  was  assisted  by  F. 
H.  Wilson,  Toronto  representative;  J.  T.  Truscott,  Sas- 
katchewan; M.  H.  Stewart,  Alberta;  J.  Gr.  McGowan, 
Manitoba ;  J.  H.  Mead,  Quebec,  and  D.  W.  Burns,  Mari- 
time. 

Desks  and  Office  Appliances. 

The  Globe-Wernieke  and  Stratford  Desk  Companies 
made  a  joint  display  under  the  supervision  of  J.  J. 
Mason,  Frank  Mason  and  W.  J.  White.  They  showed 
a  complete  line  of  bookcases,  desks,  filing  cabinets  aaid 
supplies  and  general  office  stationery  lines. 

A  new  line  of  bookcases  is  being  shown  this  year— a 


utility  line — in  oak,  and  some  new  Colonial  desks  in 

•  luartered  and  mahogany. 

A  suggested  window  display  of  Globe-Wemicke 
cases  was  made  in  one  corner — a  woman  seated  on  the 
floor  arranging  some  books  and  her  husband  standing 
by  a  standard  of  cases  putting  them  in  place.  The 
whole  picture  is  life-size  and  would  make  a  striking 
window  grouping. 

The  Desk  Company  is  displaying  both  the  upright 
and  vertical  systems  of  filing  this  year,  and  the  desks 
run  into  improvements  on  the  older  patterns  of  flat  and 
roll  topped  types.  Bookkeepers  can  now  be  had  in  a 
variety  of  sizes,  both  double  and  single,  and  new  fea- 
tures are  added  to  the  1915  office  tables,  wardrobes  and 
costumiers. 

A  full  stationery  line  was  shown  for  the  first  time, 
the  past  few  months  seeing  the  goods  made  for  the  first 
time.  The  Desk  Company  are  now  making  everything 
for  the  office  but  chairs. 


CHAIR  COMPANY'S  NEW  PLANT  AT  STRATFORD 

The  new  addition  to  the  Stratford  Chair  Company's 
plant  at  Stratford,  Ont.,  in  which  was  held  this  year's 
furniture  exhibition,  is  one  of  splendid  proportions.  It 
is  of  concrete  constniction,  four  storeys  high,  harmoniz- 
ing with  the  older  portion  of  the  factory.  In  two  com- 
bined sections  it  has  a  frontage  of  90  feet  by  a  depth  of 
60  ft.,  with  a  wing  behind  60  feet  across  and  112  feet 
deep,  the  lesser  width  of  the  back  wing  allowing  of  a 
railway  siding  right  x\p  to  the  shipping  room  doors, 
where  four  or  five  cars  can  be  loaded  at  once. 

Practically  the  whole  building  was  erected  by  the 
company's  own  men — if  we  except  the  lighting,  heat- 
ing and  necessary  plumbing  work.  Entering  from  the 
street  a  short  flight  of  steps  leads  one  into  the  business 
office,  a  large,  roomy  section,  32  by  60  feet,  well  lighted, 
with  walls,  beamed  ceiling  and  pillars  beautifully  pan- 
eled in  quarter-cut  oak.  The  stairway,  too,  is  of  the 
same  paneling. 

Off  the  office  are  rest  and  wash  rooms  for  the  use  of 
the  staff,  and  to  the  right  is  a  large  showroom,  about  88 
by  60  feet.  The  floor  below  and  those  above  this  flat 
will  be  used  as  factory  premises  to  allow  of  more  room 
for  the  machinery.  The  south  wing,  too,  will  be  used 
for  manufacturing  purposes.  It  is  splendidly  adapted 
for  this  purpose,  having  plenty  of  light  from  windows 
along  both  sides  of  the  building. 

A  feature  of  this  part  of  the  structure  is  seen  in  the 
finishing  room,  where  a  third  of  the  floor  is  given  over 
to  a  polishing  gallery.  When  the  pieces  of  furniture 
are  finished  they  are  passed  off  this  gallery  to  the  main 
floor,  where  they  are  immediately  crated  and  shot 
through  a  chute  in  the  floor  to  the  shipping  room  below. 
Here  the  articles  are  taken  to  some  part  of  the  room 
awaiting  shipment,  or  may  be  loaded  immediately  into 
cars  at  the  door.  The  shipping  floor  is  even  with  the 
floor  of  the  cars,  which  is  a  great  convenience.  This 
has  been  made  possible  by  elevating  the  polishing  gal- 
lery on  the  floor  above  and  allowing  of  the  extra  ship- 
ping floor  being  inserted. 

All  told,  about  50,000  square  feet  of  floor  space  is 
given  in  the  new  building.  The  ceilings  are  lofty,  and 
Wig  building  is  equipped  with  a  fine  sprinkling  system. 
Electricity  is  used  for  artificial  lighting. 


Pepplar  Bros.,  Hanover,  Ont.,  have  published  a  new 
catalogue  of  their  furniture  productions. 


THE  TRADE  PAPEE 

I KNOW  hundreds  of  high,  prosperous  business  men, 
manufacturers,  dealers,  jobbers,  craftsmen,  and  I 
cannot  recall  a  single  instance  in  which  the  men- 
tally successful  man  does  not  read  his  specialized 
paper,  lie  subscribes  for  it  and  he  pays  for  it 
promptly.  In  many  instances  he  orders  extra  copies 
from  time  to  time  and  distributes  them.  He  is  boost- 
ing the  whole  game  all  along  the  line  and  this  very 
fact  puts  him  in  a  frame  of  mind  where  currents  of 
success  come  swirling  in  his  own  direction.  He  is 
moving  on  the  eternal  tide  of  progress. 

When  you  subscribe  for  your  trade  paper  and  assimi- 
late it,  yon  are  uplifted,  inspired,  given  courage,  pep, 
intellectual  vim  and  vigor  and  enough  trade  informa- 
tion to  make  you  free  from  the  trials  and  tribulations 
which  beset  the  man  who  "doesn't  know." 

These  things  all  have  a  direct  influence  on  the  bank 
and  mental  balance. 

The  trade  paper  binds  everybody  in  the  business 
into  a  fraternity,  which  spells  length  of  days,  because 
it  "serves"  and  its  service  is  based  on  specific  knowl- 
edge.— Elbert  Hubbard. 
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PURE  BEDDING  LAW  NEEDED 

BY  WESTON  WRIGLEY 

The  Furniture  World  has,  on  several  occasions,  urged  the  need  of  a 
pure  bedding  law  in  the  various  provinces  of  Canada,  and  the  experience  of 
a  Toronto  furniture  dealer  proves  that  not  only  the  Public,  but  also  the  Trade, 
need  protection. 

A  customer  bought  a  mattress  from  this  dealer,  but  very  soon  after  de- 
livery the  dealer  vras  confronted  by  the  customer,  who  angrily  demanded 
that  the  mattress  be  removed  from  his  house  within  an  hour  or  he  would  call 
in  a  health  official.    The  dealer  got  busy  and  removed  the  mattress. 

The  aroma  from  the  mattress,  when  put  into  the  sleeping  room,  was  so 
offensive  that  the  purchasers,  seeking  for  the  cause,  opened  the  mattress  and 
found  that  what  was  apparently  a  fine  new  mattress  was  really  a  filthy, 
urine-soaked  cast-otf,  with  the  ticking  left  on,  covered  over  with  some  sea 
grass  and  felt,  and  enclosed  in  a  new  cover. 

The  dealer  offered  a  new  mattress  in  exchange,  but  his  reputation  had 
been  destroyed.  The  customer  demanded  a  refund  and  refused  to  buy  any 
more  goods  in  that  store. 

Seeking  satisfaction  from  the  manufacturer,  the  blame  was  put  upon  a 
foreman.    It  was  all  a  mistake,  etc. 

****** 

Have  any  other  dealers  had  experiences  like  this? 

Where  do  the  old  mattresses  used  by  diseased,  drunken,  and  disorderly 
persons  go  to  ? 

What  is  the  past  and  future  history  of  the  mattresses  and  rags  gathered 
by  the  ragmen  in  the  towns  and  cities? 

And  what  is  to  prevent  filthy  and  disease-bearing  cast-off  garments  being 
made  into  "felt"  and  used  in  supposedly  clean  and  antiseptic  mattresses,  for 
furniture  dealers  to  sell  to  trusting  customers? 

****** 

Mattress  manufacturers,  furniture  dealers^  and  the  public  should  be  pro- 
tected by  a  Pure  Bedding  Law,  and  the  Provincial  Secretary  or  some  such 
man  as  W.  H.  Hoyle,  M.P.P.,  who  knows  the  conditions,  should  take  action 
at  the  coming  session  of  the  Ontario  Legislature. 

Write  them,  asking  for  such  a  law,  and  write  the  Furniture  World,  telling 
us  of  any  experiences  you  or  your  customers  have  had  with  questionable  mat- 
tresses. 

So  far  as  the  Furniture  World  knows,  it  has  not  accepted  advertisements 
from  manufacturers  whose  products  are  not  satisfactory,  but  if  any  reader 
can  give  us  information  as  requested  above,  mentioning  the  manufacturer,  the 
letter  will  be  treated  as  confidential,  an  investigation  made,  and  no  further 
advertisements  inserted  until  the  Furniture  World  is  satisfied  that  the  mat- 
tresses are  manufactured  of  sanitary  materials  and  under  cleanly  conditions. 

A  manufacturer  of  high  quality  mattresses  should  welcome  a  Pure  Be'd- 
ding  Law,  adopt  a  brand  name,  guarantee  his  goods,  and  show  his  confidence 
in  his  product  by  advertising  his  brands  in  the  trade  papers. 
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Splendid  Furniture  Samples  in  Berlin's  Exhibition  Hall 

Fourth  annual  show  at  Twin  Cities  a  huge  success — Exhibition 
Hall  on  Queen  Street  South  met  requirements — The  new  offerings. 

Displays  in  Berlin  and  Waterloo  Factories 


THAT  Berlin  still  holds  its  place  as  a  great  centre 
for  the  manufacture  of  furniture  in  all  its  dif- 
ferent lines  and  branches  was  amply  evidenced 
by  the  fine  displays  which  were  made,  both  at  the  Exhi- 
bition Hall  and  in  the  principal  factories  of  that  city. 

It  was  the  fourth  annual  exhibition,  and  the  com- 
bined displays  were  shown,  as  last  year,  in  the  "W.,  G. 
and  R.  Co.'s  building,  on  Queen  Street  South.  Secre- 
tary P.  Scully  was,  as  always,  right  on  the  job,  and  he 
had  all  the  displays  arranged  on  the  opening  day.  The 
building  was  not  large  enough  for  all  the  exhibitors, 
and  this  emphasized  the  fact  that  a  central  exhibition 
hall,  with  sufficient  space  to  house  a  comprehensive 
selection  of  Berlin-made  furnitiire  is  a  necessity  that 
must  be  provided  in  the  near  future,  if  an  annual  furni- 
ture exhibition  is  to  be  a  fixture  in  Berlin.  As  it  was, 
the  displays,  both  at  the  hall  and  in  the  various  fac- 
tories, were  splendid. 

Elmira  Furniture  Display 

The  first  display  seen  on  entering  the  exhibition  hall 
was  that  of  the  Elmira  Furniture  Co.,  Elmira,  Ont., 
who  made  a  splendid  showing  of  dining  chairs,  den 
furniture,  fancy  rockers,  and  parlor  tables.  These  lines 
were  set  out  in  three  rooms,  into  which  the  booth  was 
divided,  by  means  of  bunting,  this  extra  decoration 
setting  off  the  display  in  splendid  style.  One  room 
represented  a  library,  another  a  dining  room,  and  the 
third  a  parlor.  Over  the  entrance  to  the  display  was 
an  electric  trade  mark  sign.  Some  splendid  furniture 
was  shown  in  all  the  rooms,  many  of  the  designs  being 
new,  and  all  of  them  of  standard  styles.  The  diner,  hall 
and  desk  chairs  is  a  big  line,  and  they  were  shown  in  a 
number  of  attractive  designs.  So  were  the  bedroom 
chairs  and  rockers,  parlor  chairs  and  rockers,  and  the 
den  and  library  furniture.  Sample  office  chairs  and 
tilters,  and  library  and  card  tables  looked  very  nice; 
and  in  novel  items  were  the  parlor  tables,  umbrella 
and  jardiniere  stands  and  footstools.  H.  F.  Rapp  was 
in  (Jharge  of  the  display. 

Parlor  Suites  and  Fancy  Rockers 

The  G.  H.  Hachborn  Furniture  Co.  made  a  large  and 
varied  display  of  their  upholstered  lines,  embracing 
parlor  suites,  couches,  easy  chairs,  and  fancy  rockers. 
Notable  among  these  were  parlor  suites  in  mahogany 
with  slat  and  padded  backs,  velour,  tapestry  and  art 
silk  seats ;  also  leather  and  fancy  arm  chairs  with  re- 
movable cushions ;  settees  and  fancy  corner  chairs.  The 
suites  were  in  three  and  five  pieces.  A  number  of  easy 
and  reclining  chairs  for  the  living  room  were  a  feature 
of  the  display,  as  particularly  was  the  "Duofold"  div- 
anette  with  two  chairs,  a  recent  product  of  their  fac- 
tory. 

There  was  a  lot  of  embellishment  on  many  of  the 
newer  styles  of  parlor  furniture,  and  soft,  downy  up- 
holstering was  in  evidence  in  the  new  living  room 
suites.  Much  of  the  woodwork  ran  to  fumed  and  Early 
English  effects,  and  colored  leathers  were  more  gen- 


erally used. 

Bedroom  boxes  and  stools  have  a  place  in  the  Hach- 
born line,  and  about  3.3  different  styles  of  couches  are 
put  out.  They  also  make  a  large  line  of  fumed  oak 
mission  furniture,  with  upholstering  to  match.  Clarke 
Washburn  assisted  Mr.  Hachborn  in  looking  after  the 
display. 

Mantels,  Desks  and  Library  Tables 

A.  Edwards  looked  after  the  visitors  who  came  to 
see  the  Elmira  Interior  Woodwork  Co.'s  display  of 
mantels,  office  furniture,  and  library  and  writing  tables. 
Electric  piano  lamp  stands  are  a  new  line,  and  these 
were  splendidly  set  off  with  illumination  and  fancy 
shades.  A  couple  of  Jacobean  stands  were  fine,  one 
in  oak  and  another  in  mahogany  being  featured.  Other 
new  features  were  telephone  sets — table  and  chair — 
the  chair  with  cane  seat.  The  mantels  are  improved 
even  over  last  year,  and  may  be  used  for  coal,  gas,  or 
electricity.  Those  displayed  were  fitted  with  electric 
luminous  radiators,  to  set  off  their  beauty.  The  com- 
pany are  now  making  some  fifty  designs  of  these. 
Candlesticks  to  match  mantels  are  added  fixtures  this 
year.  The  mantel  trade  has  gone  to  tile  men  in  the 
past,  but  with  the  substitution  of  electricity  and  the 
dropping  of  the  tile  work  on  these  articles,  there  seems 
to  be  an  opportunity  for  furniture  dealers  to  handle 
this  mantel  trade,  where,  especially  in  cities  and  larger 
centres,  many  of  these  items  are  used  in  many  rooms 
of  the  house. 

Office  furniture  in  mahogany  was  also  shown — letter 
files,  tables,  desks,  chairs,  and  costumiers.  These  also 
come  in  oak.  They  made  a  fine  showing. 

Automatic  Dining  Extension  Table 

The  Berlin  Table  Co.  made  a  very  comprehensive 
showing  of  their  oak  dining  patent  automatic  exten- 
sion tables.  This  company  is  specializing  in  non-divis- 
ible pedestal  tables,  mostly  in  quartered  oak.  These 
are  extension,  of  course,  and  all  of  them  are  fitted  with 
the  new  automatic  self-centreing  slide,  the  feature  of 
which  is  that  when  a  new  leaf  or  leaves  are  wanted  in 
the  table  these  can  be  inserted  and  the  table  centred 
automatically.  The  mechanism  controlling  this  is  on 
the  ratchet  principle,  and  is  completely  out  of  sight. 
The  mechanism  has  been  improved  and  perfected  dur- 
ing the  year. 

The  tables  can  be  extended  between  seven  and  eight 
feet,  but  this  year  they  will  be  made  to  extend  to  ten 
and  twelve  feet,  by  the  use  of  extra  legs,  which  will 
drop  when  extended,  and  will  be  out  of  sight  when 
closed.  The  company  pride  themselves  on  the  finish 
of  all  tables,  and  on  the  matching  of  the  tops  in  figure, 
color  and  texture,  thus  making  for  uniformity.  Ed. 
Scully,  W.  H.  Beney,  J.  W.  Daly,  and  Wm.  May  looked 
after  the  booth. 

Kitchen  Cabinets 

Watson's,  Ltd..  Bradford,  Ont.,  made  a  display  of 
their  kitchen  cabinets  under  the  direction  of  W.  H, 
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Beney.  They  are  putting  out  two  cabinets,  which  Mr. 
Beney  says  are  "the  best  for  the  money  on  the  market." 
One  of  the  cabinets  has  a  shutter  front,  with  glass  door 
on  cabinet,  a  niekeloid  extension  top,  sanitary  metal 
slides  and  rack  for  dishes,  metal-lined  drawers,  and 
rickel  trimmings. 

The  other  has  all  the  features  of  the  first,  except  the 
shutter  front  and  the  glass  doors.  The  cabinets  are  of 
oak  throughout  with  w'hite  enameled  interiors. 

Furniture  for  Library,  Den  and  Parlor 

Kreiner  &  Co.  made  a  very  large  and  splendid  show- 
ing of  library  and  parlor  tables,  den  furniture,  book- 
eases  and  ladies'  desks.  "W.  H.  Beney  assisted  Mr. 
Kreiner,  Jr.,  and  Miss  Kreiner,  in  looking  after  the 
stand,  and  he  also  kept  Miss  Kreiner  busy  at  home 
filling  up  the  "Kbemmel  Sehnapp"  cabinet — a  wonder- 
ful new  invention  of  this  company. 

In  new  goods  Kreiner  &  Co.  have  brought  out  new 
designs  in  bookcases,  library  tables,  and  desks.  Many 
of  these  run  to  Colonial  lines.  A  specialty  shown  was 
a  library-desk  table  with  a  writing  cabinet  drawer.  A 
great  many  of  the  items  shown  were  in  dull  or  satin 
finish.  These  finishes  were  very  prominent  in  the  card 
tables.  Another  novelty  was  a  restaurant  or  den  card 
table  set,  with  the  four  chairs  sitting  in  snug  under 
the  round  table. 

Bungalow  and  Living  Room  Furniture 

Baetz  Bros.  Furniture  Co.  made  an  elaborate  showing 
of  their  lines,  under  the  supervision  of  J.  H.  Baetz  and 
W.  H.  Beney.  The  centre  display  in  the  booth  of  bun- 
galow furniture  was  one  of  the  prettiest  sights  in  the 
whole  exhibition  hall,  and,  in  fact,  was  a  feature  of  the 
whole  exhibition.  This  bungalow  furniture,  it  is  to  be 
noted,  has  passed  through  the  novelty  stage,  and  some 
U.  S.  factories  are  making  this  line  for  all  the  rooms 
in  the  house.  Baetz  Bros,  will  make  a  specialty  of  bun- 
galow furniture  this  year. 

But  besides  this  they  showed  dining  room  chairs,  bed- 
room chairs,  parlor  frames,  and  living  room  furniture 
in  many  and  varied  designs.  Tea  tables  with  glass 
tray  to  cover  top  of  table,  in  different  woods,  was  a 
novel  and  taking  feature ;  and  a  big  line  of  cane-seated 
chairs  and  rockers  and  dressing  chairs  in  all  finishes 
was  much  commented  on. 

Period  furniture  for  the  living  room  was  another  fine 
grouping,  and,  in  fact,  the  whole  living  room  line  gen- 
erally was  very  strong.  In  diners,  tapestry-covered 
chairs  were  new  and  are  said  to  be  in  good  demand. 

Quality  Mattresses 

The  Quality  Mattress  Co..  having  recently  moved  in- 
to their  new  factor}^  at  Waterloo,  put  on  display  a  num- 
ber of  their  high  and  medium  grades  of  mattresses,  to- 
gether with  some  demonstration  mattresses,  to  show 
construction.  While  not  so  large  a  showing  was  made 
as  last  year,  because  the  full  line  will  be  displayed  at 
Totonto,  a  big  range  of  art  ticking  samples  was  shown 
and  the  representatives  present  looked  after  visitors. 


explaining  the  merits  and  describing  the  variety  of  the 
company's  lines. 

The  company  is  now  making  a  complete  woven  wire 
mattress  line,  and  these  were  shown  in  samples  with 
rope  edge  and  cross  reinforcements.  A.  L.  Dantzer 
and  Joe  E.  Reinhardt,  Western  Ontario  representative, 
looked  after  the  display. 

Children's  Carriages 

The  Lloyd  Mfg.  Co.,  whose  assembling  room  is  in  the 
exhibition  building,  and  who  make  everything  in  chil- 
dren's carriages,  from  dolls'  carriages  up,  had  a  display 
of  their  many  sizes  and  designs  on  exhibition.  The 
high  grade  carriages  have  a  reversible  cradle  gear. 
That  is,  the  body  can  be  turned  entirely  around,  or 
turned  half-way  and  used  as  a  cradle.  The  carriages 
come  in  all  colors  and  may  be  had  in  wood  or  reed.  A 
noticeable  feature  of  the  carriages  is  that  all  of  them 
are  large  and  roomy.  There  was  a  new  line  of  collaps- 
ible carriages  shown  also.  These  come  in  wood  and 
reed.  They  are  of  a  much  higher  grade  than  have 
obtained  in  the  past.  F.  C.  Brandt,  Canadian  manager, 
was  in  charge  of  the  exhibit,  and  assisting  him  were 
Wm.  Buchanan,  Ontario  representative ;  D.  W.  Al- 
bright, Quebec  and  the  East,  and  B.  J.  Walker,  the 
West. 

Power  Washing  Machines 

The  Exeello  Motor  Washer  Co.  had  half  a  dozen  of 
their  machines  on  display.  R.  J.  Haley,  sales  manager, 
explained  the  merits  of  the  machine,  the  principal  one 
of  which  is  that  it  is  simplicity  itself.  "The  motor  is 
constructed  of  brass  throughout ;  it  has  no  complicated 
parts  to  break  or  get  out  of  order,  and,  once  started, 
it  works  itself.  The  company  are  preparing  a  plan  with 
which  to  go  to  the  trade.  A  number  of  striking  talk- 
ing points  were  displayed  in  connection  with  the  exhi- 
bition. A  demonstration  of  the  machine  working  under 
water  power,  with  the  flow  of  water  cut  down  to  the 
minimum,  attracted  much  attention. ' 

Bedding  and  Upholstered  Furniture 

The  Schreiter  Bedding  Co.  and  The  Sehreiter  Uphol- 
stery Co.  made  a  combined  exhibition  of  their  pro- 
ducts, under  the  superintendence  of  S.  W.  Sehreiter. 
The  walls  of  the  booth  were  covered  with  large  skins 
used  in  covering  living  room  chairs. 

In  bedding  lines  they  made  a  display  of  their  various 
makes  of  mattresses — "Royal,"  "Success,"  "Nation- 
al," "Faultless,"  "Elite,"  "Imperial,"  "Soft-nap"  and 
"Excel"  brands.  These  difilerent  mattresses  had  open 
ends  to  show  the  filling  and  how  they  are  constructed. 
Some  were  filled  with  hair  and  felt,  others  with  white 
felt,  all  wool,  curled  grass  and  wool,  and  grass  and  felt. 

The  upholstered  goods  ran  to  living  room  furniture — 
chairs,  rockers,  and  Chesterfields.  A  new  French  de- 
sign of  an  evening  reading  lounge  with  back  rest  was 
a  novelty.  All  the  chairs  had  double-spring  seats  and 
backs  and  most  of  them  were  of  hair  and  cotton  con- 
struction. Some  of  the  chair  exhibits  had  wood  frames, 
but  easily  half  of  them  were  more  pliable  because  of 
their  wire-back  construction. 


Birdseye  view  of  Busy  Berlin 
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Visit  Among  Berlin '5 

NOT  all  of  the  Berlin  factories  showed  their  wares 
in  the  exhibition  hall.  Many  of  them  displayed 
their  productions  in  their  own  factory  show- 
rooms, where  more  space  was  available. 

Vacuum  Cleaners  and  Furniture  Shoes 

The  Onward  Mfg.  Co.  showed  their  improved 
"Eureka"  electric  vacuum  cleaner  in  their  King  Street 
showrooms,  where  T.  A.  Witzel  received  and  looked 
after  all  visitors.  They  also  made  an  extensive  show- 
ing of  furniture  shoes  in  metal  base  and  glass  base, 
with  short  stem  for  wood  furniture  and  wishbone  bush- 
ing for  metal  beds.  For  very  light  weight  furniture 
the  new  "Onward"  slides  are  now  made.  They  are 
small,  light  metal  shoes  without  long  shanks  and  are 
adaptable  for  use  where  casters  cannot  be  used.  Some 
new  small  slides  are  now  made  in  both  brass  and 
nickelplate. 

The  showroom  was  embellished  Avith  the  new 
"Eureka"  window  cutout  display  and  with  the  display 
stand  for  furniture  shoes. 

Desks  and  Office  Fittings 

The  Berlin  Interior  Hardwood  Co.  made  an  extensive 
showing  of  desks  of  all  kinds,  writing  tables,  and  in- 
terior fittings.  Quartered  oak  and  mahogany  desks 
were  shown  in  both  flat  and  roll  top  styles,  and  type- 
writers' and  bookkeepers'  desks,  wardrobes,  bookcases, 
umbrella  stands,  letter  trays  and  waste  baskets.  Church, 
lodge  and  theatre  furniture  etiuipments  completed  the 
display  in  addition  to  the  commercial  furniture  shown. 

Handy  Leaf  Tables 

The  George  Lippert  Table  Co.  made  an  extensive 
display  of  their  patented  "Lippert  Handy  Leaf  and 
Ecjualizer, "  dining  table,  so  called  from  the  convenient 
contrivances  they  embody  in  caring  for  the  extra  leaves 
when  not  in  use,  and  the  simple  equalizing  contrivance 
for  keeping  the  top  of  the  table  always  exactly  centred 
over  the  pedestal.  The  storing  of  the  extra  leaves 
under  tables  is  not  an  entirely  new  feature,  as  some 
square  and  rectangular  tables  have  had  such  equip- 
ment in  the  past,  but  the  Lippert  "handy  leaf"  is 
said  to  be  the  only  round  dining  table  yet  designed 
that  has  this  equipment.  Under  the  top  of  the  table  is 
a  well  for  holding  the  leaves,  the  latter  being  hinged 
for  folding.  When  not  in  use  the  extra  leaves  are  en- 
tirely out  of  sight,  though  right  at  hand  for  instant 
use  when  required.  The  equalizer  attached  to  the  key 
leaf  regulates  the  extra  leaves,  centreing  the  table  ex- 
actly over  the  pedestal,  no  matter  how  many  or  how 
few  leaves  are  used.  Equalizers  can  be  put  on  dividing 
pedestal  tables  extending  up  to  12  or  14  feet. 

The  Lippert  Table  Co.  also  showed  a  full  range  of 
library  and  centre  tables,  in  a  variety  of  woods,  ped- 
estals, jardiniere  stands,  and  piano  lamp  stands  for 
electric  light. 

Parlor  Frames  and  Den  Furniture 

The  Lippert  Furniture  Co.,  although  not  using  quite 
as  much  space  as  last  year  in  their  display  room,  re- 
serving their  exhibit  for  Toronto,  neatly  arranged  their 
well  known  lines.  One  of  their  specialties  is  uphol- 
stered couches  and  chairs.  Parlor  furniture  is  also  a 
special  line,  and  there  were  shown  a  number  of  hand- 


i  Furniture  Factories 

some  designs  in  different  woods,  and  at  prices  to  suit 
every  kind  of  purse.  There  was  a  large  variety  of 
three-piece,  four-piece  and  five-piece  suites.  Arm 
chairs  and  corner  chairs,  in  quaint  and  original  designs, 
were  also  on  exhibition. 

Another  specialty  made  by  this  firm  is  the  patent 
reclining  chairs  in  different  designs  in  den  furniture, 
and  davenports.  Fancy  stands  and  chairs,  mirrors  and 
hall  racks  as  well,  furnish  more  material  for  the  buyers' 
inspection.  An  infinite  variety  of  chairs  for  the  din- 
ing room,  bedroom  and  others  were  to  be  found  in  the 
lines  manufactured  and  shown  by  this  firm. 

Furniture  for  All  Rooms. 

The  D.  Hibner  Furniture  Co.,  makers  of  solid  ma- 
hogany, Circassian  walnut  and  oak  dining  room  furni- 
ture, made  a  complete  showing  of  these  goods,  as  well 
as  of  oak  and  mahogany  sectional  bookcases,  oak  and 
mahogany  parlor  and  library  tables,  three  large  rooms 
in  their  building  being  allotted  to  the  display.  The 
display  was  a  large  and  varied  one.  The  first  room  is 
50  X  50,  and  contained  the  various  library  and  parlor 
tables,  in  infinite  and  endless  variety,  and  the  wonder 
of  the  visitor  is  how  such  an  extensive  line  of  designs 
is  being  kept  up.  as  it  means  an  outlay  of  a  large 
amount  of  money.  There  were  also  bedroom  tables  of 
all  kinds  of  designs,  couches  of  leather,  and  in  the 
rough,  ready  for  any  style  of  upholstery  that  the  tastes 
of  the  customer  might  select.  A  fine  display  of  easy 
chairs  was  made,  all  very  neatly  and  carefully  ar- 
ranged and  well  worth  a  visit. 

The  second  room,  in  the  newer  portion  of  the  fire- 
proof portion  of  the  building,  contained  some  thirty- 
three  different  designs  of  dining  room  suites,  in  all  the 
different  designs — -Colonial,  Queen  Anne,  Sheraton,  and 
others.  Careful  attention  is  paid  to  the  makeup  of  the 
different  articles,  and  the  ease  with  which  the  tables 
open  and  close  is  evidence  of  this.  The  new  idea  of 
having  a  spring  and  lock  is  now  put  on  all  tables  manu- 
factured by  this  firm. 

The  taste  of  the  individual  certainly  ought  to  be  satis- 
fied, for  whether  it  is  a  suite  in  oak  at  a  very  reason- 
able price,  or  another  in  solid  mahogany,  it  was  shown 
for  inspection,  and  put  up  in  a  manner  which  shows 
that  careful  and  painstaking  work  has  been  put  upon 
it.  The  latest  in  buffets  from  a  small  one,  to  which  a 
low  price  prevails,  to  one  costing  more  than  a  hundred 
dollars,  shows  that  people  are  always  demanding  the 
best  and  original  designs.  These  are  things  which  are 
given  careful  attention  in  this  factory,  and  the  goods 
displayed  speak  for  themselves. 

Passing  on  to  the  third  room  were  found  the  ladies' 
writing  desks  and  the  Humphrey-Widman  sectional 
bookcases.  These  are  to  be  had  in  different  styles  and 
woods.  A  nice  line  of  music  cabinets  was  also  on  view 
in  mahogany  and  oak. 

Jacobean  Period  Furniture 

The  H.  Krug  Furniture  Co.  made  one  of  the  finest 
displays  of  Jacobean  style  of  furniture  items  ever  seen 
in  Canada.  These  items  embraced  furniture  for  the 
hall,  bedroom,  library,  dining,  and  living  room,  many 
of  them  in  suites.  William  and  Mary  period  styles 
also  found  much  favor. 

Office  chairs,  filters  and  stationary,  with  other  office 
furniture  items,  which  are  a  strong  Krug  line,  were 
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thoroughly  represented  in  the  display.  Then  there  was 
an  elaborate  shoAving  of  chairs,  couches,  mirrors,  tables 
for  library  or  bedroom,  hall  racks,  china  closets,  in  a 
large  variety  of  designs  attractive  to  the  eye. 

All  the  articles  were  tastefully  arranged  and  easy  of 
inspection.  Dining  room  and  parlor  furniture  were 
much  in  evidence,  and  a  large  variety  of  cane-seated 
chairs  in  dilferent  designs  was  displayed.  A  fine  as- 
sortment of  ladies'  writing  desks  in  all  manner  of  de- 
signs was  shown.  Fancy  tables  for  the  dining  room, 
bedroom  or  library  were  also  on  display,  and  a  number 
of  easy  couches  and  easy  rockers  in  leather  and  up- 
holstered were  there  also. 

Close  observation  showed  how  careful  every  detail 
of  making  was  attended  to.  Both  Messrs.  Krug,  senior 
and  junior,  looked  after  visitors,  assisted  by  Jas.  Dore. 

Bedroom  Furniture 

The  Berlin  Furniture  Co.,  in  their  factory  warerooms, 
showed  a  splendid  assortment  of  their  mahogany,  wal- 
nut and  oak  bedroom  furniture,  and  visitors  were 
looked  after  by  Mr.  Jacques,  manager,  and  A.  E.  Evans. 
More  than  200  different  pieces  of  bedroom  furniture 
were  displayed,  the  designs  being  quite  unique  and 
original.  The  woods  used  are  blended  together  with 
fine  effect,  a  great  deal  of  this  being  due  to  the  fact 
that  all  the  veneer  used  in  this  establishment  is  selected 
by  Mr.  Jacques  himself.  A  close  examination  of  the 
different  articles  seen  showed  the  excellent  judgment 
which  has  been  used  in  the  selection  of  the  outside 
material. 

Their  lines  in  African  mahogany,  in  the  ordinary  ma- 
hogany, in  black  walnut,  treated  in  the  light  finish, 
and  which  brings  the  grain  of  this  fine  wood  out  most 
effectively,  tuna  mahogany,  natural  and  golden  oak, 
and  other  handsome  woods,  were  a  delight  to  the  eye. 
The  showroom  was  lighted  by  fixtures  from  the 
Cloisonne  Art  Glass  Company,  which  also  displayed 
their  lines  there. 

It  was  noticed  that  wooden  bedsteads  are  coming  into 
use  again,  and  they  occupied  an  important  place  in 
the  exhibition.  They  were  to  be  seen  in  the  different 
styles,  in  Colonial,  Sheraton,  etc.  A  noticeable  feature 
was  the  ease  with  which  the  drawers  in  the  bureaus 
work;  and  a  new  departure  of  having  a  writing  desk 


made  out  of  the  upper  dresser  drawer  for  use  in  hotels 
was  well  worth  the  attention  of  dealers  catering  to 
hotel  trade. 

An  excellent  line  of  the  old-fashioned  "Grandfather's 
Clocks"  was  shown  in  many  different  designs  to  suit 
a  variety  of  tastes.  The  designs  for  the  mirrors  were 
also  presented  in  infinite  variety. 

Hall,  Parlor,  and  Dining  Room 

The  Wunder  Furniture  Co.  had  an  excellent  display 
of  hall,  parlor  and  dining  room  furniture.  The  show- 
room, situated  on  the  second  floor  of  their  plant,  direct- 
ly over  the  office,  contained  a  splendid  array  of  hall 
stands  and  seats  nicely  placed  around  the  outside  of 
the  room.  There  was  a  great  variety  to  choose  from, 
this  firm  being  one  of  the  largest  manufacturers  of  hall 
furniture  in  Canada.  This  line  is  complete  in  every  de- 
tail, the  predominating  finished  articles  being  in  ma- 
hogany and  quarter-cut  oak. 

An  excellent  line  of  upholstered  parlor  suites  was 
also  shown,  the  popular  finish  being  mahogany  with 
plush  cushion  seat  covers.  The  dining  room  furniture, 
in  quarter-cut  oak,  is  upholstered  in  solid  leather,  there 
being  a  good  variety  to  choose  from. 

This  firm's  lines  are  known  far  and  wide  for  the 
high  quality  of  material  used. 

Period  Styles  of  Furniture 

The  Anthes  Furniture  Company  have  a  reputation 
of  being  makers  of  high  grade  bedroom  and  dining  room 
furniture,  and  a  visit  to  their  show  room  convinced 
one  of  this.  The  firm  specialize  in  the  above  lines,  and 
they  showed  complete  sets  of  bedroom  and  dining  room 
furniture  in  mahogany  and  quarter-cut  oak.  Different 
designs  were  finished  in  Adams,  Chippendale,  Sheraton, 
Colonial,  and  Jacobean.  The  dining  room  sets  include 
sideboard,  extension  table,  serving  table,  china  cabinet, 
and  diners,  the  combination  making  a  most  beautiful 
display. 

A  set  of  bedroom  furniture  finished  in  Louis  XIV. 
style  was  a  gem  and  one  that  would  catch  the  fancy  of 
any  visitor.  Oak,  mahogany,  Circassian  and  black 
walnut  are  the  woods  used  in  the  plant,  and  a  special 
feature  of  the  furniture  is  that  all  drawers  have  dust- 
proof  partitions. 


What  the  Waterloo  Furniture  Factories  Showed 


ALL  the  Waterloo  furniture  factories  made  dis- 
plays of  their  productions  in  their  own  show- 
rooms. 

Snyder  Bros.  show"ed  living  room,  den,  and  parlor 
furniture  on  two  floors  of  their  large  factory  building. 
The  large  rooms  were  tastily  decorated  with  flags  and 
evergreens,  and  all  the  goods  were  so  arranged  that 
they  faced  the  visitor  as  he  entered  the  room. 

The  living  room  furniture  display  was  so  set  out  as 
to  give  at  a  glance  a  comprehensive  view  of  the  exten- 
sive range  of  the  tapestries  used  by  Snyder  Bros,  in 
covering  their  furniture  items.  To  show  this  fully  the 
walls  were  draped  with  these  coverings. 

In  new  goods  a  number  of  Jacobean  pieces  and  sets 
for  the  living  room  were  shown  to  advantage,  and  they 
looked  fine.  Many  stuffed-all-over  pieces  were  also 
displayed,  these  replacing  to  a  great  extent  many 
parlor  items  previously  called  for.  The  new  Morocco 
leather  club  chairs,  shown  last  year  as  a  novelty,  have 


now  become  staple,  and  a  couple  of  rich  sets  in  green 
and  red  were  displayed  to  advantage. 

To  the  "Thorobed"  line  have  been  added  a  "Duo- 
fold"  divanette  and  a  "Unifold"  davenport.  Both 
of  these  are  new  this  year,  and  the  demonstrations 
made  of  them  caused  much  favorable  comment. 

Mission  goods  are  still  a  big  Snyder  line,  a  large  por- 
tion of  the  upper  display  fioor  being  utilized  with  a 
splendid  showing  of  these  goods. 

Parlor  goods  had  a  whole  floor  given  over  to  their 
display.  Both  this  floor  and  the  one  above  macje  one 
of  the  finest  showings  of  furniture  items  ever  seen  in 
Ontario. 

School  Outfits  and  Office  Desks 

J.  B.  Snider  made  a  display  of  both  his  school  out- 
fits and  office  desks.  One  school  outfit  was  displayed 
in  regular  form,  with  teacher's  chair,  desk,  and  pupils' 
desks.    He  also  made  a  showing  of  his  main  line  of 
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office  furniture,  flat  and  roll  top  desks,  both  single 
and  double;  bookkeepers'  standing  desk  in  six,  seven 
and  eight  feet  lengths,  single  and  double;  board  room 
and  directors'  tables;  also  stools  and  chains — in  fumed, 
golden  and  Early  English  finishes.  The  desks  had  both 
full  and  sanitary  bases.  One  of  the  desks  with  Hun- 
garian ash  writing  top  was  a  feature,  as  were  the 
rotary  filing  features  of  the  higher  class  of  office  desks, 
these  latter  were  splendid  articles. 

Office  chairs  with  and  without  arms  and  back,  in 
swing  and  pivotal  styles  were  shown ;  and  a  good 
feature  in  the  standing  desks  was  the  set  of  book  tiles 
and  drawers  down  the  side. 

Parlor  and  Living  Room  Furniture 

Living  room,  library  and  parlor  furniture  of  an  e.x. 
cellence  which  immediately  appeals  to  the  observer 
was  displayed  by  the  Woeller-Bolduc  Co.  The  living 
room  display  included  chairs,  centre  tables,  card  tables, 
telephone  stands  and  dining  chairs  made  in  fuiiuMl 
oak,  golden  oak,  Early  English,  and  mahogany.  A 
feature  of  the  work  on  the  chairs  is  the  leather  uphol- 
stering, which  is  of  a  high  grade.  This  is  evident  in 
an  examination  of  the  work  and  of  the  leather  dis- 
played, which  is  made  of  the  best  cow,  sheep,  goat  and 
goateen  hides. 

A  feature  of  the  parlor  furniture  on  display  was 
the  parlor  suites  upholstered  in  plain  and  striped  silks, 
and  silk  plush.  Among  these  are  chairs  which  were  not 
only  attractive  to  the  eye  and  added  to  the  general 
appearance  of  the  room  but  are  most  comfortable  to 
the  person  who  wishes  to  enjoy  an  evening's  quiet  rest 
at  the  family  fireside.  Made  in  several  styles,  includ- 
ing high,  medium  and  low  backs,  the  line  offers  a  fair 
choice  to  the  purchaser.  Among  other  products  were 
Chesterfields,  hall  trees  and  piano  benches.  In  the  case 
of  the  former,  comfort  with  beautiful  make-up  are  the 
features. 

Suites  That  Suit 

With  such  a  taking  slogan  it  is  no  wonder  that  the 
Waterloo  Furniture  Co.  was  able  to  attract  a  large 
number  of  dealers  to  their  display.  And  that  display 
was  as  attractive  as  the  slogan  was  stinking.  All  the 
items  faced  the  entrance,  and  the  visitor  was  imme- 
diately impressed  with  the  big  display  of  the  com- 
pany's parlor  suites  arranged  in  a  manner  which  gave 
the  whole  scene  a  pretty  effect.  Walking  down  the 
aisles  one  needed  not  go  far  before  his  scrutiny  of  the 
pieces  led  to  the  conclusion  that  "here  are  suites  that 
suit."  The  prospective  buyer  would  find  a  choice 
of  suites  in  Circassian  walnut.  Colonial  style,  Jacobean, 
Sheraton  and  solid  mahogany,  provided  with  endur- 
able and  beautiful  tapestries.  A  handsome  silver-grey 
six-piece  bungalow  suite  found  a  demand  from  many 
dealers. 

The  assortment  also  included  an  attractive  list  of 
stuffed-all-overs,  and  chairs  and  suites  with  loose 
cushions.  Cane  seats  and  backs  were  prominent  in 
many  of  the  chairs  and  settees,  both  individuals  and  in 
suites;  and  den  and  living  room  items  showed  many 
new  colors  and  designs  in  colorings. 

The  arrangement  of  the  display  was  splendid,  the 
pillars  and  beams  of  the  showroom  being  draped  with 
the  tapestry  coverings  used  in  the  plant.  E.  0.  Weber, 
C.  F.  Ott,  and  Percy  Brown  looked  after  the  display. 


ture  plant  that  bears  his  name;  he  is  also  president  of 
the  Berlin  Interior  Hardwood  Company,  and  is  finan- 
cially interested  in  the  Boon  Twine  Co.,  as  well  as  being 
interested  in  a  number  of  other  industries.  He  was  born 
in  New  Dundee,  l)nt  lins  liver!  the  greater  part  of  his 


Hautman  Kruo, 
one  of  the  loaders 
in  the  furnitmo- 
ninkiiiK  industry 
in  Canada. 


life  in  Berlin,  and  partakes  of  the  civic  and  social  life 
of  that  city  in  all  its  phases.  He  is  an  extensive  travel- 
er, leaving  the  management  of  his  extensive  affairs  to 
his  son  Rudolph  Krug,  a  worthy  son  of  a  worthy  sire, 
and  to  Mr.  Ruby,  for  many  years  his  accountant  and 
office  manager,  with  the  assurance  that  his  business  will 
be  well  looked  after. 

He  is  a  member  of  the  Berlin  Club,  the  Board  of 
Trade,  the  Country  Club  and  several  others.  He  is  op- 
timistic as  to  the  future  of  Berlin,  and  when  seen  re- 
cently said,  "Things  are  looking  up  considerable,  and 
the  worst  is  over.  I  look  for  a  long  period  of  prosper- 
ity and  freedom  from  financial  flurries." 


BERLIN  FURNITURE  TRADE  NOTES 

The  Berlin  Interior  Woodwork  Co.  have  just  com- 
})ieted  the  erection  of  a  new  wing  to  their  plant.  It  is 
an  L-shaped  building  260  feet  along  one  street  and  l^S 
feet  along  the  other;  four  storeys  high,  with  base- 
ment. It  contains  90,000  square  feet.  It  is  a  brick 
structure,  fireproof,  and  equipped  with  an  up-to-date 
sprinkling  system. 

The  Schreiter  Bedding  Co.  and  the  Schreiter  Uphol- 
stery Co.  intend  putting  up  a  new  building  at  Berlin 
for  the  joint  use  of  these  two  concerns. 

The  Onward  Mfg.  Co.,  Berlin,  have  been  giving 
demonstrations  during  January  of  their  "Eureka" 
vacuum  cleaner.  Mr.  Ilixon  was  at  Eaton's,  Toronto, 
showing  the  special  features  of  the  machine,  and  a  col- 
ored girl  gave  a  window  demonstration  for  a  week  in 
the  Hydro-Electric  store  in  Yonge  Street,  Toronto. 


A  FURNITURE  LEADER  IN  BERLIN 

Hartman  Krug,  of  Berlin,  Ont.,  is  a  man  of  many- 
sided  activities.   He  is  the  head  of  the  extensive  fumi- 


KUEMMEL  SCHNAPPS  RECIPE 

So  popular  proved  Will  Beney's  dispensing  of 
"Kuemmel  Schnapps,"  at  the  Kreiner  furniture  booth, 
at  the  Berlin  exhibition,  that  he  prevailed  on  Miss 
Kreiner,  who  prepared  the  schnapps,  to  write  out  for 
Canadian  Furniture  World  the  recipe.    Here  it  is: 

To  3  cups  of  water  add  2  cups  of  sugar — boil  until 
dissolved. 

Add  1  quart  of  white  wheat  whiskey  to  this  mixture. 
Add  a  good  tablesi>oonful  of  essence  of  caraway. 
Is  it  any  wonder  that  the  Kreiner  exhibit  had  so 
many  visitors? 
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The  Second  Annual  Toronto  Furniture  Exhibition 


THE  second  annual  Toronto  Fnrnitixre  Exhibition, 
held  in  the  Gregg  Building,  52-54  York  St.,  To- 
ronto, from  Jan.  18  to  Feb.  1,  was  an  improve- 
ment on  that  held  last  year  in  several  particulars.  Not 
only  were  the  displays  varied,  extensive,  and  of  a 
general  high  character,  but  the  exhibition  was  most 
satisfactorily  housed  in  a  convenient  and  comfortable 
building,  right  in  the  heart  of  the  down-town  section, 
and  close  to  the  leading  hotels.  About  forty  firms  ex- 
hibited their  products  to  advantage,  everything  being 
well  arranged  to  allow  of  an  easy  inspection  of  samples 
by  visiting  buyers.  Six  floors  of  the  building .  were 
occupied  by  exhibits.  The  registration  office,  with  tele- 
phone facilities,  was  located  at  the  entrance  on  the 
ground  floor,  and  here  was  also  located  a  complete 
directory  of  the  firms  exhibiting  and  the  floor  each 
was  located  on. 

MADE-IN-CANADA  GOODS 

Only  "Made-in-Canada"  goods  were  shown  at  the 
exhibition,  and  this  feature  was  played  up  strong. 
"Made-in-Canada"  cards  were  very  prominent,  im- 
pressing still  stronger  on  visitors  the  "Made-in-Can- 
ada" idea  that  has  taken  such  a  strong  hold  on  both 
merchants  and  the  general  public,  particularly  since 
the  outbreak  of  war.  It  is  realized  that  the  buying  of 
Canadian  furniture  means  more  work  for  Canadian 
workmen  and,  accordingly,  more  money  in  circulation 
amongst  Canadian  merchants.  The  big  variety  of 
strictly  Made-in-Canada  furniture  demonstrated 
strongly  just  what  Canada  is  doing  in  the  manufacture 
of  all  needed  furniture. 

FIRST  FLOOR 

John  C.  Mundell  &  Co.,  Ltd.,  of  Flora,  Ont.,  whose 
exhibit  was  located  at  the  front  of  the  building  on  the 
first  floor,  showed  an  extensive  line  of  living  room 
furni-ture  in  an  attractive  manner.  The  floor  was  cov- 
ered with  rugs,  on  which  the  various  groups  of  furni- 
ture were  arranged  to  advantage. 

They  pointed  out  that  people  are  going  in  more  for 
living  room  furniture  of  a  real  comfortable  kind,  and 
their  showing  comprised  a  big  variety  of  lines  coming 
under  this  head.  There  were  a  number  of  samples  of 
living  room  and  den  chairs  with  splendidly  padded 
seats  and  backs.  One  of  these  that  they  are  featuring 
especially  is  upholstered  in  cowhide,  has  spring  arms, 
seat  and  back,  with  two  loose  pillows  in  back  and  loose 
cushion  seat,  all  filled  entirely  with  silk  floss.  This 
design  comes  in  both  chair  and  rocker.  They  also  had 
a  display  of  various  designs  of  Morris  chairs,  which 
continue  as  popular  as  ever. 

A  special  showing  was  made  by  this  company  of  liv- 
ing room  furniture  in  Jacobean  design,  comprising  all 
the  regular  lines,  including  tables  and  magazine  stands. 
Handcraft  furniture  was  also  shown  quite  extensively. 
The  lines  of  this  company  include  chairs,  rockers, 
settees,  couches,  tables,  desks,  magazine  stands,  and 
smokers'  stands.  Messrs.  J.  G.  Smith,  D.  B.  Miller  and 
D.  B.  Bouey  were  in  charge  of  the  exhibit. 

Big  Showing  of  Kitchen  Cabinets 

The  Kneehtel  Kitchen  Cabinet  Co.,  Ltd.,  of  Hanover, 
Ont.,  showed  an  extensive  and  varied  assortment  of 
kitchen  cabinets  in  their  display,  comprising  a  range 
from  the  simplest  to  the  most  completely  fitted.  A 


feature  of  their  exhibit  was  a  contrast  between  the  old 
and  the  new  way  of  doing  kitchen  work.  On  one  side 
of  this  special  display  was  shown  a  woman,  in  far  from 
tidy  dress,  diving  in  an  awkward  manner  into  a  barrel 
to  procure  some  flour.  This  was  labeled  the  "antique 
way."  On  the  other  side  was  shown  a  woman  in  clean 
and  neat  kitchen  attire,  along  with  a  completely  fitted 
Kneehtel  kitchen  cabinet.  This  was  labeled  the 
"unique  way."  A  show  card  in  the  centre  read: 
"Which  way  is  your  wife's  way?  Why  not  the 
'Kneehtel'  way  for  your  wife,  Mr.  Man?"  This  is  a 
forceful  way  of  driving  home  the  value  of  the  kitchen 
cabinet  in  the  home,  and  could  be  duplicated  by  the 
retailer  to  good  advantage  in  his  window. 

One  of  the  special  designs  that  they  are  showing 
this  year  is  a  white  enameled  cabinet  that  not  only 
presents  a  very  cleanly  appearance,  but  is  most  sani- 
tary. A  new  feature  to  one  of  their  latest  designs  is  the 
receding  door  which  pushes  back  completely  out  of  the 
way.  Removable  cutlery  rlrawers  are  another  feature. 
Aluminu)!!  tops  are  shown  on  most  of  the  samples, 
while  .some  have  a  folding  leaf  at  the  side  that  increases 
the  available  working  space.  The  representatives  in 
charge  Avere  Eph.  Kneehtel,  Chas.  Kuehner  and  H. 
Henning. 

Brass  Beds  and  Bed  Springs 

The  Canadian  Mersereau  Co.,  Ltd.,  Toronto,  Ont.,  had 
an  extensive  shoAving  of  brass  beds  in  both  satin  and 
bright  finish.  Their  assortment  was  quite  varied  and 
contained  a  number  of  new  designs,  including  some  at- 
tractive patterns  with  square  brass  tubing  centres  and 
inlaid  copper  trimmings.  Tulip  caps  formed  a  special 
feature  of  some  of  their  lines  also. 

Bed  springs  is  a  new  line  that  this  company  is  now 
making  and  of  these  they  had  an  assorted  display.  The 
suspension  cable  spring  is  one  of  their  specials  that  is 
taking  well  with  the  trade  and  general  public.  It  is 
supported  by  cross  bands  and  held  up  by  cables.  The 
cross  bands  prevent  it  from  sagging  in  the  centre,  while 
the  cables  support  it  on  the  side. 

The  "Newton  Special"  figured  in  many  orders  placed 
during  the  exhibition. 

A  folding  divanette  that  takes  up  very  little  space, 
but  still  makes  a  full-sized  and  comfortable  bed,  is  an- 
other line  that  was  shown  by  this  firm  and  which  was 
favorably  commented  on. 

Brass  costumiers  in  both  satin  and  bright  finish  is 
another  line  that  this  company  is  now  manufacturing 
and  which  was  shown  at  the  exhibition.  The  exhibit 
was  in  charge  of  Messrs.  J.  E.  Newton,  H.  Linall,  P.  E. 
Brown,  and  D.  B.  Bouey. 

Bedroom  and  Dining  Room  Furniture 

The  Hespeler  Furniture  Co.  made  an  extensive  and 
complete  showing  of  bedroom  and  dining  room  furni- 
ture, the  several  varieties  being  shown  in  different  divi- 
sions and  arranged  in  tasty  manner.  This  company  is 
strong  on  period  furniture  in  both  dining  room  and 
bedroom  suites.  There  was  a  nice  showing  of  Jacobean, 
which  has  been  growing  in  popularity,  while  other 
periods  represented  included  Adams,  Sheraton,  and  the 
Colonial,  which  seems  to  be  always  in  much  favor. 

Black  walnut  is  proving  very  popular,  both  in  the 
United  States  and  Canada,  and  an  excellent  showing 
was  made  of  this  line  in  the  various  periods,  one  par- 
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ticularly  nice  dining  room  suite  being  the  Adams  design 
in  the  black  walnut.  There  were  also  some  nice  speci- 
mens of  inlaid  in  black  walnut  and  also  in  mahogany, 
and  some  in  fumed.  Circassian  walnut  was  also  quite 
extensively  shown,  both  in  bedroom  and  dining  room 
suites.  The  showing  of  this  company  in  bedroom  furni- 
ture in  ivory  and  mahogany,  and  also  in  pure  white 
enamel  came  in  for  a  good  deal  of  favorable  comment. 

A  well  assorted  display  of  Morris  chairs  and  daven- 
ports, upholstered  in  both  leather  and  tapestry,  was 
also  included  in  the  exhibit,  which  was  looked  after  by 
Messrs.  G.  A.  Greutzner,  W.  J.  Craig,  Percy  E.  Brown, 
and  P.  Zinn. 

Rugs  of  Persian  Design  Coming  in  Strong 

The  Guelph  Carpet  Mills  Co.,  Ltd.,  of  Guelph,  Ont.. 
had  a  large  and  well  harmonized  arrangement  of  rugs, 
good  use  being  made  of  electric  lamps  to  make  the 
goods  on  exhibit  show  up  to  advantage.  Everything 
in  the  Persian  line  is  coming  in  strong,  and  some  high 
grade  representations  of  Persian  designs  in  the  latest 
Eastern  colorings  were  shown.  The  rich  designs  of  the 
Persian  and  Oriental  patterns  were  strikingly  set  forth, 
and  after  seeing  them  on  display,  no  one  wonders  at 
their  increasing  popularity.  A  strong  feature  in  their 
favor  is  that  they  harmonize  so  nicely  in  almost  any 
room. 

This  is  the  only  firm  in  Canada  that  manufactures 
tapestries  and  velvets,  which  were  shown  in  the  seam- 
less quite  extensively.  They  also  manufacture  a  full 
range  of  Brussels,  Wiltons  and  Axminster.  The  Axmin- 
ster  is  a  seamless  make  and  this  mill  is  the  only  one 
making  it  in  Canada. 

The  exhibit  was  in  charge  of  S.  Thompson,  F.  S. 
Land,  R.  J.  Cook,  and  J.  D.  Ferrier. 

Bed  Davenports  and  Reclining  Chairs 

The  Owen  Daveno  Bed  Co.,  of  Hespeler,  made  quite 
an  extensive  display  of  their  regular  line  of  davenports 
and  reclining  chairs.  One  of  their  special  showings 
was  a  stuf¥-over  davenport,  upholstered  in  tapestry 
with  chairs  to  match,  making  an  attractive  living  room 
set  of  three  pieces.  Another  catchy  sample  was  a  mis- 
sion in  leather  with  three  separate  leather  cushions  in- 
stead of  the  regular  back.  Some  other  fine  specimens 
were  shown,  both  in  tapestry  and  leather,  both  with 
and  without  the  upholstered  arms  and  back.  Several 
samples  were  also  shown  of  the  short  davenport,  which 
has  a  separate  fold  which  fits  under  the  back,  and 
which,  with  one  motion,  pulls  out  to  form  a  full-sized 
bed.  This  is  a  favorite  davenport  for  rooms  where  it 
is  necessary  to  economize  on  space. 

Reclining  chairs  were  on  exhibit  in  various  designs, 
both  in  leather  and  tapestry.  There  were  some  very 
comfortable  lines,  some  having  the  curving  seat  and 
some  with  pillowed  head.  The  "So-easy"  chair  was 
a  favorite.  The  display  was  looked  after  by  Wm.  Wing- 
field,  Percy  E.  Brown,  and  W.  J.  Craig. 

SECOND  FLOOR 

The  North  American  Bent  Chair  Co.,  of  Owen  Sound, 
makers  of  chairs  of  all  kinds,  had  an  extensive  assort- 
ment of  their  lines,  from  the  cheapest  kitchen  chair  to 
a  medium  priced  diner. 

A  special  showing  was  made  of  Canadian-made 
Austrian  bent  wood  chairs  in  several  different  designs. 
This  particular  class  of  chair  was  imported  from  Aus- 
tria previous  to  the  outbreak  of  war,  but  this  company 
has  succeeded  in  turning  out  a  motst  excellent  chair  of 


this  kind.  This  variety  is  a  big  seller,  and  retailers  will 
be  glad  to  know  that  a  "  Made-in-Canada "  chair  of 
this  kind  can  be  procured. 

Some  new  and  attractive  designs  of  Windsor  chairs 
were  shown,  there  being  a  good  assortment  of  this  line 
in  both  chairs  and  rockers.  Upholstered  diners,  which 
are  increasing  in  popularity,  made  up  an  important 
I^art  of  the  exhibit,  some  oak  samples  with  padded  seats 
and  backs  in  fumed  finish  being  prominent. 

The  assortment  also  included  verandah  chairs,  high 
chairs,  ofifice  chairs  of  all  kinds,  folding  and  opera 
chairs,  restaurant  chairs  with  table  arm,  etc.  This  com- 
pany also  puts  up  a  well  assorted  line  of  white  enamel 
bedroom  chairs.  The  representatives  on  hand  included: 
Jas.  Garvey,  G.  D.  Hay,  W.  G.  Hay,  H.  Bovell,  A.  N. 
Kennedy,  A.  S.  Ainsley  and  B.  McBride. 

Associated  with  this  display  was  one  of  bed  springs 
and  cots  by  the  J.  C.  Sloane  Co.,  of  Owen  Sound,  with 
J.  C.  Sloane  in  charge. 

Mattresses  and  Springs 

The  Standard  Bedding  Co.,  Toronto,  had  a  complete 
.showing  of  their  "Hygienic"  line  of  mattresses, 
samples  of  the  filling  of  the  various  grades  being  shown 
with  each,  so  that  dealers  could  .judge  of  the  fillings  as 
well  as  the  coverings.  Five  lines  of  felt  mattresses 
were  shown  with  roll.  Imperial.  French,  and  plain 
edges.  The  display  also  included  a  general  line  of  wool 
mattresses  in  all  grades,  and  with  different  kinds  of 
coverings.  This  display  was  in  charge  of  Jas.  Burrell 
and  H.  G.  Walker. 

Associated  with  the  above  display  was  that  of  the 
Maydwell  Mfg.  Co.,  of  Toronto,  which  was  looked  after 
by  Chas.  E.  Robinson  and  Jas.  Burrell.  Eighteen  lines 
of  "Maydwell"  springs  were  shown.  Spring  beds, 
camp  cots,  canvas  cots,  and  divans  are  also  products 
of  this  company. 

Living  Room,  Den  and  Library  Furniture 

The  F.  E.  Coombe  Furniture  Co.,  of  Kincardine, 
showed  some  very  fine  productions  in  living  room,  den 
and  library  furniture.  A  special  feature  was  made  of 
stuff-over  chairs  and  Chesterfields.  One  of  the  best 
things  shown  was  a  beautiful  suite  of  Jacobean  design 
in  the  stuff-over,  and  it  was  much  admired.  A  black 
walnut  library  suite  was  another  line  worthy  of  men- 
tion. 

Jacobean  period  furniture  was  very  prominent 
throughout  their  display,  ranging  from  medium  priced 
lines  in  fumed  up  to  the  more  expensive  lines  in  higher 
priced  woods.  Real  comfort  is  the  thing  aimed  at  in 
their  chairs  and  Chesterfields,  which  are  well  uphol- 
stered, the  honors  in  coverings  being  pretty  well  di- 
vided between  tapestry  and  leather. 

A  special  showing  by  this  company  was  a  dinner 
wagon  of  their  own  manufacture  with  several  unique 
features.  The  wheels  are  felt  padded,  the  felt  extend- 
ing deep  into  the  rim,  thus  giving  a  wagon  that  runs 
extremely  smoothly. 

The  display,  which  also  included  a  line  of  office 
chairs,  was  in  charge  of  Messrs.  F.  E.  Coombe,  H.  R. 
Magwood,  W.  J.  Craig,  and  Geo.  Davidson. 

Bedroom  and  Dining  Room  Furniture 

The  Andrew  Malcolm  Furniture  Co.,  Kincardine, 
occupied  a  large  space  on  the  second  floor,  where  they 
had  an  extensive  display  of  high  grade  lines  of  bed- 
room, dining  room  and  library  furniture,  the  different 
groups  of  furniture  being  separated  into  special  groups. 
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One  of  the  interesting  showings  was  a  perfect 
Charles  II.  dining  room  suite  in  Jacobean  finish.  This 
came  in  for  a  good  deal  of  attention  by  visitors,  as  did 
also  a  particularly  attractive  Queen  Anne  bedroom 
suite  in  black  American  walnut.  In  fact,  a  nice  line  of 
black  walnut,  in  several  periods,  was  shown,  this 
variety  appearing  to  be  gaining  in  popularity.  The 
dining  room  furniture  also  ran  to  period  suites  in 
Adams,  Jacobean,  Sheraton,  and  Colonial  styles.  Oak 
dining  pieces,  in  buffets,  china  cabinets  and  combina- 
tions were  also  favorably  commented  on. 

The  company's  line  of  parlor  lamps  and  novelties 
was  also  represented.  These  included  smokers'  sets, 
candle  stands,  and  such  lines.  Some  attractive  and 
complete  cellarettes,  which  are  made  by  few  firms  in 
Canada,  were  also  on  display. 

Library  furniture  was  another  line  shown,  including 
individiaal  library  tables  and  ladies'  desks  in  fumed  and 
mahogany,  while  a  Normandy  grey  library  suite  was 
one  that  particularly  appealed  to  the  eye.  Andrew 
Malcolm,  Jr.,  Thos.  Inglis  and  S.  J.  Davies  looked  after 
the  exhibit. 

THIRD  FLOOR 

The  Gibbard  Furniture  Co.,  of  Napanee,  had  a  repre- 
sentative showing  of  their  medium  priced  productions 
of  bedroom  suites,  bufi'ets,  and  china  cabinets.  This 
firm  makes  a  feature  of  popular-priced  lines,  and  their 
showings  of  these  were  quite  extensive. 

Bedroom  suites  were  shown  in  oak  and  mahogany, 
and  buffets  and  china  cabinets  in  golden  and  fumed 
oak.  They  make  quite  a  feature  of  quartered  oak 
china  cabinets  at  medium  prices,  the  materials  being 
selected  with  an  eye  to  serviceability  and  rich  appear- 
ance, and  yet  to  sell  at  a  popular  price. 

Those  in  charge  of  the  exhibit  were  Geo.  W.  Gibbard, 
E,  Bagshaw,  W.  Canning,  and  B.  McBride. 

Mattresses  and  Springs 

The  Quality  Mattress  Co.,  of  Berlin  and  Toronto,  had 
a  representative  showing  of  their  line  of  mattresses 
and  springs.  The  display  contained  a  general  assort- 
ment of  their  mattresses,  various  grades  being  shown 
uncovered,  so  that  the  material  used  in,  and  the  man- 
ner of  construction  of  each,  could  be  seen  and  care- 
fully inspected  by  the  dealer.  Every  mattress  is 
labeled,  showing  the  retail  price  as  well  as  what  it  con- 
tains. 

This  company  has  recently  added  a  line  of  woven 
wire  springs,  which  were  shown  at  the  exhibition.  A 
special  feature  was  "made  of  their  new  box  spring, 
which  is  upholstered  with  white  felt.  The  spring  part 
is  of  special  construction,  so  that  there  is  no  danger  of 
springs  breaking  or  unlocking.  This,  combined  with 
the  felt  filling,  and  covered  with  high  grade  art  tick- 
ing, makes  a  box  spring  that  received  a  good  deal  of 
favorable  comment. 

This  company  now  has  a  fine  new  factory  in  Water- 
loo, while  a  warehouse  has  recentl.y  been  opened  in 
Toronto  in  charge  of  Bert  Menzie.  The  latter  was  in 
attendance  at  their  exhibit,  along  with  W.  H.  Gross. 

The  Gold  Medal  Line 

The  Gold  Medal  Furniture  Mfg.  Co.,  in  their  display, 
had  a  representative  showing  of  living  room  furniture, 
parlor  chairs,  couches,  davenports,  divanettes,  mat- 
tresses, and  springs. 

In  parlor  and  drawing  room  furniture  some  splendid 
mahogany  frames  Avere  shown,  in  various  kinds  of  up- 
holstering.   One  splendid  specimen  was  a  three-piece 


set  of  solid  mahogany  in  Louis  XV.  design,  and  uphol- 
stered in  art  silk.  In  individual  chairs  there  were  also 
some  excellent  samples. 

In  living  room  sets  and  pieces  many  fine  tapestry 
upholstered  items  were  shown,  a  special  line  being 
davenports  with  chairs  to  match.  One  three-piece  set 
of  this  nature  was  particularly  well  padded  with 
rounded  arms  and  removable  padded  seats.  This 
sample,  with  its  lower  spring  seat,  is  a  particularly  com- 
fortable thing  for  the  living  room.  Individual  chairs 
and  rockers,  in  leather  and  tapestry,  were  also  comfort- 
able and  inviting. 

The  original  Hercules  bed  springs,  an  old  and  well- 
established  line,  which  this  company  has  been  making 
for  a  long  time,  was  on  display,  along  with  the  general 
line  of  mattresses  handled  by  this  company. 

The  Gold  Medal  display  was  in  charge  of  G.  Hughes, 
W.  R.  Dalby,  and  R.  J.  Byron. 

Easy  Chairs  and  Couches 

The  Maple  Leaf  Couch  Co.,  of  Toronto,  had  a  varied 
assortment  of  stuff-over  easy  chairs,  rockers,  couches, 
and  three-piece  living  room  sets,  as  well  as  a  sample  of 
their  davenport  bed. 

Some  fine  comfortable  club,  living  room,  and  easy 
chairs  were  shown,  upholstered  in  both  tapestry  and 
leather.  One  sample,  in  both  chair  and  rocker,  with 
rounded  back  and  arms  and  removable  cushioned  seat 
that  extended  well  out  at  the  front,  was  worthy  of 
notice.  A  number  of  lines  in  both  leather  and  tapestry 
were  shown  with  removable  seat,  while  the  ruffled  top 
was  a  feature  of  several  of  the  leather-covered  lines. 

Some  nice  showings  of  three-piece  living  room  sets, 
made  up  of  settee  and  two  chairs  were  noticed  in  both 
tapestry  and  leather,  and  appear  to  be  a  line  that  is 
growing  in  popularity. 

This  company  also  make  several  varieties  of  couches, 
samples  of  some  of  which  were  shown  in  their  exhibit, 
which  was  in  charge  of  W.  McFarquhar. 

Dining-  Room  and  Library  Furniture 

The  Strathroy  Furniture  Co.,  Ltd.,  of  Strathroy,  occu- 
pied big  space  on  the  third  floor,  where  they  had  an 
attractive  display  of  their  regular  lines  of  dining  room 
and  library  furniture. 

One  particularly  catchy  dining  room  suite  was  a 
solid  mahogany,  which  was  shown  both  in  Adams  and 
Sheraton  design.  Another  special  showing  was  that  of 
an  oak  dining  room  suite,  in  Jacobean  period  design. 
A  nice  sample  of  inlaid  was  shown  in  mahogany  of 
Sheraton  design.  In  addition  to  these,  their  regular 
lines  of  Colonial,  in  both  mahogany  and  oak,  were  on 
display. 

Some  of  the  individual  lines  included  well  finished 
buffets,  tables  and  china  cabinets,  with  the  fumed  very 
much  in  evidence,  although  there  was  a  nice  showing 
of  china  cabinets  in  the  rounded  shape  with  golden 
finish.  A  well  assorted  line  of  diners  was  shown,  many 
samples  bearing  leather  upholstered  seats. 

Library  furniture  is  another  very  prominent  line 
with  this  firm,  and  a  good  assortment  of  various  pieces 
was  on  display,  including  various  tables  and  book- 
cases, as  well  as  a  combination  bookcase  and  desk  in 
fumed.  Those  in  charge  of  the  exhibit  were  S.  M. 
Smyth,  J.  H.  Parsons,  W.  J.  Whyte,  and  A.  E.  Evans. 

FOURTH  FLOOR 

The  Jeffries  Furniture  Co.,  Ltd..  of  Welland,  Ont., 
had  on  display  a  general  assortment  of  their  stuff-over 
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den  and  living  room  furniture,  including  couches. 

Some  fine  samples  of  club  and  easy  chairs,  in  both 
tapestry  and  leather  upholstered,  were  shown.  One 
new  design  of  club  chair,  that  set  well  down  to  the  floor 
and  was  fitted  with  rolled  club  arm  and  removable 
cushion  was  a  particularly  comfortable  affair.  Some 
inviting  settees  and  living  room  sets,  in  both  leather 
and  tapestry,  were  shown. 

This  company's  line  includes  couches  in  both  leather 
and  tapestry  upholstered.  The  squab  couch,  which  is 
fitted  with  the  regular  upholstered  springs,  with  an 
additional  separate  mattress  on  top,  was  also  on  dis- 
play. This  line  comes  only  in  tapestry.  Mr.  Ed.  Jef- 
feries  was  in  charge  of  the  exhibit. 

Davenports,  Divanettes  and  Reclining  Chairs 

The  Kindel  Bed  Co.  had  an  extensive  display  of  their 
Kindel  beds,  davenports,  divanettes  and  reclining 
chairs.  In  both  the  davenport  and  divanette  types  they 
showed  some  luxurious  samples,  that  carry  out  well 
their  double  purpose  of  providing  a  serviceable  piece 
of  furniture  during  the  day  and  a  comfortable  full- 
sized  bed  at  nights,  without  showing  any  outward 
signs  of  their  double  use. 

Simplicity  of  operation  is  a  feature  of  many  varieties. 
To  change  one  davenport  into  a  full-sized  bed  you 
merely  take  hold  of  the  back  and  pull  it  forward.  This 
automatically  brings  into  position  a  set  of  steel  legs, 
and  the  bed  is  ready  for  use- — with  the  bedding  in 
place.  To  close  it.  you  merely  lift  the  outer  edge  and 
push  it  back  into  place.  A  large  drawer  beneath  makes 
an  excellent  wardrobe  or  storing  place.  In  another 
design  the  top  lifts  up  and  the  under  part  runs  out  to 
make  a  complete  bed.  The  showing  contained  many 
varieties  in  both  tapestry  and  leather  upholstered. 

Some  fine  samples  of  reclining  chairs  were  shown, 
upholstered  in  art  leather.  There  are  three  makes  of 
these — one  on  which  the  back  tilts  backward  and  for- 
ward automatically,  one  on  which  the  movement  of  the 
back  is  operated  by  a  push  button  on  the  arm,  and  an- 
other which  operates  with  a  lever.  The  three  styles 
are  equipped  with  the  pull-out  foot  stool. 

This  company  also  showed  the  Wit-Edge  bed  spring, 
made  with  a  side  guard  that  holds  the  mattress  in  place. 
This  spring  comes  in  all  sizes.  J.  W.  Abbott  and  A.  K. 
Dunke  were  in  charge  of  the  exhibit. 

Electric  and  Hand  Vacuum  Cleaners 

The  Clement  Mfg.  Co.,  Toronto,  displayed  their 
various  lines  of  Cadillac  vacuum  cleaners,  both  in  hand 
and  electrically  operated.  The  electric  machine  is 
their  leading  line,  and  in  addition  to  cleaning  carpets 
and  rugs,  extra  attachments  can  be  added  for  work  on 
furniture,  draperies,  mattresses,  walls,  woodwork, 
radiators,  etc. 

Their  combination  vacuum  cleaner  and  carpet 
sweeper  runs  like  a  carpet  sweeper,  and  is  operated 
by  one  person,  while  their  plain  vacuum  sweeper  is 
much  the  same  in  design,  except  that  it  does  not  have 
the  revolving  brush  for  gathering  up  lint  or  thread. 
These  two  lines  come  in  both  wood  and  metal  top. 

This  company  al.so  make  oil  mops  in  two  styles  and 
shapes — one  is  oval  and  one  triangular.  The  exhibit 
was  in  charge  of  Messrs.  A.  Sinclair  and  H.  S.  Dixon. 

Mattresses,  Pillows  and  Comforters 

The  Canadian  Feather  and  Mattress  Co..  of  Toronto, 
had  an  attractive  exhibit  of  their  mattresses,  pillows. 


and  down  comforters.  Mattresses  were  shown  on  four 
brass  beds  in  the  corners,  while  samples  of  the  down 
used  were  shown  in  rolls  mounted  on  spindles  at  each 
end  and  at  one  side.  Pillows  were  arranged  about  the 
walls  and  comforters  draped  over  chairs. 

The  fact  that  about  one  third  of  our  life  is  spent  in 
bed  makes  the  character  and  comfortableness  of  the 
bedding  used  of  much  importance.  Some  of  the  pop- 
ular lines  of  mattresses  shown  bv  this  company  include 
the  "Empress,"  "Queen"  and  "Royal."  The  Royal  is 
made  from  selected  cotton  with  long  fibre,  felted  in  an 
improved  manner.  In  fact,  they  make  the  claim  for 
all  their  mattresses  that  they  never  get  lumpy,  never 
require  remaking,  are  non-absorbent,  and  vermin  proof. 

Quite  a  strong  feature  was  made  of  their  box  spring, 
the  spring  part  of  which  is  specially  constructed,  up- 
holstered with  felt,  and  covered  with  high-grade  art 
ticking.  They  also  had  a  sample  of  their  Herschel 
elastic  lock  springs  as  well  as  of  their  down  and  batting 
comforters.  The  exhibit  was  in  charge  of  W.  H.  Smith 
and  H.  L.  Smith. 

Springs  and  Divans 

The  Colleran  Patent  Spring  Mattress  Co.  had  a  repre- 
sentative showing  of  their  bed  springs  and  cots.  Nu- 
merous samples  of  their  springs  were  shown  on  an  ex- 
cellent demonstration  stand  that  allows  each  spring  on 
it  to  be  pulled  out  for  close  inspection. 

A  special  feature  of  their  springs  is  an  improved 
steel  clamping  bar,  a  special  contrivance  for  fastening 
wire  fabric  on  wood  frames.  One  edge  of  a  polished 
steel  bar  is  bent  at  right  angles,  forming  a  flange  which 
fits  into  a  groove  in  the  frame.  The  other  edge  is  turned 
over,  making  a  round  edge,  which  cannot  cut  the  wire. 
The  end  of  the  fabric  fits  snugly  against  the  flange. 
This  leaves  no  wire  ends  sticking  up  to  catch  or  tear  the 
mattress.  These  springs  are  also  cross  reinforced,  to 
prevent  sagging  in  the  centre,  while  the  wire  rope  edge 
prevents  sagging  at  the  sides. 

This  company  also  had  on  display  samples  of  their 
cots  and  divans,  as  well  as  a  new  line  of  lawn  or  ver- 
andah reclining  and  swinging  chair.  This  chair  can  be 
adjusted  to  any  angle  and  makes  a  comfortable  and 
easy  piece  of  summer  furniture. 

Thos.  Colleran  and  A.  McNad  were  in  charge  of  the 
display. 

Dining  Room  and  Bedroom  Furniture 

The  North  American  Furniture  Co.,  of  Owen  Sound, 
made  an  extensive  showing  of  dining  room  and  bed- 
room furniture  in  complete  suites.  At  the  entrance  to 
their  exhibit  was  an  attractive  canopy  covered  with 
vines  and  flowers  and  attractively  set  ofT  with  electric 
lights — in  which  was  an  attractive  showing  of  verandah 
or  summer  cottage  furniture  in  Belgian  grey  with  cane 
trimmings.  The  pieces  shown  included  chairs,  settee, 
table,  bookcase,  magazine  stand  and  ladies'  work  table. 
This  display  was  one  that  attracted  a  good  de-al  of 
attention  and  comment. 

Bedroom  suites  were  shown  in  a  number  of  period 
designs.  One  special  bedroom  suite  of  solid  mahogany 
in  Chinese  Chippendale  design  and  walnut  mahogany 
color  attracted  a  good  deal  of  attention.  Another 
showing  was  an  ivory  STiite  with  high  grade  mahogany 
top.  made  in  Adams  design,  with  Jewish  beds  and  cane 
trimmings.  This  suite  was  made  up  of  ten  pieces,  the 
chairs  having  cretonne  upholstered  seats.  A  number  of 
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samples  of  bedroom  suites  in  Colonial  style  were  also 
shown. 

A  variety  of  dining  room  suites  in  fumed  and  golden 
oak  were  noticed,  as  well  as  higher-priced  stuff  in 
period  designs.  One  Jacobean  suite  of  ten  pieces,  with 
leather-seated  and  cane-backed  chairs,  was  a  particu- 
larly outstanding  line. 

The  display  was  looked  after  by  Messrs.  H.  B.  Smith, 
A.  "W.  Kennedy,  J.  Weber,  A.  Black,  W.  H.  Pearson, 
and  J.  Minchner. 

Chairs  and  Tables 

The  Owen  Sound  Chair  Co.  also  occupied  space  in 
the  same  section  as  the  North  American  Furniture  Co., 
and  the  display  was  looked  after  by  the  same  repre- 
sentatives. Medium  priced  lines  were  very  prominent 
in  the  display,  a  good  many  being  shown  with  uphol- 
stered seats  and  backs. 

The  showing  of  chairs  was  a  large  one  and  well 
assorted,  including  diners,  living  room,  high,  and  office 
chairs. 

The  National  Table  Co.,  of  Owen  Sound,  also  had  a 
display  associated  with  that  of  the  above  firm.  There 
was  a  particularly  extensive  showing  of  library  tables 
in  many  designs,  with  the  fumed  finish  predominating. 
A  leather-topped  den  table  was  a  rather  novel  line  that 
attracted  attention.  A  representative  showing  of 
other  varieties  of  tables  was  also  made. 

FIFTH  FLOOR 

The„  Meaford  Mfg.  Co.  had  an  extensive  and  well  as- 
sorted showing  of  dining  room  and  bedroom  furniture, 
as.iWell  as  a  number  of  pieces  of  parlor  goods.  This 
company  have  for  a  number  of  years  been  making  a 
strong  feature  of  golden  oak  furniture,  and  in  this  they 
had  a  big  showing,  including  such  lines  as  buffets,  china 
cabinets,  tables,  wardrobes,  secretaries,  combination 
secretaries  and  bookcases,  hall  racks,  extension  tables 
in  round  and  square,  parlor  tables,  and  smokers'  stands. 
Parlor  tables  and  pedestals,  in  mahogany,  were  also 
shown,  as  well  as  music  cabinets,  a  new  line  which  this 
company  has  taken  up,  and  of  which  they  had  a  repre- 
sentative display. 

Down  one  side  of  their  exhibit  were  shown  assort- 
ments of  bedroom  suites,  with  the  triple  mirror  dressing 
table  and  dresser  very  much  in  evidence.  There  were 
some  nice  specimens  of  these  in  both  white  enamel  and 
mahogany.  Individual  dressers,  chiffoniers,  stands,  and 
dressing  tables,  were  extensively  shown,  both  in  white 
enamel  and  mahogany,  with  a  feature  being  made  of 
glass  drawer  pulls. 

Another  line  which  this  company  has  added  Is  kit- 
chen cabinets,  samples  of  which  were  shown  in  their 
exhibit,  which  was  looked  after  by  Messrs.  W.  C.  Wil- 
son, J.  T.  Montgomery,  Geo.  Graham,  A.  N.  Kennedy, 
and  A.  B.  Ainsley. 

Pictures  and  Statuary 

G.  L.  Irish,  of  Toronto,  had  a  large  and  attractive 
showing  of  pictures  and  statuary,  arranged  in  a  man- 
ner that  appealed  to  the  eye.  A  feature  of  the  exhibit 
was  a  demonstration  of  painting,  actual  scenes  being 
painted  during  the  exhibition.  A  good  many  people 
have  the  erroneous  idea  that  the  popular-priced  paint- 
ings are  made  by  some  mechanical  process,  and  this 
demonstration  was  carried  on  to  show  that  they  are 
really  painted  by  hand.  Some  beautiful  paintings 
were  shown  in  the  collection,  a  special  feature  being 
made  of  popular-priced  lines.    Pearl  paintings  proved 


an  attractive  line.  These  are  painted  on  glass  and  in- 
laid with  mother  of  pearl,  making  a  high-grade  picture 
that  will  not  fade.  The  collection  on  exhibit  included 
a  nice  line  of  engravings,  water  colors,  pastels,  imita- 
tion water  colors,  and  a  well  assorted  line  of  senti- 
mental and  comic  subjects. 

A  good  assortment  was  shown  in  statuary,  a  line  that 
is  being  taken  up  strong  by  the  furniture  trade.  Stat- 
uary not  only  sets  off  and  helps  sell  furniture  for  the 
dealer,  but  the  public  are  buying  more  of  it  than  ever 
before.  The  moving-picture  film  is  credited  with  help- 
ing sales  materially,  as  statuary  has  become  a  favorite 
decoration  in  moving-picture  scenes.  The  line  is  shown 
finished  in  ivory,  antique,  bronze,  and  natural  colors. 
Messrs.  G.  L.  and  C.  S.  Irish  were  m  charge  of  the 
exhibit. 

Baby  Carriages  of  Many  Designs 

The  Sidway  Mercantile  Co.,  of  Goderieh,  Ont.,  had 
the  most  extensive  showing  of  baby  carriages  that  they 
have  ever  shown,  their  1915  line  containing  a  number 
of  new  designs  and  improvements.  A  full  range  was 
shown  in  wood  and  reed  carriages,  and  also  in  collaps- 
ible carriages  and  sulkies. 

They  are  particularly  strong  in  reed  body  pullmans 
this  year,  having  a  nice  showing  in  both  stationary  and 
reversible  bodies.  In  the  reversible  body,  by  a  simple 
unlocking,  the  body  of  the  carriage  can  be  easily  re- 
versed, so  that  the  person  wheeling  the  carriage  may 
have  the  occupant  facing  her  if  desired.  This  is  a 
feature  that  appeals  to  many  mothers. 

The  company  has  a  big  variety  of  finishes  and  colors 
in  their  various  lines.  Collapsibles  are  shown  in  dif- 
ferent styles,  both  with  the  curtain  and  wood  side. 
Simplicity  of  operation  with  durability  are  the  points 
aimed  at.  The  exhibit,  which  was  tastefully  arranged, 
was  in  charge  of  C.  A.  Coryell. 

Dining  Room,  Parlor  and  Living  Room  Suites 

The  Lippert  Furniture  Co.,  of  Berlin,  had  a  repre- 
sentative showing  of  dining  room,  parlor,  and  living 
room  suites  and  pieces,  davenports,  divanettes,  and  hall 
furniture. 

A  good  deal  of  prominence  was  given  to  the  Hemco 
chair,  for  which  thej^  hold  the  Canadian  patent.  This 
is  an  automatic  reclining  chair,  the  back  on  which 
moves  to  any  desired  position  by  the  weight  of  the 
body.  Davenports  were  shown  in  various  woods  and 
different  kinds  of  upholstering. 

In  addition  to  the  regular  suites  in  dining  room,  par- 
lor and  living  room  furniture,  mission  chairs  and 
rockers,  as  well  as  bedroom  chairs  and  rockers,  are 
handled.  Their  line  also  includes  a  complete  range  of 
hall  racks,  seats  and  mirrors,  as  well  as  fancy  pedestals. 

Some  attractive  samples  of  fancy  odd  parlor  chairs 
were  shown  in  the  exhibit,  which  was  looked  after  by 
Herb  Lippert,  R.  D.  Kilgour,  R.  W.  Higginbottom,  F. 
C.  Cundill,  and  M.  J.  Brown. 

Dining  Room  and  Library  Tables 

The  Geo.  J.  Lippert  Table  Co.,  of  Berlin,  also  had  a 
display  in  the  same  section  as  the  above  company,  and 
showed  a  complete  range  of  dining  room  extension, 
library,  den,  and  parlor  tables. 

There  were  many  samples  of  extension  tables,  a  spe- 
cial feature  of  one  design  being  that  the  extra  leaves 
for  extending  the  table  folded  up  and  could  be  placed  in 
a  compartment  for  the  purpose  under  the  surface  of 
the  table.  This  table  also  has  a  special  equalizing  pin 
that  is  an  improvement. 
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Library  and  den  tables  were  shown  in  both  fumed 
and  golden,  in  various  designs.  A  feature  of  one  table 
was  a  special  writing  desk  section  that  pulled  out  from 
the  side  of  the  table  like  a  drawer,  bringing  ink,  pen 
and  paper  all  to  hand.  This  is  a  new  and  convenient 
supplement  to  the  regular  library  table. 

This  company  also  showed  a  line  of  pedestals,  electric 
lamps,  piano  lamp,  and  candle  holders.  The  exhibit 
was  especially  looked  after  by  Mr.  Geo.  J.  Lippert. 

Simplicity  Davenports 

R.  D.  Kilgour,  of  Toronto,  showed  several  samples  of 
the  "Simplicity"  davenport,  which  he  is  now  manu- 
facturing in  Toronto.  This  bed  was  made  originally 
by  the  Kilgour  Couch  Co.,  of  London,  Ont.,  which  was 
later  on  amalgamated  with  the  Imperial  Rattan  Co.,  of 
Stratford,  perfected  by  them,  but,  on  account  of  the 
line  of  reed  furniture  of  the  Imperial  Co.  ref|uiring 
their  whole  attention,  they  resold  the  "Simplicity" 
davenport  to  Mr.  Kilgour,  who  has  moved  it  to  Toronto. 

This  line  is  easily  converted  from  a  davenport  to  a 
bed  by  one  movement  and  has  no  complicated  mech- 
anism to  get  out  of  order.  It  is  made  in  all  grades  of 
tapestry,  leather  and  kindred  upholstering,  and  comes 
in  fumed  oak,  golden,  and  mahogany.  This  line  is  to 
receive  the  personal  attention  of  Mr.  Kilgour,  and  his 
wide  acquaintance  and  activity  in  the  furniture  trade 
bespeaks  for  it  a  high  degree  of  success. 

Bedroom  and  Dining  Room  Furniture 

The  Malcolm  &  Souter  Furniture  Co.  this  year  are 
showing  a  nice  addition  to  their  line  in  up-to-date 
medium-priced  bedroom  furniture,  in  various  periods. 
One  particularly  attractive  bedroom  suite  was  a  curly 
birch,  while  there  were  some  nice  showings  in  both 
mahogany  and  walnut.  Bedroom  stuff  was  shown  in  all 
the  popular  periods,  Jacobean  being  to  the  front  this 
year.  This  company  is  strong  in  the  inlaid  goods,  one 
attractive  suite  being  of  red  gum.  A  mahogany  inlaid 
with  cane  trimmings  attracted  a  good  deal  of  attention, 
while  a  full  suite  in  American  walnut  was  also  worthy 
of  notice. 

Various  periods  were  also  represented  in  the  showing 
of  dining  room  suites.  One  fine  suite  of  nine  pieces  was 
in  Jacobean  oak,  the  chairs  being  of  the  high  back 
design  with  padded  seats. 

This  firm  also  make  a  representative  line  of  ward- 
robes, parlor  and  libraiy  tables,  and  music  cabinets, 
samples  of  which  were  shown  in  various  designs.  The 
exhibit  was  in  charge  of  James  Souter,  R.  D.  Kilgour, 
R.  W.  Higginbotham,  F.  C.  Cundill,  and  M.  J.  Brown. 

SIXTH  FLOOR 

The  Crown  Furniture  Co.,  of  Preston,  Ont.,  manufac- 
turers of  bedroom  and  dining  room  furniture,  had  a 
display  of.  a  number  of  their  lines  on  the  sixth  floor. 
-  One  of  the  feature  lines  shown  was  their  new  chiffo- 
robe,  a  combination  of  the  usual  chiffonier  and  a  ward- 
robe. On  one  side  is  the  section  for  hanging  clothes, 
while  the  other  side  is  fitted  with  a  variety  of  drawers 
and  cupboards.  The  mirror  is  placed  in  different  posi- 
tions in  the  various  designs.  On  one  a  leaf  pulls  out 
which  can  be  turned  up,  bringing  the  mirror  on  the 
lower  side  into  place.  These  chifforobes  come  in  golden 
oak  and  fumed. 

One  catchy  bedroom  suite  was  shown  in  solid  ma- 
hogany, while  there  were  a  number  of  varieties  of  indi- 
,  vidual  chiffoniers  in  golden  oak  and  fumed.  These 
same  finishes  were  shown  in  their  collection  of  buffets 


and  china  cabinets.  The  display  was  in  charge  of  R.  A. 
McGillivray  and  A.  Moss. 

Dining  Room  and  Dressing  Tables 

The  Lucknow  Table  Co.  manufacture  a  general  line 
of  dining  room,  kitchen  and  dressing  tables.  There 
was  a  particularly  nice  showing  of  extension  tables  in 
both  round  and  square.  These  como  in  fjuartered, 
plain  oak,  surface  oak,  and  elm.  Sixteen  different  de- 
signs were  shown  in  pedestal  tables,  in  both  solid  and 
dividing  ba.ses.  One  particular  design,  with  dividing 
base,  is  fitted  with  slides  that  allow  the  top  to  open 
to  six  feet  before  the  base  opens.  The  table  can  be  ex- 
tended two  feet  more  by  unlocking  the  base,  making 
a  total  of  eight  feet. 

Samples  of  dressing  tables  were  also  shown.  This 
company  also  makes  a  general  line  of  kitchen  tables. 
The  firm  was  represented  by  Messrs.  J.  Button,  H. 
Robertson,  S.  S.  Nash,  N.  H.  Honderieh  and  A.  Gowans. 

Parlor  Tables  and  Pedestals 

The  Elora  Furniture  Co.,  of  Elora,  Ont.,  had  a  sample 
showing  of  parlor  tables,  pedestals  and  umbrella 
stands.  The  latter  line  was  shown  in  fumed,  while  a 
barrel-shaped  design  in  golden  was  one  that  attracted 
attention. 

Parlor  tables  and  pedestals  were  shown  in  oak  and 
mahogany  and  in  various  designs.  One  novel  design 
was  an  oval  with  a  double  pillar  base.  It  came  in  solid 
mahogany. 

This  company  also  make  a  line  of  fancy  beds,  a 
sample  of  which  was  shown.  The  display  was  looked 
after  by  N.  H.  Honderieh. 

Kitchen  Cabinets 

The  H.  E.  Furniture  Co.,  Milverton,  Ont.,  made  a 
showing  of  their  various  designs  of  kitchen  cabinets, 
from  the  simple  varieties  to  the  most  completely  fitted. 
Not  only  do  the  designs  vary  in  different  makes,  but,  in 
some  instances,  there  is  quite  a  difference  in  the  inter- 
iors in  regard  to  arrangement  and  equipment. 

The  receding  curtain  door  is  a  feature  of  some  of  the 
latest  designs,  while  enamel  lining  is  very  prominent. 
The  tops  come  in  plain  wood  and  aluminum,  while  some 
of  the  aluminum-topped  ones  have  an  extension  bake 
board.  The  fronts  also  vary,  some  being  fitted  with 
mirrors,  and  others  with  plain  and  frosted  glass.  N. 
H.  Honderieh  looked  after  the  display. 

Big  Showing  of  Jacobean  Furniture 

The  Bell  Furniture  Co.,  of  Southampton,  showed 
a  nice  range  of  dining  room,  bedroom  and  living  room 
furniture  in  big  space  on  the  top  floor.  Down  the 
centre  of  their  exhibit  was  an  extensive  and  attractive 
line  of  living  room  furniture  in  Jacobean  design,  this 
company  making  a  feature  of  this  class  of  furniture. 
Various  pieces  and  sets  were  shown,  upholstered  both 
in  leather  and  tapestry,  and  at  popular  prices.  One 
Jacobean  set  of  three  pieces  for  the  living  room,  up- 
holstered in  selected  wool  tapestry,  was  worthy  of  at- 
tention. 

There  were  also  a  couple  of  nice  samples  of  dining 
room  suites  in  the  Jacobean.  Down  one  side  were  three 
showings  of  some  nice  lines,  all  in  golden  finish.  An  ex- 
tensive display  of  dining  room  suites,  in  fumed,  Avas 
shown  down  one  side,  making  a  well  assorted  showing 
of  this  line  in  various  designs. 

In  bedroom  suites  there  was  a  nice  range  shown  in 
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curly  birch  natural,  fumed  oak,  and  cheaper  lines  of 
Circassian  walnut,  excellently  matched.  A  few  new 
Colonial  bedroom  suites,  in  mahogany,  were  shown. 

Office  chairs  also  occupied  space  in  the  exhibit,  which 
was  in  charge  of  H.  C.  Bell,  C.  M.  Bell,  P.  Sommerville, 
E.  Roberts,  D.  McClelland,  and  H.  G.  Walker. 

Upholstered  Furniture 

The  Sehierholtz  Furniture  Co.,  Ltd.,  New  Hamburg, 
Ont.,  showed  a  varied  line  of  upholstered  furniture 
for  living  room  and  parlor.  Diners  were  shown  quite 
"extensively,  both  in  fumed  and  golden,  upholstered  in 
various  kinds  of  leather. 

There  was  a  range  of  odd  chairs  and  rockers  in 
leather  and  tapestry  upholstered  and  also  some  nice 
showings  of  living  room  suites.  One  of  these,  composed 
of  settee,  rocker  and  chair,  came  in  fumed,  and  was 
leather  upholstered. 

This  company  also  makes  a  line  of  davenports  and 
Morris  chairs,  the  latter  line  being  shown  in  different 
kinds  of  tapestry,  and  also  in  leather.  The  exhibit  was 
looked  after  by  G.  Rebelski,  E.  Sehierholtz,  and  T. 
Wenzel. 

Spring  Mattresses 

The  Fischman  Mattress  Co.,  Toronto,  had  an  exhibit 
of  their  patented  mattress,  the  special  construction  of 
which  makes  it  a  very  comfortable  one.  This  mattress 
has  little  coils  contained  in  pockets  and  arranged  in 
rows,  each  row  being  wrapped  in  cotton  felt,  which 
makes  it  impossible  for  the  springs  to  toiich  one  an- 
other. Thus  the  springs  are  noiseless  and  the  mattress 
a  springy  one.  Each  spring  acts  independently,  allow- 
ing the  mattress  to  automatically  adapt  itself  to  the 
contour  of  the  body.  It  is  procurable  in  various  kinds 
of  covering.  "You  spend  one-third  of  your  life  in  bed. 
Why  not  spend  it  in  comfort?"  is  the  question  slogan 
of  this  firm,  which  gives  a  five-year  guarantee  with 
each  mattress,  that  it  will  not  sag  or  spread  and  that 
it  is  absolutely  noiseless. 

Upholstering  Leather 

The  Du  Pont  Fabrikoid  Co.,  Toronto,  had  an  exten- 
sive showing  of  various  kinds  of  leather  for  upholster- 
ing purposes,  specializing  on  Craftsman  for  furniture, 
and  Motor  quality  for  automobiles.  They  showed  a 
lot  of  new  designs  in  Spanish  effect  and  also  in  mule- 
skin.  Du  Pont  Fabrikoid  is  scientifically-made  artifi- 
cial leather,  based  on  a  woven  fabric,  coated  and  em- 
bossed in  the  usual  way. 

"How  many  hides  has  a  cow?"  was  a  question  on  a 
card  which  they  distributed.  Their  answer  is  given  in 
a  circular  which  says:  "This  may  seem  a  foolish  ques- 
tion, yet  the  area  of  automobile  and  furniture  uphol- 
stery made  from  one  cow's  hide  is  about  three  times 
that  of  the  whole  hide.  How?  By  splitting  the  hide 
into  three  sheets,  and  coating  and  embossing  the 
splits,', in  imitation  of  grain  leather."  This  company 
guarantees  its  artificial  leather  superior  to  any  coated 
split.  Jt  is  not  affected  by  water,  heat  or  cold.  The 
exhibit  was  in  charge  of  Wm.  Purtle. 

Furniture  Men  Interested  in  Grafonolas 

The  Columbia  Graphophone  Company,  of  Toronto, 
had  a  display  of  some  of  their  representative  lines  of 
graphophones  and  grafonolas  on  the  sixth  floor,  and 
many  additional  furniture  dealers  were  induced  to  take 
up  this  line.  Dealers  are  recognizing  this  line,  not  only 
as  one  that  works  in  well  in  the  furniture  store,  but  one 
that  brings  in  profitable  returns.  An  appreciable  profit 


is  made  on  the  sale  of  the  instrument,  and  then  a  con- 
tinuous call  for  records  follows  in  its  wake.  Records 
yield  just  as  fine  a  margin  of  profit  as  the  instrument 
itself. 

Just  now  there  is  a  big  demand  for  patriotic  records 
and  this  is  being  met  by  the  Columbia  Company  by  an 
extensive  line  of  national  and  patriotic  selections,  both 
old  and  new.  Leading  in  this  regard  are  three  excel- 
lent records  of  the  popular  war  song,  "It's  a  long  way 
to  Tipperary."  They  also  have  some  fine  special  des- 
criptive selections  that  are  taking  well  now. 

The  display  was  in  charge  of  J.  A.  McLaughlin. 


SOME  VISITORS  AT  THE  EXHIBITIONS 

Among  those  seen  at  the  various  furniture  exhibi- 
tions at  Toronto,  Stratford  and  Berlin  were: 


E.  F.  Best.  Simcoe. 
W.  .T.  Wliyte,  Strnthroy. 
O.  G.  Keene,  London. 
N.  H.  Keene,  London. 
Alex.  Vivian,  Stratford. 
cT.    G.   McGowan,  Winnipeg. 
T.  L.  Matthews,  Jr.,  Port  Arthur. 
A.  E.  Uren.  Toronto. 
R.  W.  Hipcinbottom,  Toronto. 
L.  Yolles,  Toronto. 
Wally  Anderson,  Toronto. 
.Tas.  Forbes,  Strotford. 
.T.   Truscott,  Saskatoon. 
Mr.    &    Mrs.    D.    H.  MacMillan, 
Petrolea. 

D.  M.   Stefidman,  Petrolea. 

A.  Ernest  Everett,  St.  John,  N.B. 
S.  M.  Wilder,  Toronto. 

E.  L.  Ziesler.  Winnineg. 

E.  Bnssell  (T.  Eaten  Co.),  Toronto. 
C.  H.  Christie,  London. 

W.  S.  Partrid<re,  London. 

W.  .7.   Nash,  Hamilton. 

H.  A.  Ostrander  (H.  G.  Coomber), 

Tillsonbiirc:. 
N.  J.  Boyd,  Mitchell. 
Miss   Irene   Cnomber.  Tillsonburg. 
Miss  Tleta  Wilson,  Tillsonburg. 
Geo.  Salter.  Regina. 
.Tas.  Aeton   (T^urn.  .Trnl.),  Toronto. 
T.  J.  Pond  f^nrn.  .Trnl.),  Toronto. 

F.  Fndress,  Winnipeg. 
r>.  W.  Scott,  Torrnto. 
Frnnk  Goodwi".  St.  Thomas. 
Nelson  Ball,  Clinton. 

L.  N.  Phi^nen.  Sarnia. 

J.  H.  Mad  ill,  Harrow. 

W.  M.  Patten.  London. 

Robt.  McMa^e.  Milverton. 

Mr.  &  Mrs.  Weston  Wrieley  (Fur- 
niture World  ^,  Toronto. 

A.  W.   Bnrlett.  T-ronto. 

H.   Schreiter,  B°'-lin. 

A.  W.  Pur+'e.  Toronto. 

Geo.  H.  Ho^sbereer  (Furniture 
World 'I .  Toronto. 

Jno.  P.  Mcrammen,  Paris. 

A.  .T.  Smith,  T.ond'>n. 

K.  N.  Green.  Hamilton. 

.T.  H.  •Tacks'in,  Georgetown. 

T.  Fisher.  Hano-i'er. 

M.  S,  Glissco.  Hamilton. 

Mr.  Ho'^son.  Toront". 

Jas.  •^'Has'an  (Furniture  World), 
Toronto. 

Harrv   W.   Thorpe.  Mont'-eal. 

A.  Irvi"g    (Nat.  Furn.   Co.),  To- 

ronto. 
C.   Tu'-ner,  London. 

B.  F.  Kastner,  Strn  +  f^-rd. 
Chas.   V.   Llovd.  S*ro*ford. 
W.   L.   .Tennings  Fro^ericton. 
N.  G.  Coltart,  Chatham. 


W.  Barchler,  Goderich. 
P.  Schmidt.  New  York. 
O.  O.  Perrin,  Berlin. 
.T.    Kreiner.  Berlin. 
Miss   M.   Kreiner,  Berlin. 
Herbert  Kreiner.  Berlin. 

F.  Anthes,  Berlin. 

J.  Lanpen,  Montreal. 
W.  Beney.  Toronto. 
J.  Baetz,  Berlin. 
C.  Baetz.  Berlin. 

P.   D.   Carey,    Chicago   Cloth  Co., 

Chicago. 
R.  Patten.  Tjondon. 
Mrs.  R.  Pntten.  I;ondon. 
W.  Long,  Brantford. 
.Tas.  .Tackson,  Aukan. 
Mr.  Sharner.  Chatham. 

B.  N.   MncDorald,   St.  Thomas. 
Wm.  C.  McArthur,  London. 

.1.  Morrice,  Ncrthway  Co.,  Tillson- 
bn  rg. 

R.  A,  Cnrrie,  Wingham. 
J.  B'acklocI-.  Toronto. 
J.  Hewett.  Mitchell. 

G.  W.  Hackmeir.  Giderich. 
r>.  H.  Bnrnhardt,  Wa'kerville. 
P.  A.   Schreiter.  Berlin. 

C.  Haskett,  Lncan. 

0.  F.   Corvell.  Toronto. 

R.  S.  Corvell,  Toronto. 

J.  W.  Bpilev.  Berlin. 

Wm.  Mav.  Berlin. 

W.  J.  WpU-er  and  wife.  Seaforth. 

F.  P.  AViiUelav.  Seaforth. 

n.  R.  -nriirler.  Toronto. 

S.  M.  Wilder.  Toronto. 

Jas.  Baird.  P'attsviMfl. 

AToh.  Paird,  Plattsfille. 

Miss   Mathewson.  Stratford. 

M.  T^orbes,  Stra*^f"rd. 

M.  Ba'Ton.  Stratford. 

N.  T..  Brandon.  St.  Marys. 

W.  T.  P-^x.  S^ff^rtb. 

H.  C.  Sepf'r'h. 
T'di's-'  P"ber*«  Wi"»^ipeg. 
.T    ]\T„,.iattf.    Of,!— ille. 

W.  Fr-e-"  Opl-ville. 

Goo.  N    -Tackso".  Leamington. 

W.  'P.  .Tp^-'-son.  T.eamington. 

F.  W.  rh-rt.  6"»l~b 

Job"  Fn'^neb.  S*-r),<for1. 

v..    .T.    Tol"!  ■"'■-^.ictock. 

.T.   p-vp+t.  W/'0^s*'-oV. 

,T    p,-»'-+.  T->,,.,--ine. 

TV.  T,„Vo.  ■p-«mi't"i. 

J),  Bopi-or.  New  TTnmbnre. 

O.  H.  Boc'-er.  Now  Hnmbiirg. 

D.  A.  Gandor.  TTamilton. 
.T.   Peeves,  -Hprnilton. 

J.  H.  Pixon.  Bre«lau. 
Ed.  Peifer,  Breslau. 


FURNITURE  MEN  IN  MUNICIPAL  LIFE 

The  recent  municipal  contests  throughout  Ontario 
resulted  in  the  election  of  the  foUowing  furniture  men 
to  office  in  their  municipalities:  D.  S.  Ainsworth.  reeve 
of  Wellington;  J.  J.  Marsh,  mayor  of  Smiths  Falls:  W. 
J.  Pink,  alderman  of  Perth;  B.  B.  Collings,  councillor, 
Bradford;  E.  J.  Downs,  councillor.  Hepworth ;  F.  M. 
Douglas,  councillor,  Ingersoll;  W.  J.  Roadhouse,  coun- 
cillor, Newmarket. 

W.  J.  Braffg,  furniture  dealer,  of  Brantford,  Ont., 
was  elecited  alderman  in  the  recent  municipal  elections. 
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Furniture  Topics  Discussed  at  Berlin's  Smoker 

New  exhibition  building  proposed — Buy-a-piece  of-furniture  campaign  inaugu- 
rated— Boosting  the  Made-in-Canada  idea — Manufacturers'  and  Retailers' views. 


SUCCESSFUL,"  hardly  expresses  the  opinion  of 
those  who  attended  the  combined  concert-smoker- 
lunch  held  on  Thursday  evening,  Jan.  14th,  during 
the  Berlin  Furniture  Exhibition.  It  was  more  than 
"successful"— it  was  also  "resultful,"  for  it  has 
started  a  chain  of  thought  that  it  is  hoped  will  lead  to 
three  things: 

(1)  An  agitation  for  a  new  and  better  exhibition 
hall  at  Berlin ; 

(2)  The  beginning  of  a  "Buy-a-pieee-of- furniture" 
campaign ; 

(3)  A  welding  of  the  Made-in-Canada  idea,  so  far  as 
it  affects  furniture. 

One  or  other  of  these  three  things  found  utterance 
in  the  short  talks  of  most  of  the  speakers,  and  there 
was  over  all  an  expression  of  optimism  that  means 
much  for  the  betterment  of  trade  all  round.  This  was 
noticeably  evident  in  Mr.  Wrigley's  little  talk. 

But  there  were  other  thoughts  expressed,  too.  The 


D.  Hlbner,  the  genial  chairman  of  the  smoking  concert. 


manufacturers  stated  their  case — they  wanted  more 
orders —  and  the  retailers  voiced  their  complaints,  and 
over  and  through  it  all  song  held  sway. 

Popular  Chairman 

D.  Hibner,  of  D.  Ilibner  &  Co.,  Berlin,  was  voted 
chairman  of  the  gathering,  and  a  happy  presiding 
officer  he  made.  His  remarks  were;  brief  and  to  the 
point,  and  no  time  was  lost  in  taking  up  the  various 
numbers  on  the  program. 

Jules  Brazil  and  Will  "White  provided  the  musical 
portion  of  the  entertainment,  and  the  former  warmed 
up  the  crowd  of  a  couple  of  hundred  furniture  men  by 
•winging  them  along  on  some  popular  chorus  and  intro- 


ducing the  various  speakers  with  a  little  appropriate 
musical  selection. 

But  these  two  entertainers  were  not  the  whole  bill. 
An  exceptional  number,  and  one  not  on  the  program, 
was  that  given  by  IT.  A.  Croxall.  of  the  National  Hard- 
ware Co.,  Orillia.  His  rich  baritone  songs  "brought 
down  the  house,"  and  he  was  forced  to  repeat  and 
repeat. 

The  chairman,  in  his  opening  remarks,  alluded  to 
the  "buy-a-bale-of-cotton"  campaign,  which  had  been 
so  siiccessfully  launched  in  the  United  States,  and  he 
believed  that  if  a  " buy-a-piece-of- furniture  "  campaign 
was  started  here  in  Canada  and  pushed  it  should  be 
equally  successful.  "If  I  buy  a  piece  of  furniture  here 
in  Berlin,  and  you  who  live  here  buy  a  piece  of  furni- 
ture in  your  local  store,  and  if  everybody  in  this  town 
buys  a  piece  of  furniture  here,  what  do  you  think  would 
happen  in  Berlin  anyway?"  was  Mr.  Hibner's  lucid 
way  of  bringing  attention  to  the  awakening  of  indus- 
try from  such  a  proceeding.  "All  that  is  wanted  is  a 
little  encouragement,"  he  concluded. 

Three  Square  Meals  a  Day 

A.  Edwards,  of  the  Elmira  Interior  "Woodwork  Co., 

Elmira,  believed  that  the  hard  times  were  of  our  own 
making.  If  we  thought  business  and  acted  business, 
good  biisiness  would  follow. 

M.  Soss,  of  the  Berlin  Interior  "Woodwork  Co.,  Ber- 
lin, was  introduced  as  the  man  who  said  he  had  "orders 
sticking  out  of  the  chimney,"  but  he  disclaimed  the 
wording  of  the  impeachment.  "What  his  company  was 
doing,  though,  was  giving  three  square  meals  a  day  to 
all  their  employes;  and  they  had  also  put  up  a  new 
building  during  the  year.  "If  all  the  manufacturers 
and  salesmen  worked  together  we  would  soon  get  over 
this  present  ordeal,"  he  said. 

The  father  of  the  furniture  industry  in  Berlin,  John 
S.  Anthes,  of  the  Anthes  Furniture  Co.,  wax,ed  remin- 
iscent. He  reminded  his  hearers  that  he  had  been  in 
furniture  manufacture  continuously  for  the  past  48 
years,  and  during  that  time  great  progress  had  been 
made  in  manufacturing  methods.  He,  too,  was  getting 
three  meals  a  day,  but  it  was  getting  monotonous,  and 
he  would  like  to  see  a  few  orders  coming  along. 

Couldn't  Get  Rid  of  Habit 

"W.  A.  Coltart,  Chatham,  got  off  a  witty  speech.  Ho 
said  he  had  the  habit,  and  could  not  and  would  not  get 
rid  of  it,  of  coming  to  these  annual  exhibitions.  If 
more  retailers  were  like  Mr.  Coltart  there  would  be  a 
brighter  lot  of  furniture  dealers  in  Canada. 

This  habit  got  Mr.  Hibner's  goat,  and  he  intimated 
that  the  furniture  makers  of  Berlin  and  "Waterloo 
might  get  together  and  put  up  a  building  that  would 
house  all  exhibits  under  one  roof.  Travelers  calling 
on  the  trade  showed  pictures  of  the  furniture  items 
offering,  but  retailers  should  visit  the  exhibitions  to 
see  for  themselves  the  actual  goods  being  made,  as 
it  is  impossible  for  them  to  know  all  the  lines.  Be- 
sides, it  would  be  well  for  the  retailers  and  manufac- 
turers to  get  together  and  discuss  things;  many  a 
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retailer  knows  more  about  what  furniture  is  wanted 
than  do  the  manufacturers. 

James  Acton,  called  the  dean  of  the  furniture  trade, 
gave  a  short  reminiscent  talk,  illuminating  his  speech 
with  a  couple  of  stories  showing  when  it  was  necessary 
and  unnecessary  to  talk. 

Waking  Up  Retailers. 

"Weston  Wrigley,  manager  of  Canadian  Furniture 
"World,  in  his  speech,  gave  plenty  of  food  for  thought. 
He  said  the  manufacturers  of  Berlin  deserved  credit 
for  bringing  together  the  various  sections  of  the  furni- 
ture trade  in  these  little  yearly  gatherings  where  they 
could  discuss  their  difficulties  on  a  common  ground, 
and  on  the  retailers'  side  he  believed  Mr.  Coltart's  view 
was  a  good  one — more  of  them  should  attend  these 
annual  furniture  exhibitions.  It  was  because  of  their 
lack  in  doing  this  that  many  retailers  seemed  asleep 
in  trade  matters,  or  were  back  numbers. 

Speaking  for  the  two  Canadian  furniture  papers — 
The  Furniture  "World  and  The  Furniture  Journal — they 
and  the  manufacturers  and  the  traveling  salesmen 
would  join  together  and  be  live  wires  that  would  help 
make  the.'^'e  exhibitions  a  success.  If  the  live  retailers 
from  Halifax  and  "V\^innipeg  and  other  far  away  points 
could  come  to  these  exhibitions  surely  the  Ontario 
retailers  could  "get  the  habit"  of  attending. 

"While  the  exhibition  idea  was  a  good  one  the  conven- 
tion idea  was  also  good.  The  retailers  came  to  the 
exhibitions  not  entirely  to  order,  but  to  see  the  new 
goods  and  to  talk  over  trade  matters.  If  there  were 
grievances  to  remedy,  a  convention  was  a  good  time 
in  which  to  talk  them  over,  and  if  an  association  was 
formed  that  would  help  the  convention  idea.  Both  trade 
papers  would  do  their  part  in  helping  it  on.  He  paid  a 
compliment  to  Mr.  Acton,  whom  he  was  glad  to  see  at 
the  exhibition  and  hoped  he  would  attend  a  great  many 
more, 

Buy  a  Piece  of  Canadian  Furniture 

Mr.  "Wrigley  put  in  a  strong  plea  for  the  "buy-a- 
piece-of-furniture"-  campaign,  which  he  thought  should 
be  boosted  from  one  end  of  the  Dominion  to  the  other. 
The'  success  of  the  "buy-a-bale-of-cotton"  campaign 
in  the  United-  States  showed  what  could  be  done  if  a 
similar  move  was  made  with  furniture  in  Canada.  ,  The 
present  was  a  time  of  optimism,  not  one  for  growling. 
"Let  us  all  get  out  and  boost,",  he  said,  winding  up 
with  an  anecdote  of  a  returned  British  soldier  who  had 
both  legs  shot  away  while  serving  at  the  front.  A 
pessimistic  friend,  meeting  the  soldier  in  a  convalescent 
hospital,  pitied  him  for  the  charitable  charge  he  woiild 
be  on  the  community  after  the  war  had  ended.  "All 
this  may  be  true,"  replied  the  wounded  soldier,  "but 
there  is  one  thing  that  will  not  happen,  and  that  is  I'll 
not  be  troubled  with  cold  feet." 

Chairman  Hibner  complimented  the  speaker,  and  in 
agreeing  with  his  sentiments  put  in  a  plea  for  Made-in- 
Canada  furniture.  He  nuoted  Abraham  Lincoln  on  the 
purchase  of  goods:  ""When  we  spend  our  money  out- 
side this  country  our  money  is  gone  but  we  have  the 
goods;  when  we  buy  native  goods  we  have  both  the 
money  and  the  goods." 

Ed.  Lippert,  a  Berlin  retailer,  made  a  complaint  about 
the  manufacturers  selling  outside  the  trade.  He  thought 
retail  furniture  dealers  should  form  an  association  and 
get  the  manufacturers  to  cut  this  out.  He  was  very 
much  in  favor  of  retailers  selling  Made-in-Canada  goods 


in  preference  to  articles  coming  in  from  the  outside. 

The  "smoker"  was  brought  to  a  close  before  the 
midnight  hour  with  a  serving  of  refreshments  at  a 
buffet  lunch. 


WEDDED  AT  BERLIN 

A  pretty  wedding  was  celebrated  in  Berlin  recently 
when  Elva  Elizabeth,  daughter  of  Mr.  and  Mrs.  Ilart- 
man  Krug,  and  Leo  McLaughlin,  "Winnipeg,  were  mar- 
ried in  St.  Mary's  Church.  The  bride  wore  pleated 
white  chiffon,  trimmed  with  silver  lace,  and  a  veil,  and 
the  bridesmaid,  Miss  Marie  Krng,  was  in  pink  satin 
with  silver,  and  a  bodice  of  artille  lace.  The  flower 
girls  were  Dolly  Krng  and  Margaret  Lang,  the  grooms- 
man Fred  McLaughlin,  and  the  ushers  Henry  Krug  and 
Clifford  Speers,  Toronto.  The  bride's  traveling  suit 
was  black,  with  striped  green  chiffon  waist,  white  hat 
and  sables.  Mr.  and  Mrs.  McLaughlin  will  live  in 
"Winnipeg. 


FEATHER  AND  MATTRESS  CO.  ENTERTAINS. 

More  than  one  hundred  of  the  retail  furniture  sales- 
men of  Toronto  were  tendered  a  bannuet  on  Friday 
evening.  January  15lh,  at  Foresters  Hall,  by  The  Can- 
adian Feather  &  Mattress  Company,  Ltd.,  41  Spruce 
Street,  that  city.  After  partaking  of  an  excellent  re- 
past a  very  interesting  programme  of  songs,  speeches, 
recitations  and  the  latest  in  stories  was  renderpcl,  "W.  H. 
Smith,  manager  of  the  company,  acted  as  chairman  for 
the  evening  in  his  usual  happy  style. 

C.  C.  Nixon,  of  "Every woman's  World,"  gave  an  ad- 
dress on  "Made-in-Canada  Goods,"  which  was  appreci- 
ated. 

Jas.  P.  Mohan,  humorous  entertainer,  gave  a  variety 
of  comic  songs,  and  short  soeeehes  were  given  by  F.  C. 
Burroughes,  manager  of  F.  C.  Burroughes  Furniture 
Co.;  D.  Scott,  assistant  manager  T.  Eaton  Co.'s  furni- 
ture department:  R.  S.  Coryell,  vice-president  Adams 
Furniture  Co. ;  Tom  Colleran,  manager  Colleran  Pat- 
ent Spring  Mattress  Co. ;  Oscar  Johnston,  manager 
Washington  &  Johnston  Co.;  W.  H.  Cummings,  manag- 
er National  Mattress  Felt  &  Batting  Co. ;  H.  T.  Hardy, 
managing  director  of  Canadian  Feather  &  Mattress  Co., 
Ottawa,  and'C.  W.  Stephens,  assistant  manager  Can- 
a-dian  Feather  &  Mattress  Co.,  Toronto. 

The  unavoidable  absence  of  Mr.  Love,  president  of 
the  company,  was  very  much  regretted  by  all.  Those 
present  spent  a  most  enjoyable  evening,  and  voiced 
their  appreciation  of  the  company's  entertainment. 


BALL  FURNITURE  CO.  INCORPORATED 

The  Ball  Furniture  Co.,  Ltd.,  Hanover,  Ont.,  has  been 
incorporated  to  manufacture,  deal  in  and  sell  chairs, 
furniture,  and  all  kinds  of  wooden  ware.  The  capital 
is  set  at  $125,000,  and  the  incorporators  are  Robert 
James  Ball,  John  Ball,  Milton  Leonard  Ball,  Austin 
Elmer  Ball,  and  Mary  Jane  Ball,  all  of  Hanover. 


FIRE  IN  FURNITURE  STORE 

Fire  in  the  Masonic  Block.  St.  Catharines,  some  days 
ago,  did  damage  to  the  amount  of  $"?0  000.  Veal 
Brothers,  house  furnishers,  w^re  the  principal  losers, 
their  loss  being  estimated  at  $20,000.  The  building  was 
damaged  to  the  amount  of  $10,000.  The  fire  is  thought 
to  have  started  from  a  gas  stove  in  a  dance  hall  in  the 
building. 
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Salesmen  on  the  "Firing  Line' 


Wm.  Buchanan 
of  Lloyd  Mfg.  Co. 
Berlin,  Ont.  He  is 
showing  the  trade 
something  new  in 
baby  carnages. 


An  interesting  pool  game  was  pulled  off  at  Strat- 
ford during  the  exhibition,  between  J.  H.  Wilson  and 
Bob  Balgour.  It  was  an  event  not  on  the  program.  Mr. 
Wilson  is  some  pool  player,  but  Bob  is  nearly  as  good. 
The  game  was  for  gore,  or  worse,  for  filthy  lucre  in  the 
shape  of  a  real  estate  bargain.  Mr.  Wilson  owns  a  lot 
in  Toronto,  on  which  is  set  a  value  of  $3,500.  Mr.  Kil- 
gour  challenged  him  to  a  game  of  pool.  If  he  (Bob) 
won,  Mr.  Wilson  was  to  accept  $3,500  and  turn  over  the 
lot;  if  Bob  lost,  he  was  to  pay  Wilson  $6,000  for  the  lot. 

The  game  was  played  under  intense  excitement,  and 
when  one  ball  only  was  left  a  fencing  bout  between  the 


Th«  shot  that  lost  Bob  his  cash. 


opponents  across  the  table  almost  necessitated  the  call- 
ing in  of  the  police.  As  it  was,  Wilson  won  by  the 
slight  margin  of  one  point.  Bob  has  taken  $5,000  from 
his  bank  and  is  looking  for  another  thousand  to  buy 
Wilson's  lot.   Has  he  touched  you  for  some  of  it  yet? 


DEATH  OF  FURNITURE  TRAVELER 

Following  a  few  days'  indisposition,  Henry  Leighton, 
one  of  Harriston's  most  prominent  citizens,  passed  sud- 
denly away  with  heart  failure,  recently.  He  was  in  his 
Eixty-third  year.  He  was  born  at  Sandhill,  Peel  County, 
and  went  to  Harriston  forty-three  years  ago.  For  the 
past  eight  years  he  had  been  managing  director  and 
traveling  salesman  for  the  Harriston  Furniture  Com- 
pany, and  was  one  of  the  oldest  and  best  known  furni- 


ture men  in  the  province.  For  years  he  had  been  a 
town  councillor,  and  was  re-elected  by  acclamation  to 
the  board  of  education.  In  politics  he  was  a  Conserva- 
tive ;  in  religion  an  Anglican,  and  a  member  of  the  Cana- 
dian Order  of  Foresters.  He  is  survived  by  his  wife 
and  two  daughters,  Una  and  Pearl. 


"DEER"  IN  NEW  BRUNSWICK 

A  "Stag  Party"  was  recently  given  by  Fred  Hall, 
representative  in  the  Maritime  provinces  for  the  Canada 
Furniture  Manufacturers,  at  his  home  in  St.  John,  N.B., 
to  the  furniture  men  of  that  city,  and  a  very  enjoyable 
time  was  reported,  the  evening  being  spent  in  eating 
and  drinking,  cards,  music  and  other  such  light  and 
frivolous  pastimes  as  the  ingenuity  of  the  bunch  could 
suggest. 

Albert  Evans  did  not  lose  his  grip  this  year.  He  had 
it  along  with  him  properly  secured  and  padlocked. 


The  daughter  of  C.  S.  Crawford,  furniture  dealer, 
Chatham,  Ont.,  was  married  on  January  20  to  Whitney 
Adams,  a  young  architect  of  that  city. 

Wallace  Bros.,  of  Cartwright,  Man.,  have  purchased 
the  furniture  and  undertaking  business  of  Robertson 
&  Stead,  of  that  place. 

S.  Burlie,  of  Regina,  Sask.,  has  purchased  the  furni- 
ture and  undertaking  business  of  The  Soo  Line  Furni- 
ture Co.,  of  Yellow  Grass,  Sask. 

Pollin  Bros.,  Treherne,  Man.,  have  purchased  the  old- 
established  furniture  and  undertaking  business  of  T. 
A.  Metcalfe,  of  that  town. 

Manager  i'ilker,  of  the  Harriston  Furniture  Co.,  ac- 
companied by  Judge  Spotton,  paid  a  visit  to  the  Grand 
Eapids  furniture  factories  recently. 

Geo.  A.  Clare,  M.P.,  president  of  the  Canadian  OfBce 
&  School  Furniture  Co.,  Ltd.,  and  also  president  of 
Clare  Bros.  &  Co.,  makers  of  stoves,  died  at  his  home  in 
Preston  recently. 

The  Annex  House  Furnishing  Co.  has  been  registered 
at  Montreal. 

J.  A.  Bannister,  of  St.  George,  Ont.,  has  just  complet- 
ed an  enlargement  of  his  furniture  business,  on  which 
he  is  to  be  congratulated.  He  is  opening  a  new  two- 
storey  brick  building  equipped  in  the  most  modem 
manner,  as  furniture  store  and  undertaking  parlors. 
Mr.  Bannister  has  been  a  furniture  dealer  for  ten  years 
and  has  been  most  successful. 

H.  McGillavry  is  building  a  new  furniture  and  hard- 
ware store  at  Stoney  Beach,  Sask. 

George  W.  Vincent  arrived  in  Montreal  on  the  24th 
of  December  from  California, 'to  take  up  the  manager- 
ship of  Renaud,  King  &  Paterson's  furniture  store,  on 
St.  Catherine  Street  West.  Mr.  Vincent  had  not  been 
in  business  in  California,  but  before  he  went  there  he 
was  a  partner  in  the  firm  of  Vincent  &  McPherson, 
Brandon,  Man.,  for  over  twenty  years.  He  is  well 
pleased  with  the  business  outlook  in  Montreal,  in  fact 
it  is  much  better  than  he  was  led  to  believe.  Since 
taking  the  position,  Mr.  Vincent  has  reorganized  the 
store  and  one  of  the  most  important  changes  is  that 
there  will  be  nothing  but  "Made-in-Canada"  furniture 
sold  in  the  store. 
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Furniture  Men  Have  Enjoyable  Time  at  Toronto  Smoker 

A  big  gathering  of  retailers  and  representatives  of  manufactur- 
ing firms — Spend  pleasant  evening  in  song,  speech  and  story). 


FURNITURE  men  "got  together"  in  a  good  old- 
fashioned  manner  at  the  entertainment  and 
smoker  tendered  to  the  furniture  trade  by  the 
Canadian  Furniture  Exhibitors'  Association,  at  Dun- 
ning's  Hotel,  Toronto,  on  Monday  evening,  Jan.  25. 
Good  cigars,  friendly  chats,  short  speeches  from  promi- 
nent furniture  men,  and  entertainment  in  song  and 
story  provided  a  pleasant  evening  for  the  large  number 
of  retailers  and  representatives  of  furniture  manufac- 
turing firms  who  took  in  the  event. 

Rapid  Strides  in  Furniture  Manufacturing  in  Canada 

The  speeches  of  the  evening  were  all  short  and  to 
the  point  and  an  outstanding  feature  touched  upon 
was  the  rapid  strides  that  Canada  is  making  in  the 
matter  of  furniture  manufacturing,  and  the  benefit  that 
has  accrued  as  a  result  of  the  "Made-in-Canada"  cam- 
paign that  has  been  taken  up  so  vigorously.  Predic- 
tion was  made  that  before  long  not  only  will  Canada 
be  able  to  reproduce  the  best  models  of  furniture,  as 
shown  at  foreign  furniture  centres,  but  will  for  herself 
be  able  to  create  styles. 

The  chairman  of  the  evening  was  Mr.  James  Acton, 
of  the  Furniture  Journal,  who  recalled  the  early  days 
of  furniture  manufacturing  in  Canada,  referring  in 
particular  to  such  stalwarts  of  the  old  guard  as  Thomas 
Bell,  Andrew  Malcolm,  and  Thomas  Gibbard. 

Members  of  the  Old  Guard  Speak  of  Big  Change 

Mr.  Thos.  Gibbard  recalled  the  days  of  fifty  or  fifty- 
five  years  ago,  when  furniture  manufacturing  in  Can- 
ada first  began.  He  pointed  out  that  none  have  made 
better  advance  in  furniture  manufacturing  in  the  past 
fifty  years  than  Canadian  firms,  and  that  there  are  yet 
excellent  opportunities  for  the  future  for  the  man  who 
continues  on  straight,  square  business  principles,  stand- 
ing shoulder  to  shoulder  and  co-operating  with  the  re- 
tail dealer.  He  referred  to  the  need  of  putting  the 
best  of  thought  and  effort  into  the  work,  but  at  the 
same  time  not  failing  to  work  in  some  of  the  pleasures 
of  life  along  with  it. 

Mr.  Andrew  Malcolm,  of  Kincardine,  well  and  favor- 
ably known  to  the  furniture  trade  from  the  fact  that 
he  was  one  of  the  first  manufacturers  of  furniture  in 
Canada,  spoke  briefly  of  his  long  association  with  the 
furniture  trade  of  Canada,  and  expressed  the  hope  that 
the  same  progress  would  continue  to  be  made  as  he  had 
seen  in  his  time. 

Promotion  of  Sale  of  Made-in-Canada  Furniture 

N.  G.  Valiquette,  of  Montreal,  spoke  at  some  length 
in  regard  to  the  "Made-in-Canada"  campaign,  and  par- 
ticularly as  to  what  has  been  done  in  Montreal  in  this 
connection.  He  referred  to  the  large  amount  of  furni- 
ture that  has  been  imported  annually  from  foreign 
countries  and  pointed  out  what  it  would  mean  to  furni- 
ture manufacturers  and  working  people  of  Canada  if 
that  amount  of  money  was  spent  on  Canadian  instead 
of  foreign  goods. 

"It  will  not  be  long,"  said  Frank  Coombe,  "before 
Canada  will  not  be  only  copying  the  best  from  other 
centres  in  furniture  styles,  but  will  be  producing  styles 


of  her  own  which  dealers  in  foreign  countries  will  be 
copying."  He  referred  to  the  fact  that  while  attending 
the  exhibition  at  Grand  Rapids  he  came  across  an  exhi- 
bit of  a  Toronto  firm  that  is  already  selling  goods  in 
the  United  States,  and  it  was  pointed  out  to  him  that 
one  bedroom  suite  in  particular  on  exhibit  could  be 
secured  in  no  other  place  but  Toronto.  He  pointed  out 
that  this  spoke  well  for  the  advance  that  has  been 
made  in  furniture  manufacturing  in  Canada.  He  re- 
ferred to  the  educational  value  of  the  exhibition  and 
the  manner  in  which  it  demonstrated  the  development 
that  has  taken  place  in  furniture  making  in  Canada. 

Exhibition  a  Benefit  to  all  Branches  of  Trade 

James  Malcolm,  of  the  Andrew  Malcolm  Furniture 
Co.,  Kincardine,  who  was  one  of  those  who  was  instru- 
mental in  starting  the  Toronto  exhibition,  spoke  of  the 
excellent  support  that  the  retail  trade  has  given  to  the 
exhibition.  He  was  glad  to  know  that  they  considered 
it  a  benefit  to  them,  as  it  assuredly  was  to  the  manu- 
facturers. He  pointed  out  that  it  was  more  than  a 
sales  show,  possessing  an  educational  value  to  the  dealer 
that  allowed  him  to  buy  more  intelligently  throughout 
the  year.  Traveling  men  had  also  come  to  see  that  it 
did  not  affect  sales  detrimentally,  but,  instead,  helped 
them. 

J.  H.  B.  Webster,  of  the  T.  Eaton  Co.,  Toronto,  gave 
a  short  talk  on  the  educative  force  of  furniture.  He 
protested  against  the  idiotic  styles  that  some  firms  have 
turned  out  from  time  to  time,  showing  lack  of  proper 
knowledge  of  designing.  He  pointed  out,  however, 
that  great  improvement  has  been  shown  in  this  par- 
ticular in  recent  years,  and  that  the  present  war  was 
awakening  us  up  to  the  opportunities  in  furniture 
manufacturing.  "The  great  advancement,"  he  said, 
"that  I  have  noticed  in  furniture  manufacturing  in 
Canada  in  eight  years  shows  that  Canada  is  making  big 
strides  and,  in  addition,  it  must  be  acknowledged  that 
we  have  the  good  taste,  brains  and  capital  to  produce 
and  carry  out  designs  of  our  own.  This  I  feel  is  a 
development  that  will  come  in  the  Canadian  furniture 
trade  in  the  near  future." 

Other  well-known  members  of  the  furniture  trade 
who  made  short  addresses  during  the  evening  included 
W.  J.  Craig,  the  energetic  secretary  of  the  exhibition 
association ;  C.  S.  Coryell,  of  the  Adams  Furniture  Co. ; 
Frank  Walker,  of  Hamilton,  and  George  Whiting. 

THROUGH  THE  SMOKE  CLOUDS 

E.  Jules  Brazil  and  company  provided  an  excellent 
evening's  entertainment.  H.  A.,,  Croxall,  of  the  Na- 
tional Hardware  Co.,  Orillia,  was  also  heard  to  good 
effect  in  two  vocal  solos. 

The  vocal  efforts  of  the  furniture  men  themselves 
were  a  feature  of  the  evening.  They  sang  nearly  every- 
thing on  the  song  sheet  with  much  gusto.  It  truly  can 
be  said  that  they  were  the  real  big  noise  of  the  evening. 

The  furniture  men  suspected  that  the  story  of  the 
big  buyer  who  was  coming  from  Siam  was  a  farce,  but 
before  they  got  through  singing  the  Siamese  hymn  they 
realized  that  the  phrase  "Sucha  biggas  Siam"  was  one 
on  them. 
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"He's  style  all  the  while"  greeted  most  of  those 
called  on  to  speak.  Various  songs  on  the  sheet  were 
appropriately  dedicated  to  various  members  of  the 
trade. 

Thos.  Gibbard  got  so  interested  in  telling  about  the 
big  advance  in  furniture  manufacturing  that  he  forgot 
to  tell  about  his  chicken  farm. 

When  the  smoke  clouds  got  thick,  Weston  Wrigley 
led  in  a  timely  chorus,  "Open  the  Window,"  to  the  tune 
of  "See  Ilim  Smiling." 

The  song,  "Call  around  any  old  time,"  was  dedicated 
to  the  retail  dealers  by  the  manufacturers. 

A  telegram  was  read  from  La  Patrie,  of  Montreal, 
inviting  furniture  manufacturers  to  make  exhibits  in 
connection  with  their  "Made-in-Canada"  campaign. 


Innovation  by  English  Firms 

Two  of  the  largest  English  manufacturers  in  their 
respective  lines  have  taken  a  big  step  towards  closer 
relations  with  their  Canadian  trade.  Woodward,  Qros- 
venor  &  Co.,  Ltd.,  of  Kidderminster,  carpet  manufac- 
turers, and  J.  W.  &  C.  Ward,  Ltd.,  of  Halifax,  makers 
of  upholstery  and  drapery  fabrics,  have  established  a 
si)]endid  stock  at  their  warehouse,  .38  Wellington  Street 
East,  Toronto,  which  is  in  charge  of  their  Canadian 
managers,  Thomas  Bros. 

Despite  the  unsettled  conditions  of  commerce,  due  to 
the  war,  these  firms,  on  the  advice  of  their  Canadian 
managers  and  agents,  have  decided  to  ofiFer  their  Cana- 
dian trade  every  facility  for  obtaining  their  goods  in 


Rug  showroom  on  one  of  the  floors  of  the  now  Toronto  warehouse  of  Woodward,  Hrosvenor  &  Co.,  Ltd.,  and  J.  VV.  &  C.  Ward  Ltd., 

at  33  Wollinglon  St.  Ea^t,  that  city. 


Frank  Walker,  of  HamiUon,  told  a  good  story  on 
"How  he  got  back  on  Bill." 

"Oh!  You  Beautiful  Doll"  was  the  song  that  the  big 
chorus  serenaded  Bill  Craig  with. 

Percy  Brown's  name  took  the  place  of  the  renowned 
"John  Brown,"  in  the  old-time  song.  Percy  expects 
to  write  up  a  few  big  orders  yet,  however,  before  his 
body  "lies  a-moulding  in  the  ground." 

Seized  with  a  fainting  spell  while  attending  a  small 
fire  at  the  Queen's  Hotel,  Barrie,  Ont.,  Fire  Chief 
George  G.  Smith  died  as  he  was  being  carried  to  his 
home.  The  deceased  was  the  oldest  fire  chief  in  On- 
tario, and  had  been  a  member  of  the  Barrie  Fire  De- 
partment for  over  50  years.  He  had  been  chief  for 
30  years.  Mr.  Smith  carried  on  business  as  an  under- 
taker and  furniture  dealer  from  1869  to  1914,  and  was  a 
past  president  of  the  Canadian  Embalmers'  Associa- 
tion. He  Avas  a  Fenian  Raid  veteran,  and  belonged 
to  several  fraternal  societies. 


FOR  SALE 

One  full  telescopic  National  Burial  Device.  Price  $60. 
BUchford  &  Son,  57  King  St.  W.,  Hamilton,  Ontario. 


large  or  small  quantities  on  the  shortest  notice.  Wood- 
ward, Grosvenor  &  Co.,  Ltd.,  who  make,  among  other 
lines,  the  "Dreadnought"  Brussels  and  "Royal"  and 
"Crown"  Wilton  squares,  are  the  first  English  carpet 
firm  to  establish  a  Canadian  warehouse.  Not  content 
with  making  goods  of  the  highest  quality,  they  are 
making  every  effort  to  be  of  the  utmost  service  to  their 
customers. 

J.  W.  &  C.  Ward,  Ltd.,  makers  of  cotton  tapestries, 
wool  and  cotton  reps,  "Ivanhoe"  casement  clotiis,  and 
other  well  known  fabrics,  are  carrying  out  their  plans 
in  conjunction  with  Woodward,  Grosvenor  &  Co.  The 
fact  that  they  have  ready  for  immediate  shipment  from 
Toronto  a  complete  stock  of  their  goods  is  of  great  im- 
portance to  buyers  of  these  goods.  Time  of  delivery 
often  becomes  a  vital  matter  in  the  buying  of  stock, 
and  a  Canadian  warehouse  is  a  big  advantage  from  the 
viewpoint  of  the  merchant. 

J.  H.  and  H.  P.  Thomas,  the  Canadian  managers  for 
these  two  large  English  manufacturers,  are  well  known 
to  the  trade  throughout  Canada.  In  view  of  their  in- 
creased facilities  for  taking  care  of  business,  they  have 
greatly  increased  their  traveling  staff,  and  are  now 
in  a  position  to  give  splendid  service  to  the  Canadian 
trade. 
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Address 

Dealers'  Aid  Department 

Columbia 

Graphophone 

Company 

365  Sorauren  Avenue 

Toronto 


Progress  and  Profit 
are  inevitable  with 
Columbia  Grafonola 
Dealers 


The  Furniture  Dealer  who  has  a  live 
salesman  in  charge  of  a  Grafonola  De- 
partment in  his  store  cannot  help  but 
make  big  profits  from  it.  Not  only  from 
the  sale  of  the  instrument,  but  from  the 
daily,  yes,  almost  hourly,  call  for  Col- 
umbia Records. 

You  cannot  get  away  from  the  fact  that, 
when  such  big  stores  as  Murray-Kay's, 
Adams',  Eaton's,  Simpson's  and  a  dozen 
others  we  might  name,  find  their  Graf- 
onola Departments  profitable  to  them, 
that  it  would  pay  other  furniture  dealers 
to  follow  in  their  footsteps. 

A  Grafonola  is  a  protected  price  pro- 
position. You  cannot  be  undersold  ;  the 
Mail  Order  Houses  cannot  touch  you, 
and  there  is  not  a  single  product  in  Can- 
ada that  is  better  advertised  than  are 
Columbia  Grafonolas  and  Records. 

Why  not  investigate  it  ?  It  does  not 
cost  you  anything,  except  the  time  spent 
upon  making  the  enquiry.  It  is  up  to 
us  to  sell  you,  but  we  think  we  can 
show  you  figures  of  progress  and  profit 
that  will  do  the  convincing. 

Why  not  write  us  now  and  get  par- 
ticulars? 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


New  Principle  of  Double  Injection 

Method  First  in  Vogue  for  'Permanent  "Preservation 
Now  Being  Used  in  all  Kinds  of  Cases 

By  Prof.  H.  S.  Eckels 

It  seems  almost  trite  to  say  that  circulation  is  the 
basis  of  arterial  embalming.  Every  erabalmer  known 
that  unless  he  can  secure  circulation  a  proper  distribu- 
tion of  his  embalming  fluid  is  absolutely  impossible. 
There  is,  however,  circulation,  and  then  again  there  is 
circulation;  the  two  may  be  as  different  as  day  is  dif- 
ferent from  night. 

In  life  the  heart  pumps  a  quantity  equal  to  the  com- 
plete volume  of  the  blood  in  the  body  once  every  thirty 
seconds.  Embalming  would  be  almost  as  short  a  task 
as  some  undertakers  try  to  make  it  if  we  could  secure 
that  rapid  a  circulation  when  the  body  comes  into  our 
hands.  Of  course,  we  cannot.  The  body  itself — the 
arteries,  the  veins  and  the  capillaries  are  in  an  entirely 
different  condition  than  when  life  existed,  and,  there- 
fore, it  would  be  impossible  for  us  to  cause  even  fresh 
arterial  blood  to  circulate  with  the  freedom  which  it 
does  naturally  when  life  exists. 

The  astringent  quality  of  most  embalming  fluids  adds 
greatly  to  our  difficulties,  however,  when  we  begin 
injecting.  It  isn't  altogether  the  body;  too  frequently 
it  is  the  fluid  itself  that  causes  the  trouble.  We  all 
realize  that  we  cannot  pour  molasses  as  rapidly  as  wc 
can  vinegar;  the  consistency  of  the  two  differs  widely. 
But,  as  between  our  embalming  fluid  and  blood,  the 
conditions  are  exactly  reversed.  The  more  viscid  sub- 
stance flows  through  the  arteries  far  more  readily  than 
does  the  clearer  and  sparkling  fluid.  The  reason,  then, 
cannot  be  in  their  molecular  composition.  It  must  be  in 
their  chemical  attributes,  coupled,  of  course,  with  the 
fact  that  there  has  been  some  change  in  the  structure 
of  the  veins  and  arteries  themselves. 

Blood  Circulates  Freely  and  Naturally 

Plainly,  then,  the  difference  between  the  two  must 
be  largely  one  of  chemistry.  The  blood  circulates  freely 
through  the  capillary  system,  because  it  is  designed  by 
Nature  to  do  exactly  that  one  thing  and  to  perform 
that  one  function.  Nature  never  makes  a  mistake.  It 
is  not  possible  for  man  to  exactly  imitate  Nature's  pro- 
cesses. The  best  we  can  do  is  to  follow  her  as  closely  as 
possible. 

Why,  then,  should  we  use  an  embalming  fluid  whose 
every  action  is  as  distinctly  opposed  to  the  action  of 
the  blood  in  life  as  it  is  possible  for  the  chemist  to 
compound?  There  is  nothing  astringent,  nothing 
muscle-tightening,  nothing  corrosive  in  the  blood  itself. 
Why,  then,  if  we  are  to  use  the  channels  which  Nature 
provides  for  the  circulation  of  the  blood,  do  we  attempt 
to  secure  circulation  and  penetration  with  embalming 
fluids  filled  with  ingredients  which  are  all  that  the 
blood  is  not?   Any  raw  formaldehyde  fluid — it  matters 


not  who  the  maker  may  be,  nor  what  the  name  on  the 
label — inevitably  will  tighten  up  the  muscles,  affect  the 
coating  of  the  arteries,  and  close  up  the  capillaries  be- 
fore penetration  can  be  secured. 

I  do  not  for  one  instant  mean  to  say  that  bodies  can- 
not be  preserved  with  raw  formaldehyde  fluid.  It  can 
be  done,  has  been  done,  and  doubtless  in  the  less  pro- 
gressive establishments  for  a  long  time  will  continue  to 
be  done.  What  I  mean  to  say,  however,  is  that  good 
embalming  cannot  possibly  be  done  by  the  use  of  this 
type  of  fluid.  To  secure  perfect  circulation  it  is  neces- 
sary to  secure  perfect  saturation.  You  cannot  get  sat- 
uration when  the  entrances  to  the  capillaries  and  even 
the  minor  arteries  themselves  are  sealed  up  the  moment 
the  astringent  fluid  touches  them. 

Let  us  lay  aside  the  fact  for  the  instant  that  when 
these  minor  arteries  and  capillaries  are  thus  sealed  up, 
that  in  them  is  to  remain  and  decay  the  stagnant  blood 
with  which  they  are  gorged,  and  which,  showing 
through  the  surface  of  the  skin,  produces  what  we 
know  as  putty  color — or  worse.  Let  us  for  a  moment 
lay  this  thought  aside  and  consider  only  the  questions 
of  circulation,  penetration,  saturation  and  preservation. 
To  secure  thorough  circulation,  perfect  penetration  and 
complete  saturation  must  be  secured.  If  raw  formalde- 
hyde fluids  in  their  great  strength  will  not  secure  this 
penetration  and  this  saturation,  how  then  must  we  pro- 
ceed to  attain  them? 

Back  to  Nature 

Again,  let  us  go  back  as  close  to  Nature  as  we  may. 
No  embalming  fluid  ever  manufactured  had  all  or  ex- 
actly the  properties  the  blood  has,  but  a  peroxide  of 
hydrogen  fluid  diluted  to  its  extreme — and  I  might 
also  say  be,yond  its  extreme — for  the  first  part  of  our 
injection  will  go  where  an  astringent  raw  formaldehyde 
fluid  could  not  possibly  be  forced.  Each  bottle  of  RE- 
Concentrated  peroxide  fluid  will  make  a  gallon  of  per- 
oxide fluid  of  standard  strength.  Yet,  even  this  is 
stronger  than  it  should  be  to  best  serve  our  purposes 
for  the  primary  injection.  After  we  have  mixed  our 
fluid  to  this  strength,  let  us  take  a  quart,  put  it  in  a 
half-gallon  bottle  and  then  fill  it  with  water. 

As  soon  as  the  tubes  are  inserted,  inject  this  slowly. 
The  result  will  be  that  it  will  secure  the  widest  pos- 
sible diffusion  of  our  preservative  elements.  Moreover, 
its  action  on  the  walls  of  the  minor  arteries  and  capil- 
laries will  be  strengthening  instead  of  corrosive.  It 
will  make  them  firmer,  restore  collapsed  conditions 
wherever  found,  and  generally  bring  them  back  most 
nearly  to  the  tubular  condition  in  which  they  are  found 
in  life.  If  we  allow  a  short  time  to  elapse  in  order 
that  this  diluted  but  penetrating  fluid  may  be  permitted 
to  do  its  work,  then  we  may  follow  up  this  injection 
first  by  fluid  in  the  normal  peroxide  strength,  and  later, 
if  necessary  or  desirable,  by  still  more  of  the  RE-Con- 
centrated  fluid  mixed  in  its  formaldehyde  strength. 

There  is  no  possible  doubt  that  by  following  this 
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Quality      Dominion  Msiniifsicturers  Service 

=  Limited  = 


Tasteful,  Dignified  Designs  and  Rich 
Finish  are  Characteristic  of  our 

Caskets  and  Casket  Hardware 

Below  IS  shown  a  selection  from  our  large 
range  of  handsome  cloth  covered  caskets 


No.  650  Full  Lid 


Situated  as  we  are  in  the  heart  of  Western  On- 
tario, our  well  equipped  factory  and  efficient  organi- 
zation place  us  m  a  position  to  give  a  very  excellent 
service. 

A  Telephone  order  may  Telephones — Factory  169 

save  you  time  Mr.  Watson  1654 

Shipper  1020 


THE  GLOBE  CASKET  COMPANY 

LONDON  ONTARIO 


First 
Quality 


CAXADIAN  FUUNITCKI':  WORLD  A\|)  TIIK  I  NDKin'AKKR 

Dominion  Manufacturers 


FcliriKiry,  ]'.)]7) 

Prompt 
Service 


Limited 


For  Quick  Delivery 

and  Goods  of  Quality 

A  selection  from  our  complete  line  of  Undertakers' 
Supplies  is  sure  to  give  you  entire  satisfaction. 

With  the  express  service  of 
three  great  railways  at  our 
command,  our  facilities  for 
quick  and  certain  delivery 
are  unequaled. 


No.  400 


All  Supplies  on  Shortest  Notice 
Competent  Staff,  Day  and  Night 

The  National  Casket  Company,  Limited 

93  109  Niagara  Street  Telephones-Adelaide  454 

Toronto  Ontario 
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First 
Quality 


Dominion  Manufacturers 


Prompt 
Service 


Limited 


THERE'S  A  SAYING  IN  THE  TRADE 


"If  you  want  something  good  go  to 
Semmens  &  Ever' 

This  is  no  idle  phrase.  Our  workmen  have  had  years  of  experience  in 
the  manufacture  of  the  better  grades  of  Caskets,  Coffins  and  Funeral 
Furniture,  and  it  is  a  matter  of  pride  with  them  that  the  smallest  de- 
tail receives  the  attention  which  has  given  our  produce  its  reputation 
for  Superior  Quality. 


No.  539 


A  wide  range  of  Covered  Caskets  and  Piano  Polished 
Oak  and  Mahogany  Caskets 

Our  Ebonet  Finished  Hardware  Merits  Your  Investigation 


An  experienced  staff  at  our  office  and  factory  night 
and  da^  ensures  the  prompt  execution  of  \)our  order 

WE  NEVER  MISS  A  TRAIN 


The  Semmens  &  Evel  Casket  Co.,  Limited 


Hamilton 

Telephones:  517,  3316.  Nights  and 
Sundays,    517,    3319.    and  3333 


mnipeg 


470  Ross  Avenue 
Chas.  Crossiand,  Manager 
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First 
Quality 


Dominion  Manufacturers 


Prompt 
Service 


Limited 


High  Grade 
Undertakers*  Supplies 

The  D.W.T.  Line  stands 
as  it  has  always  stood,  for 
rehable  goods  and  efficient 
service.  ^  The  newest  and 
best  for  the  undertaker. 


Telephones  : 
ADELAIDE  454 
and  NORTH  3085 


Tht 


D.  W.  Thompson  Co. 


Limited 


93-109  Niagara  St.,  Toronto 


Caskets,  Robes  and 
Linings 


iiiiriii 


Highest  quality  in  all 
Undertakers'  Supplies. 

Our  covered  Caskets 
are  the  best  made. 


Your  order  solicited 


James  S.  Elliott  &  Son 

Prescott  Ontario 


To  the 

Undertakers 

of  Quebec 


Our  Plant  at  Three  Rivers 
is  acknowledged  to  be  the 
finest  in  Canada. 
The  full  line  of  Undertak- 
ers' Supplies  manufactured 
is  a  worthy  product  of  the 
magnificent  factory. 
Give  us  your  orders  and 
be  assured  of  prompt  and 
efficient  service. 


GIRARD  &  GODIN 

Three  Rivers,  Que. 


Complete  Line  of  Burial 
Caskets,  Hardware,  Etc. 

Best  Quality 
Reasonable  Prices 


The  location  of  our  well 
equipped  factory  enables 
us  to  provide  unexcelled 
service  for  undertakers  of 
the    Maritime  Provinces. 


We  solicit  your  orders  by  letter 
telegram  or  telephone 

CHRISTIE  BROS.  &  CO. 

Amherst,  N.S. 
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The  Board  of  Examiners 

Milverton      -  Ontario 

NOTICE 


The  Government  Board  of  Examiners,  under  the  Em- 
balmers'  and  Undertakers'  Act,  will  conduct  an  exam- 
ination in  the  Anatomical  Section  of  the  Toronto 
University  Building,  on  Tuesday,  Fehruary  23rd,  1915, 
commencing  at  ten  o'clock  in  the  morning.  Candidates 
wishing  to  take  the  examination  for  qualification  and 
Government  License  will  send  in  their  application  and 
fee  to  the  secretary  not  later  than  Fehruary  15th,  1915. 

Embalmers  who  are  eligible  to  qualify  under  section 
8  of  the  Act,  but  wish  to  take  the  examination,  may 
do  so  at  the  same  fee,  viz.,  $10.  All  other  candidates, 
the  fee  will  be  $20.  Blank  forms  of  application  can  be 
had  on  application  to  the  secretary. 

JAS.  TOEKANCE, 

Secretary, 
Milverton,  Ont. 

Milverton,  January  18th,  1915. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


A  new  line  of  Un- 
dertakers' Supplies 
from  our  modern  and 
well  equipped  plant. 

Casl^ets 
Robes 
Linings 
Casket- 
Hardware 
Etc. 

Prompt  Service 
Day  and  Night 

Write  for  our  New 
Calendar-Booklet 


Canada  Casket  Company,  Limited 


Wiarton,  Ontario 


Toronto  Office  :  309-10-11  Confederation  Life  Bailding 
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method,  fluid  easily  may  be  carried  to  parts  of  the 
body  which  could  not  possibly  be  reached  with  an  as- 
tringent raw  formaldehyde  fluid.  T  hear  many  em- 
balmers  say  that  this  is  too  much  trouble  and  that  it 
takes  too  much  time.  I  heard  the  same  complaint 
years  ago  when  the  Eckels-Genung  axillary  method  of 
embalming  first  was  introduced.  Many  of  the  old- 
timers  fought  it  because  they  claimed  that  their  method 
was  easier  even  if  not  (juite  so  good.  It  was  so  much 
the  easier,  they  said,  to  make  the  incision  for  the 
brachial  artery  and  to  stab  the  heart  with  the  trocar. 
If  they  missed  the  heart  and  failed  to  secure  a  suffi- 
cient flow  of  blood  from  the  right  quarter,  they  had 
only  to  shrug  their  shoulders  and  explain  to  the  family 
that  this  was  a  very  difficult  case;. that  they  had  done 
their  best;  but  would  have  to  advise  either  paint  or 
keeping  the  casket  closed. 

A  Universal  Method 

They  could  "get  by"  on  this  at  one  time,  but  they 
can't  to-day,  and  the  result  is  that  the  method  of  in- 
.jecting  fluid  through  the  axillary  artery  and  draining 
blood  from  the  axillary  vein  at  the  same  time  is  and 
has  been  almost  universally  adopted. 

Business  conditions  have  changed ;  too  many  people 


Double  funeral  of  Albert  Eld  wards  and  John  A.  Fooley.  personal  friends  and 
members  of  the  Royal  Antediluvian  Order  of  Buffaloes,  from  funeral 
parlors  of  Clark  Bros.  &  Hushes,  Winnipeg,  who  condiicted  the 
funeral,  to  lodge  rooms  of  society. 

have  seen  good  embalming  to  permit  themselves  to  be 
hoodwinked  by  poor  Avork.  The  undertaker  of  to-day 
must  produce  good  results,  no  matter  how  great  the 
trouble,  or  go  out  of  business.  I  am  willing  to  grant 
that  it  is  a  little  bit  more  trouble  to  think  just  how 
far  this  double  in.jection  must  be  carried  and  then  per- 
form the  operation  in  accordance  with  your  observation 
than  it  is  to  simply  mix  up  fluid  according  to  the  direc- 
tions put  on  the  bottle  by  a  man  who  never  embalmed 
a  body,  and  then  run  a  race  with  time  to  see  how 
quickly  you  can  inject  it.  But  the  difference  in  the 
results  attained,  even  from  the  preservative  standpoint 
alone,  are  quite  worth  the  added  labor. 

When  we  come  down  to  the  question  of  cosmetic 
effect,  there  is  no  possible  question  but  by  using  the 
double  injection  method  that  we  can  secure  a  better 
cosmetic  effect  than  in  the  old-fashioned  way  with  old- 
fashioned  fluids.  There  was  a  time  when  cavity  em- 
balming was  "good  enough."  Arterial  embalming, 
even  of  the  crudest  kind,  superseded  it.  The  axillary 
method  of  injecting  fluid  and  draining  blood  at  the 
same  time  went  still  further.  The  method  I  have  above 
outlined  is  still  a  step  in  advance.  Its  universal  adop- 
tion is  as  inevitable  as  is  the  march  of  progress  in  anj' 
other  sphere  of  human  action. 

Let  us  consider  for  a  moment  just  why  we  can  secure 
better  cosmetic  effects  by  using  the  diluted  fluid 
first.  Very  shortly  after  death  the  blood  separates  and 
the  red  corpuscles  which  give  it  its  color  gradually  be- 
gin to  disiptegrate.  In  a  very  short  tinae,  if  allowed  to 


remain  in  the  arteries,  veins  and  capillaries,  they  will 
stain  the  walls  irreparably,  especially  in  the  presence 
of  raw  formaldehyde  fluid,  which  has  a  tendency  to 
glue  them  fast  and  render  hopeless  all  subsequent  at- 
tempts to  remove  them.  If  we  wish  to  wash  them  out, 
obviously  we  must  do  it  by  a  fluid  which  first  will  pene- 
trate and  second  will  not  fix  them  to  the  structure  of 
the  capillaries  themselves. 

Greatly  diluted  peroxide  fluid  will  wash  out  the  capil- 
laries; raw  formaldehyde  fluid  cannot  even  penetrate 
them.  The  reason  for  this  is  quite  obvious  when  we 
recall  that  the  capillaries  are  so  small  that  in  many 
cases  it  is  necessary  for  the  blood  corpuscles,  even 
when  life  exists,  to  traverse  them  single  file  and  even 
to  flatten  themselves  out  to  secure  a  passage.  If  we, 
therefore,  tighten  up,  astringe,  decrease  the  size  of  and 
even  close  these  capillaries,  how  is  it  possible  for  us 
to  force  through  them  the  corpuscle  which  could  bare- 
ly make  its  way  through  in  life? 

That  is  the  philosophy  and  the  secret  of  the  whole 
matter;  a  knowledge  of  this  fact  is  what  is  making 
the  work  of  careful  embalmers  the  best  which  the  pro- 
fession yet  has  seen,  and  T  sincerely  recommend  it  to 
the  profession  as  the  next  step  to  be  universally 
adopted  in  our  march  toward  making  every  body  that 
come.s  into  our  care  as  lifelike  as  it  is  possible  for 
science  to  produce. 


MAYOR  F.  W.  WALLACE  NOW 

Honor  has  been  paid  the  funeral  directors  of  the 
Maritime  Provinces  in  the  election,  by  acclamation,  of 
F.  W.  Wallace  as  mayor  of  Sussex,  N.B..  for  1915.  Mr. 
Wallace  thanked  the  ratepayers  for  the  confidence  they 
liad  placed  in  him  in  putting  him  in  the  highest  civic 
office,  and  wittily  referred  to  a  previous  election,  whf^n 
the  mayor-elect  on  election  night  said  in  the  course  of 
his  inaugural  remarks  that  "he  had- buried  the  under- 
taker." "But  he  did  not  complete  his  statement," 
said  Mr.  Wallace,  "as  he  should  have  said  that  'he  had 
buried  him  in  the  sure  and  certain  hope  of  a  glorious 
resurrection.'  " 

In  his  inaugural  address,  Mayor  Wallace  mapped  out 
a  plan  of  work  for  the  year  and  made  .some  timely 
recommendations  for  the  betterment  of  his  city. 

On  Monday  evening  following  his  election  a  big  bon- 
fire blazed  in  front  of  Mayor  Wallace's  residence,  built 
by  fi'iends  in  honor  of  his  election. 

His  two  daughters.  Misses  Hilda  and  Mildred,  have 
returned  from  St.  John,  where  they  were  visiting 
friends. 

Mayor  Wallace  is  helping  form  a  retail  merchants' 
association  among  the  tradesmen  of  his  city. 


EMBALMERS'  EXAMINATIONS  IN  FEBRUARY 

The  Ontario  Government  Board  of  Examiners,  under 
the  Embalmers'  and  Undertakers'  Act,  Avill  condiict  an 
examination  of  candidates  in  the  Anatomical  building 
of  the  Toronto  University,  on  Tuesday,  February  23rd, 
commencing  at  ten  o'clock  in  the  morning.  Candidates 
wishing  to  take  the  examination  for  (|nalifieation  and 
Government  license  should  send  in  their  applications 
and  fees  to  the  secretary,  Mr.  Jas.  Torrance,  Milverton. 
Ont.,  not  later  than  February  15th,  1915. 

Embalmers  who  are  eligible  to  qualify  under  section 
8  of  the  Act,  but  who  Avish  to  take  the  examination, 
may  do  so  at  the  fee  of  $10.  For  all  other  candidates 
the  fee  will  he  $20.  Blank  forms  of  application  can  be 
had  from  the  secretary. 
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Dominion  Casket  Co.,  Limited 


Telephones  ./^"yNo.  1020.    Nights,  Sundays 
*  (aodHolid«ys    Nos.  1069-1101 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


That  the  Funeral  Directors  show  and  recommend 
"Dominion*'  Finished  Hardwood  Caskets  are  facts 
that  are  only  natural.  As  this  line  of  goods  in 
solid  oak  and  mahogany  is  without  rival  in 
design  and  quality  of  finish,  why  pay  the  price  for 
inferior  goods  when  a  card  will  bring  the  right 
goods  at  the  right  price  ? 


No.  155  Special 


Solid  Oak  Casket,  quarter  cut  sides  and  plates,  made  with 
bosco  or  satin  "K"  panel.  With  solid  oak  handles  finished  to 
match  and  put  on — no  chance  of  discolored  hardware.  Casket 
of  massive  proportions  with  rubbed  and  polished  finish.  Soliciting 
your  enquiries  for  these  goods  and  assuring  prompt  and  careful 
shipment.    We  are 

Dominion  Casket  Co.,  Limited 
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Sanitation  in  Embalming* 

By  "Prof.  Horace  Moll,  Chicago 

This  is  a  very  important  subject. 

Sanitation  is  the  accomplishment  of  a  condition 
favorable  to  health.  Now,  the  process  that  is  used  to 
carry  out  sanitary  requirements  is  accomplished  by  dis- 
infection, that  is,  the  process  of  destruction  of  the 
germs  of  disease  and  putrefaction.  Disinfection,  after 
all,  is  of  the  most  importance  to  us.  By  disinfection 
we  accomplish  sanitary  conditions. 

It  is  rather  important  for  us  to  know  something  of 
the  chemicals  that  are  used  in  disinfection.  The  prin- 
cipal disinfectants  are  formaldehyde,  carbolic  acid,  cor- 
rosive sublimate,  sulphur,  chloride  of  lime,  and  milk  of 
lime.  These  are  the  chemicals  that  are  used  for  the 
purpose  of  disinfection,  but,  ordinarily,  we  do  not  de- 
pend entirely  on  chemicals.  We  have  natural  disinfec- 
tants, or  what  we  call  physical  disinfectants  or  physi- 
cal agents  that  perform  the  same  functions  as  the 
chemical. 

Sunlight  is  one  of  the  greatest  disinfectants  that  we 
have.  Sunlight  completely  destroys  a  column  of  bac- 
teria. If  it  was  not  for  sunlight  we  would  be  eaten  up 
by  bacteria.  Boiling  water  is  another  natural  disinfec- 
tant. Heated  dry  air  that  is  entirely  free  of  all  mois- 
ture, and  fire  are  others.  In  the  care  of  the  dead  body 
or  in  the  disinfection  of  an  air  space  of  a  room  we  use 
chemicals,  and  the  disinfection  is  always  accomplished 
by  a  chemical  agent  or  substance. 

Now,  a  body  dead  from  contagious  disease  and  some 
infectious  diseases  is  the  one  that  is  required  to  be  care- 
fully prepared  for  the  purpose  of  protecting  the  living, 
to  prevent  the  spread  of  the  disease.  I  will  outline 
the  process  of  disinfection.  Suppose  you  were  called 
on  in  your  work,  and  you  generally  are  in  a  local  com- 
munity, and  the  physician,  who  is  generally  the  health 
officer,  would  say :  Mr.  Brown,  we  have  had  a  death  at 
Mr.  Jones'  house  from  scarlet  fever,  and  I  want  you  to 
go  down  there  and  disinfect  that  house.  The  physician 
is  not  equipped  to  do  that  kind  of  work,  therefore  he 
calls  on  you.  The  method  of  procedure  would  be  like 
this.  Suppose  the  body  is  to  be  shipped.  Now,  I  don't 
know  whether  your  board  has  promulgated  any  laws 
regarding  the  care  of  the  body,  but  I  am  giving  you  a 
plan  we  follow  in  the  States.  The  first  thing  for  you 
to  do  is  to  protect  yourself.  You  become  the  medium 
of  carrying  the  contagion  if  you  are  not  careful. 

The  plan  is  for  the  embalmer  to  wear  a  disinfector 
suit.  You  can  buy  one  of  these  from  your  jobbing 
house  for  $5  or  $6,  that  envelops  the  entire  body. 
You  slip  it  on  like  a  garment  and  it  covers  everything 
except  your  eyes.  If  you  have  not  one  of  these  disin- 
fector suits  take  an  old  suit  of  clothing  and  get  a  fine, 
soft,  flat  sponge,  moisten  it  with  water,  sew  two  tapes 
on  the  side,  moisten  it  and  place  it  on  your  mouth  and 
nostrils,  so  as  not  to  interfere  with  your  sight.  All  of 
the  air  which  you  inspire  in  the  room  would  pass 
through  the  sponge  and  any  bacteria  would  be  caught 
on  that  moist  sponge.  You  wear  rubber  gloves  and  a 
pair  of  old  shoes,  something  that  you  can  disinfect. 

A  mighty  nice  plan,  and  one  I  generally  recommend, 
is  to  have  a  suitcase,  something  that  is  tight,  have  your 
outfit  inside,  and  be  always  prepared  for  a  call  like 
this.  You  take  your  suit  that  you  are  wearing,  put  it 
back  into  the  suitcase  and  disinfect  it.  You  are  pre- 
pared to  enter  the  room.    In  the  meantime  you  have 

'Addresa  delivered  In  Toronto. 


communicated  with  the  family  and  found  out  what 
they  desire  in  the  way  of  a  casket.  When  all  that  is 
accomplished  you  go  in  and  embalm  the  body.  Our 
regulations  say,  "You  give  the  body  a  thorough  arterial 
and  cavity  injection.  Inject  all  it  will  hold,  because 
a  body  of  that  description  must  be  thoroughly  disin- 
fected in  order  to  be  harmless.  We  wash  the  body  with 
an  approved  disinfecting  solution,  and  a  solution  of  1 
part  of  corrosive  sublimate  to  500  parts  of  water  makes 
the  best  solution.  Wash  the  body  entirely  from  head 
to  foot,  hair  and  all.  Then  you  close  the  orifices  of  the 
body,  take  cotton  and  close  all  openings.  Next  cover 
the  body  with  a  layer  of  dry  cotton,  not  less  than  one 
inch  thick,  all  over  the  body.  Then  wrap  it  in  a  dry 
sheet,  and  that  sheet  is  bandaged  on  the  outside  so  as 
to  keep  the  cotton  in  place. 

The  object  of  the  board  of  health  in  making  this 
ruling  of  wrapping  the  cotton  around  the  body  was 
that  if  one  germ  was  left  he  could  create  as  much 
trouble  as  a  million — and  no  germ  has  ever  been  known 
to  pass  through  a  one-inch  layer  of  cotton.  For  or- 
dinary burial  we  use  an  ordinary  casket;  for  shipment 
we  use  a  strong  wooden  casket  or  an  iron  or  metallic 
casket,  whatever  the  family  selects.  After  the  body  is 
placed  in  the  casket  the  lid  is  placed  on  it,  but  before 
doing  that  they  cover  the  edges  of  the  casket  with 
liquid  glue,  place  the  lid  on  the  casket,  then  use  thumb- 
screws or  long  wire  nails  to  nail  down  the  lid.  The 
law  says  that  a  body,  after  it  is  placed  in  the  casket, 
cannot  be  opened  and  shown  under  any  circumstances. 
You  have  the  outside  box,  tin  or  zinc  lined,  place  your 
casket,  which  is  not  sealed,  in  it,  and  solder  the  box. 

For  local  burial  they  simply  seal  the  casket  with  the 
glue  and  nail  it  down,  and  it  is  placed  in  the  grave  in 
that  condition.  A  rubber  gasket  is  used  to  seal  the 
casket. 

The  disinfection  of  the  room  fallows.  In  the  States 
they  make  one  great  mistake  in  that  regulation,  accord- 
ing to  my  idea.  After  the  body  is  placed  in  the  casket 
the  undertaker  leaves  the  home  and  disinfects  himself. 
Then  they  hold  the  funeral.  No  one  is  allowed  to  go  to 
the  cemetery  but  the  father  and  mother  and  two  of  the 
immediate  relatives  of  the  family — only  four  people. 
Here  is  where  the  regulations  are  lax  and  need  to  be 
changed.  If  disinfection  is  an  established  fact  and  we 
get  the  results  that  are  claimed,  the  casket  should  not 
be  left  in  the  room  after  it  is  closed.  Take  a  cloth-cov- 
erad  casket,  and  if  you  examine  it  you  will  find  that 
perhaps  1,000,000  germs  have  settled  on  it.  Then  if  the 
casket  is  carried  out  of  the  room  before  the  room  is 
disinfected  you  carry  them  out  into  thp  neighborhood. 
The  casket  should  be  left  in  the  room  and  the  room 
or  the  whole  house  disinfected.  After  the  disinfection 
is  finished  you  could  hold  a  public  funeral. 

The  Disinfection  of  the  Room 

You  have  adopted  that  means  of  protecting  yourself 
with  the  suit  of  clothes  or  the  disinfector  suit.  The 
first  thing  you  do  when  you  start  in  this  operation, 
you  seal  the  room.  You  take  newspaper  strips  and  use 
flour  paste,  and  seal  all  cracks  and  crevices,  and  close 
the  room  entirely — ventilators,  stovepipe  holes,  what- 
ever there  is.  The  idea  is  to  confine  the  formaldehyde 
gas  to  that  room  for  a  certain  length  of  time  to  kill  the 
germs,  and  your  success  depends  largely  on  how  well 
you  seal  the  room.  Next,  remove  all  hangings  from  the 
walls — pictures,  curtains,  shades,  and  anything  of  that 
kind.  Take  a  strong  piece  of  twine  or  rope  and  stretch 
three  or  four  lines  across  the  room,  and  hang  thereon 


I  ■    ■  .     '  . 
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Patronize  The  Line  of 
"Established  Quality^' 

The  features  of  the  Central  Line  are  features  that  make  good  business  everywhere — 
honest  quality,  fair  prices  and  efficient,  prompt  service.    We  specialize  on 

Mahogany,  Oak,  Plush  and 
Cloth  Covered  Caskets 

We  can  also  supply  anything  desired  in  Casket  Linings,  Burial  Robes,  and  a  general 
line  of  Undertakers'  Supplies. 

Orders  given  our  Canadian  Representative,  or  sent  to  our  factory 
at  Bridgeburg  by  mail,  telegraph  or  telephone  will  receive  prompt 
attention. 

CENTRAL  CASKET  COMPANY 


i    Bridgeburg,  Ont. 


Telephone  126 


RC  T~'l  *  .  Canadian  Representative :  = 
.    kJ.   r  lint  241  Fern  Ave..  Toronto  M 

Telephone  Parkdale  3257 


RE-Concentrated  DIOXIN 

Contains  more  ounces  of  preservation  to  the  bottle  than  any  other  fluid 
ever  manufactured.  Each  sixteen  ounce  bottle  will  make  a  full  gallon 
of   fluid    of   standard   strength.      RE-Concentrated    Dioxin,   in  fact 


Is  DOUBLE  DIOXIN— 

Double  in  strength,  double  in  preservation,  double 
in  cosmetic  effect  -xnd  double  in  satisfaction.  The 
embalmer  who  uses  it,  therefore,  pays  for  the 
very  best  fluid  chemical  science  can  provide  only 

at  Half  the  Usual  Cost 

Let  us  send  you  a  trial  shipment  under  our  most 
liberal  guarantee — if  you  try  it  and  don't  like  it 
ship  back  what  remains.  We  will  pay  freight 
both  ways  and  will  make  no  charge  for  fluid 
used  in  trial. 


We  Strongly  Urge 

That  you  take  advantage  of  this  opportunity  to 
put  to  a  test  this  famous  double-base  fluid  — 
either  purified  formaldehyde  or  peroxide  of  hydro- 
gen, according  to  the  quantity  of  water  you  add. 

An  Immediate  Order 

Will  insure  your  getting  the  fluid  promptly  and 
putting  its  preservative  and  cosmetic  properties 
to  a  test.  It  costs  no  more  than  concentrated 
fluid,  is  much  better  and  decidedly  more  econ- 
omical. 


Send  it  To-day !   NOW ! 


H.   S.  ECKELS  81  COMPANY  '^22  arch  street.  Philadelphia.  Pa. 


241  FERN  AVENUE.  TORONTO.  CANADA. 
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the  garments  or  anything  of  that  nature  which  has  been 
in  the  room.  The  closets  are  opened  wide,  all  the  cloth- 
ing taken  out  and  stretched  on  the  lines.  The  mattress 
must  be  placed  upon  edge,  books  must  be  placed  on 
edge,  so  that  the  formaldehyde  has  access  between  th(! 
leaves.  The  size  of  one  of  these  little  germs  is  1-125,000 
of  an  inch,  so  that  you  see  everything  has  to  be  ex- 
posed if  you  wish  these  little  creatures  to  get  the  bene- 
fit of  the  formaldehyde. 

Everything  in  the  room  is  exposed  now.  If  you  have 
a  carpet  in  the  room  it  must  be  removed,  because  your 
formaldehyde  has  a  tendency  to  go  upwards.  The  car- 
pet can  either  be  sponged  first  with  a  solution  of  cor- 
rosive sublimate,  1  part  to  1,000  parts  of  water,  or  the 
carpet  .should  be  covered  with  sheets  that  have  been 
moistened  in  the  corrosive  sublimate  ;  then  you  roll  it 
up.  For  instance,  if  you  have  placed  a  sheet  of  satur- 
ated material,  you  place  it  on  the  outside,  so  that  the 
sheet  will  be  on  the  inside  and  the  germs  wnll  fall  ofif 
the  sheet.  When  this  is  accomplished  you  roll  that 
carpet  in  more  saturated  sheets,  so  that  the  entire  carpet 
is  covered  with  material  that  will  kill  the  germs.  Then 
expose  it  to  direct  sunlight  (direct  sunlight  will  de- 
stroy these  germs)  for  twelve  hours.  The  carpet  is 
then  well  beaten  and  ready  for  relaying. 

If  you  have  a  rug  in  the  room  that  rug  can  be  placed 
on  the  lines.  Your  room  must  be  warm.  The  tempera- 
ture of  the  room  must  be  60  or  above.  Then  you  take 
water  and  sprinkle  the  floor.  Have  the  floor  moist  all 
over,  the  idea  being  that  water  evaporates  and  inoistois 
the  air.  Disease  germs  are  little  plants.  They  occur  in 
three  forms,  some  are  round,  some  are  long,  and  some 
are  spirals.  The  disease  germ  is  composed  of  albumen 
similar  to  the  white  of  an  egg.  The  outside  covering  of 
the  germ  is  soluble  albumen.  In  the  development  of 
this  germinating  body  it  uses  the  inside  material  for  its 
food,  and  the  last  food  is  the  outside  covering. 

Now,  suppose  the  germs  are  floating  in  the  air,  the 
idea  of  putting  moisture  on  the  floor  is.  that  when  the 
germ  comes  in  contact  with  it  the  outside  covering  is 
softened;  when  it  comes  in  contact  with  the  formalde- 
hyde gas  it  changes  that  albuminoid  substance  of  the 
germ  into  insoluble  material,  and  hence  it  cannot  use 
it  as  food,  and  when  it  has  no  food  it  dies.  Take  a  large 
vessel,  a  galvanized  washtiib  is  an  ideal  vessel  ;  then 
take  formaldehyde  solution.  40  p.c,  just  as  strong  as 
you  can  get  it ;  ascertain  the  cubic  air  dimensions  of 
the  room.  We  measure  air  by  cubes,  and  while  we  are 
rot  disinfecting  the  room  exactly  we  are  disinfecting 
the  air  in  it.  The  germs  attach  themselves  to  little 
specks  of  dust,  the  particles  of  dust  are  called  fomites. 
We  figure  that  it  requires  16  ounces  of  formaldehyde 
to  disinfect  1,000  cubic  feet  of  air  space.  There  are  a 
number  of  ways  of  vaporizing  formaldehyde.  One  way 
is  to  hang  a  sheet  across  the  room  and  spray  the  for- 
maldehyde on  it.  The  other  way  is  to  nse  a  generator 
and  place  it  on  the  outside  of  the  room. 

Formaldehyde  is  a  solution  of  the  gas  in  the  water. 
When  you  boil  the  liquid  solution  you  drive  ofl^  the  gas 
and  the  water  becomes  steam.  In  the  State  of  Illinois 
we  have  adopted  a  plan  that  I  think  is  superior  to  either 
of  them.  We  take  6%  ounces  permanganate  of  potash 
to  each  pint  of  formaldehyde,  or  use  about  7  ounces, 
jas  this  is  easier  to  calcialate.  You  have  your  vessel 
reaxJy.  Place  the  permanganate  of  potash  in  the  vessel 
first,  then  pour  the  formaldehyde  on  top  of  it.  In  that 
(way  you  get  the  reaction.  You  can  see  no  change  for  a 
minute  or  two,  but  after  a  few  minutes  it  starts  to  boil 
or  foam.  You  have  your  material  going  and  it  is  being 
vaporized.  The  requirements  demand  that  a  room  must 


be  closed  at  least  eight  hours  or  twelve  hours.  You,  of 
course,  leave  the  room  as  soon  as  the  chemical  change 
is  under  way.  When  your  room  has  been  closed  for  the 
re(|uired  amount  of  time  you  return,  open  doors  and 
windows,  and  drive  out  the  formaldehyde,  and  to  expe- 
dite that  use  ordinary  ammonia  and  sprinkle  it  about 
the  room. 

Formaldehyde  and  ammonia  neutralize  one  another, 
and  one  destroys  the  other.  If  that  is  done  the  walls 
and  ceiling  should  be  washed  with  a  solution  of  corro- 
sive sublimate,  1  to  500  parts  water.  Wash  the  paper 
on  the  wall.  Then  scrub  all  the  woodwork.  After  that 
is  accomplished  you  scrub  the  woodwork  with  soap 
and  hot  water,  and  then  the  room  is  in  condition  to  be 
refurnished.  The  carpet  has  been  beaten  and  is  in 
sanitary  condition.  You  still  wear  your  suit.  You 
leave  the  house,  go  on  the  outside  and  change  your 
clothing,  then  use  a  solution  of  1/2000  corrosive  sub- 
limate to  wash  your  face  and  your  hands,  if  they  have 
been  exposed,  put  on  your  clean  suit,  which  has  been 
in  contact  with  formaldehyde  while  you  have  been  in 
the  house.  When  you  get  home  you  take  a  bath  in  a 
1  /2000  solution  of  corrosive  sublimate.  In  that  way 
tliere  is  no  danger  of  communicating  disease. 

Disinfection  is  a  serious  problem,  because  if  a  family 
loses  someone  that  is  near  and  dear  to  them  and  you 
are  called  upon  to  carry  out  the  sanitary  regulations 
of  your  district,  and  you  perform  that  task  carelessly, 
and  they  have  another  death  from  scarlet  fever  or  diph- 
tlio'ia,  on  whom  does  the  responsibility  rest?  On  the 
man  who  did  the  disinfecting.  There  is  no  limit  to  the 
precautions  that  are  necessary  and  the  thoroughness 
with  which  your  operation  must  be  carried  out.  and  if 
disinfection  was  carried  out  the  way  it  .should  be, 
gentlemen,  we  would  have  no  contagious  diseases  worth 
speaking  of. 


CREMATION  IN  ENGLAND 

At  the  annual  meeting  of  the  Manchester  Crema- 
torium (Ltd.),  held  early  in  December,  it  was  stated 
that  cremations  were  still  on  the  increase.  From  a  list 
of  13  centres  it  was  shown  that  last  year  1,290  crema- 
tions had  taken  place  in  England  and  Scotland. 
(Jolders  Green  led  the  way  with  656.  Manchester  being 
second,  Avith  186,  and  Woking  third,  with  131. 


PROFESSIONAL  NOTES. 

A  partnership  has  been  formed  between  Patrick  J. 
and  Philip  Fitzpatrick.  under  the  name  Fitzpatrick 
l>ros.,  at  St.  John.  N.B.,  to  engage  in  the  undertaking 
|)rof  ession. 

W.  W.  Snow,  of  Snow  &  Co.,  Ltd..  Halifax.  X.S..  died 
I'ecently.  Mr.  Snow  w'as  one  of  the  best  known  under- 
takers in  the  Maritime  Provinces.  His  firm  did  much 
of  the  embalming  and  shipping  of  bodies  recovered 
from  the  "Titanic"  catastrophe  of  three  years  ago. 

F.  W.  Wallace,  that  friend  of  all  funeral  directors, 
who  lives  down  by  the  sea,  at  Sussex,  N.B.,  sent  out, 
during  the  past  holiday  season,  some  nice  little  picture 
card  tokens.  The  Furniture  World  was  favored  with 
one  of  them.    We  reciprocate  his  good  wishes. 

W.  G.  Stoddart.  of  Cornwall,  has  opened  a  branch 
undertaking  establishment  in  Williamstown,  under  the 
management  of  R.  Mackinnon  &  Son.  in  whose  estab- 
lishment a  complete  stock  of  caskets,  robes  and  funeral 
supplies  is  kept.  An  up-to-date  hearse  and  equipment 
A\all  also  be  supplied,  and  an  ambulance  ean  be  ordered 
from  Williamstown  branch. 
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ONTARIO 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  O.  &  Co. 
Bracebridge — 

Kinsey,  W.  W.,  Phone  54. 
Brockville  — 

Quirmbach,  Geo.  R.,  16Z 
King  at. 
Brooklln 

Disney,  E.  S. 
Burks  Falls — 

Hillar,  Joseph,  Box  213. 
Phone  17. 
Oampbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Cobalt — 

MeNabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Cliff— 

Boyd,  W.  C. 
Dungannon — 

Sproul,  William 


Dunnville — 

H.  P.  Pry,  phone  68. 
Button — 

Sehultz,  B.  L. 
Blmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.  &  Son. 
Fen  wick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 
Little,  T.,  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  H.  &  Co.,  19  21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 
Howard,  P.  N. 


Hepwortb — 

Downs,  E.  J. 
Inwood — 

Lorriman,  £.  S. 
Keniptville — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  8. 
Lakefield — 

Ilendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 
West. 

St.  Pierre,  E. 
Oakwood — (Mariposa  Station 

G.T.E.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Ch.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  MePhee. 
Petrolia — 

Steadman  Bros. 
Port  Arthur  — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Catharines — 
GJrabb  Bros. 

144-146  St.  Paul  St. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. 
W.  T.  Box  &  Co. 
Holmes,  S.  T. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 
Henry,  .1.  G. 
Movie,  J.  E. 
Toronto — 

Cobbledick,    N.    B.,  2068 
Queen  St.  East  and  1508 
Danforth     Ave.  Private 
Ambulance. 
Raper,  Washington,  Fleury 
Burial  Co.,  731  Queen  St.  E. 
Stone,  Daniel  (former] v  H. 
Stone  &  Son),  525  'Sher- 
bourne  St. 
S^ancamp,  J.  C,  30  Bloor  St. 
West. 
Waterloo — 

Klipper  Undertaking  Co. 
Welland— 

Patterson  &  Dast. 
Sutherland,  Q.  W. 


Woodstock — 

Meadows,  T.  &  Sons 

Mack,  Paul. 
Wingham — 

Currie,  R.  A. 

Walker,  J. 

QUEBEC 
Buckingham — 

Paquet,  Jos. 
CowansTllle — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyaclnthe — 

Caddrette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McRae,  Clyde  Ave. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-334 
George  St. 

MANITOBA 
Brandon — 

Campbell  &  Campbell. 

Vincent  &  McPherson. 
SourlB — 

McCulloch,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,  A.  S.,  834  Sherbrooke 

Thompson,  J.  C,  501  Main 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jaa. 
Welwyn — 

Leavens,  Merritt. 
Wolseley  — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 
BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora  Ave. 


For  Every  Furniture 

Ian 

.  ■ 

How  to  Kaow 
Period  Styles 
in  Furniture 

A   Helpful,  Thoroughly 
Practical  Book,  Written 
hy  an  Authority— 

nnw  Tft  KNOW 

PERIOD  STYLES 

IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 

Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.    Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  wor'd. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  dearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students — The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.    Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 

32  Colborne  Street,  Toronto 
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A 

AntiHeptic  Bedding:  Co  i.f.c. 

B 
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British  Aluminum  Co  18 
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Canadian  School  of  Embalming. .  (i2 
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D 

Dominion  Casket  Co  .W 

Dominion  Mfrs.,  Limited  . 51-52-53  .54 
Du  Pont  Fabrikoid  Co  21 

Eckels  &  Co..  H.  S  59 

Klmira  Furniture  Co   4 

Elmira  Interior  Wood  work  Co....  4 
Egyptian  Chemical  Co  55 

F 
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Fischnian  Mattress  Co  12 

G 

Oendron  Wheel  Co  62 

Globe- Wernicke  Co   7 


H 

Hourd  &  Co   8 

I 

Ideal  Bedding:  Co  o.b.c. 

Imperial  Rattan  Co   5 

K 

Kindel  Bed  Co.,  Limited   21 

Knechtel  Furniture  Co  15 

Knechtcl  Kitchen  Kabinet  14 

Kohn,  J.  &  J  12 

M 

Malcolm,  Andrew,  FurnilureCo.  .17 

Mathews  Bros  13 

McLagan  Furniture  Co.,  Geo  :t 

Meaford  Mfg.  Co  in 

Mundell,  ,1.  C.  &  Co.  i.f.c. 


N 

N.  A.  Bent  C  hair  Co   6 

0 

Onward  Manufacturing  Co   8 

S 

Sid  way  Mercantile  Co  13 

Standard  Bedding  Co   8 

Stratford  Chair  Co   o.f.c. 

Stratford  Mfg.  Co  IS 

Stratford  Davenport  Co  11 

T 

Thomas  Bros   22 

Textileather  Co     K 

W 

Waller  &  Co..  B  62 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  three 
times  for  $2.00. 

Cash  must  accompany  the  order 
No  accounts  booked. 

MINIMUM  50  CENTS 


WANTED — Undertaking  or  furniture  and  undertaking,  or 
any  business  with  undertaking  anywhere.  Apply  Box  L"!!, 
Camadian  Furnit'.ire  World  and  The  Undertaker,  .S2  Colbonie 
Street,  Toronto.  15!2|1 


WANTED  to  hear  from  owner  of  good  furniture  store  for 
sale.  Send  ca>sh  jirice  and  particulars  to  D.  F.  Bush,  Minnea- 
polis, Minn.  15[2|:i 


WANTED — Traveler  for  Toronto  and  Eastern  Ontario,  and 
also  Western  Ontario,  to  carry  a  line  on  commission  of  uphol 
stered  goods   manufactured  in   Caniada.     Apply   to   Box  \'.'>'2, 
Canadian  Furniture  World,  32  Colborne  Street,  Toronto.  15|2il 


WANTED — Two  casket  salesmen  for  trade  in  Ontario;  men 
that  have  been  handling  this  business  in  the  past,  must  sho\v 
record  and  be  men  able  to  handle  a  good  trade.  Apply  Box  1  :!.'>, 
Camadian  Furniture  World  and  The  Undertaker,  ,^2  Colborne 
Street,  Toronto. 


FOB  SALE — Second-hand  Greer's  make,  four-column  black 
hearse,  with  two  sets  of  draperies  in  good  condition.  Photo  on 
application.    P.  R.  Williams  &  Son,  St.  Thomas,  Ontario. 


FOB  SALE — Child's  white  hearse  and  undertaker's  first  call 
light  rubber-tired  waggon,  both  in  excellent  condition.  Less 
than  half  cost  price  to  close  an  estate.  A.  E.  Humphrey,  .36S 
Queen  St.  West,  Toronto.  14|12|tf 


Canadian  School  of  Embalming 

Instruction  in    Practical   Embalmlnff  and  F"unt'ral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 


Principal 


Toronto 


Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  than  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  i.s  equipped  with  Special  Machinery 
which  enables  us  to  make  SLIDES,  —  BETTER  and 
CHEAPER  than  the  furniture  manufacturer. 


Canadian  Table  makers  are  rapidly 
adopting  WABASH  SLIDES 

36Cd.llS6  '  ^^^^  ELIMINATE  SLIDE  TROUBLES 


I  Are  CHEAPER  and  BETTER 


Reduced  Costs 


BY  USING 

'  WABASH 

Increased  Out-put  [  SLIDES 


.  yi2^<— • 


Made  by 

B.  WALTER  &  CO. 

Wabash,  Ind. 

The   Largttt  EXCLUSIVE  TABLE-SLIDE  ManufacturerM 
in  America 

ESTABLISHED-1887 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalog\ie  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


l*'t'l)iuary,  ]015 
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THREE  MILLION 
DOLLARS  LOST 

Canada  spends  over  fifteen  million  dollars  a 
year  for  furniture.  It  is  safe  to  say  that  every  home  in 
Canada  participates  in  this  expenditure — that  every 
household  acquires  some  new  piece  of  furniture,  be 
it  ever  so  small,  in  the  course  of  each  year. 

About  one-fifth  of  this  goes  for  imported 
furniture — over  three  million  dollars.  Canadian 
Furniture  Factories  on  the  vv^hole  are  the  equal 
of  any  factories,  anywhere,  and  our  artisans  as 
skilled  and  intelligent. 

To  produce  the  three  milHon  dollars  worth  of  furniture  we 
now  import,  ten  good-sized  furniture  factories,  employing  some 
1  50  men  each,  would  be  kept  busy  the  year  round — quite  a 
respectable  little  addition  to  Canada's  prosperity. 

This  is  certainly  a  case  where 
there  is  no  excuse  for  not  saying 


MADE  IN  CANADA" 

WHEN  FURNITURE  IS  PURCHASED 


(;axai)iax  furxfturk  worlf)  ax[)  the  t'xdkutaker 


February,  101. "5 


TRADE  MARK 


RECISTERED 


The  ''Idear  Line 
of  Cribs  for 
Quality,  Service 
and  Appearance 


WOMEN  like  a  crib  to  be  dainty  in  design,  as  well  as 
serviceable.    Consequently,  although  the  whole  idea 
behind  "Ideal"  Crib  construction  is  increasing  utility), 
every  crib  is  designed  with  a  proper  regard  for  beauty  and 
appearance. 

TheTrade  Mark  "IDEAL"  on  a  crib  is  as  great  a  guarantee 
of  its  quality  as  the  "STERLING"  mark  on  silver. 

Ask  about  our  new  lines. 

Remember,  too,  the  exclusive  features : 

Noiseless  Sliding  Sides  Sure  Grip  Safety  Catch 

Ideal  Noiseless  Ball  Bearing  Casters    Mesh  Sides 

Ideal  Twisted  Link  Fabric  Springs     Vermin  Proof  Binding 


-rvAt  IDEAL  BEDDING  C°l,m,ted 

2-24  JEFFERSON  AVE.     ....  TORONTO 


Vol.  5    No.  3 


MARCH.  1915 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,   The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worker,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse,  Motoring  and  Motor  Trades. 


Distinctive 
in  Design 


Attractive 
in  Finish 


THE  BEST  of  QUALITY 

Is  contained  in  every  piece  of  McLagan  Furniture,  only  the  best 
of  materials  and  workmanship  being  used.  This  high  quality 
ensures  the  dealer  of  satisfied  customers,  customers  that  will  be  more  than 
pleased  with  the  articles  they  purchase.  This  means  more  trade  and 
better  trade  for  the  dealer  who  handles  the  McLagan  Line. 

Western  Buyers  will  be  interested  in  the  Stratford 
Shipping  Combination.  It  saves  money  in  freight 
charges.     Write  us  for  information  to-day. 

THE  GEO.  McLAGAN  FURNITURE  CO. 


STRATFORD 


LIMITED 


ONTARIO 
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A  Splendid  Arm  Chair  for  Living 
Room  use,  being  exceptionally  com- 
fortable, and  very  serviceable.  Of  best 
oil  tempered  sprmg  construction,  up- 
holstered m  genuine  Spanish  Roan 
Skin. 

Arm  Rocker  to  match. 


John  C.  Mundell  &  Co.,  Limited 


El 


ora 


Ontario 


THE 


PATENT  MATTRESS 


Dealers  SELL  the 
Fischman  Mattress 

They  Don't  Merely  Handle  It 

The  Fischman  Mattress  produces  more  profit 
for  the  dealer  than  any  other  line  on  the 
Canadian  market,  because  it  is  the  bestseller 
and  the  sale  of  one  "Fischman"  means 
many  future  sales. 

GUARANTEE — It  is  thoroiig-ljly  guaranteed  for  ten 
years,  absolutely  sanitary  and  is  in  line  with  any 
"  Pure  Bediling  Law." 

Manufacturers  will  do  well  to  get  our 
prices    on   chair   seals   and  cushions 

The  Fischman  Mattress  Co. 

Limited 

333  Adelaide  Street  West,  Toronto 


Read 
this  issue 
from  cover 
to  cover 

Then  you  will  agree 
that  this  paper  is 
worth  several  times 
the  price. 

$1.00  a  year 

Send  your  subscrip- 
tion in  to-day. 


The  Commercial  Press,  Limited 

32  Colborne  Street,  Toronto 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Roomi 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  UphoUtered  Living  Room 
Furniture,  Chesterfield*  and  Davenport  Beds 

Stratford  Chair  Co.,  Limited 

Chairs  of  all  kinds.  Buffets,  Extension 
Tables,  Dressers  and  Stands,  Cheffoniers. 

Globe- Wernicke  Co.,  Limited 

Office  and  Library  Furniture,  Sectional 
Bookcases.  Filing  Cabinets,  Etc. 

Farquharson-Gifford  Co.,  Ltd. 

Davenport  Beds,  Upholstered  Living  Room 
Furniture. 

Classic  Furniture  Co.,  Ltd. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabmets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass  Beds  and  Costumiers,  Brass  Fire 
Place  Rails. 

Stratford  Desk  Co.,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports. 


Suggestions  for 
Spring  Trade 


^  There's  business  to  be  secured  by 
every  furniture  dealer  who  realizes  that 
it  is  as  much  his  duty  to  plan  a  campaign 
to  bring  customers  to  his  store  as  it  is 
Kitchener's  job  to  bring  the  war  with 
Prussia  to  a  successful  and  speedy  end. 

^  The  big  city  stores  have  been  featur- 
ing "  Made-in-Canada  "  sales  and  the 
same  appeal  can  be  made  in  the  smaller 
cities  and  towns  if  the  co-operation  of 
the  local  publishers  is  secured  in  making 
the  appeal  apply  to  local  conditions  and 
opportunities. 

^  In  practically  every  locality  there  are 
salaried  officials,  well-to-do  people,  and 
prosperous  farmers  who  will  have  money 
to  spend  this  spring  for  furniture  if  the 
right  goods  are  placed  before  them  in  a 
"Made-in-Canada"  sale  emphasizing 
the  need  of  keeping  Canadian  factories 
and  workmen  busy. 

^  With  house  cleaning  time  approaching  the 
furniture  dealer  has  an  excellent  opportunity  to 
bring  to  the  attention  of  customers  the  advisa- 
bility of  replacing  some  of  the  old-style  furniture 
in  their  homes  with  more  modern  pieces  or  suites. 

^  There's  a  wide  variety  of  "  Made-in-Strat- 
ford,  Canada"  furniture  to  select  from  for  your 
spring  trade. 


Western  Buyers  will  be  Interested  in  the  Stratford 
Shipping  Combination.  It  saves  money  in  freight  charges. 
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A^eo;  Lines 


HAVE  you  seen  the  new 
Kindel  lines  yet?  If  not, 
you  had  better  write  us  to-day 
without  fail.  They  all  possess 
the  same  superior  quality  for 
which  our  standard  lines  have 
been  known  in  the  past. 

We  have  included  a  new  line  of 
Divanettes,  De  Luxe  Davenports, 
Somersaultic  Parlor  Beds,  Chairs 
(automatic  lever  and  button)  Steel 
Couches,  Folding  Cots  and  Camp 
Cots. 

The  new  lines  are  all  reasonable  in 
price  and  provide  for  a  substantial 
profit  for  the  dealer. 

We  are  now  also  making  Max 
^nglander  Wit  Edge  Bed  Springs, 
Couches,  etc. 

It  will  pay  any  furniture  dealer  who 
does  not  handle  the  Kindel  line  to  get 
in  touch  with  us. 

Our  extensive  consumer  advertising 
campaign  makes  it  easy  for  him  to 
convmce  his  customers  of  the  exclusive 
advantages  of  the  "  Kindel." 


Write  us  lo-Jcy  for  informalion 
and  include  some  Kindel  designs 
in  \)Our  spring  showing. 


The  Kindel  Bed  Co.,  Limited 


Toronto 


Ontario 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
In  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen— The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students — The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  MS  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


Is  Yours  a  Growing  Store? 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preaclmient.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
alwut  yonr  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

Puhlishers  of  The  Canadian  Furniture  World  and  The  Undertaker 
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CHAIRS  of  QUALITY 


Stratford  Chairs  contain  that  distinc- 
tive quality  which  ensures  satisfied 

customers.  The  dealers  who  handle  the 
Stratford  Chair  Line  have  no  trouble  in 
securing  and  holding  trade.  We  make  a 
complete  line  of  chairs,  each  chair  being 
the  best  offered  to  the  Canadian  trade  at 
their  respective  prices. 

If  you  have  not  already  ordered  a  stock  for 
your  spring  trade  you  had  better  get  in  touch 
w^ith  us  at  once. 


We  jilso  Manufacture  a 
Complete  Line  of 

BUFFETS 

EXTENSION 

TABLES 

DRESSERS 

CHEFFONIERS 

and  STANDS 


STRATFORD  CHAIR  COMPANY,  LIMITED 


STRATFORD 


ONTARIO 


Western  Buyers  will  be  Interested  in  the  Stratford 
Shipping  Combination.  It  saves  money  in  freight  charges. 
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No.  440 

Arm  Chair  and  Davenport  to  match 


lElmtra  ICtn? 

JUST  what  is  wanted  for  the 
Living  Room  or  Den Elmira 
Chairs  will  lend  that  cosy, 
comfortable  and  homelike  appear- 
ance and  attractiveness. 

We  have  a  large  stock  of  our  entire 
line  :    Heavy  mission  suits — sets 
and  odd  Rockers  and  arm  chairs. 

Try  Them  Out 


THE  ELMIRA  FURNITURE  CO.,  LIMITED 

ELMIRA  -  ONTARIO 


No  Trouble  with  ELMIRA  Electric 

Grate  Mantels 

No  chimney  or  tiling  necessary  with  an  ''Elmira  * 
— just  set  it  against  the  wall  and  connect  the 
electric  wiring.  Made  with  or  without  summer 
grates  m  three  or  four  burner  styles. 

It  pays  to  handle  "Elmira"  Mantels.  They  make 
money  for  the  dealer  and  save  time,  trouble  and 
fuel  consumption  for  his  customers. 

The  Elmira  make  of  Office  Desks,  Filing  Cabinets 
and  Sections,  and  Chairs,  covers  a  wide  range  of 
labor-saving  conveniences. 

Write  for  catalogue  illustrating  our  complete  line. 

The  Elmira  Interior  Woodwork  Co.,  Ltd. 

Elmira       -  Ontario 
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High  Class  Living-Room  Furniture 


The  Farquharson-Gifford  hne  of  living-room  furniture 
combines  attractiveness  of  design  v^^ith  serviceable  con- 
struction. These  qualities  w^ill  secure  and  hold  trade. 
All  prices  provide  for  a  fair  profit  for  the  dealer. 


Farquharson-Gifford 
Davenports 

Contain  all  the  outstand- 
ing qualities  which  ensures 
satisfied  customers. 

Write  us  to-day  for  infor- 
mation of  our  complete  line. 


Farquharson-Gifford  Company,  Limited 


Stratford 


Ontario 


WHEN  ORDERING  DAVENPORT  BEDS  FROM 
STRATFORD,  REMEMBER  TO  ORDER  F.-G. 


Western  Buyers  will  be  interested  in  the  Stratford 
shipping  combination.    It  saves  money  in  freight  charges. 
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This  New  Design  is 

Bound  to  be  a  Big  Seller 


A  very  strong  and  handsome  chair  with 
veneer  seat,  and  is  extra  well  finished,  it 
contains  all  the  same  high  class  qualities  as 
all  other  chairs  of  the  N.  A.  make. 

Write  us  for  illustrations  and  prices  of  our 
new  and  profitable  designs. 


North  American  Bent  Chair  Co. 


Limited 


Owen  Sound 


Ontario 


No.  1800 


The  REAL  Selling  Point 

in  this  table  is  the  fact  that  it  is  a  FOLDING  table 
— not  merely  a  centre  table — or  a  card  table — or  a 
aewing  tabic — BUT  a  table  that  may  be  tucked 
away  in  any  convenient  corner  when  not  in  use.  The 

WPEERLES5 

'    FOLDING  TABLE- 

advertising  campaign,  now  running  in  all  the  leading 
Magazines,  brings  out  this  point  most  forcibly. 
Every  ad  is  full  of  selling  points  that  you  can  use. 
Let  us  send  you  proofs  of  the  entire  series. 

MADE  IN  CANADA 

Write  for  FREE  Booklet — describing 
our   '"Peetlest"  and  "Elite"  table). 

Hourd  &  Co.,  Limited        London,  Ont. 

Sole  Licensees  and  Mmnufacturers 


Our  Specialty  is 

Mod  erate  Priced 
Couches,  Chairs  and 

Rockers 

In  Tapestry,  Leather  and 
Imitation  Leather 

Each  sale  includes  a  good 
percentage  of  profit  for  the 
dealer. 

Write  to-day  for  Illustration! 
and  Price  List. 


THE 


Maple  Leaf  Couch  Co. 


Toronto 


Canada 
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Globe -Wernicke  Mission  Style 
Sectional  Bookcase  wah  Dak  Vmt 


The  Globe- Wernicke  Sectional  Bookcase  line  offers  a  wide 
range  of  designs  to  select  from.  They  are  made  in  designs  to 
match  up  with  the  furnishings  of  any  room  and  in  combinations 
to  suit  any  space. 

The  Globe- Wernicke  Agency  brings  to  your  store  the  prestige 
that  increases  sales  and  makes  satisfied  customers. 

Write  us  to-day  for  information 

%t  9lol»«^«ri»ickc  ett.£fd. 


STRATFORD 


ONTARIO 


Wmst^rn  Bayers  will  be  Interested  in  the  Stratford 
Shipping  Combination.  It  semes  money  in  freight  charges. 
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TWIN 


You  receive 


TWIN 


DOUBLE  SERVICE 

when  you  handle 

"TWINS" 


Twin  Pedestal  Extension  Tables  are  now  being  made 
with  interchangeable  tops.  For  instance,  the  dealer  who 
buys  two  different  kinds  of  bases  and  two  different  shaped 
tops,  can,  by  interchanging  the  tops,  show  four  different 
designs.  Send  an  order  for  at  least  two  "Twins"  and 
give  them  a  trial  on  your  floor.  They'll  surely  please 
your  customers. 


We  illustrate  herewith 
table  No.  553 — showing 
one  of  the  many  attractive 
designs  which  are  shown  in 
our  catalogue  of  "Twins." 
A  post  card  will  bring  this 
catalogue  to  you. 


No.  553 


The  Chesley  Furniture  Co.,  Limited 


GEO.  DURST,  President 
WM.  DAMM.  Vice-P.esident 


Chesley 


Ontario 


W.  G.  DURST,  Manager 

J.  HAUSER,  Executive  Officer 
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The  New  Stratford  Line  of 

Revolving  Seat  Bed  Davenports 

^  When  you  put  in  a  stock  of  the  new 
Stratford  Davenports,  you  are  not  "taking 

a  chance  "  on  an  experiment  or  a  new  proposition. 
You  are  selling  a  hne  which  has  all  the  qualities  of 
High  Grade  Davenports. 

We  are  specialists  in  Davenports  and  have 
been  identified  with  the  Revolving  Seat  Bed 
Davenport  since  its  first  inception. 

^  Although  our  line  is  new  in  Stratford  it  is  old 
in  the  trade. 


Write  Us  To-day  for  Information 


The  Stratford  Davenport  Company,  Limited 

Stratford  -  Ontario 


Western  Bayers  will  be  Interested  in  the  Stratford 
Shipping  Combination.  It  saves  money  on  freight  charges. 
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Our 

Display  at 
Berlin 
Furniture 
Exhibition 


Tie  up  to  the  Lloyd  Princess  Line 
and  get  their  dealers'  co-operative 
service  helps  that  actually  bring  results. 


LLOYD  MANUFACTURING  CO. 

BERLIN  ONTARIO 


H.  Krug  Furniture  Company,  Limited 


BERLIN 


Manufacturers 
ONTARIO 


CANADA 


Dming  Room,  Living  Room, 
Library,  Den,  &c. 

Pioneers  in  the  manufacture  of  Jacobean  Period  Furniture 


CATALOGUES  ON  REQUEST 
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Silniiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiifif:  1 

The  ''Imperial Line  of  Rattan  Goods  is  a 

Profit-Producing  Line 


Attractive  Designs 
that  are  entirely 
original. 

Our  designs  may  be 
copied,  but  our  qual- 
ity is  all  our  own. 


An  extensive  line  of 
of  coverings  to  suit 
the  tastes  of  your 
customers. 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD  ONTARIO 


Order  Your  Stock  of  Lawn  Furniture  Now 


The  demand  for  summer  furniture  will  soon 
be  upon  you,  Mr.  Dealer,  and  you  cannot  do 
better  than  meet  this  demand  by  ordering  a 
complete  stock  of  Stratford  lines. 

The  Stratford  Line — 

of  Lawn  Swings,  Verandah  and  Garden  Furniture 
is  complete  in  every  way  and  is  a  most  profitable 
proposition  for  the  progressive  dealer.  Write  us  to- 
day for  catalogue  and  information  of  our  new  lines. 


THE  STRATFORD  MANUFACTURING  CO.,  LIMITED 

Makers  of  Ladders,  Lawn  Swings,  Boyer's  Gliding  Settees,  Folding  Chairs  and  Tables,  Chairs 
for  Assembly  Seating,  Lawn,  Camp  and  Verandah  Furniture,  Woodenware,  Park  Seats,  Etc. 

STRATFORD  ONTARIO 


Wettem  Buyers  will  be  Interested  in  the  Stratford 
Shipping  Combination.  It  save*  money  in  freight  charges. 


12 


CANADIAN  PURXTTT^KE  WORLD  AND  THE  CXDERTAKER 


March,  1915 


Kohn's  Bentwood  Furniture  Satisfies  Every  Customer 

The  dealer  who  handles  Kohn's  Bentwood  Furniture  can  always 
be  sure  of  having  satisfied  customers. 

Kohn's  Bentwood  Furniture  is  artisiic,  light  weight  and  sanitary.  It's  extreme 
durability  is  due  to  specially  seasoned  Beechwocd  bent  by  our  strength  retaining 
process.    All  leg  joints  fastened  with  steel  icrews. 

The  exceptional  quality  which  is  put  into  Kohn's  Bentwood  Furniture  makes  it 
the  highest  standard  offered  to  the  Canadian  trade. 

Write  for  Our  New  Catalog  To-day 

JACOB  &  JOSEPH  KOHN,  Inc. 

215-219  Victoria  Street 
TORONTO 


No.  1531/1 


Lippert  Diners  for  Spring  Trade 


LIPPERT   DINERS— a 
good  line  to  buy,  stronger 
and  better  than  the  average 
but  at  the  same  price.  Large  selec- 
tion and  many  new  patterns  to 
choose  from. 

It  will  be  to  your  advantage  to  see 
this  line  before  placing  your  spnng 
order. 

We  also  manufacture  a  complete 
line  of  Hall  Racks,  Bedroom 
Chairs,  Living  Room  and  Den 
Furniture,  Parlor  Suites,  Dining 
Chairs,  Davenettes  and  Daven- 
ports, Reclining  Chairs,  etc. 

T)rop  us  a  line  and  have  our  Iraoeller  call 

The  Lippert  Furniture  Co. 

Limited 

Berlin        -  Ontario 


Why  not 

BUY 

MORE 

for  1915  ■ 


Our  Mouldings  and  Frames  are  the  standard  "Made  in  Canada"  line 
and  though  possibly  you  handle  our  goods  to  the  exclusion  of  all 
others  you  will  find  that  the  larger  the  stock  the  better  the  sales. 

Matthews  Quality  Line  Maizes  Sales. 

MATTHEWS  BROS.,  LIMITED,  TORONTO 


You  Will 

SELL 

MORE 

for  1915 
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Made-m-Canada  Furniture 


of  Canadian  Lumber  Giving  Employment 
to  Canadian  Workman 


The  popular  spirit  of  to-day"  just  what  we 
have  been  practising  in  our  plant  for  twelve 
years. 


The  Meaford  Line  Takes  First  Place 

as  it  places  within  the  reach  of  Canadian 
Workmen  almost  every  piece  of  household  f 
furniture  he  requires,  including 


Hall 

Hall   Racks,   Seats   and  Mirrors 

Parlor 

Tables,  Jardiniere  Stands  and  Music 
Cabinets. 

Den 

Tables,  Library  Tables,  Bookcases, 
Desks,  Smokers'  Sets  and  Clock 
Shelves. 


Dining  Room 

Sideboards,  Buffets,  China  Cabinets, 
Extension  Tables,  Side  Tables  and 
Chairs. 

Bedroom 

Dressers,  Princess  Dressers,  Chef- 
foniers.  Dressing  Tables,  Wardrobes, 
and  Costumiers,  Odd  or  in  Suites. 

Bathroom 

Minors  and  Medicine  Cabinets. 


Furniture  Dealers  who  did  not  see  our  exhibit 
at  the  Toronto  Furniture  Exhibition  can  hardly 
comprehend  the  magnificent  and  varied  dis- 
play our  full  line  would  make  on  their  floor. 


Get  Your  Name  on  Our  Mailing  List 

Our  new  Catalogue  is  in  the  printer's  hands 
and  will  soon  be  ready  to  mail. 


The  War  Tax  Will  Increase  Prices 
It  Will  Pay  You  to  Order  Early 


THE  MEAFORD  MFG.,  CO. 

MEAFORD  ONTARIO 


Q  |j 

_-  '* 
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Well  Advertised 
Means  Half  Sold 

m 

^  Chair  Craft  Chairs  are  well  advertised.  Our  extensive 
advertising  campaign  includes  many  of  the  most  popular 
mediums  which  reach  the  homes  of  your  customers. 

^  Chair  Craft  Chairs  are  more  comfortable,  have  as  good 
an  appearance  and  contain  as  good  workmanship  as 
any  other  chaits  of  the  lounge  type. 


^  Chair  Craft  Chairs  adjust  them- 
selves simultaneously  with  the 
movement  of  the  body.  There 
are  no  rods  or  buttons  to  bother 
with. 

^  Send  for  a  trial  order  of  a  few 
patterns  in  either  Rest-Fest  or 
Rex-Recliner  styles  which  will 
include  our  complete  sales  plan 
consisting  of  newspaper  ads, 
mailing  folders,  wmdow  posters, 
window  cards,  etc.  the  kind 
that  will  bring  you  many  pro- 
fitable sales. 


THE  CHAIR  CRAFT  COMPANY 

Traverse  City  Michigan 
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Canadian  Mersereau  Company 


MAKE  THIS  BED  DISPLAY  IN  YOUR  WINDOW— IT  WILL  MAKE  SALES  FOR  YOU 


The  Beds  Without  a  Doubt 

To  Stock  them  means  to  Sell  them 
Ever})  Sale  means  a  Satisfied  Customer 

Business  is  "BETTER  THAN  USUAL"  with  us,  thank  you.  It's  only  about  a  year  since 
we  established  our  Canadian  factory  at  Toronto,  but  it  has  been  a  busy  year  for  us. 

Our  designs  quickly  won  popularity  and  the  "Quality"  we  put  into  every  Mersereau  Brass 
Bed  has  been  appreciated  alike  by  dealers  and  their  customers. 

The  new  "Suspension  Cable  Spring '  and  the  new  "Oxford  Sofa  Bed"  shown  by  us  at  the 
Toronto  Furniture  Exhibition  were  included  in  nearly  every  one  of  the  many  orders  received 
at  the  Exhibition. 

Line  up  with  the  fastest  growing  Brass  Bed 
Manufacturers  in  Canada 

Canadian  Mersereau  Company,  Limited 

1  1  9  Brock  Avenue  Toronto,  Ontario 
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MADE 
IN 

CANADA 


K 


NECH 
ITCHEN 
ABIN 


NONE 
BETTER 
ANYWHERE 


The  hit  of  the  TORONTO  FURNITURE  EXHIBITION 


A  partial  view  of  our  display  at  the  Toronto  Furniture  Exhibition. 


Feature  a  Kitchen  Cabinet  Window 

We  *ll  help  create  sales  for  you  this  Spring 


THIS 
OUTFIT 
IS 
FREE 


Nothing  will  interest  your  women  customers  so  quickly  as 
a  labor  saving  kitchen  convenience  and  our  new  window 
trim  is  designed  to  help  you  win  attention  and  secure  sales 
for  little  effort. 

We  will  send  to  any  customer  a  photo  of  an  easily  arranged 
Kitchen  Cabinet  Window  together  with  SIXTEEN  WIN- 
DOW DISPLAY  CARDS. 


SEND 
FOR 
ONE 
TO-DAY 


These  cards  are  intended  for  use  in  connec- 
tion with  our  new  No.  63  Cabinet.  Place 
your  order  for  one  of  these  cabinets  now  and 
fit  up  your  window.  It  will  bring  business  to 
your  store  the  same  as  it  has  to  others.  No 


expense  whatever, 
required. 


We  supply  everything 


Help  us  to  keep  our  workmen  employed  and 
thus  help  yourself  at  the  same  time. 


Push  the  sale  oj  these  Made  in  Canada  Cabinets 
They  are  widely  advertised  and  quicl^  sellers 


KNECHTEL  KITCHEN  CABINET  CO. 


HANOVER 


ONTARIO 


THE  KNECHTEL  FURNITURE  COMPANY,  LIMITED 

Selling  Agents 
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Now  is  YOUR  Chance 


To  Put  in  a  Filing 
System 


No.  421— 30.75  List 
Plain  Oak,  Fumed  or  Golden 


No.  555-51.00  List 
Plain  Oak,  Fumed  or  Golden 


No.  1220—45.00  List 
Quartered  Oak,  Fumed  or  Golden 


THERE  never  was  a  better  time  to  roll  up  your  sleeves  and  clean  out 
"  that"  office — and  the  first  thing  you  will  need,  after  you  have  cast  out 
the  dust  laden  wall  files  and  stick  files  and  scrap  books,  will  be  a  No.  421 
or  a  No.  1 220  Filing  Cabinet  so  that  hereafter  and  henceforward  your 
letters  and  invoices  will  be  m  a  clean,  tidy,  orderly,  getatable  place,  your  cata- 
logs will  be  filed  in  alphabetical  order  in  the  same  kind  of  file.  Every  paper 
will  be  out  of  sight,  but  instantly  available  when  wanted. 


^  If  you  will  refer  to  our  desk  catalog 
you  will  notice  on  pages  88  and  89,  a 
good  variety  of  drawers  with  which  to 
equip  your  No.  42 1  cabinet — our  No. 
425^  Demonstrating  Cabinet  is  a  very 
useful  combination.  It  enables  you  to 
show  your  customer  most  of  the  kinds  of 
drawers  shown  on  pages  88  and  89. 

^  This  filing  desk  accommodates  the  same 
drawers  that  the  No.  42  I  cabinet  uses. 
Select  the  drawers  from  pages  88  and  89 


that  best  suit  your  needs.  Have  them  em- 
bodied in  this  desk  and  you  will  have  the 
most  useful  piece  of  office  furniture  ever 
invented. 

^  Do  your  "house  cleaning,"  Mr.  Dealer' 
and  then  send  for  a  No.  421  or  1220 
file  or  a  No.  555  desk.  You  will  gain 
the  satisfaction  of  knowing  that  you  have 
a  place  for  everything  and  that  everything 
is  in  its  place.  You  will  make  your  office 
equipment  pay  for  itself— hy  selling  other 
merchants  this  outfit  at  a  profit  to  you 


THE  KNECHTEL  FURNITURE  CO. 

HANOVER  ONTARIO 


LIMITED 
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Many  NEW  Features  in  this  Cabinet 

which  assist  you  in  convincing  your  customers  that  it  is 
the  most  useful  and  economical  cabinet  on  the  market. 


The  new  features  of  this  cabinet  as 
can  be  seen  by  the  illustration  are 
as  follows  :  — 

1 .  Roller  curtain  the  full  width  of  the 
cabinet  which  allows  roomy  capacity 
for  package  groceries. 

2.  Detachable  flour  bin,  capacity  30  lbs. 

3.  Wood  panels  in  doors. 

4.  Extract  rack. 

5.  Cook  book  rack. 

6.  Metal  compartment  for  milk  tickets, 
cash,  etc. 

7.  Spice  jar  rack. 

8.  Salt,  tea,  and  coffee  rack. 

9.  Printed  want  list,  equivalents,  weights 
and  measures,  and  house  hints. 

1 0.  Nickeloid  extension  top  with  rounded 
edges. 

I  1 .  White  enamel  interior. 

There  are  many  other  features  to  this 
cabinet  which  make  it  of  more  prac- 
tical utility  to  the  housewife  than  any 
other  piece  of  furniture  in  the  home. 


We  herewith  announce  to  the  trade  that 
all  our  better  grade  of  Kitchen  Cabinets  will 
hereafter  be  trade  marked 

"KITCHEN  AID" 

Made  in  Canada 


H.  E.  Furniture  Co.,  Limited 

Milverton  Ontario 


The  Sidway  Sellers  for  1915 


Will  soon  be  shown  to  your  buyer.  You  know  the  success  you  have  had  with  the  AUwin 
and  Sidway  of  jjast  seaaon«.  The  new  line  represents  all  the  features  which  uiade  that 
success  plus  NEW  DESIGNS.  IMPROVEMENTS  that  will  appeal  to  the  mother  and 
help  the  baby  and  VALUP^S  which  npcll  substantial  profits  for  the  dealer.  Don't  handicap 
your  baby  carriage  department  by  a  h;isty  selection.    Await  the  call  from 

Our   Canadian  Sales 
Organization 

Canadian  Factory,  Goderich,  Ontario,  -  F.  R.  HODGENS,  Manager 

REPKESENT.\T1VES 
In  Quebec,  J.  J.  Neander,  97  Drummond  St.,  Montreal. 
In  Ontario,  C.  A.  Coryell,  llS  Wells  Street,  Toronto. 

In  Manitoba,  Saskatchewan  and  Alberta,  Miller  Morse  Hardware  Co.,  Winnipeg. 
British  Columbia,  I  onkey  Bros.,  Vancouver. 


Sidway  Mercantile  Co.,  Elkhart,  Ind. 
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Effective  Display  Makes  Big  Sales 

THE  CANADIAN  DISPLAY  RACK 

Will  display  your  springs  and  mat- 
tresses attractively  and  economically 


Saves  75%  Floor  space.  Saves  your  time  and 
your  customers.  Used  successfully  by  T.  Eaton 
Co.  Ltd.,  R.  Simpson  Co.  Ltd.,  Adams  Furniture 
Co.  Ltd.,  and  F.  C.  Burroughes  Furniture  Co.  Ltd. 

Mattress  or  spring  shown  effectively  and  easily  by  one  sales- 
man instead  of  one  salesman  and  two  porters.  Practically 
indestructible.  The  Canadian  Display  Rack  is  built  entire- 
ly of  Steel,  finished  in  Oxidized  Bronze,  It  can  be  erected  in 
two  hours'  time,  can  be  enlarged,  if  necessary,  by  adding 
extra  sections  at  any  time,  being  built  to  Standard  Sizes. 

For  prices  and  information  write 

The  Canada  Specialty  Company 


13-15  Jarvis  Street 


Toronto,  Ontario 


"/  wouldn  't  be  without  them  for  anything" 


So  says  the  woman  who  has  learned 
the    perfect   protection  afforded  by 


UM 

^^^^ 


ASBESTOS 
Table  Covers  and  Mats 

She  knows  how  perfectly  they  protect  the  dining  room  table  from 
defacement  by  hot  dishes. 

They  belong  to  the  class  of  goods  so  desirable  from  the  dealer's  stand- 
point—goods that  practically  sell  themselves  because  everybody 
needs  them. 

As  we  are  the  largest  Asbestos  producers,  and  manufactuie  these 
mats  and  table  covers  ourselves,  we  can  quote  yoii  a  price  that  will 
enable  you  to  make  a  good  profit  and  still  undersell  your  competitors. 
Write  nearest  branch  for  special  Dealer  proposition. 

THE  CANADIAN 
H.  W.  JOHNS  MANVILLE  CO., 

Manufacturers  of  Show-Case,  Show-Window  and 
General  Illumination  Systems,  Pipe  Coverings,  Dry 
Batteries,  Fire  Extinguishers,  Etc. 

TORONTO 
WINNIPEG 


LIMITED 


WHY  NOT  USE 


Q^RIKQiJ 


FOR  all  grades  of  upholstery,  FABRIKOID  Ctafts- 
man  Quality  surpasses  coated  splits.    The  napped 
or  fleecy  backing  of  Craftsman  Quality  gives  to  the 
upholstered  surface  that  soft,  thick  feel  so  noticeable  and 
pleasing  to  makers  and  buyers. 
FABRIKOID  Craftsman  Quality  by  actual  test 

Is  Stronger  Than  Coated  Splits 

and  will  not  crack,  split  or  tear.  Its  surface  is  water  and  arease- 
proof  and  is  not  affected  by  heat  or  cold. 

Our  extensive  advertising  is  exposing  the  inferiorities  of  coated  splits. ' 
We  are  telling  furniture  buyers  the  service,  economy  and  sa'isfaction 
resuhing  from  the  buying  of  FABRifCOlD  Craftsman  Quality 
upholstery.    Why  don't  YOU  use  it  ? 

GET  ACQUAINTED.   ASK  FOR  SAMPLES 

Write  Department  455 

DU  POiNT  FABRIKOID  CO. 

TORONTO,  ONTARIO 


No.  1.  No.  2. 

Note  Position  of  the  Prone* 

"Onward"  Slides  are  the  Best 

MADE  IN  CANADA 

Slides  that  have  ever  been  offered  to  the 
Canadian  trade.  They  can  be  attached  to 
the  most  frag-ile  piece  of  furniture  without 
fear  of  splitting  the  leg — even  though  the 
slides  are  the  full  diameter  of  the  leg  itsslf. 

The  position  of  the  prongs  prevents  splitting 
the  leg  or  causing  an  ugly  projection. 

Write  for  free  tamples  and  prices 

ONWARD  MANUFACTURING  CO. 


BERLIN 


ONTARIO 


Special  price 
to  manufac- 
turers and 
jobbers  in 
large  quanti- 
ties 
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ONE  OF  OUR  NEW  POPULAR  PRICED  SUITES 


The  Kind  that  Puts  the  ^^Sweet'^  in^^Home  Sweet  Home'^ 


No.6202  Chesterfield 


Mahogany  dull  or  polished  finish.  Spring  seats,  backs  and  arms. 
Extra  soft  upholstering.    Loose  Cushions.    Webbed  bottoms. 


A 

Lifetime 
of 

Satisfactory 
Service 


A 

Lifetime 
of 

Delightful 
Comfort 


No.  6202  Arm  Chair 


That  is  What  This  Suite  will  Give  to  Your  Customers 


ANADA  TURNITUREWIANUFACTURERS 


Limited 


General  Offices.-  WOODS roCK.  ONTARIO 


Wholesale  Showrooms:  TORONTO.  WINNIPEG 


Distributing  IVarehouse :  WINNIPEG 
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Every  Dealer  Every    merchant    should  take 

Should  Take  Stock  stock  and  make  out  a  fiscal 
statement  at  least  once  a  year. 
The  benefits  are  so  great  that  no  man  who  has  his  own 
interests  at. heart  can  afford  to  pass  up  this  important 
work,  even  though  it  does  take  considerable  time  from 
the  regular  and  routine  work  of  the  store.  What  is 
the  use  of  giving  all  your  time  to  strenuous  marching 
unless  you  know  you  are  marching  in  the  right  direc- 
tion? In  the  same  way,  what  is  the  use  of  laboring 
hard  for  business  unless  you  know  that  you  are  conduct- 
ing business  in  a  profitable  manner?  That  is  what  the 
annual  inventory  shows  you. 

It  can  well  be  described  as  the  business  man's  X- 
ray.  It  brings  to  light  many  of  the  important  details 
of  his  business  that  could  not  otherwise  be  ascertained. 
It  shows  him  the  true  standing  of  his  business  and 
allows  him  to  gauge  competently  as  to  the  progress  be- 
ing made,  and  whether  it  is  satisfactory. 

Listless  dealers  sometimes  think  that  they  know 
these  particulars  well  enough  without  going  to  the 
work  of  taking  stock.  They  are  merely  guessing,  how- 
ever, and  guesswork  has  no  place  in  business  to-day. 
The  merchant  must  know  for  a  certainty. 

He  must  ascertain  at  least  once  a  year  if  satisfactory 
progress  is  being  made.  If  not,  an  examination  should 
at  once  be  made  into  the  cause  with  the  aim  of  remov- 
ing it.  If  he  does  not  take  stock  he  will  not  be  aware 
of  the  fact  that  profits  are  not  what  they  should  be 
and,  therefore,  he  continues  on,  all  unconscious  that  he 
is  not  sailing  in  the  direction  of  Port  Success. 

Keep  your  advertisement  before  your  cus- 
tomers.    It  will  encourage  them  to  buy. 

Rapid  Stock-  Talking  of  stock-taking  reminds 

Taking  me  of  the  lightning  speed  with 

which  one  of  the  departmental 
stores  in  Canada  takes  stock. 

With  most  retailers  the  process  is  a  long  and  weary 
one.  It  is  begun  with  dislike  and  finished  in  disgust 
by  all  who  have  anything  to  do  with  it. 

In  the  department  store  in  question  it  is  all  over  in  a 
few  hours.-  Immediately  after  the  store  is  closed  for 
the  day  tea  is  served  in  the  dining-room  to  the  em- 
ployes,'none  of  whom  are  allowed  to  leave  the  premises 


until  each  has  performed  his  or  her  allotted  tasks. 
After  tea  work  of  taking  stock  begins.  The  staff  work 
in  pairs,  one  calling  off  and  the  other  making  the 
entries.  Two  cover  each  department,  one  beginning 
at  one  end  and  the  other  at  the  other.  When  these 
pairs  have  covered  their  allotted  department  or  section, 
which  averages  tAvo  to  three  hours,  they  compare  notes. 
If  the  documents  correspond  they  are  passed  on  to 
the  auditors,  who  work  all  night  and  have  the  results 
tabulated  for  the  inspection  of  the  heads  of  the  firm 
when  thej'  come  down  to  business  in  the  morning. 
Thus  in  a  little  over  twelve  hours  the  task  of  stock- 
taking is  completed  and  the  results  of  the  six  months' 
business  known.  Stock  is  taken  twice  a  year.  The 
employes  arc  remunerated  for  the  extra  hours  they 
work  while  taking  stock. 

There  is  probably  not  a  retailer  in  the  country  but 
could  shorten  considerably  the  time  devoted  to  taking 
stock  if  the  method  of  doing  so  was  better  systemized. 

Success  in  business,  as  in  warfare,  largely  de- 
pends upon  the  plan  of  campaign. 

Pathetic  But  There  is  much  of  pathos  in  the 

Unnecessary.  stories  which  the  writer  frec|uent- 

ly  encounters,  of  dealers  who 
have  labored  diligently  for  years,  giving  their  best 
energy  to  their  work  from  early  morn  until  late  at 
night,  only  to  find  at  the  end  of  a  long  period  of  stren- 
uous labor  that,  financially,  they  have  accomplished 
little.  They  find  themselves  past  the  most  active  stage 
of  life  without  having  attained  that  independence  for 
which  they  have  been  striving.  The  story  is  certainly 
a  most  pathetic  one,  especially  in  the  light  of  the  fact 
that  in  most  cases  it  is  really  unnecessary 

The  trouble  has  not  been  that  they  have  not  labored 
diligently,  for  in  most  instances,  these  have  been  the 
men  who  have  been  most  given  to  long  hours  and  the 
shouldering  themselves  of  much  of  the  manual  labor  in 
connection  with  the  work  of  the  store.  This  has  quite 
often  been  exactly  the  trouble.  They  have  worked  alto- 
gether too  much  with  their  muscle  and  not  enough 
Avith  their  head.  They  have  given  time  to  manual  labor 
that  could  be  done  by  cheap  help,  which  should  have 
been  given  to  executive  work,  such  as  buying  and  sell- 
ing, winning  customers,  collecting  accounts,  and  all 
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those  other  things  to  which  the  manager  should  give  his 
attention. 

System  has  frequently  been  lacking  in  the  stores  of 
these  men.  They  have  known  little  of  their  cost  of 
doing  business  or  of  their  gross  or  net  profits.  They 
have  gone  on  year  after  year  with  little  real  knowledge 
of  the  progress  of  their  business.  They  may  have 
"guessed"  that  they  were  doing  all  right,  while  prob- 
ably some  years  they  made  no  money  at  all,  but  not 
taking  a  competent  yearly  inventory,  they  have  been 
unaware  of  the  fact,  and  so  have  gone  on  without 
remedying  the  leaks  that  have  been  eating  the  heart 
out  of  their  profits. 

If  they  had  only  had  a  competent  business  system 
they  would  have  been  alhle  to  gauge  their  progress  each 
year,  and  if  it  was  not  satisfactory  an  investigation 
could  have  been  made  into  the  cause,  and  the  cause 
removed  or  remedied. 

Every  business  man  owes  it  not  only  to  himself  but 
his  family  that  he  should  have  a  competent  check  on 
his  business,  so  that  he  will  actually  know  that  he  is 
making  money  and  that  the  amount  is  satisfactory.  No 
man  wants  to  find  himself  in  that  pathetic  condition  of 
liaving  given  his  best  of  his  life  to  his  chosen  business 
only  to  find  that  he  has  made  little  or  no  money  out  of 
all  his  work. 

Business  is  a  good  companion  for  the  daytime  ; 
but  it  is  (t  bad  bed-fellow.  Keep  business  out 
of  your  bed  if  you  desire  to  live  long  and  die 
happy. 

The  Tune  the  Old  Do  you  really  know  the  tune  the 
Cow  Died  On.  old  cow  died  on?   If  called  upon 

to  give  it,  you  probably  could 
not.  Yet  you  have  been  telling  people  all  these  years 
when  you  whistled  some  unknown  air  that  it  was  "The 
tune  the  old  cow  died  on."  Well,  here  is  the  tune,  the 
old  cow  died  on — or  at  least  one  version  of  it : 

There  was  a  man  who  had  a  cow 
And  he  had  naught  to  give  her, 

So  he  took  his  pipe  and  played  her  a  tune 
"Consider,  good  cow,  consider." 

That  was  the  tune,  and,  of  course,  the  old  cow  died. 
Cows,  like  people,  have  to  have  sustenance  in  order  to 
live. 

And  many  a  dealer  is  playing  the  same  empty  tune 
on  his  "old  cow"  of  a  business,  and  yet  wonders  why  it 
is  slowly  dying.  He  has  milked  the  business  so  long 
without  provender  necessary  to  stimulate  life  that  the 
poor  old  business  is  in  danger  of  soon  being  in  need  of 
a  business  undertaker — the  sheriff. 

How  frequently  you  see  a  dealer — especially  one  of 
the  old  school — trying  to  maintain  life  in  his  business 
without  the  use  of  proper  provender.  He  refuses  to 
spend  money  on  new  fixtures  or  equipment  suc;i  as  are 
necessary  to  get  the  best  results  in  these  days  of  keen 
competition — he  does  not  feel  disposed  to  advertise  to 
attract  new  customers  and  sell  more  goods  to  oM  ones — 
he  will  not  add  the  new  sidelines  that  are  making 
money  for  other  dealers  in  the  same  business — be  wul 
not,  or  does  not,  adopt  the  live  merchandising  methods 
that  are  bringing  success  to  his  more  aggressive  com- 
petitors. He  is  trying  to  make  his  business  exist  on  the 
"tune  the  old  cow  died  on,"  and  unless  he  changes  his 


business  methods  he  will  soon  find  it  departing  in  the 
same  manner  as  the  cow  which  we  hear  paraphrased  ao 
often. 

Tactics  are  essential  to  success  in  business  as 
ivell  as  success  in  warfare. 

Get  Co-operation  Enthusiastic  and  whole-hearted 
of  Clerks.  co-operation  of  clerks  is  a  valu- 

able factor  in  the  achieving  of 
the  best  results  in  any  retail  store.  The  dealer  who  is 
not  getting  this  co-operation  is  losing  a  good  deal,  and 
the  unfortunate  part  of  it  is  that  it  could  often  be  se- 
cured if  the  dealer  himself  would  only  put  forth  an 
effort  to  get  his  staff  interested  in  the  store  and  pulling 
with  him  for  the  accomplishment  of  the  best  results. 

Just  about  this  time  last  year  a  dealer  found  that 
his  sales  for  the  year  were  going  to  fall  short  of  his 
anticipated  total  unless  they  took  a  decided  spurt  dur- 
ing the  last  month  of  the  year.  Realizing  this,  he 
called  a  conference  of  his  sales  staff  and  explained  to 
them  the  exact  situation  of  affairs,  pointing  out  what 
would  have  to  be  done  in  order  to  cause  the  year's 
sales  to  come  up  to  the  ideal  set  at  the  beginning  of  the 
year.  Then  he  put  the  proposition  up  to  them:  "Can 
we  do  this  during  the  last  month?  Are  you  willing  to 
work  with  me  in  a  grand  effort  to  make  the  grade?" 
And  the  answer  came  back,  "Yes." 

All  the  clerks  were  extremely  pleased  that  their  em- 
ployer had  taken  them  into  his  confidence,  and  his  ad- 
mittance that  he  was  not  the  whole" works,"  but  that 
they  were  important  factors  also  in  the  store's  work. 
They  tackled  the  task  with  enthusiasm,  and  many  were 
the  suggestions  for  increasing  business  that  they  pro- 
posed on  his  invitation.  A  friendly  rivalry  in  the  mat- 
ter of  sales  sprang  up.  Different  clerks  were  given 
charge  of  different  windows  and  vied  with  one  another 
in  turning  out  displays  that  would  sell  the  most  goods. 

Sales  did  show  a  decided  spurt  during  the  month,  a 
tab  being  kept  on  them  from  day  to  day  to  see  what 
increase  was  being  made.  To  make  a  long  story  short, 
their  aim  was  attained  and,  in  addition,  a  spirit  of  co- 
operation was  worked  up  among  the  clerks  that  con- 
tinued to  show  its  value  in  increased  sales  from  month 
to  month. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN. 

"Business  as  usual  during  the  war"  is  a  good  slogan 
for  every  merchant. 

•  •  • 

It's  all  right  to  work  along  the  line  of  least  resist- 
ance when  that  line  leads  to  more  business  and  better 
profit. 

•  *  • 

One  of  the  ways  in  which  a  clerk  can  make  himself 
valuable  is  in  learning  how  to  sell  people  goods  they 
didn't  come  to  buy. 


THOROUGHNESS  APPRECIATED 

"We  want  to  ex[iiess  to  your  our  a|f(ireciation  for 
the  write-up  that  you  gave  the  Stratford  Exhibition 
in  the  February  issue  of  the  Canadian  Turniture 
World.  You  went  into  each  exhibit  very  thoroughly  in 
every  detail,  aad  the  good  words  you  said  aibout  the 
way  the  exhibition  was  handled  were  very  much  appre- 
ciated." 

STRATFORD  MANUFACTURING  COMPANY, 
Chas.  A.  Moore,  Manager. 
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Get  Busy  on  ''Buy-a-Piece-of-Furniture" 


Have  ^our  local  newspaper  reproduce  the  article 
from  page  27  of  the  February  Furniture  World 


WE  reproduce  herewith  from  the  Picton  "Gaz- 
ette," the  article  published  on  page  27  of 
the  February  issue  of  the  Canadian  Furni- 
ture World,  entitled  "Buy-a-Piece-of-Furniture. " 

The  Furniture  W'orld  had  1,000  copies  of  the 
article  reprinted  in  circular  form  for  distribution  to 
the  public  on  the  two  evenings  the  Toronto  Furniture 
Exhibition  was  open  to  those  outside  the  trade. 

Mr.  Minaker,  furniture  dealer,  Picton,  took  home 
two  copies,  and  not  only  had  the  article  printed  in 
full  in  the  "Gazette,"  but  also  in  the  Picton 
"Times."  "I  advertise  in  both  papers,"  said  Mr. 
Minaker,  "and  I'll  ask  them  to  publish  this  for  me." 

Mr.  W.  C.  Wilson,  manager  of  the  Meaford  Mfg. 
Co..  also  took  two  copies  of  the  circular  home  from 
the  Toronto  Furniture  Exhibition  and  had  the  article 
reprinted  in  the  two  Meaford  papers.  He  also  had 
several  hundred  extra  copies  printed  and  mailed  to 
the  leading  farmers  in  the  surrounding  district. 

The  editor  of  the  Furniture  World  also  sent  copies 
of  the  article  to  100  of  the  leading  newspapers  in 
every  province  of  Canada,  with  the  request  that  the 
article  be  reprinted  or  commented  upon  editorially. 

The  London  Free  Press,  the  Toronto  News,  the 
Owen  Sound  Sun,  the  Hanover  Post,  and  many  other 
papers  accepted  and  have  given  space  in  their  edi- 
torial columns  to  this  article,  which  publicity  will 
not  only  assist  the  dealers  in  those  places,  but  also 
the  manufacturers  they  buy  from  and  the  workmen 
the  manufacturers  employ. 

If  your  local  paper  has  not  published  the  axtlcle 
ask  the  editor  to  do  so.  The  article  is  purely  sugges- 
tive and  does  not  mention  any  dealer  or  manufac- 
turer. It  presents  a  logical  reason  why  some  article 
of  furniture  should  be  bought  by  every  farmer  and 
patriotic  citizen  who  has  the  money  to  spend. 

Do  like  Mr.  Wilson  or  Mr.  Minaker,  and  get  the 
farmers  buying  furnitiire.  Advertise  a  spring  sale 
of  "Made-in-Canada"  furniture  and  send  copies  of 
the  circular  to  your  mailing  list. 


THE  PICTOy  GAZETTE. 


Buy  a  Piece  of  Furniture 


ant 


A  SloRan  Which  Should  b?  as  Impor- 
tant to  Canada    as    the  "Buy-a- 
BaVe-of-Cotton"  Movement 
Was  to  ll.e  United  States 
It      estimalfd  that  there  are  ROO,- 

000  (arm  households  in  Canada.  Tak- 
en as  a  whole,  our  larmers  are  the 
most  prosperous  class  of  Canadians. 

The  war  has  enhanced  the  price  ol 
even  bushel  of  grain  and  animal 
which  they  have  to  sell,  while  it  has 
decri-ased  the  normal  trade  ol  wn} 
partners,  the  □lanufactuier  and  his 
workman.  , 

The  home  market  is  the  most  valu- 
able one  the  farmer  has  or  can  ob- 

1  tain.  Should  unemployment  set  in 
IM  for  ihc  urban  industries  and  continue 

I  for  any  length    ol  time,  farm  prices 
would  drop  after  the  close  of  the  war 
'  since  their  best  customers  would  have 
^.lost     their    purchasing  power  and 

'would  not  recover  it  for  a  long  P<^-|*f 
'"'iort  thercafler.  ^,  I"'* 

The  need  of  the  dav  in  this   coun-  °t 
■m'lrv  is  a  reallMtion    that  Canadians  j  out 
ate  inembt-rs  of  a  large  family.  When  [  Olgh 
one  suffers  they  all  suffer    Much  can  hous 
be  done  by    co-operation— by  having! 
the    big    brother    loosen     his    purse  jtivrr 
strings  and  buy  manufactured  articles.,  ana 
which  he  needs    for  his  family    and  amo" 
household,  but  has  deferred  purchas-,  cash 
ing     Were  each    farm  household    in  "ue. 
tlio  Dominion  to  evpend    S25  on  ne-  H" 
ci-ssities  it  would  put    saO.OOO.Oml  in- 
h»  to  circulation  at  a  critical  .iunclure. 
,„      Th^    lurniture    industrv     was  hit 
'  V  ■  harder  bv  the  war,  perhaps,  than  an 

CK     ..1  w-,n.>l,    ^     the  !■( 
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'  ne'S  Could  the  farm  households  of 
1  Canada  be  persuaded  to  expend  f2S 
each  on  useful  articles,  the  furniture 
!  men  should  seek  to  have  SIO  ol  it 
on  an  average  spent  on  the  products 
thev  make.  It  would  mean  from  farm 
households  alone  orders  ior  iS  lUlO,-  fea 
ilminorth  of  furniture  and  ensure  em- ,  wh 
ployment  for  8,000  cabinetmakers  ■ 
for  eight  months  of  IOI.t. 

Were  the  situation  placed  in  a 
1  proper  light,  many  others  besides 
jer  1  larmers  would  purchase  a  piece  of 
Im  furniture,  and  this  industry  would 
me  '  (lUiCkly  recover  lost  ground. 

I    The  present  generation  will  never 
a.gain  pass    through    a  ilke   time  of 
I  stress    therefore  it  cafls  for  unusual 
effort      The  "Uuv-a-Bale-of-Cotton 
er.  !  movement  of  the  Southern  States  has 
as '  succeeded  in  keeping  the    wolf  from 
to '  the  door      On  the  face    of  it,  one 
of 'might  well  ask   What  on  earth  can  a 
in-'man  do|With  a  hale  of  cotton'  Hut 
I  Americans  are  buying  them  freely  and 
!  doing  an  incalculable  amoijnt  of  good 
™  I    There  is  not  a  wife  in  the  Domiii- 
si'lion  but  would  like  another    piece  of 
■•'o  furniture  for  her  home     But  she  does 
:t-  not  like  to  suggest  its  purchase  now. 
ht  Were  the  good  they  can  do  ,  for  an 
as -important  industrv  and  the  workmen 
•lo'dependent  upon  it  placed  before  them, 
■Ihey  would  hui  the  long-desired  piece 
lot  furniture  for  the  dining-room,  par- 


,..  I  lor  or  kitchen. 
""I  Faint  hearts  mav  say  that  theie  is 
Ithjtijj  ^^.ar  rock  in  the  way.  Yet  the 
,nd  ;  Cuvernment  reports  state  that  ?l,- 
(100,000  worth  of  furniture  was  im- 
ported into  -Canada  between  April 
1st  and  Oct.  Lst,  1914.  A  nation- 
wide "Buv-a-piece-of-Kurniture"  cam- 
paign woiild  not  only  sell  a  heap  of 
■  furniture,  but  so  advertise  this  class 
'"'of  Canadian-made  pr.idurts  that  it 
jn.  I  would  increase  its  sales  for  years  to 
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There  is  as  much  money  in  Canada 
as  ever  iherc  was  It  ran  be  brought 
out  of  the  national  stocking  by  the 
right  kind  of  apnea) 

"llu>-a-piei-e-of-Furnitiire"  is  wor- 
thv  of  a  big  elTort. 
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Get  busy  in  your  town  ! 
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Three-Quarter  Century  in  Furniture 


Seventy  years  in  the  furniture  business  is  a  long  time 
for  one  firm  to  be  identified  with  the  trade.  Such  a 
record,  however,  has  been  established  by  Lemont  & 
Sons,  Ltd.,  Frederieton,  N.B. 

In  1844  Martin  Lemont,  a  native  of  Bath,  Maine, 
settled  in  Frederieton  and  established  the  business 
familiarly  known  for  many  years  as  Lemont 's  Variety 


The  founder  of  the  firrti 

Store.  His  first  store  was  where  the  Sharkey  Building 
now  stands,  but,  after  the  great  fire  of  1850,  lie  removed 
to  Phoenix  S(|uare.  Fire  in  1854  compelled  his  removal 
to  the  Coy  block,  just  below  Regent  Street,  and  since 
that  date  the  firm  has  been  doing  business  in  this  lo- 
cality, the  present  Lemont  Building  having  been  pur- 
chased in  1871,  and  the  adjoining  store  having  been 
leased  from  the  McCarthy  estate  in  1901. 

In  1862  William  Lemont  became  associated  with  his 
father,  and  in  1874  Martin  Lemont,  Jr.,  joined  the  firm, 
the  name  then  becoming  Lemont  &  Sons.  The  founder 
of  the  firm  died  in  1881,  and  the  junior  partner,  Mar- 
tin Lemont,  in  1904.  On  Nov.  1st,  1905,  William  Le- 
mont associated  his  family  with  him  and  founded  the 
present  joint  stock  company,  Lemont  &  Sons,  Ltd.  Wil- 
liam Lemont  is  president  and  J.  M.  Lemont,  secretary 
and  manager.  During  the  70  years  of  its  history,  the 
firm  has  never  failed,  has  never  compromised  with  its 
creditors,  and  has  never  asked  an  extension  of  time. 
For  over  forty  years  it  has  not  accepted  a  draft  or 
given  a  note. 

For  many  years  the  store  being  known  as  Lemont 's 
Vaj-iety  Store,  furniture  was  not  given  the  prominence 
it  holds  to-day,  although  it  always  held  a  prominent 
place.  About  15  years  ago  they  decided  to  give  up 
fancy  goods,  and  to  take  up  carpets,  and  now  floor 
covering  forms  the  most  important  part  of  their  busi- 
ness, next  to  furniture. 

The  founder  of  the  firm  believed  in  advertising,  and 
the  policy  inaugurated  by  him  is  still  maintained.'  At 
various  times  almost  every,  form  of  advertising  has  been 
tried,  but,  as  Mr.  Lemont  says  himself,  "I  believe  very 


strongly  that  no  advertising  expenditure  brings  such 
good  returns  as  the  use  of  regular  si)aee  in  the  daily 
f)apers.  The  old  styh-  of  newspaper  advertising  con- 
fined itself  mostly  to  the  enumeration  of  a  long  list  of 
articles  just  received.  The  oldest  one  I  have  been  able 
to  find  is  dated  1856,  and  begins,  'I  have  more  goods 
than  money.  Just  received  from  Boston.'  Then  follows  a 
long  list  of  artieles  beginning  500  lbs.  feathers,  and  in- 
cluding 200  cane  seat  chairs,  superior  cottage  bedsteads, 
new  style;  2,000  feet  mahogany  veneers  and  boards; 
500  lbs.  Crane's  patent  compound  soap,  for  washing 
without  labor;  12  large  hanging  lamps;  9  oil  paintings, 
and  8  doz.  bedcords.  The  advertisement  concludes, 
'Which,  with  the  varieties  in  store,  J  will  exchange  for 
money  or  shipping  furs,'  and  is  signed  'Martin  Le- 
mont.' " 

Nearly  everything  came  from  Boston  those  days.  Mr. 
Lemont 's  grandfather  used  to  make  several  trips  yearly 
to  Boston,  and  would  often  charter  a  schooner,  load 
her,  and  have  the  goods  transported  direct  to  the  wharf 
in  Frederieton.  During  the  Civil  War,  and  later,  he 
spent  a  great  deal  of  his  time  attending  the  auction 
rooms  in  Boston,  and  much  of  the  old  mahogany  furni- 
ture now  in  New  Brunswick  was  bought  by  him  at  auc- 
tion sales  during  those  years.  He  also  made  two  trips 
to  England,  and  bought  a  large  number  of  crates  of 
crockery  and  china.  He  has  an  advertisement  signed 
Lemont  &  Son,  and  dated  Aug.  26th,  1870,  with  the 
heading,  "German  fancy  goods,  direct  importations, 
the  first  ever  made  in  Frederieton."  Prices  were  not 
often  mentioned  in  those  days,  but  an  old  circular 
issued  in  the  fifties  contained  this  item,  "Iron  bed- 
steads, single  and  double,  from  22s.  6d.  upwards."  One 
expression  in  one  of  these  advertisements  smacks  some- 
what of  modern  times,  "Our  prices  defy  competition." 

In  1864  something  in  the  way  of  a  regular  price  list 
was  issued,  from  which  it  may  be  interesting  to  make 
a  few  quotations : 

Wood  seat  chairs  at  55,  60,  70,  85,  and  100  cents 
each.    A  very  large  stock  always  on  hand. 


Martin  Lemont,  son  of  the  founder 

Cane  seat  chairs,  $1.00,  $1.25,  $1.40.  $1.50,  $1.75, 
$2.00  each,  in  15  patterns. 

Settees  with  rockers,  $2,75  each. 

Round  end  French  bedsteads,  a  nice  article,  finished 
in  dark  and  light  stain  at  $4.50. 
Ordinary  spindle  bedsteads,  $3.50. 
Pine  tables,  $2.25,  $2.75,  and  $3.00. 
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Black  walnut  and  chestnut  do.,  $3.50,  $5.00  and  $6.00. 

Mahogany  bureaus,  $10.00,  $12.00,  $14.00. 

Marble  top  do.,  $20.00  to  $28.00. 

Pine,  3-drawer  bureaus,  $5.00. 

Pine,  4-drawer  bureaus,  $6.00. 

Butternut  sideboards,  $8.00. 

Pine  painted  sinks,  $4.00. 

Painted  suites  furniture,  $28.00,  $33.00,  $38.00,  $45.00. 
Husk  mattresses,  single,  $5.00  ;  medium,  $5.75  ;  double, 
$6.50. 

Feathers,  in  21/2,  5,  10,  20,  25-lb.  packages,  25,  30,  40, 
65  cents  per  lb. 

Mahogany  and  black  walnut  sofas,  from  $16.00  to 
$32.00. 

Lemont  &  Sons  were  among  the  first  to  inaugurate 
special  bargain  days  and  cheap  sales.  Friday  bargain 
day  was  a  sign  continually  in  evidence  for  a  good  many 
years,  but  has  long  since  gone  on  the  scrap  heap.  About 
ten  years  ago  they  adopted  the  policy  of  getting  rid  of 
all  old  stock,  no  matter  how  great  the  saci'ifiee,  and  for 
several  years  ran  a  successful  series  of  sales,  mostly  on 
accumulations  of  crockery  and  glassware.  Mr.  Le- 
mont's  grandfather's  idea  was  that  nothing  should 
ever  be  sold  except  at  a  profit,  and  hence  thousands  of 
dollars'  worth  of  unsalable  goods  were  allowed  to  ac- 
cumulate in  the  basement.   For  the  past  seven  or  eight 


years  they  have  made  one  special  effort  each  year  to 
clean  up  the  stock.  This  they  do  by  means  of  their 
February  sale,  when  goods  which  from  any  cause  have 
proved  poor  sellers  are  marked  down  in  price.  In  this 
way  stock  is  always  kept  fresh.  The  success  of  the 
February  sale  is  due  to  the  fact  that  usually  there  is 
only  one  big  special  sale  during  the  year  and,  secondly, 
to  the  fact  that  they  do  not  insist  upon  cash,  but  will 
hold  any  article  on  a  payment  of  one-quarter  of  the  re- 


duced price,  the  balance  to  be  paid  before  delivery  any 
time  previous  to  the  first  of  May. 

For  the  past  eight  years  they  have  made  it  a  rule  to 
give  a  discount  of  10  p.c.  to  cash  purchasers.  More 
than  half  of  the  total  sales  are  on  credit,  and  about  half 
of  these  are  to  installment  customers.    They  endeavor 


to  get  at  least  one-quarter  of  the  total  amount  as  a  first 
payment  on  installment  accounts,  but  on  special  articles 
have  sometimes  sold  on  a  payment  of  $1.00  down,  with 
very  satisfactory  results.  All  their  purchases  are  made 
for  cash. 

Lemont  &  Sons  endeavor  to  make  the  store  as  attrac- 
tive as  possible  in  appearance,  by  keeping  the  interior 
clean  and  well  painted  and  decorated,  and  by  con- 
stantly changing  the  windows  and  the  arrangement  of 
goods  on  the  floor. 

The  head  of  the  business,  William  Lemont,  who  en- 
tered the  store  when  a  boy  of  13,  and  is  now  74  years  of 
age.  has  been  for  three  years  living  in  Alabama,  and 
no  longer  gives  the  business  any  personal  attention. 
The  business  has  never  been  a  money-maker,  having 
merely  yielded  the  owners  an  ordinary  living.  The 
members  of  the  firm,  however,  have  never  regarded  the 
making  of  money  as  the  chief  aim  in  life,  but  have  de- 
voted much  time  to  church  and  moral  reform  work 
and  to  civic  affairs. 


COOMBE  FURNITURE  CO.  INCORPORATED 

Letters  patent  have  been  issued  incorporating  Frank 
Ernest  Coombe,  Howard  Randolph  Magwood,  Jose- 
phine Mary  Coombe,  of  Kincardine,  Ont. ;  George  Dav- 
idson, Woodstock,  and  William  John  Craig,  of  To- 
ronto, as  a  company  to  carry  on  a  general  furniture 
manufacturing  and  wood  working  business,  under  the 
title  of  "The  F.  E.  Coombe  Furniture  Company,  Lim- 
ited." with  a  capital  stock  of  $100,000,  and  the  chief 
place  of  business  to  be  at  Kincardine. 


There  are  nearly  5.000  brides  in  Canada  in  one  year. 
Showers,  weddings,  anniversaries — each  spells  "Oppor- 
tunity" for  you.  Make  note  of  announcements  of  en- 
gagements and  weddings  and  send  out  letters  inviting 
inspection  of  stock.   Don't  forget  the  brides. 

One  of  the  bright  spots  in  the  muddled  situation 
caused  by  the  interruption  to  international  trade 
through  the  war  in  Europe  is  in  that  it  furnishes  what 
looks  like  a  good  chance  for  extending  materially  the 
volume  of  business  in  veneered  chair  seats  of  different 
kinds.  Most  of  our  chair  cane  or  reeds  are  imported, 
and  the  bulk  of  the  imports  come  from  Germany. 


CONCLUDING  PARAGRAPHS  OF  CARD  OF  THANKS 
ISSUED  AT  SEVENTIETH  ANNIVERSARY  SALE 

As  the  town  lias  progressed,  so  Lemont 's  store  has 
progressed.  But  you  know,  as  we  know,  that  plate 
glass  and  electric  lights  and  bigger  show  rooms  and 
catalogues  and  advertising  space  in  the  newspapers 
ai-e  not  the  heart  of  a  business  enterprise.  The  essen- 
tial feature  in  our  development  is  not  what  has 
changed,  but  what  has  remained  unchanged.  The  Le- 
mont business  rests  to-day,  as  it  has  rested  for  the 
past  70  years,  on  the  cornerstone  laid  by  Martin  Le- 
mont in  1844,  the  cornerstone  of  ABSOLUTELY 
SQUARE  DEALING. 

Let  us  all  work  together  for  another  70  years  of 
progress. 

LEMONT  &  SONS,  LTD. 

Nov.  21,  1914. 
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Hammering  Home  Furniture  Buying  Ideas 

BY  W.  L.  E'DMON'DS 

EVERY  little  bit  added  to  what  we  already  have  makes  a  little  bit  more." 
This  may  be  a  somewhat  crude  expression,  but  it  is  a  trite  one,  and 
conveys  the  idea  which  is  back  of  the  buy-a-piece-of-furniture  movement. 
There  are  some  people  in  Canada  who  are  doubtless  unable,  on  account 
of  their  financial  position,  to  buy  even  a  single  piece  of  furniture. 

But  that  is  not  the  ease  with  the  great  majority  of  the  people  of  this 
country.  It  is  only  a  fractional  part  of  the  population  that  is  placed  in  that 
unfortunate  position. 

There  were  in  Canada  four  years  ago,  when  the  last  census  was  taken, 
nearly  five  million  people  over  the  age  of  15  years. 

Of  this  number  there  is  but  a  small  percentage  who  could  not  buy  a 
piece  of  furniture  of  some  kind.  The  poorest  could  buy  something,  even  if  it 
was  only  a  ten  cent  picture  frame. 

The  trick  is  to  persuade  them  to  buy.  And  the  trick  is  not  an  impossible 
one.    On  the  contrary,  it  is  decidedly  possible. 

In  the  final  analysis,  it  is  a  matter  of  psychology. 

IT  was  the  psychological  effect  of  Peter  the  Hermit's  preaching  that  caused 
the  barons,  knights  and  S(|uires  of  Europe  to  embark  upon  the  crusade  to 
the  Holy  Land  eight  hundred  years  ago,  and  maintain  it  for  a  couple  of 
hundred  years. 

Every  campaign  since  then — ^warlike,  philanthropic,  religious,  political 
or  commercial — Avas  the  outcome  of  a  psychological  influenee. 

"When  a  furniture  dealer  puts  an  advertisement  in  his  local  paper  or  a 
display  in  his  window,  he  produces  a  psychological  effect.  And  the  better  the 
?id.  and  the  display  the  better  the  effect. 

If  all  the  dealers  in  a  town  do  the  same  the  effect  upon  the  mind  is 
greater.  If  all  the  dealers  in  the  Dominion  simultaneously  do  so  the  effect  is 
greater  still. 

Cumulative  effort  is  always  more  potent  than  individual  effort,  just  as  a 
waterfall  generates  more  power  than  the  droppings  from  a  waters|)Out. 

This  is  the  psychological  moment  to  apply  the  same  principle  to  the 
movement  for  buying  a  piece  of  Canadian-made  furniture. 

The  soil  is  ready. 

THERE  are  in  Canada  about  twenty-two  or    twenty-three  hundred  retail 
furniture  dealers. 

What  benefit  to  the  furnitui-e  trade  of  Canada  these  twenty-three 
hundred  could  effect  by  their  ciimulative  effort  in  the  buy-a-piece-of-furniture 
campaign  no  one  may  be  able  to  compute.  But  if  no  one  can  compute  its  bene- 
fit, everyone  must  agree  that  it  would  be  very  beneficial. 

There  is  an  old  Arabian  proverb  which  reads:  "When  you  are  an  anvil, 
be  patient:  when  a  hammer,  strike." 

The  furniture  dealer  is  not  an  anvil.   He  is  a  hammer. 

And  now  is  the  psychological  moment  to  hammer  home  the  buy-a-piece- 
of-Canadian-fumiture  idea. 

Drive  home  the  fact  that  there  are  about  five  million  people  in  Canada 
who  can  participate  in  this  campaign. 

Husbands  can  buy  for  wives  and  wives  for  husbands. 

Parents  can  buy  for  children  and  children  for  parents,  and  children  for 
each  other. 

In  advertisements  and  in  window  displays  show  variety  of  lines  with 
prices,  just  as  during  the  Christmas  holiday  season. 

And  emphasize  the  fact  that  every  purchase,  whether  it  be  to  the  value 
of  a  hundred  cents  or  a  hundred  dollars,  assists  in  giving  employment  to  labor 
and  in  the  restoration  of  better  biisiness  conditions. 
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INDO  Wdisplay  of  furnished  bed- 
room  made  by  R.  H.  Williams 
&  Sons,  Ltd.,  Regina,  Sask.  This 
and  companion  window  on  next 
page  won  much  favorable  com- 
ment. The  material  used  for  the 
background  of  the  window  was 
shadow  cloth  with  blues  and  browns 
predominating,  edged  with  blue 
fringe,  and  blue  carpet  of  self-color 
pattern  was  on  the  floor.  "  The 
window  shown  in  the  photo  was  the 
means  of  clearing  nearly  our  whole 
stock  of  shadow  cloth,"  said  the 
company.  The  furniture  display 
was  finished  in  French  grey  of  Louis 
XVI  design  and  was  manufactured 
by  the  Toronto  Furniture  Co. 


The  Show  Window  and  its  Message 

BY  J.  C.  BO'DINE 


Are  you  on  good  speaking  terms  with  your  show  win- 
dow? Are  you  thoroughly  acquainted  with  it  and  its 
possibilities  for  your  welfare?  And,  through  a  keen 
understanding  of  the  opportunities,  are  you  really  on 
friendly  terms  with  your  show  window  ?  If  you  cannot 
answer  these  questions  with  a  decided  affirmative,  you 
are  overlooking  your  one  best  bet ;  you  are  slighting 
your  best  representative,  your  best  salesman.  "What- 
ever you  may  do  otherwise,  do  not  fail  in  appreciation 
of  the  show  window  with  its  long  hours  of  service,  long 
hours  of  exploiting  your  merchandise  and  the  values 
you  have  to  offer,  hours  that  begin  before  the  store  is 
opened  and  continue  long  after  closing  time.  Surely 
this  is  service  that  should  be  appreciated. 

That  the  show  window  is  a  powerful  selling  agent  has 
been  demonstrated  so  fully  and  so  thoroughly  that 
there  can  be  no  further  question  on  that  point.  Any 
merchant  who  has  been  successful  in  a  broad  sense,  who 
has  been  the  means  of  building  up  a  big  retail  business, 
will  vouch  for  the  value  and  efficiency  of  the  show  win- 
dow. However,  there  have  been  many  instances  where 
an  uncertainty  as  to  the  returns  for  money  spent  on 
window  display  has  risen  in  the  mind  of  the  merchant. 
The  proprietor  of  the  store  has  sized  up  expenses  and 
estimated  returns  and  come  to  the  conclusion  that  it  is 
easy  to  waste  money  on  the  windows.  And  so  it  is.  It's 
mighty  easy  to  waste  money  on  window  display,  but 
here  is  a  little  fact  in  this  connection  that  may  be  set 
down  as  final — When  money  is  wasted  on  window  dis- 
play, the  fault  lies  with  the  methods  employed  and 
not  with  the  window  itself. 

The  merchant  who  wastes  money  on  his  windows  is 
one  who  is  not  really  acquainted  with  his  show  win- 
dows and  their  possibilities  and  requirements.  The  ac- 
quaintance with  the  show  window  and  a  friendly  un- 
derstanding of  it  must  be  established  as  any  other  ac- 
quaintance would  be — the  window  must  be  studied 
carefully  so  that  its  greatest  possibilities  may  be  devel- 
oped to  the  utmost.  Here  is  another  little  thought 
about  understanding  show  windows  and  wasting 
money  on  them — Money  for  window  display  is  wasted 
more  often  through  not  spending  enough  than  through 
spending  too  much. — Merchants  Record 

THE  MATTER  OF  PRICE  CARDS 

The  man  who  really  understands  the  art  of  dressing 
his  windows  effectively  studies  them  from  every  angle, 


seeing  that  each  article  is  placed  to  the  best  advantage; 
nor  will  he  needlessly  mix  incongruous  articles.  As  a 
general  rule  it  is  well  to  put  price  tickets  on  the  articles. 
The  show  loses  half  of  its  value  when  this  is  neglected. 
It  is  taken  for  granted  that  the  prices  of  articles  thus 
displayed  are  so  fixed  as  to  compare  favorably  with 
similar  articles  sold  by  competitors.  The  price  tickets 
used  should  be  plainly  printed  and  not  too  much  fancy 
work  on  them,  lest  the  card  itself  attract  too  much 
attention,  thus  drawing  the  observer  from  the  articles 
shown.  It  is  a  great  mistake  to  have  show  cards  too 
fanciful.  The  man  who  orders  them  should  under- 
stand the  purpose  of  them  better;  they  must  be  agree- 
able to  the  eye,  but  not  so  elaborate  as  to  appear  works 
of  art.  As  a  rule  good,  plain  figures  of  the  right  size 
are  better  than  those  made  so  ornate  as  to  be  illegible. 
It  is  by  no  means  uncommon  to  see  show  cards  in  fancy 
letters  that  are  almost  undecipherable.  Some  firms  ad- 
here to  one  color  for  their  cards  and  use  only  that ; 
thus  a  light  brown  in  lettering  of  white  ink  is  an  artis- 
tic combination  that  is  always  used  by  a  prominent 
house.  Another  uses  black  with  an  outline  of  gold  on 
a  white  ground,  which  is  in  good  taste,  also.  For  a 
more  striking  card  red  letters  shaded  with  gold  are 
both  tasteful  and  effective.  White  lettering  on  a  dark 
olive  card  is  a  good  combination  also.  Whatever  color 
scheme  is  selected,  it  should  not  be  changed  unless  all 
the  cards  are  to  be  new  ones  and  alike.  To  use  several 
kinds  of  cards  in  the  same  window  gives  a  patchy  effect 
which  is  unpleasant. 


CHANGE  YOUR  DISPLAYS  FREQUENTLY. 

A  mistake  mad,e  by  many  merchants  is  that  of  allow- 
ing their  window  displays  to  remain  unchanged  too 
long. 

A  window,  no  matter  how  good,  should  never  remain 
exactly  the  same  for  more  than  three  days  at  a  time, 
and  it  is  much  better  to  change  them  at  least  three 
times  a  week,  preferably  after  closing  time  at  night. 

If  people  become  accustomed  to  seeing  the  same  dis- 
play in  your  windows  for  days  or  even  weeks  at  a  time, 
they  will  get  out  of  the  habit  of  glancing  that  way 
when  passing,  but  if  you  keep  changing  the  appearance 
of  your  windows  and  show  something  new  and  attrac- 
tive real  often,  the  passing  throng  will  get  a  habit  of 
watching  to  see  what  you  will  spring  on  them  next. 
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Making  the  Furniture 
Department  Grow 
Through  Display 

The  furniture  floor,  showing  arrangement  of 
»tock  of  The  Glasgow  House,  Regina,  Sail(. 


A BUSINESS  house  that  is  making  a  great  reputa- 
tion for  itself  in  the  West  is  R.  H.  Williams  & 
Sons,  Ltd.,  of  Regina,  Sask.,  also  known  to  the 
people  of  that  city  as  "The  Glasgow  House."  A  couple 
of  years  ago  the  company  built  for  itself  a  new  and 
modern  retail  store,  fitted  with  the  latest  fixtures  and 
equipment,  flooded  with  light  and  with  a  set  of  up-to- 
date  display  windows. 

The  store  is  120x170  feet,  five  storeys  high,  and  with 
a  basement  salesroom  the  size  of  the  floors  above.  The 
building  is  of  brick  with  stone  trimmings.   While  doing 


unique  design  and  invention  has  recently  been  shown 
in  New  York.  The  desk  is  so  arranged  that  it  combines 
the  advantages  of  the  pigeonhole  rack  contained  in  the 
regular  roll-top  desk  with  those  of  a  flat-top  desk.  By 
shortening  the  drawers  in  a  flat-top,  space  which  fre- 
quently goes  to  waste  is  utilized,  and  the  se<;tion  con- 
taining the  pigeonhole  rack  or  filing  cabinet  is  per- 
mitted to  drop  down  behind  the  drawers,  where  it  is 
out  of  the  way,  but  instantly  available  when  required, 
and  the  user  has  the  convenience  of  a  flat-top  desk. 
The  section  is  raised  and  lowered  automatically  by  a 


One  of  The  Glasgow  House's  timely  window  displays 


a  department  store  business — one  of  the  biggest  in  the 
West — furniture  is  one  of  their  largest  lines;  so  much 
so  that  after  the  retail  store  was  erected  it  was  found 
necessary  to  build  a  separate  warehouse  for  the  sur- 
plus stock  of  furniture.  This  furniture  warehouse  is 
50  X  150  feet,  three  storeys  high.  A  railway  spur  runs 
up  to  this  building  at  the  rear,  and  two  cars  can  be 
unloaded  at  one  and  the  same  time. 

The  Glasgow  House  issues  a  catalogue  of  all  its  goods 
and  does  a  large  mail  order  business  throughout  Sas- 
katchewan. Alberta  and  Manitoba  :  and  to  help  on  this 
out-of-town  business  prepay  delivery  charges  on  all 
orders  of  $5  and  over  to  any  station  in  Saskatchewan. 

The  accompanying  illustrations  give  some  idea  of  the 
display  windows,  the  interior  of  the  furniture  depart- 
ment, and  the  fvirniture  warehouse.  Another  of  their 
window  displays  is  shown  in  the  window  dressing  de- 
partment on  another  page  of  this  issue.  The  company 
prides  itself  on  the  interior  arrangement  of  its  goods 
and  the  pictures  that  the  dressed  windows  present. 
They  believe  that  what  is  worth  doing  at  all  is  worth 
doing  well,  and  to  the  observer  they  have  made  good. 


NEW  COMBINATION  DESK  AND  FILING  CABINET 

To  allow  of  greater  efficiency  and  ease  of  accessibility, 
while  at  the  same  time  economizing  in  space,  a  desk  of 


tripping  arrangement.  Upon  the  tripping  of  the  re- 
lease the  section  rises,  without  effort  on  the  part  of  the 
user,  and  may  be  stopped  at  any  desired  height.  Sim- 
ply pressing  down  on  the  top  of  the  section  causes  it 
to'  lower  into  position  behind  the  drawers,  leaving  the 
entire  top  of  the  desk  available  for  working  upon.  The 
locking  of  the  desk  locks  the  actuating  mechanism  of 
the  trip  at  the  same  time,  so  that  it  is  impossible  for 
anyone  to  gain  access  to  the  section  unless  he  has  access 
to  "  the  desk  itself.  Owing  to  the  easy  adjustment  of 
the  actuating  mechanism,  various  weights  of  material 
may  be  stored  in  the  section  without  interfering  with 
its  proper  operation. 


Furniture  warehouse  of  The  Glasgow  House,  Keeina 
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Greater  Publicity  Needed  for  Furniture  Dealers 

BY  ELDENA  LAUTER 


It  has  occurred,  to  me  that  furniture  has  not  received 
enough  attention  from  the  buying  public.  The  people 
have  bought  only  what  they  absolutely  needed,  when 
and  what  was  necessary.  This  is  not  because  they  do 
not  admire  good  and  beautiful  furniture,  but  the  sub- 
ject is  not  brought  to  their  notice.  In  furniture  adver- 
tising, price,  as  a  riTle,  is  the  only  thing  that  appeals 
to  the  people.  If  the  subject  of  furniture  were  pre- 
sented in  a  more  attractive  Avay,  the  public  at  large 
would  consider  furniture  in  a  new  light.  The  retail 
furniture  dealers  are  among  the  heaviest  advertisers  in 
the  daily  papers,  therefore,  the  columns  of  the  news- 
papers are  open  for  their  use  as  they  are  to  other  adver- 
tisers. 

Automobiles  and  dress  styles  are  given  a  great  deal 
of  space  every  day,  and  on  Saturday  and  Sunday  whole 
pages,  either  of  reading  matter  or  illustrations,  are  de- 
voted to  these  subjects.   Why  should  not  the  furniture 


trade  take  advantage  of  this  kind  of  publicity,  which 
can  be  had  for  nothing  if  they  ask  it,  and  readable,  at- 
tractive, and  non-personal  matter  furnished? 

Through  this  sort  of  publicity  we  will  not  only  bring 
good  furniture  to  the  notice  of  the  people,  but  will  edu- 
cate them  as  to  style  of  furniture  and  better  things  in 
furnishings.  This  does  not  mean  simply  high-priced 
and  medium-priced  furniture,  but  all  grades  of 
furniture.  When  the  people  know  the  differ- 
ence between  Colonial  and  other  period  furni- 
ture, straight  style  and  mixed  style,  they  will  not  want 
to  mix  pieces  of  one  style  with  pieces  of  some  other 
style,  and  there  Avill  be  a  great  deal  more  pleasure  in 
furnishing  a  room  or  a  house.  Furniture  has  improved 
so  much  in  the  last  10  or  15  years  that  the  public  should 
be  educated,  and  now  is  the  time  to  push  this  publicity. 
Architects  are  striving  more  than  ever  to  build  even  our 
simplest  houses  along  lines  of  beauty,  and  are  recom- 
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Neilson  Furniture  Co.,  Ltd. 

Items  of  Special  Interest  For  Monday 
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Some  good  advertisements  which  might  well  serve  as  samples  for  other  dealers 
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mending  to  their  clients  suitable  furniture  to  har- 
monize with  the  character  of  the  building. 

As  an  example  of  the  kind  of  publicity  we  should 
seek,  I  suggest  the  use  of  illustrations  of  odd  pieces, 
suites,  and  furnished  rooms ;  descriptions  of  styles  of 
furniture  and  house  furnishings ;  history  of  various 
styles;  short  stories  about  the  originators;  write-ups, 
wherever  possible,  about  stores  and  factories;  descrip- 
tion of  furniture  and  furnishings  of  new  residences. 
These  are  only  a  few  suggestions  which  will  interest  the 
buying  public.  T  think  this  publicity  will  result  in  a 
larger  demand  for  furniture,  and  that  the  manufac- 
turers, as  well  as  the  retailers,  will  benefit  by  this  in- 
creased volume  of  business.  I  have  talked  to  society 
women,  business  women,  and  working  women,  asking 
them  if  they  read  the  style  pages,  and  only  one  or  two 
out  of  a  couple  of  hundred  said  no. 

If  the  furniture  dealers  can  secure  publicity  in  this 
manner,  T  think  they  ought  to  grasp  the  opportunity. 
The  daily  press  will  be  only  too  willing  to  co-operate 
with  the  furniture  people  in  this  publicity  campaign 
because  it  is  a  matter  of  general  interest  and,  from  the 
selfish  standpoint,  that  it  is  a  courtesy  to  an  important 
class  of  advertisers,  the  retail  furniture  dealers.  I  leave 
this  matter  with  you  for  your  further  consideration, 
and  after  studying  the  matter  over  carefully,  I  think 
you  will  realize  the  possibilities  of  concerted  action  for 
this  publicity. 

A  FINANCIALLY  SUCCESSFUL  AD. 

By  A.  B.  Lever 

The  measure  of  success  which  follows  the  publication 
of  an  advertisement  is  not  always  determined  by  its 
artistic  appearance.  Artistic  appearance  counts  for 
something.   In  fact,  it  counts  for  much,  for  it  is  appear- 


S as ka toon's  Greaiesi  Furniture  Salel I 
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This  Is  one  of  a  two-page  spread  made  by  MacMilUn's,  Saskatoon. 

ance  that  first  arrests  the  attention.  But  that  which 
counts  for  most  is  the  selling  (jualities  which  the  ad. 
writer  puts  into  the  copy  he  is  preparing  for  the 
printers.  In  other  words,  it  is  the  reflex  of  the  ad. 
writer's  personality.    Of  course,  the  ideal  ad.  is  that 


in  which  both  the  ad.  writer  and  the  printer  have  done 
good  work.  In  the  ad.  which  is  herewith  reproduced 
this  happy  combination  has  been  secured.  Unfortu- 
nately, in  the  reproduction  there  has  been  a  great  deter- 
ioration in  the  appefi ranee  of  the  ad.,  the  original  hav- 
ing been  15V2  by  161/2  inches,  whereas  the  reproduction 
is  but  314  inches  wide.  The  proof  of  the  merit  of  the 
ad.  is  to  be  seen  in  the  fact  that  it  was  a  financial  suc- 
cess, and  J.  B.  Mallctte.  the  advertising  manager  for 
P.  R.  MacMillan,  Saskatoon,  is  to  be  congratulated 
upon  his  work.  Two  ads  of  this  type  appeared  in  the 
same  issue  of  a  Saskatoon  paper.  The  one  reproduced 
was  the  first. 

A  strong  feature  of  the  ad.,  which  is  worthy  of  com- 
mendation, is  the  appeal  in  the  left-hand  upper  corner 
to  the  farmer.  It  was  terse  and  to  the  point  and 
couched  in  language  likely  to  elicit  the  sympathy  of 
the  farming  community. 


ADVERTISING  A  RETAIL  BUSINESS  ^ 

Where  local  advertising  is  concerned,  the  retailer 
haf?  little  or  no  trouble  in  making  a  selection.  News- 
paper-advertising rates  are  based  in  nearly  every  case 
upon  so  much  per  thousand  circulation,  and  if  there 
is  more  than  one  medium  in  your  town,  you  will  find 
enough  good  circulation  in  the  other  propositions  to 
merit  using  them.  It  is  a  mistake  to  take  it  for  granted 
that  you  are  going  to  reach  the  entire  buying  public 
by  confining  your  advertising  to  one  particular  paper, 
unless  that  paper  is  entirely  without  opposition,  a  con- 
dition seldom  met  with. 

Small  copy,  sixty  or  seventy  lines,  single  space,  or 
fifty  or  sixty  lines,  double  space,  should  suffice  to  tell 
your  story.  Whenever  possible,  illustrations  and 
prices  should  be  used.  Large  copy,  of  course,  is  in 
order,  especially  at  holiday  periods,  when  down-to-date 
retailers  can  exploit  various  articles  of  everyday  use 
for  men  and  women. 

Good  advertising  will  help  establish  your  credit. 
Good  advertising  will  not  stoop  to  sharp  practice  or 
misrepresentations,  because  sooner  or  later  the  decep- 
tion will  be  found  out.  No  business  that  can  not  be 
exploited  honestly  can  ever  hope  to  be  permanently 
successful.  Good  advertising  thus  will  help  build  up 
your  own  character  as  well  as  your  business. 

After  all,  advertising  is  only  reputation,  and  can  not 
show  results  in  a  day  any  more  than  an  individual  can 
show  his  true  character  in  the  same  period.  It  is 
purely  cumulative,  and  can  only  prove  fruitful  as 
we  become  acquainted  with  the  proposition. 

Do  not  look  upon  the  money  spent  on  advertising 
as  a  gamble.  In  the  majority  of  advertisements,  it  is 
tnie  that  immediate  results  can  not  be  observed ;  but 
when  you  plant  seed  of  any  kind,  you  certainly  do  not 
expect  to  see  the  fruits  immediately  spring  up ;  it  is 
necessary  to  wait  a  season,  and,  in  the  meantime,  water 
and  constantly  guard  the  planting.  When  we  see  the 
amount  spent  by  advertisers  of  known  successes,  both 
national  and  local,  in  the  exploitation  of  their  wares, 
it  seems  hardly  necessary  to  add  that  consistent  and 
persistent  advertising  will  pay  in  the  long  run  if  the 
merchandise  has  merit. 


Are  yoti  doing  your  little  part  in  helping  on  the 
buy-a-piece-of-furniture  eampaign  by  inducing  your 
customers  to  buy  a  piece  of  Oanadian-Tniade  furniture? 
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Collins'  Course  in  Show  Card  Writing 


/  6th  of  a  aeries  of  articles 
specially  prepared  for  this 
journal. 


There  will  always  be  occasions  when  the  card  writer 
will  be  called  upon  to  do  lettering  on  a  circle.  This 
may  be  a  complete  circle  or  only  part  of  one.  Begin- 
ners sometimes  make  the  mistake  of  thinking  that  let- 
ters made  on  a  circle  should  have  the  vertical  strokes 
all  pointing  toward  the  centre.  This  gives  the  lower 
part  of  the  letters  a  contracted  or  pinched  appearance. 
We  give  an  illustration  showing  the  correct  and  incor- 
rect way  of  doing  this  kind  of  work.    On  the  upper 


Incorrect  and  correct  methods  of  circular  lettering 

line  the  letters  are  made  with  the  vertical  lines  point- 
ing to  the  centre  of  the  circle.  Those  in  the  lower  line 
are  made  to  do  away  with  the  contraction  of  the  lower 
part  of  the  letters  and  are  shaped  the  same  as  if  done 
on  a  straight  line.  The  dotted  lines  show  how  to  form 
the  letters.  If  you  will  continue  these  lines  you  will 
find  they  meet  in  one  centre.  That  is,  those  of  each  line. 
The  letters  in  the  lower  line  are  made  by  striking  a 
centre  line  from  the  centre  of  the  circle,  and  making  the 
letters  parallel  to  these  lines.  They  are  the  same  width 
at  top  and  bottom.  This  we  give  as  the  principle  of 
making  the  letters  on  a  circle,  but,  after  you  have  had 
sufficient  practice  you  will  be  able  to  lay  out  the  words 
without  measuring  or  ruling,  the  same  as  you  would 
on  a  straight  horizontal  line.  At  least,  the  letters  will 
be  sufficiently  correct  to  pass  in  card  work.  You  must 
always  remember  that  it  is  essential  to  save  all  the 
time  you  can,  both  in  laying  out  and  doing  the  brush 
work,  for  "Time  is  money,'"  just  as  much  in  card  writ- 
ing as  in  any  other  kind  of  business. 

Last  month  we  gave  some  suggestions  for  the  various 

'months  of  the  year  with  the  color  schemes  for  decora- 
tions, etc.  We  would  like  to  emphasize  more  fully,  if 
we  can.  the  importance  of  merchants  giving  more  time 
and  thought  to  their  window  displays.  There  is  abso- 
lutely no  better  advertisement  than  a  good  window 
display.  It  shows  the  purchasing  public  the  exact 
articles  for  sale,  and  the  price,  and  shows  them  at  a 

-place  where  they  can  just  step  inside  and  learn  more 
about  them  and  will  be  more  apt  to  purchase  while  the 
subject  is  fresh  in  mind  and  the  inclination  to  purchase 
is  prominent.  Merchants  in  the  smaller  towns  are  more 
liable  to  give  less  time  and  effort  to  their  window  dis- 
plays than  those  in  the  larger  cities.  But  wherever  you 
will  find  a  merchant  in  a  small  town  that  does  pay  at- 


tention to  his  window  showings,  you  will  find  one  that 
is  talked  of,  and  being  talked  of  in  this  way  is  good 
advertising. 

The  month  of  March  opens  up  wonderful  possibilities 
for  any  line  of  business.  It  is  the  harbinger-month  of 
spring  and  the  time  to  get  advance  showing  of  spring 
goods  right  into  line.  This  will  apply  to  every  line  of 
merchandising.  Make  the  most  attractive  showings 
possible.  Furniture  and  hardware  stocks  are  particu- 
larly seasonable  lines  at  this  time  of  year.  The  annual 
housecleaning  always  means  the  discarding  of  old 
furniture  and  replacing  it  with  new.  Also  the  straight 
purchasing  of  new  goods.  Blinds,  shades,  wall  papers, 
etc.,  come  in  for  consideration  among  the  housecleaning 
articles,  while  paints,  soaps,  kalsomines,  wall  finishes, 
varnishes,  cleaners  and  renovators  are  among  the  lines 
in  demand  at  this  season  of  the  year. 

As  a  decorating  feature  for  the  month  of  March,  St. 
Patrick's  Day  ofi'ers  splendid  possibilities.  Green  will 
be  the  dominant  color.  Hats,  shamrocks,  pipes,  harps, 
etc.,  may  be  used  effectively,  both  in  window  and  store 
decorations.  The  window  cards  should  have  these  colors 
worked  into  them,  while  designs  bearing  on  St.  Patrick's 
Day  emblems  will  be  in  keeping. 

Alphabets 

The  alphabets  shown  this  month  are  the  Old  English 
style.  This  is  perhaps  one  of  the  most  asked  for  styles 
of  letters  extant.  It  carries  with  it  many  peculiarities 
that  other  styles  do  not.  First,  it  is  probably  one  of 
the  most  illegible  alphabets  there  is,  yet  it  is  asked  for 
in  fancy  designs  and  fancy  work  more  than  any  other. 

_  


I,  J 


Good  example  of  seasonable  display  card 

It  is  also  used  extensively  in  engraving.  Just  why  this 
is  so  is  difficult  to  determine.  It  seems  that  the  general 
run  of  people  who  wish  something  a  little  different  or 
out  of  the  ordinary  seem  to  remember  that  there  is  a 
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Old  English  alphabet  of  upper  and  lower  case  letters. 


style  of  letter  called  "Old  English,"  and  they  ask  for 
it.  It  is  very  popular  in  engrossing  addresses,  etc.  It 
therefore,  devolves  upon  the  card  writer  to  be  prepared 
to  execute  this  much-asked-for  style.  There  is  no 
alphabet  so  susceptible  to  embellishment  as  this  one. 
If  you  vpill  notice  in  the  alphabet  shown  there  are  three 
kinds  of  ornamentation  on  the  left  side  of  the  charac- 
ters. From  A  to  M  is  one  kind,  from  N  to  R  is  another, 
and  til/  balance  have  another.  These  various  kinds 
should  not  be  used  in  any  one  piece  of  work,  but  are 
givi'ii  hci'c  to  show  the  possibilities  of  embellishment. 
These  Srimi'  ornaments  may  be  used  if  desired  on  the 
lower  ease  letters. 

Sample  Card 

The  sample  caid  lliis  month  is  one  exceptionally  plain 
and  easy  to  exeeulc  Various  cards  or  various  subject 
matter  can  be  miidc  with  this  and  similar  designs.  Any 
colored  cards  may  be  used,  or  two  colors  may  be  util- 
ized, one  foT'  tlie  centra  and  the  other  for  the  border. 
This  card  is  written  on  a  i)Iain  white  board.  The  word 
"Spring"  is  in  purple  and  sluided  in  a  subdued  tint  of 
the  same  color.  The  small  lettering  is  in  black.  The 
plainness  of  this  card  makes  it  strong  and  effective. 


A  WESTERN  LIVE  WIRE. 

Alex.  Broadfoot,  of  Rroadfoot  Bros.,  Moose  Jaw, 
Sask.,  is  well  named  a  live  wire.  Standing  well  over 
six  feet  in  height,  with  a  pair  of  shoulders  that  makes 
the  average  doorway  seem  narrow,  and  the  general  ap- 
pearance of  a  trained  athlete,  the  subject  of  this  sketch 
is  one  that  could  not  be  very  well  lost  sight  of  in  any 
crowd  he  happened  to  be  mixed  up  in. 

Alex.  Broadfoot  hails  from  Seaforth,  Ont.,  being  a 
son  of  the  late  J.  H.  Broadfoot,  a  former  well-known 
furniture  manufacturer  of  that  town,  and  has  been, 
therefore,  brought  up  in  a  furniture  atmosphere,  and 
is  thoroughly  familiar  with  all  phases  of  the  business. 
He  has  been  in  the  West  for  a  number  of  years,  was 
for  some  time  connected  with  the  Bellamy  Furniture 
Co.,  of  Moose  Jaw,  but  withdrew  from  that  company 
to  engage  in  the  present  business,  which  is  now  known 
as  Broadfoot  Bros.,  his  brother  Charles  being  the  other 
end  of  the  snappy  and  up-to-date  organization  known 
as  one  of  the  most  progressive  in  the  city. 

Broadfoot  Bros.,  however,  do  not  believe  in  entirely 


burying  themselves  in  their  business,  but  manage  to 
tind  time  occasionally  to  get  away  from  it  and  visit 
the  centres  of  production  as  well  as  their  many  friends 
in  the  East,  it  being  on  the  occasion  of  his  last  trip 
East  that  the  above  photo  was  taken. 

Broadfoot  Brothers  recently  bought  the  stock  and 
business  of  the  Dominion  Furniture  Company,  at  57 
Rover  Street  West,  their  city.    Broadfoot  Bros,  con- 


Ar-EX  Broadfoot 
A  leader  in  the  furniture  business  in  the  West 

ducted  a  clearing  sale  of  the  Dominion  Furniture  Com- 
pany's stock  during  the  holiday  season,  and  since  have 
i  (^moved  the  balance  to  their  own  premises  on  High 
Siroet. 


Buy  a  piece  of  Canadian -Made 
Furniture  and  help  stir  up  trade. 


.Siiffgeslioii  for  a  window  card  or  phrase  in  an  ad. 
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BEDDING  MANUFACTURER  BLAMES 
RETAILERS  FOR  CHEAPNESS 

THE  article  on  "Pure  Bedding  Law  Needed,"  in  the  February  issue  of  the  Canadian 
Furniture  World,  has  caused  much  discussion  in  the  trade,  and  it  is  hoped  that  the 
discussion  now  started  will  be  followed  up  until  action  is  erystalized  into  a  Domin- 
ion-wide "Pure  Bedding  Law." 

The  experience  of  a  furniture  dealer  who  unwittingly  sold  a  defective  mattress 
to  a  customer,  as  related  in  last  month's  issue,  is  not  of  recent  occurrence,  and  it  is  hard 
to  believe  that  such  an  incident  could  occur  to-day,  but  until  a  "Pure  Bedding  Law"  is 
enacted  such  an  experience  is  always  a  possibility. 

One  Ontario  manufacturer,  discussing  the  article  in  a  letter  to  the  Canadian  Fur- 
niture World,  places  the  blame  for  the  manufacture  of  low-price  and  defective  mattresses 
on  the  retail  dealer,  and  there  is  no  denying  the, fact  that  if  the  dealers  insisted  on  selling 
only  mattresses  guaranteed  by  the  manufacturers  to  be  thoroughly  sanitar-y  and  hygienic, 
the  "shoddy"  mattress  would  soon  disappear  from  the  market.  Here  is  the  manufac- 
turer's letter,  in  part: 

Editor  Canadian  Furniture  World : 

We  have  read  your  article  on  page  31  of  the  February  issue  of  the  Furniture  World 
and,  as  manufacturers,  we  would  welcome  the  enactment  of  such  a  law.  We  are  convinced 
that  a  Pure  Bedding  Law  is  as  essential  to  the  health  of  any  community  as  a  Pure  Food 
Law.  If  framed  along  commonsense  lines,  and  according  to  hygienic  principles,  and 
properly  enforced,  we  think  it  could  not  prove  a  failure,  but,  on  the  contrary,  would  be 
a  real  protection  to  the  unsuspecting  public. 

Of  course,  the  instance  you  cite  in  your  article  was  an  outrage  against  common 
decency,  and  the  party  who  perpetrated  it  ought  to  have  been  prosecuted  in  the  police 
court  for  his  act — w'hether  employer,  foreman  or  employe.  However,  the  example  you 
gave  is  not  to  be  taken  as  indicating  a  common  practice  on  the  part  of  the  manufacturer, 
however  low  down  in  the  scale  he  may  be.  We  are  inclined  to  think  that  this  was  only 
the  result  of  a  prank  played  by  some  workman  whose  sense  of  humor  was  distorted, 
rather  than  the  deliberate  act  of  vicious  greed  on  the  part  of  the  seller,  whoever  he  was. 

There  is  much  to  condemn  from  a  sanitary  point  of  view  in  many  of  the  so-called 
"sanitary  fillings"  used  by  reputable  manufacturers  to-day,  but  the  dealers  are  largely 
responsible  for  this  state  of  things.  They  are  continually  crying  out  cheap  !  cheap  ! 
cheap!  and  "cheap"  they  get  it— for  if  one  manufacturer  will  not  give  it  to  them  an- 
other will,  and  the  result  is  deterioration  both  in  case  and  filling  until  the  limit  is 
reached. 

The  dealers  who  are  in  touch  with  the  public,  all  day  and  every  day,  could  accom- 
plish something  towards  educating  the  public  to  buy  a  better  article,  if  they  would — ^but 
business  rivalry  is  so  keen  among  them  that  their  only  thought  is  to  undersell  their  com- 
petitors, and  so  the  public  are  deceived.  Do  not  place  the  blame  on  the  manufacturer, 
but  on  the  dealer  in  this  matter.  ; 

We  would  like  to  see  the  use  of  shoddy,  manufactured  from  cast-off  clothing  and 
old  rags — the  past  history  of  which  is  best  known  to  the  rag  picker  and  the  scavenger — 
as  a  filling  for  mattresses — prohibited.  Economists  could  find  other  uses  for  this  ma- 
terial whereby  the  public  health  would  not  be  directly  menaced. 

Hoping  that  you  will  make  inquiries  from  places  where  Pure  Bedding  Laws  have 
been  in  force  for  some  time,  and  ascertain  their  strong  or  weak  points  from  those  who 
have  learned  from  experience  before  making  your  recommendations  to  our  legislators, 
we  remain, 

Yours  truly, 

ONTARIO  SPRING  BED  &  MATTRESS  CO.,  LIMITED. 

London,  Feb.  11,  1915. 
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A  Sanitary  Bedding  Law  Unto  Yourself 

By  FRED  A.  BECKMAN,  Assistant  General  Purchasing  Agent.  Ideal  Bedding  Co.,  Ltd.,  Toronto. 


There  is  no  sanitai-y  bedding  law  in  C'anada.  Per- 
haps the  reason  is  a  good  one.  One  should  not  be  neces- 
sary. We  should  not  need  a  law  for  the  purpose  of  pro- 
tecting ourselves. 

Admittedly,  we  are  careful  of  our  own  welfare.  We 
do  not  eat  meat  that  we  know  is  poisoned  nor  buy  fruit 
which  we  know  is  in  process  of  decay.  In  such  matters 
each  is  a  law  unto  himself.  So  in  the  case  of  bedding. 
Our  own  welfare  demands  that  we  have  our  own  stand- 
ards and  our  own  law. 

Undoubtedly  the  worst  cases  of  unsanitary  bedding 
and  the  most  dangerous  possibilities  against  which  a 
purchaser  must  guard  are  those  which  relate  to  infec- 
tious diseases.  A  clear  conception  of  why  a  disease  is 
"infectious"  will  explain  the  dangers.  An  "infectious" 
disease  is  one  which  contaminates  with  itself  the  sur- 
roundings. That  is,  it  forces  itself  into  the  atmosphere, 
the  bedding,  the  clothing  of  the  patient  and  anything 
with  which  the  disease  comes  in  contact.  One  need  not 
dwell  upon  the  risks  arising  out  of  the  use  a  second 
time  of  the  filling  of  a  mattress  which  has  on  some  occa- 
sion been  associated  with  an  infected  sick  room.  The 
filling,  passed  through  a  separating  and  picking  process 
to  be  sure,  is  spread  amongst  several  mattresses  and 
becomes  a  menace  to  the  health  of  many,  because  it  is 
a  well  known  fact  that  infection  may  remain  present, 
though  in  a  dormant  state,  for  long  periods,  even  years. 

Another  evil  to  be  guarded  against  is  the  much-talk- 
ed-of  shoddy.  And  though  it  is  much  talked  of  we  be- 
lieve that  there  are  still  miany  who  do  not  appreciate 
the  danger.  Shoddy  is  characteristically  a  "second- 
hand" material,  old  clothing  and  rags  pulled  to  pieces 
and  made  into  a  substitute  for  felt. 

Go  into  your  attic  and  examine  some  article  of  ap- 
parel which  has  been  discarded.  See  liow  dusty  it  is. 
If  it  is  a  suit  go  through  the  pockets.  You  know  what 
thickly-matted  collections  of  dirt  you  will  come  upon. 
All  such  articles  are  never  clean  and  never  can  be 
cleaned.  Dust  and  dirt  are  known  to  sanitary  and 
health  officers  as  the  most  prolific  breeders  of  disease 
germs  and  the  most  persistent  carriers  of  contagion. 

To  ensure  proper  protection  for  the  possible  purchas- 
er all  such  material  as  we  have  mentioned  should  be 
treated  with  live  steam  which  will  remove  all  germ  life. 
But  such  treatment  renders  the  material  entirely  un- 
suitable as  a  mattress  filling  as  it  renders  the  fibres 
and  texture  lifeless  and  without  elasticity.  So  that  to 
be  used  it  must  be  used  in  its  dirty  and  dangerous  state. 

Even  at  the  very  best  a  "second-hand"  material  does 
not  compare  with  new  felt  in  what  one  might  call 
"verve,"  or  springiness.  To  see  rolls  of  new  felt  as 
they  are  made  by  the  best  manufacturers  is  to  be  con- 
vinced most  completely  of  the  folly  of  the  shoddy  so- 
called  felt. 

Now,  what  is  the  protection  of  the  dealer  and  of  the 
purchaser?  He  is  himself  his  protection.  Let  him  be 
a  sanitary  bedding  law  unto  himself  and  demand  that 
bedding  sold  to  him  comply  with  that  law.  The  law 
should  be  "I  Avill  not  buy  any  article  of  bedding  at 
whatever  price  which  is  made  either  partly  or  wholly 
of  old  or  second-hand  material  and  which  is  not  guar- 
anteed to  be  manufactured  entirely  of  'new,  clean,  san- 
itary substances.'  " 

All  reputable  makers  of  bedding  can  and  do  comply 


with  that  law  and  state  so  in  their  trade  marks.  There- 
fore, your  .safety  lies  in  looking  for  the  trade  mark  of 
a  good  firm  which  stands  for  quality  and  ensures  pro- 
tection. One  of  the  gravest  dangers  to  be  found  in  our 
buying  and  selling  of  modern  days  (es[>ecially  in  Can- 
ada) is  tlie  prevalent  disregard  of  (juality  in  the  mad 
chase  after  low  prices  which  are  erroneously  under- 
stood to  signify  cheapness. 

We  do  not  argue  altogether  against  a  national  sani- 
tary bedding  law.  Undoubtedly  there  is  reason  for 
something  of  the  kind.  Tt  should  be  made  a  criminal 
offence  to  sell  old  bedding  second-hand  or  for  use  in 
other  bedding.  But  we  do  not  believe  that  a  national 
law  compelling  the  use  of  such  and  such  only,  or  the 
non-use  of  something  else,  will  afford  the  protection 
sought.  We  believe  that  the  purchaser  has  the  power 
to  prescribe  his  own  law  and  can  himself  best  protect 
himself. 


OHIO  MATTRESS  MAKERS  MEET. 

Members  of  the  Ohio  Bedding  Manufacturers'  Asso- 
ciation held  their  annual  convention  in  Columbus,  Feb- 
ruary 1  and  2.  This  a.ssociation  was  formed  for  the 
purpose  of  uniformly  observing  a  law  requiring  the 
labeling  of  mattresses.  This  measure  became  effective 
about  three  years  ago  in  Ohio.  Similar  laws  have  since 
been  enacted  in  New  York,  Pennsylvania,  Indiana,  Min- 
nesota, Massachusetts  and  other  states.  It  is  the  opin- 
ion of  the  manufacturers  that  federal  inspection  of  mat- 
tresses ?s  not  far  distant.  The  law  is  a  health  measure 
and  provides  against  the  use  of  insanitary  and  disease- 
infected  materials  in  the  manufacture  of  mattresses. 
It  requires  that  all  mattresses  must  now  bear  a  label 
with  an  exact  statement  as  to  the  kinds  and  quantities 
of  materials  used,  and  a  heavy  penalty  is  provided  for 
any  law  violations. 


BEDDING  NOTES. 

The  Adams  Furniture  Co.,  Toronto,  have  purchased 
the  bed  and  bedding  stock  of  the  Grove  Bedding  Co., 
of  the  same  city,  and  disposed  of  it  by  special  sales  dur- 
ing Februaiy. 

F.  J.  Baker,  after  a  ten  years'  alliance  with  the 
Alaska  Bedding  Company  at  Winnipeg,  has  been  pro- 
moted to  the  office  of  general  manager  of  the  Winnipeg 
plant,  succeeding  J.  H.  Parkhill,  who  has  gone  to  the 
company's  Toronto  office.  Mr.  Parkhill  will,  however, 
retain  his  position  as  president  of  the  Winnipeg  con- 
cern, and  will  still  devote  a  great  deal  of  his  time  to 
executive  matters  connected  with  it. 

The  Alaska  B.C.  Bedding  Co.  are  making  the  brass 
beds  for  the  new  Vancouver  Hotel  at  Vancouver. 


"Is  your  patriotism  of  a  practioal  kind?  Do  you 
give  the  prefecrenee  to  goods  "Made-in-Canada"?  We 
are  all  proud  of  Canada.  Does  j'our  money  go  to 
Canadian  manufacturers' — to  be  passed  on  to  their  em- 
ployes— ^and  so  around  the  cirele.  bark  to  your  own 
poeket — benefiting  Canada  aJl  the  way?  Are  you  buy- 
ing Made-in-Canada  furniture? 
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Furniture  Manufacturers*  Safety 
Association 

The  coming  into  force  of  the  provisions  of  the  On- 
tario Workmen's  Compensation  Act  has  rendered  ad- 
visable the  forming  of  safety  organizations  among  the 
various  trades  of  the  province.  Such  organizations  are 
authorized  in  section  101  of  the  Act. 

In  accordance  with  this  idea  the  furniture  makers  of 
Ontario,  at  a  recent  meeting  of  the  furniture  makers' 
section  of  the  Canadian  Manufacturers'  Association, 
held  at  Toronto,  at  which  this  whole  matter  was  dis- 
cussed, among  other  things,  decided  to  go  on  with  the 
formation  of  a  safety  organization  under  the  title  of 
the  "Furniture  Manufacturers'  Safety  Association," 
and  apply  for  letters  patent  under  the  Ontario  Com- 
panies' Act.  This  has  been  done,  the  application  for 
the  charter,  without  share  capital,  now  being  before  the 
Ontario  Government. 

The  provisional  directors  named  are :  J.  R.  Shaw,  of 
the  Canada  Furniture  Manufacturers,  Limited,  Wood- 
stock ;  J.  S.  Knechtel,  of  the  Knechtel  Furniture  Co., 
Ltd.,  Hanover;  George  McLagau,  of  The  George  Mc- 
Lagan  Furniture  Co.,  Ltd.,  Stratford;  E.  C.  Thornton, 
of  the  Karn-Morris  Organ  &  Piano  Co..  Ltd.,  Wood- 
stock ;  H.  B.  Smith,  of  the  North  American  Bent  Chair 
Co.,  Ltd.,  Owen  Sound:  and  Alex.  Saunders,  of  the 
Goderich  Organ  Co.,  Ltd.,  Goderieh. 

When  the  charter  is  granted  another  meeting  of  the 
trade  will  be  called  and  a  board  of  five  directors 
elected  or  appointed  to  direct  the  business  of  the  asso- 
ciation. 

The  purpose  and  scope  of  this  association,  says  T.  W. 
Wegenast,  of  the  legal  department  of  the  Canadian 
Manufacturers'  Association  who  are  organizing  these 
trade  safety  associations,  may  best  be  understood  by 
reference  to  the  German  system  of  workmen's  compen- 
sation, on  the  principle  of  which  the  Ontario  Act  is 
founded.  The  j^rinciple  is  that  of  compidsory  mutual 
insurance.  In  Germany  every  employer  is  compelled 
by  law  to  join  an  appropriate  trade  association.  Every 
miller  must  join  the  Millers'  Association;  every  tanner 
the  Tanners'  Association,  and  so  on.  These  associations 
have  power  by  law  to  collect  insurance  premiums  from 
their  members  by  compulsory  assessment.  The  assess- 
ments are  made  at  the  end  of  the  year,  the  funds  re- 
quired for  payment  during  the  year  being  advanced 
through  the  Imperial  Insurance  Office.  At  the  end  of 
the  year,  when  the  requirement  of  the  year  has  been 
ascertained,  it  is  liquidated  by  an  assessment  upon  the 
members  of  the  association  based  upon  the  pay  roll. 

The  trade  associations  not  only  collect  funds  for  com- 
pensation, but  also  make  a  preliminary  adjustment  of 
claims;  that  is,  an  injured  Avorkman  makes  his  applica- 
tion for  compensation  to  the  trade  association.  If  he  is 
not  satisfied  with  the  adjustment  he  may  appeal  to  a 
Judge  or  ultimately  to  the  Imperial  Insurance  Office. 

The  trade  associations  conduct  not  only  an  insurance 
business,  but  also  a  highly  organized  system  of  inspec- 
tion and  accident  prevention.  They  make  the  rules 
under  which  the  conduct  of  the  indiistry  is  carried  on, 
and,  controlling  as  they  do  the  classification  and  rating 
of  industries  for  insurance  purposes,  they  are  in  a  posi- 
tion to  enforce  their  regulations,  not  only  by  prosecu- 
tion, but  through  the  insurance  rates.  The  outstanding 
feature  of  the  German  system  is  its  effectiveness  in 
accident  prevention,  it  having  been  demonstrated  that 


industrial  accidents  are  preventable  in  most  industries 
to  the  extent  of  fifty  per  cent. 

Under  the  Ontario  Act  the  assessment  and  collection 
of  premiums  and  the  adjustment  of  claims  have  been 
placed  in  the  hands  of  a  Government  Commission,  but 
provision  is  made  in  the  Act  for  the  organization  of 
trade  associations  to  carry  on  the  balance  of  the  activi- 
ties of  the  German  associations,  namely,  the  making  of 
rules  and  the  conduct  of  expert  inspection  and  safety 
engineering.  Provision  is  made  for  enforcing  such  rules 
as  are  made  by  the  association  and  for  paying  the  ex- 
penses of  the  work  of  accident  prevention  out  of  the 
insurance  funds.  In  addition  to  this  the  associations 
will  no  doubt  find  themselves  called  upon  to  act  in  an 
advisory  capacity  in  respect  of  the  classification,  rat- 
ing, etc.,  of  the  groups  of  employers  which  they  repre- 
sent. There  are,  in  fact,  provisions  of  the  Act,  if  it 
should  be  thought  wise  to  make  use  of  them,  which 
would  enable  committees  representing  the  groups  to 
adjust  claims  for  compensation. 


STARTED  ON  CAPITAL  OF  TWENTY-FIVE  CENTS 

The  Berlin  Daily  Telegraph  is  authority  for  the  state- 
ment that  the  first  furniture  and  cabinet  factory  built 
in  Waterloo  County,  now  one  of  the  furniture  centres 
of  Canada,  was  launched  on  a  capital  of  25  cents,  by 
John  HoiJman  and  Samuel  Bowman.  The  factory  was 
built  in  Berlin.  Hoffman,  who  came  to  Canada  from 
Pennsylvania  in  1825,  was  one  of  a  large  party  of  set- 
tlers who  made  the  journey  on  foot  in  21  days.  He  was 
only  17  years  old  and  had  only  a  "quarter"  in  his  jeans 
when  he  arrived.  He  was  a  carpenter  by  trade,  and 
along  with  Sam  Bowman  started  out  to  interview  some 
of  his  countrymen,  with  the  intention  of  securing  land 
and  starting  a  village.  Abraham  Erb,  who  owned  the 
present  site  of  the  town  of  Waterloo,  was  approached, 
but  he  declined  to  part  with  any  of  his  extensive  farm. 
The  youthful  toAvn-founders  met  a  similar  fate  in 
Bridgeport  from  Jacob  S.  Shoemaker.  They  proceeded 
to  Freeport  to  David  Schneider,  who,  on  being  inform- 
ed of  their  intentions,  refused  to  sell  even  the  smallest 
part  of  his  farm.  They  finally  went  to  Benjamin  Eby 
at  Berlin,  and  told  him  their  troubles.  They  wanted  to 
start  a  factory,  but  could  not  get  the  land.  The  old 
pioneer  Eby  said:  "Boys,  if  that  is  all  you  want,  go  up 
street  and  build  your  factory,  I'll  give  you  all  the  land 
you  need."  So  it  came  to  pass  that  the  first  cabinet 
factory  in  Waterloo  County  was  located  on  King  Street, 
Berlin,  and  that  is  really  the  foundation  of  Berlin's  in- 
dustries. Had  Jacob  S.  Shoemaker,  the  founder  of 
Bridgeport,  given  the  land  for  a  site,  that  place,  with 
its  advantage  of  water  power  on  the  Grand  River, 
might  have  to-day  been  what  Berlin  is. 


PATRIOTIC  FURNITURE  CALENDAR 

The  Canada  Furniture  Manufacturers,  Ltd.,  Wood- 
stock, Ont.,  have  issued  a  tasty  and  neat  patriotic  wall 
calendar  for  the  year  1915.  Two  crossed  flags — Union 
Jack  and  Canadian  ensign — entwined  with  maple 
leaves  and  surmounted  with  the  C.F.M.  crest,  is  the 
illustration. 

The  calendar  part  is  composed  of  large,  plain  figures. 
The  calendar  is  both  an  ornamental  and  a  useful  one, 
emphasizing  the  "Made  in  Canada"  furniture  cam- 
paign of  the  house. 
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Tracing  Grafonola  Sales  to 
Advertising 

To  sell  fifteen  grafonolas  in  half  a  day  as  a  result 
of  one  advertisement  is  pretty  good  evidence 
that  the  right  kind  of  advertising  pulls.  And 
yet,  that  is  the  evidence  submitted  by  the  Adams  P\irni- 
ture  Co.,  Toronto.  They  took  a  third  of  a  page  in  a 
recent  issue  of  The  Sunday  World  to  advertise  a  sale 
of  "special"  talking  machines.  The  "special"  con- 
sisted of  some  low-priced  machines,  which  were  to  be 
put  on  sale  for  the  Monday  following.  By  noon  of  that 
day,  when  the  Canadian  Furniture  World's  represen- 
tative called,  fifteen  machines  were  sold — and  most  of 
them,  were  high-grade  Columhia  grafonolas  that  were 


For  These  Long  Winter  Evenings  at  Home  a 


Grafonola 

and  some  Columbia  dance  re- 
cord? meet  the  occasioii,  You 
can  purchase  a  Columbia 
Grafonola  for  as  little  as  ft30.oo 
—and  on  easy  term*. 

COLUMBIA 

Doable  Due  Re<ord> 
up   Mad*  in  Canada 

Go  and  gel  tlic  new  Columbi*  Dance  Record  Litlj 
from  one  of  the  tollowiug  dealers,  who  sell  Columbia 
Qrat'oQolas  and  R«conis  i 
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GRAFONOLA  BUSINESS  ACTIVE 

A  remarkahle  record  in  the  business  life  of  Ontario 
is  being  established  by  the  Music  Supply  Company,  S6 
Wellington  Street  East,  Toronto.  This  company  has 
been  handling  the  Columbia  Grafonolas  in  that  prov- 
ince, and  they  have  been  so  successful  that  they  for- 
warded the  following  telegram  to  the  factory  which 
irianufaetures  these  machines : 

"Ontario  business  booming.  Music  Supply  Com- 
pany's advertising  campaign  wonderfully  successful. 
They  are  completely  sold  out  of  $78.00  Patricia  Grafo- 
nolas, and  other  models  are  running  short  also.  You 
must  make  big  shipments  at  once,  or  they  will  have  to 
call  their  travelers  of¥  the  road  and  reduce  advertis- 
ing." 

The  business  in  Columbia  machines  is  particularly 
active,  and  the  Columbia  factory  is  busier  than  it  has 
ever  been  before.  A  large  number  have  been  sold  in 
Toronto. 


Example  of  co-operative  advertising  being  done  to  help  sales 
of  Columbia  machines  in  Toronto. 

sold  instead  of  the  low-priced  leader  that  brought  tlie 
purchasers  to  the  store.  Nor  is  that  all,  for  easily  100 
disc  records  went  as  sales  with  the  grafonolas. 

The  afternoon  brought  just  as  good  sales,  too,  so  it 
was  a  good  stroke  of  business  that  led  the  Adams  Co. 
to  put  on  the  special  sale. 

This  company  has  been  handling  Columbia  grafo- 
nolas and  records  for  a  little  more  than  two  years  now, 
and  they  added  the  department  only  after  much  per- 
suasion. In  the  first  five  weeks  their  sales  amounted 
to  $800.  Last  November  they  opened  a  Christmas  cam- 
paign and  in  the  six  weeks  immediately  preceding  that 
holiday  their  sales  of  Columbia  grafonolas  totaled 
$8,000 — 'an  increase  of  nearly  a  thousand  per  cent,  in 
two  years. 

In  conversation  with  Mr.  Coryell  the  statement  came 
out  that  while  grafonolas  were  looked  upon  as  a  holi- 
day proposition  they  need  not  necessarily  be  so. 
Through  their  windows  and  in  their  advertising 
throughout  all  of  last  year,  the  Adams  Company  in- 
formed the  public  that  they  handled  Columbia  ma- 
chines and  records,  and  now  not  a  day  passes  but  the 
sales  of  disc  records  have  more  than  justified  the  com- 
pany in  adding  the  department. 

Another  point  Mr.  Coryell  brought  out,  and  it  was 
this,  that  both  grafonolas  and  kitchen  cabinets,  usually 
looked  upon  as  luxuries,  were  at  present  the  two  best 
departments;  that  is,  they  held  up  better  and  vshowed 
the  greatest  ratio  of  increase. 

Since  putting  on  this  Columbia  grafonola  sale  it  has 
been  noted  that  three  furniture  houses  in  the  down- 
town district  made  striking  window  displays  of  talking 
machines. 


The  Burroughes  Furniture  Co.,  Toronto,  have  added 
a  department  for  demonstrating  Victor  talking  ma- 
chines and  victrolas. 


AFTERNOON  TEA  BOOSTS  FURNITURE  SALES 

At  Vernon  &  Co.'s  big  furniture  store,  at  Truro,  N.S., 
the  company  on  the  afternoon  and  evening  of  Satur- 
day, February  6th,  put  on  a  "Belgian  Relief  Tea"  in 
their  store,  for  the  benefit  of  that  fund.  Tea  and  music 
were  supplied  at  15  cents.  They  advertised  the  event 
in  the  local  press  and  great  crowds  of  people  attended. 

The  company  also  took  advantage  of  the  occasion  to 
open  a  two-weeks'  house  furnishings  sale,  putting  on 
the  floor  a  $40,000  stock.  Twenty  prizes  were  offered 
during  this  sale.  With  every  cash  purchase  of  $1  a 
prize  coupon  was  given,  and  the  twenty  persons  col- 
lecting the  largest  number  of  coupons  received  prizes. 
The  first  prize  was  a  $60  cabinet  sewing  machine;  the 
second  a  $55  sewing  machine;  third,  a  clock;  five  prizes 
of  brass  jardinieres,  and  twelve  big  jardinieres  of  Jap 
and  other  wares.  The  prizes  were  awarded  on  Feb- 
ruary 23rd. 


EXERCISE  CARE  IN  MAILING  CALENDARS 

At  the  commencement  of  every  year  many  merchants 
throughout  the  country  send  to  their  customers  and 
friends  a  more  or  less  fancy  wall  calendar,  which  serves 
the  double  purpose  of  being  a  token  of  good  will  to  the 
recipient  and  a  trade  advertisement  for  the  merchant. 
But  why  does  not  the  dealer,  when  sending  these  cal- 
endars out  through  the  mails,  use  a  little  more  care  in 
wrapping?  This  point  is  brought  home  through  the 
receipt  of  a  beautifully-colored  pictorial  calendar  from 
a  retail  dealer  in  Quebec  Province  which  reached  this 
ofifiee  in  a  dilapidated  condition.  The  calendar  must 
have  cost  the  merchant  a  tidy  sum,  but  this  one  copy 
at  least  is  almost  worthless,  because  it  came  to  us 
rolled  up  and  wrapped  in  ordinary  thin  white  paper. 
When  merchants  go  to  the  expense  of  getting  out  calen- 
dars they  should  see  that  the  money  is  not  wasted 
through  lack  of  foresight  in  having  them  improperly 
wrapped  for  sending  through  the  mails.  Do  not  waste 
good  postage  money  on  a  good  calendar  by  bad  mail- 
ing. 

J  .  W.  Pennington  has  opened  a  furniture  store  at 
30  Park  Street,  Niagara  Falls. 
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Knobs  of  News 


Pearl  Brock,  furniture  dealer,  Hamilton,  suffered 
a  fire  loss  recently. 

Allan  P.  Boyer,  president  of  the  Stratford  Mfg.  Co., 
died  'at  his  home  in  Goshen,  Ind.,  on  January  20,  after 
a  short  illness. 

The  National  Hardware  Co.,  Orillia,  Ont.,  propose 
m'aking  casters  for  the  furniture  trade.  The  company 
are  at  present  installing  machinery  for  stamping  and 


J.  K.  Alain,  elected 
mayor  o  f  Victoria- 
ville,  Que.  on  Feb.  I. 
Mr.  Alain  Is  manag- 
ing director  of  che 
Victoriaville  Furni- 
ture Co.,  vice  -  presi- 
dent of  the  Canadian 
Rattan  Chair  Co.,  and 
director  of  the  Vlc- 
toriaville  Chair  Man- 
ufacturing Co.,  and 
the  Victoriaville  Bed- 
ding Co.  He  i.s  also 
vice-president  of  the 
School  Commission 
and  a  member  of  the 
Executive  Committee 
of  the  Manufacturers 
Association. 


making  these  ©asters,  and  they  expect  to  be  ready  in 
a  few  weeks'  time  to  supply  the  finished  article. 

An  entire  new  plate  glass  front  is  to  be  placed  in  the 
"News"  building  at  Medicine  Hat,  extending  across 
Long's  furniture  store.  The  entrance  into  the  Long 
store  will  be  practically  in  the  same  place  as  at  pre- 
sent, but  a  corner  entrance  with  an  eighteen  foot  shoAV 
window  on  the  avenue  side  will  be  built  for  the  former 
"News"  office,  which  is  to  be  converted  into  very 
modern  store  premises.  The  floor  is  to  be  lowered  to 
the  street  level,  metal  ceilings  installed  and  the  walls 
replastered,  etc. 

Leather-Canvas-Textile  Mfg.  Co.,  Ottawa,  has  been 
incorporated  with  a  capital  of  $50,000,  to  make  leather 
and  textile  goods  for  the  furniture  and  other  trades. 

The  Harriston  Ftirniture  Co.  has  purchased  the  Man- 
sion House  property  at  Harriston,  and  will  alter  same 
for  office,  shipping  and  store  rooms.  The  firm  has  been 
forced,  owing  to  increased  business,  to  increase  their 
premises. 

The  Stratford  furniture  factories  report  receiving 
big  orders  from  buyers  who  attended  the  recent  big 
furniture  exhibition  at  Stratford. 

P.  "W.  Harley,  of  Halifax,  whose  sudden  death  was 
announced  last  month,  represented  the  Steel  Furniture 
Manufacturing  Company,  of  Ontario,  and  had  been 
staying  at  the  Park  Hotel,  St.  John,  N.B.,  and  was 
about  to  leave  for  Fredericton.  He  was  fifty-seven  years 
of  age  and  is  survived  by  his  wife  and  one  daughter, 
Mrs.  Nina  Robb,  wife  of  Mr.  William  T.  Robb,  formerly 
of  St.  John,  and  now  of  Halifax. 

W.  H.  Manning,  furniture  and  hardware  dealer,  of 


Coldwater,  Ont.,  was  elected  reeve  of  that  town  at  the 
recent  municipal  elections. 

Simon  Brubacher,  president  of  The  Berlin  Office  & 
Fixture  Co.,  Ltd.,  Berlin,  died  recently. 

Reid  &  Brown,  furniture  dealers  and  undertakers, 
Brantford,  have  a  fine  new  building  about  completed 
for  their  business.  It  is  of  brick,  36  x  120  feet,  two 
storeys  high,  and  a  9  ft.  6  in.  basement.  Everything 
about  the  building  and  in  connection  with  the  business 
is  of  the  first  class.  Their  growing  business,  both  in 
furniture  and  undertaking,  demanded  larger  and  better 
premises.  They  expect  to  move  into  the  new  building 
about  the  middle  of  March.  Mr.  Reid  has  been  in  the 
furniture  business  in  Brantford  eighteen  years,  and  Mr. 
Brown  has  looked  after  the  undertaking  end  for  six 
years. 

The  Dominion  Fibre  Co.,  Doon,  Ont.,  has  been  incor- 
porated with  a  capital  of  $40,000,  to  make  wool,  mat- 
tress and  upholstery  stock,  cotton  felt,  curled  hair,  etc. 

The  St.  Catherine  Furniture  Co.  has  been  registered 
at  Montreal. 

Lorenzo  Belanger  has  been  appointed  secretary- 
treasurer  of  the  Quebec  division  of  the  Canadian  Credit 
Men's  Association,  with  headquarters  at  Montreal.  H. 
H.  Cromwell,  late  df  Calgary,  is  assistant  secretary. 


FURNITURE  AT  THE  PANAMA  PACIFIC. 

A  practical  housefurnishing  exposition,  combining 
exhibits  of  both  floor  coverings  and  all  lines  of  furni- 
ture, is  to  be  one  of  the  features  at  the  Panama-Pacific 
International  Exposition  this  year. 


FURNITURE  CATALOGUES  WANTED. 

Ecclestone's  furniture  and  hardware  store  at  Brace- 
bridge,  Ont.,  was  gutted  by  fire  recently  and  much  loss 


The  day  after—  Ecclestone's  store  when  the  fire  died  down. 

sustained.  Mr.  Ecclestone  has  opened  new  quarters, 
however,  pending  the  renovation  of  his  old  stand,  and 
in  a  letter  to  The  Canadian  Furniture  World  asks  for 
furniture  catalogues  as  his  files  were  destroyed  by  the 
fire. 
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Salesmen  on  the    Firing  Line  " 


II.  U.  Hahe 
of  Ideal  Bedding  Co., 

Toronto. 
In  point  of  years  Mr. 
Hare  is  senior  mem- 
ber of  the  Ideal  sell- 
ing force.  For  eleven 
yea  rs  he  ha.s  been  with 
the  company,  and  for 
nine  of  these  years  he 
has  been  making  dea- 
lers acquainted  with 
this  line.  Mr.  Hare 
entered  the  office  In 
the  order  department 
where  he  spent  two 
year?  and  became  pre- 
pared for  the  road. 
Since  going  on  the 
road  he  has  always 
represented  Kautern 
and  Northern  Ontario 
At  lirst  he  had  the 
whole  of  that  terri- 
tory but  recently  it 
was  found  necessary 
to  divide  the  ground 
so  that  for  the  last  few- 
years  he  has  gone 
East  only  as  far  as 
Port  Hope.  Through- 
out the  trade  .Mr. 
Hare  calls  on  he  is 
very  well  known  and 
has  made  many  close 
friends. 


time  ago  that  he  never  overlooked  an  opportunity  to 
talk  with  traveling  men  on  hu.siness  sub.ieets.  He  also 
said  that  he  did  not  remember  of  ever  having  talked 
with  one  without  learning  something  that  helped  him. 
It  may  not  have  amounted  to  much,  but  it  was  some- 
thing. This  same  man,  when  recently  asked  if  he  still 
talked  to  traveling  men  with  a  view  to  learning  things, 
replied:  "I  am  worse  than  ever  now,  because  I  do 
the  buying  and  I  get  more  time  with  them.  Those  fel- 
lows travel  more,  so  they  get  to  observe  more  than  I 
do,  so  why  shouldn't  T  learn  all  I  can  from  them?" 
If  dealers  and  salesmen  can  do  so  without  neglecting 
their  work,  they  should  talk  to  traveling  men  every 
opportunity  they  get.    But  talk  business! 


WHYTE'S  PATRIOTIC  BUSINESS  CARD. 

Will  J.  Wliytc,  Strathroy,  Ont.,  who  is  representing 
a  number  of  leading  furniture  manufacturers,  has  got 
out  a  patriotic  business  card.  In  one  comer  in  colors 
is  the  Canadian  ensign  and  beside  it  the  phrase:  "All 
goods  sold  made  in  Canada."  He  has  stuck  on  to  the 
card  one  of  his  own  classics^ — "Let's  chit  and  chat  and 
tarry  awhile,"  presumably  while  he  is  writing  the  or- 
der. Being  a  married  man,  he  is  entitled  to  a  "P.S.", 
and  this  is  it — -"What  are  you  doing  and  why  are  you 
doing  it?    Who  wants  to  know?" 


DIGGING  UP  ORDERS 

A  story  comes  from  the  East  and  tells  of  how  a  trav- 
eler for  a  Canadian  bedding  house  helped  out  a  dealer 
put  on  a  sales  stunt  and  incidentally  got  a  neat  order. 

Business  was  somewhat  dull  for  a  fortnight  when 
the  traveler,  drifting  into  one  of  the  smaller  towns  in 
Quebec,  called  on  one  of  his  customers  with  the  conse- 
quent "no  order."  It  was  an  hour  before  train  time, 
so,  looking  over  the  store,  he  got  into  conversation  with 
the  dealer  on  some  recent  sales  stunts  tried  in  other 
centres,  and  so  interested  did  the  dealer  become  that 
he  asked  the  as^stanee  of  the  traveler  to  help  him  work 
out  an  idea.  The  traveler  willingly  consented  and  a 
day  two  weeks  in  advance  was  named. 

.A  demonstration  of  beds  and  bedding  was  decided 
upon.  Ads.  were  prepared  for  the  local  paper  and  for 
some  dodgers,  and  both  window  and  interior  displays 
were  thought  out.  When  it  came  to  arranging  the 
goods,  however,  it  was  found  tbat  some  more  lines  were 
needed.  The  traveler  immediately  got  a  small  order. 
He  was  back  in  the  town  the  day  before  the  demonstra- 
tion and  fixed  up  his  exhibit  to  suit  his  purposes. 

The  day  of  the  demonstration  and  sale  arrived;  the 
traveler  was  on  the  job ;  buttonhole  bouquets  were 
given  the  ladies ;  and  when  evening  came  round  the 
dealer  was  .surprised  Avith  the  result.  He  found  that 
sales  could  be  made  if  properly  gone  after,  and  he 
secured  the  services  of  the  traveler  for  one  day  a  month 
for  future  schemes. 

The  traveler  got  an  additional  order,  and  he  also  got 
an  idea  which  he  has  used  in  other  places,  to  stir  up 
business  for  dealers  and  orders  for  himself. 

Other  traveling  salesmen  could  adopt  this  or  similar 
ideas  with  profit  to  themselves  and  Canadian  Furni- 
ture World  would  like  to  hear  how  their  schemes 
worked  out. 


TRAVELING  SALESMEN  CAN  TEACH 

A  man  who  was  at  the  time  a  salesman,  but  who  is 
at  the  present  time  manager  for  quite  a  large  furniture 
store  in  one  of  the  big  centres,  made  the  statement  some 


GUESSING  THE  COLOR 

Jack  McLaughlin,  of  the  Columbia  Graphophone  Co., 
has  come  in  with  this  tale  of  a  new  store  he  recently 
visited  while  on  his  rounds:  "The  front  of  the  store 
was  painted  a  most  peculiar  color,  in  fact  a  decidedly 
odd  color.  When  the  proprietor  was  asked  what  color 
it  was  he  told  the  following  .story:  'You  will  remember 
that  Mutt  &  Jet¥  decided  to  go  to  war  and  join  the 
ranks  of  the  allies  in  Belgium.  Shortly  after  they 
reached  the  front  a  shell  exploded  near  them  killing 
several  horses  and  covering  the  two  adventurers  with  a 
mixture  of  blood  and  clay.  This  was  the  color  chosen 
for  our  front  of  the  store  in  commemoration  of  Mutt 
&  JefiF's  heroism.'  " 


SAILING  THE  BRINY 

Herb.  Burroughes,  who  was  nearly  caught  in  the  war 
zone  last  summer  while  touring  Europe,  tells  of  a  woman 
fellow-voyager  who  appeared  to  be  very  much  inter- 
ested in  navigation  from  the  questions  she  asked,  and 
who  was  crossing  the  ocean  for  the  first  time.  One 
morning,  as  the  captain  was  standing  near  her.  she 
said : 

"Pardon  my  ignorance,  but  how  do  you  manage  to 
find  your  way  across  the  trackless  ocean?" 

"By  means  of  the  compass,  madam,"  replied  the 
gallant  captain.  "The  needle  invariably  points  north?" 

"But,"  queried  the  woman,  "suppose  you  wanted  to 
go  south?" 


BUT  NOT  FURNITURE  DEALERS 

Percy  Brown  tolls  a  story  of  a  conversation  he  over- 
heard on  the  train  the  other  day  between  two  women 
traveling  out  from  Toronto  to  spend  a  holiday  in  the 
country. 

"My  husband  sees  pink  elephants  when  he  drinks," 
said  one. 

"Mine  has  a  worse  delusion  than  that.    He  sees 
green  dogs.    It's  verv  expensive,  too." 
"How's  that?" 

"Why,  he  goes  and  buys  licenses  for  them." 
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Better  Made  in  Canada 

to  supply  every  demand  of  the  Canadian  Public 
from  the  best  to  the  lowest  priced. 


Raymond  Four  Drawer  Automatic  Lift. 


Fifty-three  years  of  successful  manufacturing  enables  us  to  show  you  more 
profit  and  better  value  right  here  at  home.  Prompt  shipments  direct  from 
factory.  Repairs  easily  secured.  No  long  freight  bills  or  customs  bills  to 
advance. 

No  Duty — Fixed  Prices 

Show  your  interest  by  making  us  prove  these  "facts".  A  line  from  you 
will  enable  us  to  do  this  at  no  expense  or  loss  of  time  on  your  part.  A 
most  profitable  side  line  for  Canadian  Furniture  Dealers. 

The  Raymond  Manufacturing  Co.,  of  Guelph, 

Guelph  Ontario 


LIMITED 


The  Profit  on  our  machines  stays  in  Canada — Help  us  save  some  out  of  that  Dollar. 
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War  and  the  Furniture  Industry 


The  greatest  benefit  furniture  manufacturers  in 
Canada  are  likely  to  receive  from  the  war  is  on  account 
of  the  demand  for  home-made  goods  which  it  has  stimu- 
lated. As  very  little  business  has  been  obtained  from 
war  orders  the  furniture  manufacturing  industry  is 
quieter  than  usual,  and  short  time  is  the  nile  and  full 
time  the  exception.  An  improvement  is  looked  for  dur- 
ing 1915.  Some  benefit  is  expected  to  accrue  through 
the  promised  increase  in  immigration  into  the  "West 
from  the  United  States. 

Some  of  the  mattress  manufacturers  have  received 
orders  from  the  Militia  Department. 

Demand  for  Leather  and  the  Abnormal  Price  of  Hides 

The  effect  of  the  war  upon  the  leather  manufacturing 
industry  has  been  most  stimulating.  The  lower  tariff 
in  the  United  States  had  enabled  tanners  to  make  con- 
siderable shipments  to  that  country,  but  had  it  not  been 
for  the  war  the  leather  industry  here  would  have  been 
much  below  normal.  As  it  is,  the  demand  from  the 
manufacturers  of  leather  goods,  who  have  contracts 
from  the  war  departments,  has  been  so  active  that  the 
tanneries  in  Canada  have  been  kept  running  up  to 
their  normal  capacity  on  heavy  leathers,  in  spite  of  the 
falling  off  in  the  demand  for  the  ordinary  trade.  In 
the  light  leathers  business  is  quiet. 

On  account  of  the  demand  for  heavy  leathers  for 
military  purposes,  hides  have  become  abnormally  high 
in  price.  In  fact,  prices  now  being  paid  are  four  times 
as  high  as  those  paid  seven  years  ago  for  large  lots 
bought  in  the  United  States  by  Canadian  tanners.  Of 
course,  this  is  a  comparison  of  extremes,  the  one  being 
a  period  when  sellers  in  the  United  States  could 
scarcely  find  buyers,  and  the  other  when  buyers  can 
scarcely  procure  a  sufficient  supply.  But,  even  com- 
pared with  nineteen  years  ago,  prices  are  now  about 
four  times  as  high  as  those  then  ruling. 

As  to  the  price  of  leather,  it  is  30  to  35  per  cent, 
higher  than  it  was  six  months  ago. 

Exports  of  leather  have  doubled  during  the  seven 
months  of  the  year.  During  the  seven  months  the 
figures  were  10,532,200  lbs.  and  the  value  $3,313,864, 
compared  with  5,694,114  lbs.  and  $1,565,103,  respec- 
tively, during  the  corresponding  period  of  1913. 

The  increase  was  nearly  altogether  on  account  of  ex- 
ports to  the  United  States.  For  example,  during  the 
seven  months  ending  October,  1913,  our  exports  of 
leather  to  the  United  States  were  480,680  lbs.,  valued 
at  $121,180,  whereas  during  the  corresponding  seven 
months  of  the  present  fiscal  vear  the  (juantity  was 
6,786,911  lbs.  and  the  value  $2,233,889.  In  value  the 
increase  was  1,743  per  cent. 

Leading  tanners  are  of  the  opinion  that,  generally 
speaking,  business  is  as  good,  owing  to  the  stimulus 
which  has  been  given  to  it  by  the  war,  as  it  was  prior 
to  the  abnormal  year  of  1912. 


INQUIRIES  FOR  BENTWOOD  CHAIRS 

The  Department  of  Trade  and  Commerce,  Ottawa,  is 
in  receipt  of  a  communication  from  W.  L.  Griffith,  the 
secretary  to  the  Canadian  High  Commissioner.  17  Vic- 
toria Street,  London,  S.W.,  which  states  that  many  in- 
(juiries  are  being  received  from  United  Kingdom  im- 
porters for  the  names  of  Canadian  firms  in  a  position 
to  supply  bentwood  chairs  and  other  furniture.  Furni- 


ture of  this  kind  has  hitherto  been  importexi  into  the 
United  Kingdom  largely  from  Austria,  while  a  consid- 
erable amount  has  also  been  obtained  from  Germany. 
Bentwood  furniture  is  an  Austrian  specialty,  and  in 
1913  the  exports  of  these  goods  from  Austria-Hungary 
were  valued  at  £911,200,  of  which  to  the  value  of  £36,- 
000  was  sent  to  the  United  Kingdom.  From  Germany 
also  finisihed  hardwood  (including  bentwood)  furniture 
was  exported  to  a  value  in  1912  of  £295,850,  the  United 
Kingdom  taking  £13,200  of  this  export.  With  the  cut- 
ting off  of  these  supplies  from  Au.stria  and  Germany, 
importers  in  the  United  Kingdom  are  of  neees.sity  look- 
ing to  other  countries  for  the  obtaining  of  their  require- 
ments. It  has  therefore  been  thought  possible  that 
some  Canadian  firms  might  be  prepared  to  offer  suit- 
able substitutes  for  the  bentwood  furniture  formerly 
supplied  by  Austria  and  Germany. 

In  addition  to  the  above  communication,  the  Depart- 
ment has  also  received  an  incjuiry  from  an  importer  in 
Manchester,  England,  who  had  been  selling  bentwood 
furniture  to  the  trade  for  Austria,  but  who  now  desires 
to  form  connection  with  Canadian  makers.  Interested 
firms  can  obtain  the  name  and  address  of  the  importer 
in  (luestion  on  application  to  the  Department  of  Trade 
and  Commerce,  Ottawa.    (Refer  to  File  No.  A  1065.) 


FURNITURE  NOT  UP  YET. 

Retail  furniture  men,  says  The  Toronto  Star,  do  not 
expect  to  see  any  changes  in  prices  until  about  April,  as 
the  outcome  of  the  increased  tariff  on  raw  materials 
and  iiianufaetui-ed  products.  Even  then,  as  one  dealer 
explained,  it  is  doubtful  whether  there  will  be  any  ma- 
terial change,  because  the  manufacturers  are  having 
great  difficulty  in  keeping  their  factories  going  at  all 
on  account  of  the  decreased  demand  for  goods. 

In  all  probability  the  manufacturers  will  have  to 
bear  a  considerable  part  of  the  extra  tariff,  although  it 
was  pointed  out  that  it  was  a  matter  of  considerable 
calculation  to  find  out  just  what  proportion  of  the  cost 
went  to  the  raw  material,  and  that  this  cost  differed  in 
practically  every  piece  of  furniture.  For  instance,  a 
chair  maker  would  hardly  notice  the  increased  tariff 
because  wood  was  only  a  small  proportion  of  the  total 
cost,  while  a  table  manufacturer  would  feel  it  at  once, 
because  of  the  large  amount  he  used. 


NEW  YORK  FURNITURE  EXCHANGE  NOTES. 

The  January,  1915,  New  York  Exposition  was  a  tre- 
mendous success.  The  attendance  for  the  three  weeks 
showed  a  total  of  2,600  buyers,  an  increase  of  435  over 
July  last.  These  buyers  represented  1,770  furniture 
dealers,  with  an  aggregate  capital  rating  of  $150,885,- 
500,  or  an  average  per  dealer  of  $84,680. 

A  feature  of  the  New  York  market  in  which  it  dif- 
fers from  other  markets  is  that  after  the  close  of  the 
exposition  the  samples  of  the  different  factories  are 
maintained  on  the  floor  until  the  next  show,  when  those 
samples  are  disposed  of  and  new  ones  shipped  on,  so 
that  dealers  may  visit  the  exchange  any  working  day 
of  the  year  and  find  samples  on  display  and  salesmen 
on  each  floor  to  show  the  goods  and  take  orders. 


EARLY  CLOSING  IN  WEST 

Commencing  with  the  New  Year  the  Thursday  half- 
holiday  agreed  upon  by  the  Retail  Merchants'  Associa- 
tion of  the  Okanagan  Valley,  in  British  Columbia,  went 
into  effect,  and  in  all  the  principal  towns  of  the  valley 
the  stores  are  closing  on  Thursday  afternoons  during 
the  year,  except  in  such  weeks  as  contain  a  statutory 
holiday. 
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Address 


Dealers'  Aid  Department 

Columbia 

Graphophone 

Company 

365  Sorauren  Avenue 

Toronto 


Columbia  Records  are 
Made  in  Canada 


The  best  profits  are 
made  from  the  product 
that  brings  the  buyer 
back  for  more 


When  you  sell  a  Columbia  Grafonola 
you've  just  got  that  customer  started. 

You've  merely  sold  him  a  first  order.  He 
w^ill  return  to  your  store  at  least  once  a 
month  to  purchase  new  Columbia  records. 

When  you  sell  a  suite  of  furniture  you 
seldom  see  the  owner  again  except  when 
instalments  are  due,  if  it  is  a  time  sale. 

When  you  sell  a  Columbia  Grafonola 
you  have  made  a  regular  customer  who 
will  begin  at  once  to  put  his  money  into 
records— and  who  is  likely  to  keep  at  it 
until  he  has  enabled  you  to  turn  over 
considerably  more  than  the  cost  of  the 
instrument — paid  for  as  he  goes  along,  and 
giving  you  a  liberal  profit  on  every  sale. 

If  Columbia  Grafonolas  and  records  are 
not  being  sold  to  your  customers,  they 
are  going  to  be. 

That  money  ought  to  be  yours. 

A  furniture  store  to-day  is  as  incomplete 
without  Columbia  Grafonolas  and 
Columbia  Double-Disc  Records  as  it 
would  be  without  tables  or  brass  beds. 


Write  for  Music  Money  " — a 
book  you  ought  to  have. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with  -  News  of  the  profession  throughout  Canada. 


Hints  and  Helps 

By  "Professor  H.  S.  Eckels,  Dean  Eckels  College  of  Embalming, 
Philadelphia,  "Pa. 

NO  greater  problem  confronts  the  funeral  director 
than  the  proper  treatment  of  jaundice  cases. 
Until  recently  it  has  been  deemed  impossible  to 
get  rid  of  the  yellow  color  peculiar  to  the  disease  or  to 
do  anything  other  than  depend  on  a  skilful  use  of 
lights  to  hide  the  discoloration. 

Recently,  however,  while  1  was  lecturing  before  a 
class  at  the  Eckels  College  of  Embalming,  a  prominent 
undertaker  '|)honed  and  suggested  that  I  come  up  to 
his  establishment,  and  bring  the  class  with  me,  to  work 
on  a  particularly  difificult  ease  there.  We  found  that 
it  was  a  very  badly  discolored  yellow  jaundice  case, 
and  I  instantly  saw  that  T  had  my  work  cut  out  for  me. 
I  went  to  work,  however,  with  a  will.  It  was  a  large 
subject,  somewhat  dropsical  and  extremely  yellow.  1 
proceeded  with  a  method  T  had  worked  out,  i.e.,  raising 
the  carotid  arteries  and  injecting  up  into  the  face,  into 
each  one  of  them,  about  six  ounces  of  pure,  clear  water. 
Then  I  used  eight  ounces  of  Dioxin  wjth  an  equal  quan- 
tity of  water,  making  a  pint,  and  injected  this  up  into 
the  carotid  arteries,  .eight  ounces  on  either  side  of  the 
face.  Then  I  injected  Dioxin  fluid  in  its  full  strength 
through  the  carotid  arteries  toward  the  body.  T 
drained  the  axillary  vein,  starting  it  to  drain  even  be- 
fore injecting  the  carotid  arteries. 

I  injected  a  gallon  and  one-half  of  fluid  into  the  body 
and  altogether  I  drained  from  the  axilbuy  vein  four 
one-half  gallon  bottles,  tAvo  gallons  in  all,  of  blood  niul 
serous  matter.  The  result  was  a  great  improvement  in 
the  appearance  of  the  body.  The  face  continually  grew 
lighter  in  color,  so  that  after  three  days  Ihe  face  was 
bleached  white  to  an  extent  that  avc  all  agreed  tliat  an 
application  of  pink  cosmetic  would  improve  the  ap- 
pearance, which  it  did. 

An  unusual  treatment  to  be  suri',  but  cei'taiiily  an 
effective  one. 

A('ORRESP()Xi)R.\T  writes:  "Recently  I  was 
called  at  4  a.m.  to  care  for  a  man  who  had  died 
of  apoplexy.  Ten  hours  later  they  decided  to 
have  the  body  embalmed.  I  drained  all  the  blood  pos- 
sible, two  (|uarts,  and  injected  two  quarts  of  fluid.  The 
next  morning,  body,  face  and  neck  Avere  badly  swollen. 
The  arm  that  T  injected  toAvard  the  hand  Avas  the  only 
part  of  the  body  that  looked  natural." 

The  fact  that  you  reversed  yoni'  arterial  tube  and 
injected  some  fluid  toward  the  hand, and  that  this  arm 
and  hand  Avere  the  only  parts  of  the  body  that  looked 
natural  if?  proof  positive  to  my  mind  that  only  by  direct 
circulation  of  the  fluid  Avould  you  have  had  enough 
:pressure  to  driA^e  the  fluid  through  the  trunk  artery,  its 
branches  and  sub-bi'anehes,  and  into  the  capillaries.  I 
think  that  had  you  I'einjccted  a  feAV  hours  after  the  first 
operation,  the  result  Avould  have  been  better,  since  the 


tissues  reached  by  the  first  injection  then  Avould  not 
have  absorbed  any  of  the  second  lot  of  fluid,  which  then 
would  have  gone  exactly  Avhere  it  was  needed.  To 
have  insured  good  results  it  also  might  have  been  desir- 
able to  use  the  carotids  toAvard  the  head  and  the  iliacs 
toAvard  the  feet.  In  such  a  case  it  does  not  pay  to 
economize  on  either  time  or  fluid.  \ 

A CORRESPONDENT  writes  of  a  case,  quite  a 
heavy  body,  dead  of  mitral  regurgitation,  which 
he  embalmed,  and  in  Avhieh  the  face  turned  black. 
He  says:  "I  raised  the  brachial  artery  and  injected  one 
gallon  of  —  fluid  (naming  one  of  the  old  raw  formalde- 
hyde fluids),  raised  the  basilic  vein  and  drained  about  a 
(|uart  of  blood;  tapped  the  right  ventricle  of  the  heart 
and  took  out  about  another  quart  of  blood;  then  in- 
jected one  quart  more  of  fluid.  Why  did  I  have  a  com- 
plete cosmetic  failure.  es[)ecially  when  I  thoroughly 
massaged  face  and  hands?  Besides,  the  face  looked 
much  SAvollen." 

The  ansAver  is  an  easy  one,  so  many  mistakes  were 
made.  In  the  first  place,  to  reverse  the  order  of  the 
questions,  two  qiiarts  of  blood  were  drawn — from  some- 
where— and  a  little  over  a  gallon  of  fluid  injected.  Hoav 
could  he  fail  to  have  a  "sAA'ollen"  face.  In  a  death 
from  mitral  regurgitation  the  body  Avould  be  flushed 
Avith  blood.  A  far  greater  quantity  should  have  been 
AvithdraAvn  and  not  from  the  basilic  vein  and  the  right 
ventricle  of  the  heart,  but  from  the  superior  A'ena  caA'a 
itself.  This  could  have  been  done,  with  suitable  instru- 
ments, hy  Avay  of  the  axillary  vein,  and  so  effectually 
have  rid  the  upper  portion  of  blood  that  reflushiiig 
eoidd  not  {)0ssibly  have  occurred.  It  Avas  the  blood  that 
lemaijied  that  darkened  face  and  hands.  Practically 
all  could  have  been  AvithdraAvn.  Avithout  a  i)ump.  and  by 
gravity  alone,  from  the  superior  vena  cava  by  Avay  of 
the  axillary  vein.  The  heart  should  not  be  tapped  in 
one  case  in  a  thousand.  As  for  fluid,  you  cannot  ex- 
l)eet  jjerfect  cosmetic  results  AA'here  raAV  formaldehyde 
fluids  are  used,  or  Avhere  so  .small  a  (|iuintity  is  injected 
in  pi'oportion  to  the  Aveight  of  the  body.  If  you  do  se- 
cure them,  congratulate  yourself  on  your  OAvn  skill. 
You  succeeded  ill  s|)ite  of  the  fluid,  not  by  its  aid. 


LONG  DISTANCE  RESULTS  FROM  FURNITURE 
WORLD  ADVERTISING 

Whitehorse,  Y.  T.,  .Tan.  (5,  1015. 

Canada  Ca.sket  Co.,  Ltd.. 

Wiarton,  Ont. 

(tcntlemon:  Please  sond  me  one  of  your  falendar- 
liookle+s  and  i)ricp  lists  as  advertised  in  the  Canadian 
F\irnitnrc  World  and  The  T'ndert'akcr,  and  oblige. 

Vours  truly, 

AViHlTK  HORSE  GENERAL  STORE  . 

(Signed)  .T.  D.  Dnrie,  .AFanager. 
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Prompt 
Service 


Limited 


S  and  E  Quality  is  the 

"STANDARD  OF  PERFECTION" 

in  High  Grade  Funeral  Furnishings 


'■fi  No.  615 

Our  well  earned  reputation  for  "The  Best"  in  Cloth  Covered  and  Piano  Polished 
Caskets  is  maintained  by  our  strict  attention  to  the  minor  details  (as  well  as  to 
the  more  important  ones)  in  the  production  of  our  Hnes. 

Experienced  salesmen  in  our  factory  and  offices  night  and  day  capable  of  taking 
and  executing  all  orders  promptly. 

It  will  pay  you  to  investigate  our  Ebonet  Finished  Hardware. 

IVE  NEVER  MISS  A  TRAIN 

The  Semmens  &  Evel  Casket  Co.,  Limited 


Hamilton 

Telephones :  517,  3316.  Nights  and 
Sunday..    517,   3319.   and  3353 


Winnipeg 

470  Rost  Avenue 
Chas.  Crossiand,  Manager 
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Quality      Doininion  IN^stnufa^cturcrs  Service 

—   Limited  =^ 

The  "GLOBE"  Line 

of  Burial  Caskets,  Casket  Hardware,  Burial  Robes 
and  Linings  is  one  of  the  finest  and  most  extensive  lines 
on  the  Canadian  Market. 

The  "GLOBE"  Service 

is  prompt  and  reliable.  Our  central  location  and  efficient 
organization  enable  us  to  give  the  best  service  at  all  times. 
All  styles  carried  in  large  quantities. 


No.  545 


Telephones — Factory  169       Mr.   Watson  1654       Shipper  1020 


THE  GLOBE  CASKET  COMPANY 

LONDON  ONTARIO 
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The  Hub  of  Canadian  Railways 


^  The  location  of  our  plant — near  the  Union 
Depot,  Toronto — allows  us  to  command  the 
express  service  of  three  great  railways  and  our 
facilities,  therefore  for  prompt  and  efficient  de- 
livery are  unequalled. 

^  Our  large  well-equipped  plant,  our  staff  of  experienced  men 
who  specialize  in  packing  and  shipping,  and  the  well  known 
high  quality  of  our  lines  are  features  that  are  invaluable  to 
the  particular  undertaker. 


No.  431 


Attentive  Service  Night  and  Day 


The  National  Casket  Company,  Limited 


93-109  Niagara  Street 

Toronto  Ontario 


Telephones-Adelaide  454 
Adelaide  455 
North  5085 
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High  Grade 
Undertakers'  Supplies 

The  D.W.T.  Line  stands 
as  it  has  always  stood,  for 
rehable  goods  and  efficient 
service.  ^  The  newest  and 
best  for  the  undertaker. 


Telephones  : 
ADELAIDE  454 
and  NORTH  5085 


The 


D.  W.  Thompson  Co. 


Limited 


93- 1 09  Niagara  St.,  Toronto 


Caskets,  Robes  and 
Linings 


Highest  quality  in  all 
Undertakers'  Supplies. 

Our  covered  Caskets 
are  the  best  made. 


Your  order  solicited 


James  S.  Elliott  &  oon 


Prescott  Ontario 


To  the 

Undertakers 

of  Quebec 

Our  Plant  at  Three  Rivers 
is  acknowledged  to  be  the 
Bnest  in  Canada. 
The  full  line  of  Undertak- 
ers' Supplies  manufactured 
is  a  worthy  product  of  the 
magnificent  factory. 
Give  us  your  orders  and 
be  assured  of  prompt  and 
efficient  service. 

GIRARD  &  GODIN 

Three  Rivers,  Que. 


Complete  Line  of  Burial 
Caskets^  Hardware^  Etc. 

Best  Quality 
Reasonable  Prices 

The  location  of  our  well 
equipped  factory  enables 
us  to  provide  unexcelled 
service  for  undertakers  of 
the    Maritime  Provinces. 


We  tolicit  your  orders  by  letter 
telegram  or  telephone 

CHRISTIE  BROS.  &  CO. 

Amherst,  N.S. 
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ANATOMICAL  CHANGES  IN  THE  DEAD  BODY 

By  Prof.  Horace  Moll,  Ph.G. 

The  study  of  the  anatomical  changes  which  take 
place  in  the  morbid  or  dead  body  is  necessary  for 
the  proper  and  scientific  disinfection  after  nourish- 
ment ceases  to  be  delivered  to  the  tissues.  Within  a 
reasonable  time  after  death,  owing  to  the  fact  that 
nutriment  is  no  longer  carried  to  the  tissue  or  vital 
parts,  they  lose  their  tone  or  tirniness,  the  elements  that 
compose  them  become  disassociated,  and  a  consequent 
degeneration  or  softening  takes  place;  this  gradually 
develops  into  a  complete  chemical  change,  with  the 
aid  of  the  saprophytic  bacteria. 

Unless  the  conditions  are  entirely  unfavorable,  such 
as  extreme  cold  or  the  absence  of  moisture,  the  chemical 
process  is  quickly  carried  out. 

Moisture  and  heat  or  proper  temperature  are  the  two 
essential  conditions ;  the  necessary  amount  of  moisture 
is  nearly  always  present ;  the  temperature,  if  below 
40  degrees  Fahrenheit,  is  unfavorable,  in  fact,  prohibi- 
tory down  to  the  freezing  point ;  but  at  a  temperature 
of  40  degrees  or  above,  the  chemical  process  of  dissolu- 
tion of  the  elemental  composition  of  the  body  is  accom- 
plished in  a  direct  ratio  to  the  degree  of  heat  existing. 

Extreme  high  and  dry  temperatures  have  a  tendency 
to  evaporate  the  moisture  and  dry  the  tissues,  thus 
effectually  delaying  or  retarding  the  putrefactive 
change. 

In  both  instances,  of  extreme  cold  or  dry  heat,  putre- 
factive dissolution  is  only  deferred,  because  it  takes 
place  as  soon  as  the  conditions  again  become  favorable. 

In  the  morbid  condition  all  the  organs  collapse  on 
account  of  the  softening  of  their  structures.  The  first 
definite  chemical  change  takes  place  in  the  fluid  tissue 
or  the  blood,  because  it  is  the  first  of  the  body  tissues 
to  suffer  from  the  lack  of  nourishment. 

The  blood  is  composed  largely  of  albuminoid  sub- 
stances, one  form  of  which  is  known  as  albumen, 
(serum,  or  ser-albumen)  and  is  soluble  in  water; 
another  form  is  known  as  globulin,  and  is 
insoluble  in  water.  Fibrinogen,  a  globulin  al- 
buminoid constituent  of  the,  blood,  a  short  time 
after  death,  or  as  soon  as  nutriment  ceases 
to  be  delivered  to  the  blood,  falls  apart,  so  to  speak,, 
and  changes  chemically  into  the  fibrin  and  fibrin  fer- 
ment; fibrin  does  not  pre-exist  in  the  blood,  but  its 
formation  during  this  change  prepares  the  blood  for 
true  coagulation  or  clotting  and  subsequent  fermenta- 
tion and  putrefaction. 

A  simultaneous  change  takes  place  in  the  muscular 
tissue  of  the  entire  bodJ^  The  liquid  albuminoid  sub- 
stance of  the  muscles,  or  muscle  juice,  becomes  coag- 
ulated or  thickened,  and  contracts  or  shortens  the 
muscles,  causing  the  phenomenal  condition  known  as 
rigor  mortis,  or  death  rigidity. 

During  the  progress  of  this  chemical  change  an  acid 
(sour-like  substance  is  produced)  is  formed,  called 
sarco-lactic  acid.  The  tissue  of  the  body  is  normally 
alkaline  (soda-like),  but  after  this  change  it  becomes 
entirely  acid;  an  acid  condition  is  to  or  precludes  or 
prevents  putrefactive  change,  therefore  during  the 
period  of  this  change,  generally  known  as  rigor  mortis, 
putrefactive  decomposition  cannot  take  place;  but  as 
soon  as  all  the  muscle  juice  is  coagulated  and  no  more 
acid  is  formed,  the  natural  excess  of  alkali  in  the  body 
neutralizes  the  acid  and  the  tissues  again  become  alka- 
line, and  if  all  the  conditions  are  normal  (proper  tem- 
perature and  moisture)  putrefactive  change  begins  at 
once; 

The  surface  indications  of  changes  in  the  blood  are 
post-mortem  coloration,  or  discoloration  as  it  is  com- 


monly known,  and  post-mortem  stain.  In  the  former 
condition  it  is  blue  or  purple  blood  that  gravitates  to 
the  dependent  or  lowest  parts  of  the  surface  of  the 
body,  ^nd  can,  as  a  rule,  be  easily  removed,  although 
sometimes  it  is  blood  forced  to  the  surface  tissue  by  the 
formation  of  gas  in  the  smaller  vessels,  possibly  due 
to  the  liberation  of  carbonic  acid  gas  from  the  disin- 
tegrating corpuscles,  or  due  to  the  presence  of  blasto- 
raycetes  of  yeast  cells,  which  produce  a  fermentive 
change. 

In  post-mortem  stain  the  haemoglobin  (iron-albumen) 
or  coloring  of  the  blood,  escapes  from  the  network  like 
covering  of  the  red  corpuscle,  partly  by  exudation  and 
partly  by  the  destruction  of  the  corpuscle  itself.  This 
material  becomes  dissolved  in  the  blood  plasma  or 
liquor,  and  steeps  through  the  wall  of  the  degenerated 
blood  vessel,  flooding  and  staining  the  tissue  and  the 
skin  a  bright  red  or  scarlet.  It  is  generally  regarded 
as  iri'emovable,  but  it  disappears  after  a  liberal  dis- 
tribution of  embalming  fluid,  likely  due  to  dilution  or 
gravitation.  In  either  condition  the  color  can  be  forceo 
from  the  surface  tissue  to  the  larger  vessels  by  fluid 
pressure,  gravitation  or  massage. 

In  bodies  dead  twelve  hours  or  more  the  blood  in 
the  entire  vascular  system  becomes  thickened  or  some- 
what firm.  This  condition  is  due  to  the  watery  portion 
of  the  blood  draining  or  steeping  through  the  softened 
or  degenerated  vessels,  leaving  the  solid  constituents 
beliincTand  forming  a  plug  or  so-called  clot  in  the  smal- 
ler vessels.  This  interferes  many  times  with  the  free 
and  thorough  distribution  of  fluid,  and  the  consequent 
partial  embalming  or  disinfection  failure  is  wrong- 
fully blamed.  Hypodermic  distribution  of  disinfecting 
material  is  the  only  successful  method  of  overcoming 
such  conditions. 

The  muscles  are  subject  to  change  as  soon  as  the 
nutritive  process  ceases,  and  they  then  are  no  longer 
able  to  respond  to  artificial  stimulation,  or  have  lost 
their  power  to  contract  and  relax.  The  chemical  change 
is  the  coagulation  of  the  muscle  juice  or  plasma,  and 
the  formation  of  a  proteid  clot,  myosin,  from  myosin- 
ogen,  causing  contraction  of  the  muscles  and  produc- 
ing l^e  temporary  phenomenon  of  extreme  rigidity, 
heretofore  explained  in  relation  to  putrefaction.  The 
time  of  duration  of  this  rigid  state  is  entirely  dependent 
on  the  amount  of  muscular  tissue  remaining  in  the 
body  after  the  disease  has  finished  its  course.  In  per- 
sons dying  in  good  bodily  condition,  such  as  sudden 
death  eases,  accidents,  suicides,  cases  of  murder,  etc., 
the  chemical  change  is  slow  to  develop,  because  nutri- 
ment contained  in  the  blood  of  such  a  case  is  delivered 
to  the  muscles  for  some  time  after  death,  or  after  active 
conditions  cease. 

In  this  class  of  bodies  it  lasts  a  long  time,  because  a 
large  (|uantity  of  muscle  juice  exists,  and  it  takes  a  long 
time  to  coagulate  it.  Emaciated  bodies,  consequent  in 
cases  of  lingering  illness,  or  in  some  some  diseases  where 
there  is  great  loss  of  muscular  tissue,  or  where  very 
little  nourishment  is  taken  for  some  time  prior  to  death; 
in  bodies  of  this  description  it  develops  quickly ;  is 
completed  in  a  short  time,  and  disappears,  because  there 
IS  very  little  muscle  juice  to  coagulate. 

The  average  time  of  duration  is  from  thirty  minutes 
to  seventy-two  hours.  In  most  cases  the  exact  duration 
is  problematical,  and  the  average  is  approximate  with 
the  existing  physical  conditions.  The  acidity  of  the 
tissue  precludes  the  development  of  bacterial  life,  and 
the  consequent  development  of  putrefactive  destruction. 

Disintegration  of  the  muscular  tissue  is  accomplished 
by  its  softening,  the  fibrous  sheath  of  the  transverse 
striation  disappears,  the  fibres  become  indistinct,  and 
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finally  nothing  remains  but  a  soft,  structureless  mass, 
the  final  result  of  the  action  of  the  fcrinentive  and 
putrefactive  bacteria. 

Adipose  or  fatty  tissue  always  becoiue!?  liijuid,  the 
thin  skin-like  covering  of  the  fat  globule  bursts  and  the 
fluid  fat  escapes  and  is  lost  in  the  tissue.  Fat  is  not 
putrefiable,  and  therefore  never  subject  to  this  form 
of  chemical  change,  but  becomes  oxidized,  producing 
a  fatty  acid,  mostly  oleic  acid,  having  a  very  disagree- 
able odor,  similar  to  rancid  butter  or  lard. 

The  fibres  of  the  connective  tissue,  such  as  tendons, 
aponeurosis,  ligaments  and  fascia,  swell  and  finally 
become  liquid,  but  do  not  become  putrid.  In  the  nerves, 
the  nerve  fibres,  or  the  white  substance  of  Schwann, 
coagulates  and  collects  in  small  drops  in  the  nerve 
sheath.  It  does  not  become  putrid.  Bone,  cartilage 
and  hair  are  least  alTected  by  the  destructive  process 
longest,  and  when  it  does  take  j)lace  they  are  only 
slightly  changed. 


DOMINION  MANUFACTURERS'  ANNUAL 
MEETING 

The  second  annual  meeting  of  shareholders  of  Do- 
minion Manufacturers,  Ltd.,  was  held  on  Wednesday 
afternoon,  Feb.  17.  at  the  head  offices  of  the  company, 
468  King  Street  West,  Toronto,  at  which  there  was 
present  a  full  complement  of  officers,  and  all  the  share- 
holders were  represented  either  in  pferson  or  by  proxy. 
President  Webster  was  in  the  chair.  The  reports  pre- 
sented were  entirely  satisfactory  and  with  the  excep- 
tion of  one  change  all  the  old  directors  were  returned 
to  office.  Mr.  Girard,  of  Girard  &  Godin,  Three  Rivers, 
Que.,  supplants  his  partner,  H.  L.  Godin,  on  the  direc- 
torate. The  other  directors  for  1915  are:  Lome  C. 
Webster,  president,  Montreal ;  J.  W.  McConnell,  Mont- 
real; M.  L.  Hersey,  Montreal ;  C.  H.  Ivey,  London;  Jas. 
S.  Elliott,  Preseott,  and  F.  W.  Coles,  general  manager, 
London. 


FUNERAL  DIRECTORS'  ASSOCIATIONS  BENEFIT 

A.  J.  II.  Eckardt,  during  the  i)ast  month,  sent  out  to 
the  Canadian  Embalmers'  Association  (for  Ontario  and 
Quebec),  Maritime  Funeral  Directors'  Association,  and 
the  Alberta  Funeral  Directors'  Association,  stock  shares 
in  Dominion  Manufacturers,  Ltd.,  to  the  value  of  $4,500. 


Each  association  received  ten  shares  of  7  per  cent,  pre- 
ferred cumulative  and  five  shares  of  common  stock  of 
the  par  value  of  $100  each.  The  proceeds  will  be  used 
for  educational  |)urposes. 


PROFESSIONAL  NOTES 

George  Selkirk  has  sold  his  undertaking  busine,ss  at 
ITuntsville,  Ont..  to  Joseph  Hillier,  of  Burks  Falls. 

F.  Slaght  has  sold  his  undertaking  business  at  Wei- 
landport,  Ont. 

Klinck  &  Lynett.  luidi'i'takers.  Toronto,  are  succeeded 
by  F.  Lynett  '&  Co. 


STRAY  SHOTS  AT  THE  UNDERTAKER. 

There's  an  undertaker  in  our  town  who  likes  to  step 
a  bit  once  in  a  while.  Just  why  an  undertaker  shouldn't 
relax  from  his  roiitine,  and  with  good  reason,  is  not 
clear,  but  the  temptation  for  comment  is  powerful — 
much  as  it  would  be  in  conversation. 

Anyway,  the  undertaker  was  up  late  and  in  com- 
l)any  of  a  likely  group.  Closing  time  arrived  at  a 
Xorth  Side  garden  and  found  the  bunch  resentful.  Tt 
was  a  fine  night  and  nobody  was  sleepy.  There  seem- 
ed to  be  a  fair  chance  to  stay  behind  locked  doors  and 
prolong  the  session  if  a  French  head  waiter  and  a 
Greek  porter  could  be  subsidized.  The  Greek  was 
responsive,  but  the  Frenchnuin  was  obdurate,  every- 
body else  having  cleared  out  by  this  time. 

At  last  the  undertaker  won  the  head  waiter  over  by 
promising  to  give  him  a  coffin  for  nothing  when  the 
])ermanent  1  o'clock  was  struck  in. 

The  Frenchman  liked  that  part  of  town  and  fancied 
Wilson  Beach  particv^larly.  There  he  was  given  to 
disporting  himself  in  a  canoe  of  an  afternoon.  It  de- 
veloped that  he  could  not  swim,  and  his  employer  took 
him  aside  for  a  serious  talk.  He  pointed  out  the  con- 
stant ri.skiness  of  canoeing  and  begged  him  either  to 
give  it  up  or  learn  to  swim.  The  advice  was  wasted, 
and  the  employer  progressed  to  another  consideration. 

"At  least,"  he  said,  "give  up  the  addresses  of  rela- 
tives abroad  in  ease  anything  happens  that  shoi;ld  de- 
mand their  being  iiotified." 

"Never  mind  them,"  rejoined  the  canoeist:  "just 
notify  this  man."  And  he  sli{)ped  him  the  under- 
taker's card. — Chicago  Post. 


Splendid  motor  lu-ar.'ie  owned  by  the  Green-Guernsey  Co.  of  Hamilton 
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Dominion  Casket  Co.,  Limited 


Te/ecAonej  ■ /^*' Nights,  Sundays 
*      """  tand  Holidays  Nos.  1069-1101 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


The  casket  house  of  Canada  whose  success  has  proven  that  the  needs  of 
the  Canadian  Funeral  director  do  not  require  inferior  poorly  made  goods. 

But  does  demand  the  caskets  and  supplies  that  are  dependable  and  of 
values  that  insure  satisfaction  to  the  customer. 

Our  line  includes  Polished  Oak  and  Mahogany  caskets,  all  designs  of 
cloth  covered  goods  covered  upon  hardwood.  Combination  metallic 
Caskets,  Vaults,  Finished  Shells,  Hardware  Robes  and  Linings.  We 
are  open  day  and  night  with  best  of  transportation  facilities. 

Soliciting  your  orders. 

We  are 

DOMINION  CASKET  CO..  LIMITED 


A  new  line  of  Un- 
dertakers' Supplies 
from  our  modem  and 
well  equipped  plant. 

Casl^ets 

Robes 

Linings 

CasJ^et- 

Hardware 

Etc. 

Prompt  Service 
Day  and  Night 


Write  for  our  New 
Calendar- Boof^let 


Canada  Casket  Company,  Limited 


Wiarton,  Ontario 


Toronto  Office  :  309-10-11  Confederation  Life  Building 
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Coffins  and  Caskets  in  Argentina 

By  IVm.  T)aWson.  Jr.,  T^osario,  rgenlina 

According  to  the  most  recent  industrial  census  pub- 
lished in  1910,  there  were  at  that  time  44  establishments 
in  Argentina  engaged  in  the  manufacture  of  coffins 
("cajones  funebres").  The  total  capital  was  $183,949, 
and  the  aggregate  annual  output  was  valued  at  $346,- 
017.  The  raw  material  transformed  by  coffin  makers 
was  valued  at  $149,913,  of  which  $110,078,  or  73  per 
cent.,  was  produced  in  Argentina  and  $39,835,  or  27  per 
cent.,  imported.  Employes  totaled  353,  of  whom  318 
were  in  the  factory  and  35  outside.  Factories  develop- 
ed a  total  of  only  50  horse-power,  of  which  40  was  elec- 
tric and  10  steam.  Of  the  44  factories,  30  were  owned 
by  foreigners.  Outside  of  the  Federal  capital  (and  Ro- 
sario,  as  will  be  explained  later),  the  coffin  industry  is 
of  little  importance.  Census  returns  quoted  above  credit 
Buenos  Aires  with  29  out  of  the  44  coffin  and  casket 
makers  in  Argentina,  and  these  29  concerns  turned  out 
91  per  cent,  of  the  total  output.  The  remaining  15  fac- 
tories were  situated  in  the  Provinces  of  Buenos  Aires 
(8),  Entre  Rios  (3),  and  Corrientes  (4). 

Information  ■  gathered  from  private  sources  would 
tend  to  modify  the  above  statistical  data,  particularly 
as  respects  Rosario.  Whereas  the  census  of  1910  shows 
no  concerns  making  coffins  in  the  Province  of  Santa  Fe, 
Rosario  had  at  that  time  (according  to  reliable  sources) 
and  still  has  two  factories,  one  of  which  turns  oi;t  6,000 
to  7,000  coffins  annually.  The  proprietor  of  this  fac- 
tory states  that  there  are,  as  a  matter  of  fact,  only  four 
concerns  in  Argentina  which  can  properly  be  called  cas- 
ket factories,  two  at  Rosario  and  two  at  Buenos  Aires. 
He  estimates  the  annual  output  of  the  larger  Buenos 
Aires  factory  at  8,000  to  9,000  coffins.  The  other  two 
factories,  one  at  Buenos  Aires  and  one  at  Rosario,  are 
also  important.  According  to  my  informant,  the  re- 
maining establishments  (44  in  all  in  census  returns)  are 
very  small,  usually  artisans  who  turn  out  perhaps  two 
or  three  caskets  a  week. 

The  Materials  Used. 

Coffins  are  made  exclusively  of  wood.  Very  cheap 
coffins  are  made  of  pine.  This  grade  is  not  extensively 
used  and  demand  is  limited  to  the  very  poor.  Usual 
and  superior  grades  of  cofifins  are  made  of  cedar,  ash, 
oak,  walnut  and  poplar.  Cedar  can  be  easily  obtained 
in  logs  and  boards  from  Paraguay  and  Brazil  and  is 
used  in  Argentina  on  a  considerable  scale  for  a  variety 
of  purposes.  About  70  per  cent,  of  better  grades  of  cof- 
fins are  made  of  cedar  and  30  per  cent,  of  oak,  ash,  wal- 
nut, etc. 

The  usual  finish  is  a  black  polish.  Cheap  pine  coffins 
are  given  an  imitation  cedar  finish.  Oak  is  generally 
and  cedar  is  occasionally  left  with  a  natural  finish.  The 
black  polish  is,  however,  the  rule.  Expensive  coffins 
are  profusely  ornamented  and  even  the  medium  grades 
generally  have  a  certain  amount  of  raised  work  on 
cover  and  carvings  on  sides.  Wooden  coffins  are  not 
covered  in  cloth. 

Three  styles  are  used :  Rectangular,  with  a  flat  cover; 
hexagonal,  or  kite-shaped,  with  a  slightly  arched  top, 
and  the  so-called  American,  similar  in  form  to  those 
common  in  the  United  States.  Coffins  manufactured 
here  are  well  finished  and  attractive  in  appearance. 

Metal  linings  are  used  except  in  cheap  grades.  Lin- 
ings are  either  of  zinc  (about  60  per  cent.)  or  lead 
(about  40  per  cent.).  The  zinc  lining  is  more  comraoaly 
used,  and  is  cheaper  for  the  reason  that  it  is  delivered 


with  a  white  enamel  finish,  whereas  the  lead  lining  has 
an  interior  wooden  lining  with  imitation  satin  or  silk 
upholstering,  according  to  price. 

Shipping  boxes  are  usually  made  of  plain  pine  or 
some  other  unfinished  wood,  which  does  not  attract  at- 
tention. 

Prices  Paid  by  Undertakers. 

The  following  prices  quoted  by  a  local  manufacturer 
will  give  a  general  idea  of  conditions  in  this  respect. 
These  are  the  grades  most  commonly  used  and  prices 
given  are  those  paid  by  undertakers. 

Coffin  for  infant,  pine  with  imitation  cedar  finish, 
bramant  lining,  flat  handles,  $1.91. 

Coffin  for  adult,  cedar,  natural  finish,  bramant  lin- 
ing, flat  handles,  $6.79. 

Coffin  for  adult,  cedar,  black  polish,  bramant  lining, 
flat  handles,  raised  work  on  lid.  $8.49. 

Coffin  for  adult,  cedar,  black  polish,  flat  handles,  rais- 
ed work  on  lid,  zinc  lining,  $11.89. 

Coffin  for  adult,  cedar,  black  polish,  carved  top  and 
base,  sliding  cover  with  glass,  lead  lining,  8  tubular 
handles,  $25.48. 

Coffin  for  infant,  cedar,  white  enamel  finish,  6  tubu- 
lar handles,  $12.74.    (Zinc  lining.) 

Coffin  for  adult,  cedar,  arched  top  with  carving,  zinc 
lining,  6  tubular  handles,  $25.48. 

Coffin  for  adult,  plain  arched  top,  lead  lining,  sliding 
cover,  bar  handles,  $38.21. 

Prices  for  elaborately  decorated  caskets  run  up  to 
$125  (factory  list  price). 

Factories  sell  only  to  undertaking  establishments 
which,  as  a  rule,  are  livery  stables.  Cities  in  the  inter- 
ior are  supplied  with  coffins  from  Buenos  Aires  and 
Rosario.  Coffins  are  covered  with  heavy  paper  and 
Avrapped  in  shavings  and  jute  bagging  for  shipment  to 
the  interior.  Expensive  coffins  are  shipped  in  pine 
boxes. 

Customs  Duty — Exports  and  Imports 

Import  duty  on  coffins  and  caskets  is  42  per  cent,  (in- 
cluding additional  tax  of  2  per  cent,  levied  on  all  im- 
ports, duty  on  which  is  10  per  cent,  or  over),  based  on 
a  value  fixed  for  customs  purposes  at  $38.60  per  unit. 
This  is  in  reality  equivalent  to  a  specific  duty  of  $16.21 
on  each  coffin  imported. 

On  account  of  high  dut.v  and  abilit.y  of  home  indus- 
try to  supply  demand,  it  is  hardly  likely  that  a  market 
can  be  found  here  for  American  coffins  and  caskets.  In 
the  choice  of  a  coffin  sentiment  is  alwa.vs  an  important 
factor  and  the  local  manufacturer  has  the  advantage 
of  presenting  an  article  which  conforms  to  local  taste  in 
all  its  minute  details. 

Local  undertakers  state  that,  so  far  as  they  are 
aware,  imported  coffins  are  not  used  in  this  part  of  Ar- 
gentina, and  they  do  not  see  any  likelihood  of  their  in- 
troduction. Customs  returns  showing  imports  and  ex- 
ports contain  no  mention  of  coffins  and  caskets.  The 
leading  local  manufacturer  states  that  he  occasionally 
sends  coffins  to  Asuncion,  Paraguay,  and  that  coffins 
are  exported  to  other  neighboring  republics.  Exports 
are,  however,  presumably  small,  inasmuch  as  they  are 
not  specially  mentioned. 

Coffin  Hardware. 

There  is.  however,  a  market  here  for  American  coffin 
hardware,  which  is  already  well  introduced  and  finds 
ready  acceptation.  It  is  considered  to  be  the  best  on 
the  market.  Casket  makers  import  better  grades  of 
hardware  directly.  Cheap  ornamental  articles  of  tin, 
such  as  crosses,  angels,  stars,  etc.,  are  carried  by  hard- 
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Patronize  The  Line  of 
^^Established  Quality" 

The  features  of  the  Central  Line  are  features  that  make  good  business  everywhere — 
honest  quahty,  fair  prices  and  efficient,  prompt  service.    We  specialize  on 

Mahogany,  Oak,  Plush  and 
Cloth  Covered  Caskets 

We  can  also  supply  anything  desired  in  Casket  Linings,  Burial  Robes,  and  a  general 
line  of  Undertakers'  Supphes. 

Orders  given  our  Canadian  Representative,  or  sent  to  our  factory 
at  Bridgeburg  by  mail,  telegraph  or  telephone  will  receive  prompt 
attention. 

CENTRAL  CASKET  COMPANY 


i    Bridgeburg,  Ont. 


RO  r"!  *  1  Canadian  Representative :  = 
.    kJ.    runt  241  Fern  Ave.,  Toronto  S 


Telephone  126 


Telephonv;  Parkdale  3257 


III 


RE-Concentrated  DIOXIN 

Contains  more  ounces  of  preservation  to  the  bottle  than  any  other  fluid 
ever  manufactured.  Each  sixteen  ounce  bottle  will  make  a  full  gallon 
of   fluid    of   standard    strength.       RE-Concentrated    Dioxin,   in  fact 


Is  DOUBLE  DIOXIN— 

Double  in  strength,  double  m  preservation,  double 
in  cosmetic  effect  'ind  double  in  satisfaction.  The 
embaltner  who  uses  it,  therefore,  pays  for  the 
very  best  fluid  chemical  science  can  provide  only 


We  Strongly  Urge 

That  you  take  advantage  of  this  opportunity  to 
put  to  a  test  this  famous  double-base  fluid  — 
eiiher  purified  formaldehyde  or  peroxide  of  hydro- 
gen, according  to  the  quantity  of  water  you  add. 


at  Half  the  Usual  Cost 

Let  us  send  you  a  trial  shipment  under  our  most 
liberal  guarantee — if  you  try  it  and  don't  like  it 
ship  back  what  remains.  We  will  pay  freight 
both  ways  and  will  make  no  charge  for  fluid 
used  in  trial. 


An  Immediate  Order 

Will  insure  your  getting  the  fluid  promptly  and 
putting  its  preservative  and  cosmetic  properties 
to  a  lest.  It  costs  no  more  than  concentrated 
fluid,  is  much  belter  and  decidedly  more  econ- 
omical. 


Send  it  To-day !   NOW ! 


HQ  T^f^trT^l  Q  91t  r^rM\/r  P  a  1\T  V  1922  arch  street,  Philadelphia,  Pa. 
.     O.    rL^^iVULi^O    06    V»yWiVl  r  21.iN  I     241  FERN  AVENUE.  TORONTO,  CANADA. 
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ware  importers  and  como  principally  from  Germany. 

Duty  on  coffin  ornaments  of  tin-plate,  including  iron 
handles,  is  25  per  cent,  (plus  2  per  cent,  additional)  on 
a  fixed  value  for  customs  purposes  of  38.6  cents  per 
kilo  (2.2  pounds),  equal  in  reality  to  a  specific  duty  of 
4.7  cents  per  pound.  Duty  on  same  class  of  articles  of 
tin,  pewter,  or  zinc,  whether  nickel-plated  or  not,  is  25 
per  cent,  (plus  2  per  cent,  additional)  on  a  fixed  value 
of  86.8  cents  per  kilo  (2.2  pounds),  equal  to  a  specific 
duty  of  10.6  cents  per  pound. 


A  FUNERAL  MOTOR  CAR. 

A  San  Francisco  undertaker  has  built  a  funeral  car 
that  is  far  more  than  a  hearse,  for,  in  addition  to  the 
space  for  the  casket  and  flowers,  there  are  accommoda- 
tions for  thirty-seven  people. 

A  single  vehicle,  therefore,  may  take  the  place  of  a 
whole  funeral  train.  The  ear  is  built  on  a  five-ton  stand- 


Exterior  of  the  funeral  car 

ard  truck  chassis.  The  woodwork  is  solid  mahogany, 
and  it  is  upholstered  with  8  in.  morocco  leather  cush- 
ions. It  is  fitted  with  electric  lights  and  fans,  and 
rivals  a  parlor  car  in  comfort  and  elegance.  The  car 
is  30  ft.  long,  10  ft.  wide,  and  18  ft  high.  In  order  that 
it  may  be  able  to  make  the  sharp  turns  in  the  aisles  of 
the  cemeteries,  the  wheels  are  cut  under. 


MOTOR  FUNERALS  IN  CHICAGO 

The  high  cost  of  dying  is  to  be  lowered  in  Chicago 
with  the  advent  of  motor  'buses,  each  large  enough  to 
contain  the  cofbn  and  a  funeral  party  of  ordinary  size. 
The  funeral  'bus  will  have  a  compartment  to  the  riglit 
of  the  chauffeur '.s  seat  for  the  coffin,  and  above  it  a 
place  for  the  flowers.  Near  the  driver  will  sit  the 
minister  and  the  undertaker,  and  there  will  be  accom- 
modation for  tAventy-seven  mournei'S.  The  funeral 
"bus.  it  is  said,  will  reduce  the  cost  by  .^30.  Ten  of 
the  'buses  are  to  be  in  operation  soon. 


WIDOW  TOOK  COFFIN  WITH  HER 

A  very  rich  widow  of  (,'liili  sailed  from  New  York 
recently,  for  Colon,  taking  with  her  a  mahogany  coffin. 
She  is  Mrs.  Paula  de  Diaz,  who,  accompanied  by  her 
physician,  Dr.  F.  Eameriz,  and  a  nurse  and  a  maid, 
arrived  in  New  York  about  two  months  ago  to  consult 
specialists.  Mrs.  de  Diaz  is  said  to  be  suffering  from 
a  tumerovis  growth. 

The  specialists  could  oflPer  her  no  cure.  The  end,  they 
toM  her,  might  come  at  any  time.  "Rest  here  in  New 
York,"  her  physician  advised.  "No,"  replied  the 
widow;  "T  will  return  to  Chili."  "But  the  trip  may 
kill  you,"  said  he.    "If  it  should  so  happen,"  replied 


Mrs.  de  Diaz,  "1  had  rather  die  at  sea  than  anywhere 
else,  but  it  is  my  wish  to  be  buried  ashore." 

So  she  ordered  a  massive  mahogany  coffin  of  the 
finest  workmanship.  It  will  be  transported  across  the 
Isthmus  by  rail,  and  at  Panama,  if  the  owner  survives 
th.it  far,  will  be  loaded  on  the  same  steamer  with  her, 
to  be  carried  down  the  western  coast  of  South  America 
to  Valparaiso,  Chili. 


DIED  IN  GRAVE  HE  DUG 

A  verdict  of  "Death  from  natural  causes"  was  re- 
turned at  an  inquest  at  Stockport  on  August  30th,  on 
John  Piatt,  58,  of  5  Hall  am  Street,  a  gravedigger,  who 
was  found  dead  in  a  grave  he  was  digging  on  Friday. 

Piatt  had  been  away  ill,  and  had  only  returned  to 
work  on  the  day  of  his  death.  He  had  suff'ered  from 
gastric  catarrh  and  delirium  tremens,  the  cause  of 
death  being  heart  failure.  The  discovery  was  made  by 
George  Bennett,  the  registrar,  who  found  Piatt  in  a 
crouching  position  in  a  grave.  As  he  did  not  reply 
when  spoken  to,  Bennett  got  into  the  grave,  and  found 
that  Piatt  was  dead. 


HER  REMAINS 

She  was  very  black,  about  four  feet  high,  and  at  least 
four  feet  eleven  inches  across  the  narrows.  As  she 
approached  the  paying  teller's  window  in  the  Home 
Savings  Bank,  she  dug  down  deep  into  the  recesses 
of  her  breast,  brought  forth  a  much-fingered  bank-book, 
and  pushed  it  through  the  window. 

"Well,  auntie,  what  seems  to  be  the  matter?"  in- 
((uired  the  teller. 

"Ain't  not 'in'  th'  matter.  Ah  jes"— and  the  old 
woman  wiggled  up  close  to  the  grating  and  whispered 
— "Ah  jes  want  'er  draw  out  ma  remains." 


WHY  WASN'T  IT  HELD  IN  MORGUE? 

The  "backbone  dinner,""  the  latest  thing  in  St.  Paul, 
was  arranged  by  Edward  A.  Preuss  at  a  St.  Paul  hotel 


Interior  of  San  Francisco  funeral  car  showing  mourners  section 

recently.  A  lai'ge  covered  platter  was  placed  in  the 
centre  of  the  dinner  table,  and  as  the  cover  was  re- 
moved a  human  spinal  column  was  disclosed.  Mr. 
Preuss  then  gave  a  dissertation  on  bones  and  the  death 
of  the  person  whose  spine  reposed  on  the  platter.  The 
talk  threatened  to  unnerve  the  guests,  but  they  finally 
were  persuaded  to  sit  through  it  all. 
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ONTARIO 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
Bracebridge — 

Kinsey,  W.  W.,  Phone  54. 
Brockville— 

Quirmbach,  Geo.  R.,  Irii 
King  rft. 
Brooklln 

Disney,  R.  8. 
Burks  Falls— 

Hillar,  Joseph,  Box  213. 
Phone  17. 
Oampbellford — 

Irwin,  James. 
Oampden  — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Cobalt — 

McNabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Cliff— 

Boyd,  W.  C. 
Dungannon — 

Sproul,  William 


Dunnville — 

H.  P.  Pry,  phone  68. 
Dutton — 

Schultz,  B.  L. 
Elmlra — 

Dreiflinger,  Chris. 
Fenelon  Falls — 

Dayman,  L.  &  Son. 
Fen  wick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 

Hastings — 
Howard,  P.  N. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 

Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKE1  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


Hepworth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  8. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  8. 
Lakefield — 

Hendren,  Geo.  Q. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  B. 
North  Bay — 

Martyn,  P.  J.,  33  Main  St. 
West. 

St.  Pierre,  E. 
Oakwood — (Mariposa  Station 

G.T.E.)  Wilmot  F.  Webster. 
Ohsweken — 

.Tohnson,  F.  L. 
Orillia — 

D.  Clark.    Tel.  1.59. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Ch.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Barney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  McPhee. 
Petrolia — 

Steadman  Bros. 
Port  Arthur  — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O  'Connor,  Wm. 
St.  Catharines — 
Grabb  Bros. 

144-146  St.  Paul  St. 
St.  Mary's— 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Seafortta,  Ont. 
W.  T.  Box  &  Co. 
Holmes,  S.  T. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  SO  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 
Henry,  J.  G. 
Movie,  J.  E. 
Toronto — 

Cobbledick,    N.    B.,  2068 
Queen  St.  East  and  1508 
Danforth     Ave.  Private 
Ambulance. 
Raper,   Washing-ton,  Fleury 
Burial  Co.,  731  Queen  St.  E. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 
Vancamp,  J.  C,  30  Bloor  St. 
West. 
Waterloo — 

Klipper  Undertaking  Co. 


Welland— 

Patterson  &  Dast. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons 

Mack,  Paul. 
Wingham — 

Currie,  R.  A. 

Walker,  J. 

QUEBEC 
Buckingham — 

Paquet,  Jos. 
OowaaiBVllle — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cad5rette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodlac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McRae,  Clyde  Ave. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA 
Brandon — 

Campbell  &  Campbell. 

Vincent  &  McPherson. 
Sourls — 

McCulloch,  Wm. 
Swan  Elver — 

Paull,  Geo. 
Winnipeg — 

Bardal,  A.  S.,  834  Sherbrooke 

Thompson,  J.  C,  501  Main 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley  — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter.  W.  G. 
BRITISH  COLUMBIA 
Ho.<!mer — 

Oornett.  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 
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INDEX  TO  ADVERTISEMENTS 


Alaska  Feather  &  Down  Co.... o.b.c.      Imperial  Rattan  Co   11 


C 

Canada  Casket  Co  49 

Canada  Specialty  Co  6 

Canadian  Fiirnituro  Mfrs  20 

Canadian  School  of  Embalming:. .  .54 
Can.  H.W.Johns  Manvillc  Co.Ltd.l9 

Can.  Merwereau  Company  17 

Central  Casket  Co  51 

Chcsley  Furniture  Co   8 

Chair  Craft  Co  16 

Columbia  Graphophone  Co  41 

D 

Dominion  Casket  Co  49 

Dominion  Mfrs.,  Limited  .  .43-44-15-16 
Du  Pont  Fabrikoid  Co  19 

E 

EokeU&  Co.,  H.  S  51 

Elmira  Furniture  Co   4 

Elmira  Interior  Woodwork  Co  4 

Egyptian  Chemical  Co  53 

F 

Farquharson-GifTord  Co   5 

Fischman  Mattress  Co  i.f.c. 

G 

Gendron  Wheel  Co  54 

Globe- Wernicke  Co   7 

H 

Hourd  &  Co   G 

H.  E.  Furniture  Co  18 


K 

Kncohtcl  Furniture  Co  1.') 

Kncchtcl  Kitchen  Cabinet  Co  11 

Kohn,  J.  &  J  VI 

Krug,  H.  Furniture  Co  10 


Lippcrt  Furniture  Co  12 

Lloyd  Mfg.  Co  10 

M 

Mapio  Leaf  Couch  Co   (i 

Matthews  Dros  12 

McLagan  Furniture  Co.,  Gco..o.f.c. 

Meaford  Mfg.  Co  13 

Mundcll,  J.  C.  &  Co  i.f.c. 

N 

N.  A.  Bent  Chair  Co   6 

0 

Onward  Manufacturing  Co  .19 


R 

Raymond  Mfg.  Co.. 
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Sidway  Mercantile  Co  18 

Stratford  Chair  Co   3 

Stratford  Mfg.  Co  11 

Stratford  Davenport  Co  9 


Tcxtilcathcr  Co  i.b.c. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  three 
tim^s  for  $2.00. 

C'ash  must  accompany  the  order 
No  accounts  booked. 

MINIMUM  50  CENTS 


WANTED  to  hear  from  owner  of  good  furniture  store  for 
sale.  Send  cash  price  and  jiarticulars  to  D.  F.  Bush,  Minnea- 
polis, Minn.  15|2|3 


FOR  SALE — -CLihl's  white  hearse  and  undertaker's  first  call 
light  rubber-tired  waggon,  Loth  in  excellent  condition.  Less 
than  half  cost  price  to  close  an  estate.  A.  E.  Humphrey,  363 
Queen  St.  West,  Toronto.  14|12|tf 


Canadian  School  of  Embalming 

Instruction   in    I'tact ical   Eiulialininer  and  I'unfrai  Directing- 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


W 

Walter  &  Co.,  B.  . , 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

J  Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


Bring 

Bags 

of 

Dollars 


into  your  business  by  uiing  strong  effective 

ADVERTISING 

No  business  lends  itself  to  business-getting 
advertising  lilie  tlie  Furniture  Business.  You 
can  get  all  kinds  of  electros  from  the  manufac- 
turers free  if  yeu  will  use  them.  Show  the  people 
who  read — the  people  who  buy — what  you  have 
to  sell. 

We  can  give  you  the  right  kind  of  a  Home 
Study  Course  in  Advertising,  so  that  you  can 
write  copy  that  produces — tliat  brings  business. 
This  course  provides  the  brains  and  experiences 
of  six  of  the  most  successful  .Vdvertising  Ex- 
perts in  America.  The  cost  is  trifling,  com- 
pared with  results  you  get  from  it. 

Write  for  descriptive  catalog.  Address 

The  Shaw  Correspondence  School 

393-7  Yonge  Street,  Toronto 
Mention  this  Magazine 


Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  than  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  is  equipped  with  Special  Machinery 
whicli  enables  us  to  malce  SLIDES, — BETTER  and 
CHEAPER  tlian  the  furniture  manufacturer. 


Canadian  Table  makers  are  rapidly 
adopting  WABASH  SLIDES 

p  (They  ELIMINATE  SLIDE  TROUBLES 

D6Ca.US6  |Are  cheaper  and  BETTER 


Reduced  Costs  f 
Increased  Out-put  [ 


BY  USING 

WABASH 

SLIDES 


Made  by 

B.  WALTER  &  CO. 

Wabash,  Ind. 

The  Largest  EXCLUSIVE  TABLE-SLIDE  Manufacturers 

in  America 

ESTABUSHED.1887 
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Textileather — 

An  Artificial  Leather  that  possesses  the  everlasting 
qualities  of  genuine  solid  leather  at  a  much  lower  cost. 

Textileather  is  made  up  in  all  shades. 
Write  for  a  sample  to-day. 

Textileather  Co.,  212  Fifth  Ave.,  New  York,  N.Y. 

Write  Direct  or  to  Frank  Schmidt,  Berlin,  Ontario 


Furniture  World  Want  Ads  Pay 

WANTED — Undertaking  or  furniture  and  undertaking,  or 
any  business  with  undertaking  anywhere.     Apply  Box  131, 

Canadian  Furniture  World  and  The  Undertaker,  32  Colborne  ■■  ■ 

Street,  Toronto.  15]2il 


Canadian  Furniture  World  &  Undertaker, 

32  Colborne  Street,  Toronto,  Ont. 

Gentlemen:  I  have  already  received  se\'enteen  answers  to  my  advertisement  in  the 
February  issue  of  your  paper.  It  has  been  a  surprise  to  me  to  receive  so  many  replies, 
and  good  ones,  too.    You  should  have  had  my  advertisement  long  ago. 

I  had  an  ad.  in  the  Toronto  Globe  some  time  ago  and  received  five  or  six  replies, 
but  I  would  hate  to  take  any  of  them  as  a  gift. 

I  am  now  in  communication  with  two  parties  who  wrote  me  through  the  ad.  in  the 
Furniture  World,  and  whether  I  purchase  from  them  or  not,  I  will  let  you  know  later. 

The  Canadian  Furniture  World  &  Undertaker  is  certainly  the  place  to  advertise  for 
a  business  of  this  kind. 

Thanking  you  for  forwarding  the  replies  to  my  ad.  so  quickly,  I  am 

Yours  respectfully, 

Acton,  Out.,  Feb.  17,  1915.  FRANK  HOLMES. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  three 
times  for  $2.00. 

Cash  must  accompany  the  order. 
No  accounts  booked. 

MINIMUM  50  CENTS 


The  Factory  Behind  the  Trademark 

Brass  Beds 
Iron  Beds 
Bed  Springs 
Couches 
Mattresses 
Pillows 


TfAEMIE 


Ed 


DDIN^ 


The  Alaska  Feather  &  Down  Co.,  Limited 

MONTREAL 


Vol.  5    No.  4 


Featuring  ''Made  in  Canada"  Furniture 


APRIL,  1915 


Fdkniture 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,   The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worl^er,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Machine  Shop,   The  Canadian  Nurse,  Motoring  and  Motor  Trades. 


Furniture  Well  Bought 
is  Half  Sold 

^  No  dealer  can  give  tco  much  attention  to  his  Buying  Department,  no  matter  how  big  or 
small  his  business.  The  buying  end  of  the  retail  store  is  the  most  important  and  the  dealer 
who  builds  up  a  comprehensive  business  is  the  one  who  gives  a  lot  of  time  and  attention 
to  this  department. 

^  You  can  always  be  sure  of  a  "Good  Buy"  when  you  stock  McLagan  Furniture.  The 
McLagan  Line  is  designed,  constructed  and  finished  in  every  detail  so  that  it  leaves 
no  thought  in  your  customer's  mmd,  but  that  McLagan's  is  the  best. 

"  Stratford-Made  "  Furniture  Shipped  in  Mixed  Car 
Loads  to  W estern  Dealers 


THE  GEO.  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO 


(V\NADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


April.  1915 


Two  standard  Morris  Chairs  from  our  line 
that  have  proved  sellers.  They  are  medium 
priced  and  built  for  comfort  and  service. 
Let  us  quote  you. 


I 


MADE  IN  CANADA 


John  C.  Mundell  &  Company,  Limited 


Elora 


Ontario 


This  Trade  Mark  Protects  You 
Against  Dissatisfied  Customers 

Antiseptic 

Mattresses  and  Pillows 

are  just  what  the  name  implies.  They  are 
moth  proof,  germ  proof,  antiseptic,  sterilized, 
and  comfort  promotmg  and  we  guarantee 
them  to  you  as  such. 

Write  to-day  for  prices  and  full 
particular*  of  our  complete  line. 

THE  ANTISEPTIC  BEDDING  CO. 


187-189  Parliament  Street 


Toronto,  Ontario 


April,  1915 
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CANADA, 


DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholjtered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Cheffoniers. 

Globe- Wernicke  Co.,  Limited 

Globe  -  Wernicke  Sectional  Bookcases. 
Globe -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Co.,  Ltd. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk  Co.,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports. 


Patriotism  and 
Business 


^  The  supreme  duty  of  every  patriotic 
Canadian  is  to  give  first  consideration  to 
his  country's  welfare.  Duty  calls  some 
to  serve  in  the  trenches  in  battle-scarred 
Europe— the  call  to  others  is  to  live  and 
act  the  '^Business  as  Usual "  watchword 
in  our  commercial  activities  at  home. 

^  To  aim  the  "Made-in-Canada"  guns  at  every 
buyer  who  is  considering  the  purchase  of  im- 
ported goods,  and  to  hit  the  bulls-eye  with  the 
argument  that  it  is  more  patriotic  to  employ  idle 
workmen  in  Canada  than  to  send  work  to 
foreign  countries,  should  be  the  duty  of  every 
merchant  and  salesman. 

^  To  deserve  the  support  of  Canadian  buyers 
by  producing  the  highest  quality  of  goods  pos- 
sible— to  make  "Made-in-Canada"  stand  for 
quality  and  honest  value — should  be  the  aim  of 
manufacturers  and  workmen  in  Canadian 
industries. 

^  "Made  in  Stratford,  Canada,"  as  a  result  of 
many  years  of  honest  effort  to  establish  and 
maintain  a  high  standard  of  quality  in  Canadian 
made  furniture,  has  become  a  slogan  with  a 
meaning  to  all  who  manufacture  or  sell  furniture 
"Made  in  Stratford". 

^  Dealers  and  salesmen  can  conscientioujiy 
use  the  "Made  in  Canada"  ammunition  on 
customers  to  whom  they  recommend  articles 
of  furniture  "Made  in  Stratford".  For 
"honest  value"  at  the  prices  asked  they 
excel  any  imported  lines. 


Give  Employment  to 
Canadian  Workmen 
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SELL  FURNITURE 
MADE  IN  CANADA 


T  Chairs!  Chairs!  Chairs! 


i 


1  M 

No.  182  m 


THE  ELMIRA  LINE 


MADE  IN  CANADA 


From  the  Elmira  Line 
"All  Made  in  Canada" 


^  We  have  a  large  varied  line  of  chairs 
of  all  kinds.  Large  stocks  of  each  line 
always  on  hand  w^hich  insures  prompt 
shipment. 

^  Get  our  catalog  if  you  have  not  already 
received  one.  Mail  orders  receive  our 
immediate,  careful  attention. 


The  Elmira  Furniture  Co.,  Limited 

Elmira  -  Ontario 


Steele  s  Standard  Sofa  Springs 

Have  been  "MADE  IN  CANADA  "  since  1886 


The  Quality 

contained  in  "Steele's"  Spring 
is  the  best  possible.  Twenty- 
eight  years*  experience  has 
proven  this. 

Wrile  Us  fot  Particulars  To-Day) 


The  Price 

is  reasonable  and  allows  for 
a  good  profit  for  the  dealer. 
You  cannot  do  better  any- 
where. 

Wrile  Us  for  Particulars  To-Day 


JAMES  STEELE,  LTD.,  GUELPH,  ONT. 


%ir^ 
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Stratford  Chairs 


'ncrease 


Trade 


and  increased  trade  means  more  profit  for 
the  dealer.  "Stratford  Chairs"  not  only 
produce  profit  and  increase  trade  for  the 
dealer,  but  they  are  always  appreciated  by 
his  customers.  Our  extensive  line  provides 
for  a  wide  range  of  designs  from  which 
the  customer  can  choose  and  our  prices 
are  as  reasonable  as  any  line  offered  to 
Canadian  Dealers. 


Our  Complete  Line  of 

Buffets 

Extension  Tables 

Dressers 

Cheffoniers 

and 

Stands 


is  well  worth  your  consideration.  Only  the 
best  materials  and  workmanship  are  used 
in  all  our  lines. 


STRATFORD  CHAIR  COMPANY,  LIMITED 

STRATFORD  ONTARIO 


Western  Dealers  !  Write  for  particulars 
of  the  Stratford  Shipping  Combination. 


Give  Employment  to 
Canadian  Workmen 
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SELL  FURNITURE 
MADE  IN  CANADA 


This  Spring  will  not  Sag, 
Stretch  or  give  any  Trouble 


The  Royal  Patent  Twin  Link  Spring 

^  The  most  comfortable,  noiseless,  and  lightest  Bed  Spring  of  this 
character  ever  devised. 


Quaranteed 
Ten  Years 


"Perfectly) 
Sanitary 


Advantages  of  the  Twin- Link  Fabric  Spring 

^  Small  mesh  openings,  longitudinal  double-wire  hnks  of  just  the 
proper  size  for  flexibility,  resilience,  comfort  and  strength.  Heavier 
single-wire  links  are  lacking  m  springiness.  There  are  no  loose 
connecting  links  cross-wise  to  become  displaced  and  noisy. 

^  The  straight-pull  of  the  twin  links  on  the  helical  springs  means 
great  comfort  for  both  occupants  of  a  double  bed  as  there  can  be 
no  sagging  towards  the  centre,  as  is  the  tendency  with  fabrics 
having  diagonal  or  angle  shaped  links. 

The  "Kapok"  Mattress 

Kapok  has  been  styled  "The 
Queen  of  Bedding  Material" 

^  And  it  positively  makes  the  lightest,  softest  and  most  durable  and 

comfortable  mattress  known  to  the  Bedding  Industry. 
^  If  you  do  not  handle  this  mattress  you — well  we  think  you  ought 

at  least. 

^  Those  who  do  are  finding  it  a  great  trade  winner. 
^  We  are  issuing  a  booklet  telling  all  about  it. 

If  you  do  not  order  a  aample  mattress  send  for  booklets,  they  are  free. 

The  Canadian  Feather  &  Mattress  Company,  Limited 

Toronto  Ontario 


Give  Employment  to 
Canadian  Workmen 
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The  Globe -Wernicke  line  of  Sectional  Bookcases 


is  the  most  satisfactory)  line  that 
the  dealer  can  handle 


^  Connect  your  store  with  the  Globe- Wernicke  advertising  and 
the  best  paying  proposition  of  its  kind. 

^  You  will  be  able  to  satisfy  the  taste  of  your  most  exacting  cus- 
tomer from  the  extensive  line  of  designs  and  finishes  shown  in 
the  Globe- Wernicke  catalog. 

^  Write  for  catalog  and  information  to-day. 


STRATFORD 


ONTARIO 


The  Stratford  Shipping  Combination 
is  profitable  for  Western  Dealers 


n 

Give  Employment  to 
Canadian  Workmen 
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SELL  FURNITURE 
MADE  IN  CANADA 


Compare  Tables 


"IWjN"  Pedestals  with  the  'SjNGLE  '  Pedestal  Table 

and  you  will  see  why  everybody  can  now  have 
the  stylish  Pedestal  Tables. 

A  "TWIN"  always  has  TWO  complete  pedestals. 
Each  pedestal  has  strength,  because  it's  a  complete  oval  or 
oblong  barrel. 

Each  pedestal  stands  on  three  casters  which  makes  the 
table  as  rigid  as  the  5-leg  table. 

In  the  long  lengths  (for  threshing  time)  a  folding  center 
leg  comes  into  use,  supporting  the  middle  of  the  table. 

Insist  on  a  "TWIN"  Pedestal  Table  because  it  is  the 
strongest  Pedestal  Table  made. 

Perfect  —  Closed  or  Extended 

We  carry  several  patterns  in  stock  but  "T  W  I  N  S"  are  made  in 
numerous  designs  and  finishes,  any  of  which  we  can  obtain  on  short 
notice.    Call  and  see  them. 


Advertising 
that  assists 
the  dealer 
in  Selling 


"TWIN" 

Pedestal 
Extension 
Tables 


TWIN 


This  advertisement  is  a  reproduction  of  one  of  the  numerous  sales  helps  which  we 
supply  to  dealers  to  help  along  the  sale  of  "Twin"  Pedestal  Extension  Tables. 
Our  full  list  of  selling  helps  includes  a  wide  range  of  window  cards,  picture  slides 
for  use  in  motion  picture  shows,  newspaper  advertisements  (similar  to  illustration 
herewith)  newspaper  cuts  of  tables  and  street  car  cards. 

It  will  pay  you  Mr.  Dealer  to  get  particularm  of  our  price  Hat, 
Write  u«  to-day. 

The  Chesley  Furniture  Co.,  Limited 

Chesley      :  Ontario 


GEO.  DURST,  President 
WM.  DAMM,  Vice-President 


W.  G.  DURST.  Manager 
J.  HAU5ER,  Executive  Officer 


Give  Employment  to 
Canadian  Workmen 
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A  NEW  DESIGN 

by  Farquharson-Gifford 

This  new  design  keeps  up  the  high  standard  set  by  all  other 
F-G  lines.  This  set  was  displayed  at  the  Stratford  Furniture 
Exhibition  and  made  a  hit  with  all  who  saw  it. 

Put  this  set  along  with  others  of  the  F-G  line,  on  your  floors. 
You  will  not  be  sorry.    They  will  sell  themselves. 


Chair  No.  601 .    Rocker  No.  602.  Settee  to  match  No.  600. 

Frame  finished  in  either  Mahogany  or  Fumed.  Brass 
casters  and  caster  rings,  dull  fiaithed.  Auto  seat,  spring  , 
edge  all  round.  Spring  back,  a  wide  range  of  coverings. 


FARQUHARSON-GIFFORD  CO.,  LIMITED 

STRATFORD  -  ONTARIO 


WHEN  ORDERING  DAVENPORT  BEDS  FROM 
STRATFORD.  REMEMBER  TO   ORDER  F-G 
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A  Popular  Line  of  Medium  Furniture 

Our  line  of  low  and  medium  priced  furniture  will  meet  the 
requirements  of  many  of  your  customers  and  will  give  them 
the  best  of  service.    We  manufacture  a  complete  line  of 


Dressers  and  Stands 

Finished  in  Surface,  Oak,  Golden  Elm, 
Mahogany,  White  Enamel. 

Wardrobes 

In  Surface  Oak,  Mahogany,  Golden 
Elm,  White  Enamel. 

Sideboards 

In  Surface  Oak  and  Golden  Ash. 


Tables 

Extension,  Centre  and  Folding.  Finished  in 
Golden  Aih  or  Surface  Oak. 

Kitchen  Cabinets 

Cupboards,  Chairs,  and  Tables. 
Prompt  Shipments  Guaranteed 


J.  OLIVER  &  SONS,  LIMITED,      OTTAWA,  CAN. 


New  Additions  to  Our  Line 


I 


We  have  recently  added  to 
our  line  of  mantels  and  Office 
Furniture  some  attractive  de- 
signs of  Magazine,  Telephone 
and  Hall  Stands. 

These  new  lines  possess  the 
same  good  qualities  as  out  well 
known  Mantels  and  Office 
Furniture,  and  although  the 
prices  are  moderate  a  substan- 
tial  profit  is  to  be  obtained  by 
the  dealer. 

Write  tor  full  particulars  and 
prices. 

The 

Elmira  Interior 
Woodwork  Co. 

Limited 

Elmira  Ontario 


Give  Employment  to 
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MADEJNSTRATrORD 


CANADA  , 


A  Rapid-Selling  Line 


The  Stratford  Line  of  Revolving  Seat  Bed  Daven- 
ports embodies  all  the  essentials  which  go  to  make 
up  a  line  which  is  hard  to  beat  for  attractiveness 
and  everlasting  qualities. 


The  dealer  who  handles  our  line  is  sure  of  handling 
one  that  is  made  by  men  who  have  had  wide 
experience  in  the  manufacture  of  Revolving  Seat 
Bed  DavenfKxts. 


The  Stratford  Davenport  Company,  Limited 

Stratford  -  Ontario 

The  Stratford  Shipping  Combination 
is    profitable  for  Western  Dealers 


^1 

Give  Employment  to 
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SELL  BEDDING 
MADE   IN  CANADA 


Sell  the  Famous 

"REST  CURE"  MATTRESS 


LOOK  FOR  THIS  TRADE  MARK  ON 
YOUR  MATTRESSES  AND  PILLOWS 


Health 


WARRANTED 

WE  are  makers  of   the  following  well 
known  brands  of  felt  mattresses  ''Rest 
Cure/'  "Regal/' "Forest" 

In  combination  mattresses  we  have  the  Harin- 
Felt,  K  eystone,  Trenton,  Erie  Rest  and 
other  lower  grades  of  mixed  mattresses. 

Our  Feather  Pillows  are  made  by  latest 
improved  system.  Every  feather  thoroughly 
sterilized  and  positively  dustless. 

Our  goods  are  guaranteed.  The  lower  grades  at  well 
as  the  best  grades.    Returnable  if  not  as  represented 

KEYSTONE  BEDDING  COMPANY 


LONDON 


ONTARIO 


Give  Employment  to 
Canadian  Workmen 
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Don't  Delay  Sending  Your  Order  For 

Stratford  Summer  Furniture 


^  The  Stratford  Line  of  Lawn  Swings, 
Verandah,  and  Garden  Furniture  is  the 
most  complete  and  satisfactory  line  for 
the  up-to-date  dealer  to  handle. 

^  The  strong  construction  and  attractive 
appearance  makes  it  the  best  selling  line 
on  the  market  and  they  are  priced  so  as 
to  allow  the  dealer  a  substantial  profit. 

Our  New  Catalogue 

^  Containing  particulars  of  our  new  lines 
including  Kitchen  Cabinets  will  be  ready 
for  mailing  on  April  1  st.  Send  us  your 
name  for  one  of  the  catalogues. 


Western  dealers  can  save  on  freight  charges 
by  ordmring  in  Mixed  Carloads  from  Stratford 


The 

Stratford  Manufacturing 

Company,  Limited 

Makers  of  Ladders,  Lawn  Swings,  Boyer's  Glidine  Settees. 
Folding  Chairs  and  Tables,  Chairs  for  Assembly  Seating, 
Lawn,  Camp  and  Verandah  Furniture,  Kitchen  Cabinets, 
Woodenware,  Park  Seats,  Etc. 


Stratford 


Ontario 


Give  Employment  to 
Canadian  Workmen 
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SELL  FURNITURE 
MADE  IN  CANADA 


THE  DETACHABLE  FLOUR  BIN 


15  a  most  important  feature 
of  our  Kitchen  Cabinets 

It  eliminate*  the  overhead  lift  and  does 
away  with  the  dust  around  the  cabinet 
which  usually  accumulates  after  emptying  a 
sack  of  flour.  No  tools  required  to  operate 
this  bin.  It  stands  on  its  own  base. 

Some  of  the  features  of  the  cabinet  illus- 
trated are  given  below. 

Wood  panels  in  all  doors. 

Extract  Rack. 

Cook  Book  Rack. 

Metal   compartment  for  milk 

tickets,  cash,  etc. 

Memorandum  Files. 

Small  Cutlery  Drawer,  lined. 

9  Piece  Quaker  Glass  Spice 

Set. 

Glass  Sugar  Bowl  on  Swing- 
ing Bracket. 

Nickeloid  Extension  Top  with 

rounded  Edges. 

Metal  Bread  and  Cake  Box. 

Wire  Pan  Rack, 

Sliding  Shelf,  etc. 

"Kitch  enaia 

MADE  IN  CANADA 


Cbinet  No.  31— 23.25.  Solid  Oak  Lindwman 
Dovetail  conitruction  with  while  enamel  interior 


THE  H.  E.  FURNITURE  CO.,  LIMITED 


MILVERTON 


ONTARIO 


The  Sidway  Sellers  for  1915 


Will  .soon  be  shown  to  your  buyer.  Vou  know  the  siiccf  s^  you  have  had  with  the  Allwin 
and  Sidway  of  past  seasons.  The  new  line  represents  all  the  feature-*  which  made  that 
.success  plus  NEW  DESIGNS,  IMPROVEMENTS  that  will  appeal  to  the  mother  and 
help  the  baby  and  VALUES  which  spell  subitaiitial  profits  for  the  dealer.  Don't  handicap 
your  baby  carriage  department  by  a  hasty  selection.    A  wait  the  call  from 


Our  Canadian  Sales 
Organization 


Canadian  Factory,  Goderich,  Ontario, 


F.  R.  HODGENS,  Manager 


REPRESENTATIVES 
In  Quebec,  J.  J.  Neander,  97  Drummond  St.,  Montreal. 
In  Ontario.  C.  A.  Coryell,  IIS  Wells  Street,  Toronto. 

In  Manitoba,  Saskatchewan  and  Alberta,  Miller  Morse  Hardware  Co..  Winnipeg. 
British  Columbia,  C  onkey  Bros.,  Vancouver.  _ 

Sidway  Mercantile  Co.,  Elkhart,  Ind. 
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MADE 


TRATFORD 


CANADA 

^iiiliiiiiHlilliilll  lit  IITTTlia 


An  Attractive  Line  of  Porch  Furniture 


Now  IS  an  opportune  time  to  put  in  your 
stock  of  rattan  goods  for  summer  trade. 

The  "Imperial"  line  is  a  well  established 
line  which  produces  a  good  profit  for 
the  dealer. 

The  quality  which  is  put  in  the  "Imperial" 
line  is  in  a  class  by  itself  although  others 
copy  our  designs. 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD  ONTARIO 

You  Take  No  Risks  Mr.  Dealer 


When  you  sell  a  customer  one 
of  these  mattresses 


LEE-BURRELL 
REGENT 
REX  and 
INVICTUS 


are  all  mattresses  of  proven  quality. 
They  have  all  fulfilled,  in  actual  use, 
the  many  claims  we  have  made  for  them. 


rite  for  our  Price  List  and  Particulars 

STANDARD  BEDDING  CO.,  DAVIES^AVENUE  TORONTO 


Give  Employment  to 
Canadian  Workmen 
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SELL  FURNITURE 
MADE  IN  CANADA 


The  Kind 

The  Ifittd^  comprehensive  adver- 
tising campaign  to  consumers  is  a 
great  factor  in  boosting  your  sales 
when  you  display  HdncUt  beds 
in  your  store. 

In  many  cases  the  sale  is  made 
before  the  goods  reach  your  store. 

Klnd^l  'beds  have  the  simplest 
mechanism,  the  easiest  movement, 
the  most  comfortable  seat  as  a  daven- 
port, and  the  most  luxurious  bed. 

ISlndii  Davenports  and  Divanettes 
are  made  to  match  furniture  in  any 
design,  wood,  finish  or  coverings, 
and  can,  therefore,  be  secured  to 
match  up  with  the  furnishings  of 
any  room  in  any  house. 

Made  in  Canada 

The  Kindel  Bed  Co. 

Limited 

Toronto  -  Ontario 


Willow  Furniture 


Willow  furniture  is  in  extensive  use.  The 
lightness  and  cleanliness  of  it  add  attractive- 
ness to  the  home  and  give  a  touch  of  genuine 
comfort.  It  is  ideal  for  both  in  and  outdoor  use.  It 
ii  well  to  purchase  it  where  it  has  been  made  by  hand 
from  the  pliable  willow  that  growi  in  France.  A  few 
manufacturers  import  the  raw  material  and  employ 
skilled  workmen  to  make  up  the  choicest  designs.  These 
manufacturers  also  make  the  cushions  and  seats  to  con- 
form to  any  scheme  of  color  in  various  rooms.  The 
furniture  alio  is  itained  or  enameled  in  silver  gray,  red, 
yellow,  mahogany  or  shades  of  green.  It  greatly  relieves 
the  monotony  of  furniture  of  wood  to  have  a  few  of 
the  pieces  of  willow. 


The  tbove  is  copied  from  "Toronto  Saturday  Niaht"  of  19th  Septem- 
ber. Lilce  most  of  the  editoiial  ilatemenls  of'Saluiday  Nifiht"  itis 
absolutely  reHable.  We  will  add:  Art  Willow  Furniture  appeals  to 
the  cultured  and  those  of  refined  and  artistic  taste.  It  has  the  great 
advantage  over  all  other  furniture  of  being  more  sanitary;  its  dur- 
ability is  unsurpassed.  We  are  the  largest  manufacturers  of  willow 
ware  in  Canada.  In  order  to  obtain  the  very  best  material  possible 
we  import  willows  from  England.  France  and  other  Europ*em  coud- 
trie».  We  have  under  cultivation  many  of  the  best  vaficties  on  our 
plantations  which  cover  35  acres.  We  employ  only  skilled  labor.  All 
our  Art  Furniture  is  absolutely  guaranteed.  We  do  not  attempt  to 
compete  in  the  matter  of  price  with  the  cheap  rubbish  that  is  frequent- 
ly sold  under  the  name  of  wicker  work,  but  we  claim  to  produce  an 
article  of  the  very  highest  quality  and  artistic  merit  at  the  lowest 
possible  cost. 


Brantford  Willow  Works 

Hand  Wrought  Willow  Art  Furniturm 

61-63  Colborne  Street,  Brantford,  Ontario 


Give  Employment  to 
Canadian  Workmen 
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DEST  FEST  and  REX  RECLINER  CHAIRS 
^  ^  are  assets  to  the  retail  establishment  selling  them. 
Aside  from  the  fact  that  they  are  exceptionally  good 
merchandise,  sell  readily  at  a  good  price  and  so  forth, 
they  are  representative  of  a  certain  disposition  on  the 
part  of  the  establishment  in  regard  to  good  values. 

^  They  are  in  a  class  with  those  things  that  indicate 
the  attitude  of  the  retailer  toward  his  customers.  They 
are  the  fulfillment  of  a  promise  of  good  values,  good 
service  and  fair  prices.  As  such  they  are  assets  in  a 
bigger  sense  than  would  be  represented  by  only  an 
intrinsic  value. 

Will  you  let  us  tell  about  some  other  addi- 
tional values  they  possess?    Please  do. 


THE  CHAIR  CRAFT  COMPANY 

TRAVERSE  CITY,  MICHIGAN 
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SELL  MATTRESSES 
MADE   IN  CANADA 


"QUALITY  FIRST" 

These  High  Grade 
Mattresses 

are  Made  in  Canada 


And  are  just  what  you  want  for  your  better  class 
trade.  Quality  Mattresses  will  increase  your 
sales  and  double  your  profits. 


Hair-ia-Cotton  Felt.     Retails  at  $15.00 


Every  mattress  is  labeled 
showing  retail  price  and 
what  it  contains.  We 
stand  behind  these 
labels.  This  is  your 
cuitomers'  and  your  own 
protection. 


Let  us  send  you  our  price 
list  and  other  details  of  our 
full  line  of  Quality  Mattresses. 


QUALITY 
MATTRESS 


CO. 


WATERLOO  and  TORONTO.  Ont. 

Head  Office:  WATERLOO 


'Quality  Felt. "    Retails  at  $12. 50 


Give  Employment  to 
Canadian  Workmen 
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SELL  FURNITURE 
MADE  IN  CANADA 


Give  Your  Customers  The  BEST  in  Bed  Springs 

Leggett  &  Piatt 

Single  Cone  Bed  Springs 

Will  Not  Sag 


Leggett  &  Piatt  Springs  are  so 
constructed  that  they  absorb  the 
weight  where  it  rests  which 
assures  the  sleeper  of  perfect  rest. 


You  are  sure  of  the  best  of  material, 
workmanship  and  construction  when  you 
sell  "L  &  P"  Springs— the  "L"  Metal 
Tag  Trade  Mark  guarantees  it  to  you. 


W^rite  for  our  Catalogue  and  prices. 


The  Leggett  &  Piatt  Spring  Bed  Co. 

Limited 

WINDSOR  ONTARIO 


] 

Give  Employment  to 
Canadian  Workmen 
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SELL  FURNITURE 
MADE  IN  CANADA 


Sell  Kitchen  Cabinets  That  are 
Made  in  Canada 


Until  recently  a  large  percentage  of  the 
better  grade  of  Kitchen  Cabinets  that  were 
sold  in  Canada  were  Foreign-Made  goods. 

Since  seeing  our  very  complete  display  of 
new  designs  at  the  Toronto  Furniture  Ex- 
hibition, Canadian  dealers  now  realize  that 
the  "  Knechtel  "  is  just  as  good  and  in 
many  cases  superior  to  the  foreign  made 
article.  They  have  all  the  latest  improve- 
ments and  conveniences,  in  fact,  are  right 
up-to-the-minute.  In  addition  to  being  of 
equal  quality  and  serviceability  to  imported 


Cabinet  No,  39.     The  many  splendid  features  can  easily  be 
seen  in  this  illustra' ion. 


lines  they  sa^'e  the  dealer  money  which  in 
the  past  has  been  paid  for  duties. 

''Knechtel  "  Kitchen  Cabinets  are  "  Made- 
in-Canada"  by  Canadian  workmen  and  are 
the  most  satisfactory  line  the  dealer  can 
handle. 

The  materials  and  workmanship  are  of  the 
best  and  the  many  new  labor  saving 
features  make  them  a  very  comprehensive, 
convenient  and  popular  article  of  kitchen 
furniture  for  the  modern  housewife. 


This  traac  mark  ^aiantees 
yuti     satisfied  customers. 


Now  is  a  very  opportune  time  to 
feature  "Made  in  Canada"  Kitchen 
Cabinets,  and  we  urge  upon  you  to 
get  in  touch  with  the  "  Knechtel" 
line.  Ask  about  our  free  window 
display  outfit. 


Write  for  prices  at  once,  Knechtel 
Furniture  Co.,  Limited,  selling 
agents,  Hanover,  Ontario- 


Knechtel  Kitchen 
Cabinet  Co.,  Limited 

Hanover     -  Ontario 


Give  Employment  to 
Canadian  Workmen 
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SELL  FURNITURE 
MADE  IN  CANADA 


No  605'.+  Suite 
Made  o(  Selected  Canadian  Maple 


MADE 
IN 

CANADA 


No.  219  Dresser  and 
No.  211  Suite 

Made  of  Selected  Canadian  Birch 


No.  610  E  Suite 
Made  of  Selected  Canadian  Maple 


Good  Cauiadian  Grown 
Timber 

Cut  in  our  own  saw  mills,  designed, 
machined,  framed  and  finished  in 
our  own  shops  by  Canadian  work- 
men, cannot  be  surpassed  in  real 
worth  or  selling  value  by  any  im- 
ported furniture. 


No.  629  Suite 
Made  of  Selected  Canadian  Birch 


No.  54 '4  Dressing  Table  and 
53 '4  Suite 

Made  of  Sel  ected  Canadian  Birch 


THE   KNECHTEL   FURNITURE  CO 

HANOVER      -  ONTARIO 


LIMITED 


Give  Employment  to 
Canadian  Workmen 
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No.  1121.  Mirror 

The  newest  popular  sub- 
jects always  shown  in 
our  framed  picture  line. 

Phillips  Manufacturing 

Company,  Limited 
Toronto  -  Canada 

Makers  of  Mirrors,  Plate  Glass  shelves, 
Picture  Frames  and  Mouldings. 


No.  1121. 

A  New  White  Enamel 
Bath  Room  Mirror 

complete  with  plate  glass  shelf  on 
nickellfcd  brackets,  and  nickelled 
towel  ring  at  a  jr actional  price. 

Write  for  particulars  or  ask  our 
travellers  to  show  you  their  sample. 

We  have  the  regular  oval  and  round 
cornered  white  enamel  mirrors  as 
well,  in  all  the  stand  ard  sizes. 


No.  1113.    Oval  White  Enamel  Mirror 


ALL  OUR  MIRROR  PLATES  HAVE  THE  NEW  COPPERED  WATERPROOF  FINISH. 
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In  the  Meaford  Line 


With  a  variety  of  about  three 
hundred  pieces  you  will  find  furni- 
ture for  every  room  in  the  house. 


Real  Trade  Stimulators 


Complete  Dining  Room  Suites  and 
Bed  Room  Furniture  in  Odd 
Dressers,  Cheffoniers,  Dressing 
Tables  and  Wardrobes  or  Suites  to 
match  is  a  special  feature  of  the 
line  this  year. 


Catalogue  About  April  1st 


The  nearest  to  a  Made  in 
Canada  Line  of  them  all, 
because  we  use  the  product 
of  Canadian  forests. 


Our  medium  priced 

Hall  Racks 
Seats  and  Mirrors 
Library  Tables 
Desks  and 
Bookcases 
have  no  equal 

Good  Goods  for  all  Times 

The  Meaford  Mfi 
Co.,  Limited 


Meaford 


Ontario 
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SELL  FURNITURE 
MADE  IN  CANADA 


and 

ELECTRIC 

Vacuum  Cleaners 


"  Onward" 

Combination 


Two  big  profit  producers 
for  Spring  Trade. 

The  "  Eureka"  is  a  powerful 
and  most  reliable  machine  and 
is  exceedingly  easy  to  oper- 
ate. It  appeals  to  the  house- 
wife on  economic,  sanitary, 
time  and  labor  savmg  prm- 
ciples. 

The  "Onward"  is  a  Ball  Beating  machine  and  works  exactly  like 
a  carpet  sweeper,  quite  as  easy  to  operate  and  vaitly  more  efficient. 

Write  for  Our  ProposHion  To-dav 

ONWARD  MANUFACTURING 
COMPANY 

BERLIN  -  ONTARIO 


This  New  Design  is 

Bound  to  be  a  Big  Seller 


A  very  strong  and  handsome  chair  with 
veneer  seat,  and  is  extra  well  finished.  It 
contains  all  the  same  high  class  qualities  as 
all  other  chairs  of  the  N.  A.  make. 

Write  us  for  illustrations  and  prices  of  our 
new  and  profitable  designs. 


North  American  Bent  Chair  Co, 


Limited 


Owen  Sound 


Ontario 


NO.  1810 


Give  Employment  to 
Canadian  Workmen 
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"ORIGINALITY  of  DESIGN" 

Combined  with  perfect  workmanship  is  the  Key-Note  of  our  success. 
This  new  Queen  Anne  Suite  in  Oak  and  American  Walnut  is  only 
a  sample  of  our  big  new  line  of  popular  priced  Period  Suites. 

Do  not  Procrastinate.  Write  now  for 
illustrations  of  the  line  that  is  different  and 
always  ahead.  Our  designing  room  is 
always  working.  We  have  something  new 
to  show  you  each  month.  * 


Have  you  noticed 
hojv  NEW  pat- 
terns  get  NEW 
customers  ? 


When  trade  is 
DULL  keep 
your  stock 
BRIGHT. 


No.  94A 


No.  294 


THE  ANDREW  MALCOLM  FURNITURE  CO. 


LIMITED 


LISTOWEL,  ONT. 


Head  Office:  KINCARDINE,  ONT. 
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A  Line  of  Merit 


The  "Colleran"  Line  of  Woven 
Wire  Springs,  Couches  and 
Divans  is  one  v^hich  is  worthy 
of  a  prominent  place  on  your 
floor. 

All  "  Colleran"  product*  are 
backed  up  with  our  un- 
restricted guarantee. 

There  is  good  profit  to  be  had  on 
the  "  Colleran  "  Line. 

MADE  IN  CANADA 

Gel  our  prices  lo-da\) 

Colleran  Patent  Spring  Mattress 

Company 

Toronto,  Ontario 


PATENT  MATTRESS 


The  Most  Satisfactory  Mattress 
on  the  Market 

The  "Fischman"  produces  complete  sat- 
isfaction to  both  the  dealer  and  his 

customers.     Large  profits  are  to  be  made  by 
selling  the  "Fischman." 

Its  comfort  giving  and  lasting  qualities  make 
it  the  "perfect  mattress"  with  your  customers. 

We  guarantee  it  absolutely  for  ten  years  and 
it  is  perfectly  sanitary. 


Manufacturarw :  Writ*  a*  for  prieet 
on   our  chair  Meats   and  cumhtonM. 


The  Fischman  Mattress  Co. 

Limited 

333  Adelaide  Street  West,  Toronto 


A  Lower  Priced  Table  that 
Sells  on  Sight 

TJERE  is  a  table  that  sells  itself— it 
you  but  do  YOUR  part,  and  put  it 
out  where  it  can  be  seen. 


ftTELITE 


FOLDING  TABLE 

is  our  latest  model — stronii^-  and  rlg-id  — 
very  light  in  weight.  Special  induce- 
ments on  gross  lots. 

MADE  IN  CANADA 

IVrite  /or  FREE  Booklet  -IV"  describ- 
ing our  '"Peer/ejj"  ar)d  "Elite"  tables. 

Hourd  &  Co.,  Limited        London,  Ont. 

Sole  Licensees  and  Manufacturers  r>S-M 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
i>y  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

S«v(!  us  $1.r>n.  Kerp  the  hook  10  days,  and  if  it  isn't  worth  the 
price,  return,  it  and  f/et  your  Tnoneit  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


April,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


27 


SELL  FURNITURE 
MADE  IN  CANADA 


Ask 


The  dealer  who  buys 


if  Parlor  Suites  are  going  out  of  date  ? 


Gingerize 


your  Parlor  Suite  Department  by  selecting 
designs  and  coverings  that  do  the  trick. 
They're  '*Made  in  Waterloo." 


Nuff  Sed 


Order  a  Few 


Waterloo  Furniture  Co.,  Limited 

Waterloo  -  Ontario 


Give  Employment  to 
Canadian  Workmen 
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No.  1094/4 


KOHN'S  BENTWOOD  FURNITURE 

Artistic  in  Design.    Durable  in  Construction 

Contains  that  richness  in  appearance  which  makes  it  suitable  for  the 
homes  of  the  wealthy  yet  so  inexpensive  in  many  styles  that  even 
the  most  economical  may  buy. 

Satisfies  every  customer  in  service.  Made  of  specially  seasoned  beechwood,  which 
will  not  warp  or  split.  Bent  by  patented  strength-retaining  proceu,  the  leg  joints 
rigidly  fastened  with  steel  bolts  mortised  into  the  wood. 

Our  Catalogue  Will  Interest  You 

JACOB  &  JOSEPH  KOHN,  Incorporated 

215-219  VICTORIA  ST..  TORONTO 


No.  55 


Lippert  Diners  for  Spring  Trade 


LIPPERT    DINERS  A 
good  line  to  buy,  stronger 
and  better  than  the  average 
but  at  the  same  price.  Large  selec  - 
tion  and  many  new  patterns  to 
choose  from. 

It  will  be  to  your  advantage  to  see  this 
line  before  placing  your  spring  order. 

We  also  manufacture  a  complete  line  of 
Hall  Racks,  Bedroom  Chairs,  Living 
Room  and  Den  Furniture,  Parlor  Suites, 
Dining  Chairs,  Davenettes  and  Daven- 
ports, Reclining  Chairs,  etc. 

Illustrations  shown  are  of  our  No.  1333 
small  and  arm  chairs,  made  from  select 
quartered  oak  oi  solid  mahogany.  A  very 
popular  seller. 

Drop  U3  a  line  and  have  our  traveller  call 


The  Lippert  Furniture  Co. 

Limited 

Berlin       -  Ontario 


No.  1353 


No.  1353 


IF  you  know  a  Furniture  Dealer  or  Funeral 

Director  in  Canada  who  is  not  receiving  the  Canadian 
Furniture  World  and  The  Undertaker  as  a  subscriber  you 

will  favor  the  publishers  by  sending  the  address  to  32  Colborne  St.,  Toronto. 
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Effective  Display  Makes  Big  Sales 

THE  CANADIAN  DISPLAY  RACK 

Will  4i«pl«y  your  aprinsi  and  mal- 
treiies  aMractivaly  and  economically 


Saves  75%  Floor  space.  Saves  your  time  and 
your  customers.  Used  successfully  by  T.  Eaton 
Co.  Ltd.,  R.  Simpson  Co.  Ltd.,  Adams  Furniture 
Co.  Ltd.,  and  F.  C.  Burroughes  Furniture  Co.  Ltd. 

Mattress  or  spring  shown  effectively  and  easily  by  one  sales- 
man instead  of  one  salesman  and  two  porters.  Practically 
indestructible.  The  Canadian  Display  Elack  is  built  entire- 
ly of  Steel,  finished  in  Oxidized  Bronze,  it  can  be  erected  in 
two  hours'  time,  can  be  enlarged,  if  necessary,  by  adding 
extra  sections  at  any  time,  being  built  to  Standard  Sizes. 

For  priemt  amJ  information  taritm 

The  Canada  Specialty  Company 


13-15  Jarvis  Street 


Toronte,  Ontario 


WHY  NOT  USE 


FOR  all  giades  oi  upholstery,  FABRIKOID  Crafts- 
man Quality  surpasses  coated  splits.    The  napped 
or  fleecy  backing  of  Craftsman  Quality  gives  to  the 
upholstered  surface  that  soft,  thick  feel  so  noticeable  and 
pleasing  to  makers  and  buyers. 
FABRIKOID  Craftsman  Quality  by  actual  test 

Is  Stronger  Than  Coated  Splits 

and  will  not  crack,  tplit  at  tear.  Its  lurface  is  water  and  s'easa- 
proof  and  ii  not  affected  bv  heat  or  cold. 

Our  exteniive  advertising  it  exposing  the  inferiorities  of  coated  splits. 
We  are  telling  furniture  buyert  the  service,  economy  and  satisfaction 
resulting  from  the  buying  of  FABRIKOID  Craftsman  Quality 
upholstery.    Why  don't  YOU  use  it  ? 

GET  ACQUAINTED.  ASK  FOR  SAMPLES 

Writm  Department  4SS 

DU  POiNT  FABRIKOID  CO. 

TORONTO,  ONTARIO 


Guelph  Carpet  Mills  Company,  Limited 


Guelph 


Ontario 


Manufacturers  of 

Tapestry,  Velvet,  Axminster,  Brussels  and  Wilton 
Carpets,  Rugs  and  Squares 

^  Only  factory  in  Canada  making  Tapestry  and  Velvet,  also 
Seamless  Axminster. 

^  Splendid  reproductions  of  Eastern  Art 

^  Original  Persian  and  Oriental  designs  in  newest  colouring 
effects. 

Write  for  Price  list. 
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Furniture  Dealers  and  the  ''Made- 
in-Canada  '  Movement 

Furniture  dealers  throughout  Canada  have  been  giving  splendid  assist- 
ance to  the  Canadian  furni'ture  industry  by  holding  "INIade  in  Canada"  sales 
and  by  otherwise  helping  to  secure  an  increased  sale  for  the  products  of 
Canadian  workmen. 

Furniture  roianufaeturers  (and  their  employes)  have  been  hit  hard  by  trade  " 
inactivity  since  the  declaration  of  war  last  Angiist.  and  while,  under  nor- 
mal conditions,  they  should  only  expect  to  secure  such  business  as  they  could 
obtain  in  fair  competition  with  United  States  manufacturers,  there  has  been 
a  real  necessity,  in  recent  months,  for  dealers  to  sii^end  every  dollar  they  can 
lo  keep  Canadian  workmen  employed. 

The  Canadian  Manufacturers'  Association,  in  an, effort  to  provide  work 
for  Canadian  labor,  gathered  a  fund  to  advertise  "Made  in  Canada"  pro- 
duets,  and  urge  that  Canadians  give  preference  in  their  buying  to  goods  pro- 
duced by  Canadian  workmen.  While  the  funds  at  its  disposal  were  limited, 
the  Manufacturers'  Association  was,  in  our  oi)iMion.  badly  advised  in  spending 
all  their  money  in  endeavoring  to  influence  the  consumers,  and  none  to  con- 
vince the  retailei's,  of  the  desirability  of  giving  preference  to  "Made  in  Can- 
ada" goods. 

An  Ontario  furniture  manufacturer  writes  the  Canadian  Furniture  World 
on  this  subject  as  follows: 

"We  would  like  indeed  to  encourage  this  campaign  you  are  putting  on, 
but  we  feel  that  our  contribTitions  to  the  "made  in  Canada"  movement  have 
already  reached  the  maximunti. 

"It  is  not  so  much  a  question  of  choice  with  us  now  as  it  is  knowing  when 
we  have  spent  all  we  can  reasonably  be  expected  to  spend  in  supporting  this 
movement.  Besides  we  feel  all  the  more  disappointed  because  of  the  rather  in- 
different way  in  which  the  money  is  being  spent  by  the  Manufacturers'  Asso- 
ciation." 

The  Canadian  Furniture  World  has  contributed  several  hundred  dollars' 
worth  of  space  in  its  advertising  and  reading  pages  during  the  past  six  months 
1o  emphasize  to  furniture  dealers  in  Canada  that  the  need  of  the  hour  has 
been  to  keep  Canadian  workmen  and  factories  busy. 

By  taking  up  the  "Buy-a-Piece-of-Furnitnre"  campaign,  the  Furniture 
World  has  also  induced  a  large  number  of  newspapers  in  different  parts  of 
Canada  to  co-operate  Avith  the  local  furniture  dealers,  and  the  articles  pub- 
lished have  undoubtedly  resulted  in  much  good  to  the  trade. 

In  this  "Made  in  Canada"  number  the  Furniture  World  presents  to  its 
readei-s  the  announcements  of  many  furniture  manufacturers,  whose  appeal 
for  trade  is  made  not  only  upon  the  sentimental  re(|i;est  that  ordei's  be  given 
to  keep  their  workmen  busy,  but  also  upon  the  ground  that  the  goods  they 
offer  are  of  high  quality  and  deserving  of  a  place  in  the  best  Canadian  homes. 

Both  for  patriotic  and  business  reasons  Canadian  furniture  dealers  should 
push  the  sale  of  "Made  in  Canada"  furniture  during  1915. 
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The  Prosperous  The  healthy  condition  of  business 
Farmer.  in  the  rural  towns  of  Canada,  on 

aeeount  of  the  high  prices  far- 
mers have  been  obtaining  for  their  produces,  has  been 
frequently  referred  to  during  the  last  few  months.  We 
are  again  reminded  of  the  fact  by  a  report  which  has 
.iust  been  issued  by  the  Census  &  Statistics  Office,  Ot- 
tawa, regarding  the  stocks  of  wheat  still  held  in  the 
country. 

According  to  this,  report,  which  appears  to  have  been 
compiled  with  more  than  usual  care,  there  are  still 
about  80,000,000  bushels  of  wheat  held  in  various  hands. 
Of  this  quantity  nearly  30,000,000  bushels  are  being 
held  by  the  farmers  of  the  country.  No  account  was 
taken  of  wheat  in  the  hands  of  wholesale  and  retail 
vendors. 

It  is  estimated  that  44,250,000  bushels  will  be  required 
for  home  consumption  and  seeding  between  now  and 
the  next  harvest,  thus  leaving  a  surplus  of  35,750,000 
bushels  for  export. 

In  view  of  the  condition  of  the  export  market  there 
will  be  no  difficulty  in  finding  customers  for  this  sur- 
plus should  holders  be  disposed  to  sell.  But  holder's  of 
wheat,  unlike  holders  of  other  kinds  of  merchandise, 
are  not  in  a  hurry  to  find  customers,  believing  as  they 
do  that  the  longer  they  hold  the  more  money  will  they 
make  when  they  eventually  sell. 

One  gathers  some  idea  of  the  development  that  has 
taken  place  in  the  export  wheat  trade  of  the  country, 
when  it  is  remembered  that  the  total  quantity  shipped 
ten  years  ago  was  much  less  than  one-half  the  surplus 
we  now  have  from  last  year's  crop  available  for  export. 
To  be  exact,  the  qviantity  exported  in  1905  was  14,700,- 
000  bushels,  while  last  year  (1914)  it  was  nearly  120,- 
500,000  bushels.  i .  i 

/usi  as  fertilizers  increase  the  productivity  of 
the  farm,  so  advertising  increases  the  business 
of  the  store. 


Improvement  in  the 
Furniture  Trade. 


That  a  turn  for  the  better  is  de- 
veloping in  the  furniture  trade  of 
Canada  there  can  be  little  doubt. 
It  may  be  that  the  demand  does  not  exhibit  uniform 
advancement,  but  even  the  "fits  and  starts"  which 
characterize  it  show  that  stocks  in  retailers'  hands  are 


being  kept  at  as  low  a  margin  as  possible,  and,  conse- 
quently, have  to  be  frequently  replenished  in  order  to 
keep  them  assorted. 

February  trade,  as  far  as  can  be  learned,  was  fairly 
good,  and  the  "buy-a-piece-of-furniture"  eampiaign, 
which  is  being  launched,  should  give  present  and  future 
business  a  stimulus. 

Those  "who  leave  the  purchase  of  their  Spring 
lines  until  the  eleventh  hour  may  have  to  take 
the  chances  of  the  elevoith  hour  purchaser. 


Stocks  in  Retail 
Stores. 


If  retailers  are  erring  in  any  di- 
rection it  is  not  toward  excessive 
stocks  of  furniture.     The  ten- 
dency is  i*ather  in  the  opposite  direction. 

In  view  of  the  general  trade  conditions  through 
which  the  country  has  been  passing  the  last  six  or 
seven  months,  it  is  natural  that  a  degree  of  caution 
should  be  exercised.  But  there  is  such  a  thing  as  over- 
caution.  And  while  that  is  not  as  bad  as  overbuying, 
yet  it  eannot  be  accounted  a  good  or  a  wise  thing. 

To  be  caught  with  an  insufficiently  assorted  stock, 
particularly  for  the  opening  of  a  new  season's  trade,  is 
to  lose  money  as  well  as  business. 

It  is  true  that  shipments  can  as  a  rule  be  promptly 
obtained  from  the  manufacturers.  But  it  must  be  re- 
membered that  the  manufacturers  have  not,  during 
the  past  few  months,  been  piling  up  goods  in  their  ware- 
houses. The  attitude  of  the  banks  has  discouraged 
this.  Conseqnently,  retailers  who  defer  making  their 
purchases  for  the  Spring  season  to  the  eleventh  hour 
may  find  it  difficult  to  obtain  delivery  as^  promptly  as 
desirable. 

The  wise  dealer  will  sit  down  and  carefully  consider 
where  he  stands  in  this  respect. 

Get  people  talking  about  the  buy-a-piece-of- 
furniture  campaign  and  you'  II  get  them  buying. 


A  Threatened  Tax 
on  Motor  Trucks. 


A  bill  has  been  introduced  in  the 
Ontario  Legislature  which  should 
■  not  be  without  some  interest  to 
manufacturers  and  retailers  who  use  motor  trucks. 
The  bill  to  which  we  have  reference  is  that  which 
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proposes  to  empoweT  inunicipaLities  to  levy  what  is 
tantamount  to  a  tax  on  users  of  motor  vehicles  for  ex- 
cessive injury  alleged  to  have  been  done  public  high- 
ways by  heavy  trucks  passing  over  them. 

The  ugly  feature  about  the  bill  is  the  opinion  that 
may  obtain  in  different  municipalities  in  regard  to 
what  constitutes  "excessive  injury."  Much  will  also 
depend  upon  the  nature  of  the  roadway. 

Zealous  but  indisicreet  officials  might  make  such  a  law 
a  grievous  thing  indeed  to  the  business  men  of  the 
country  who  employ  motor  trucks  in  transporting  the 
products  of  their  factory  or  merchandise  from  their 
store. 

Highway  transportation  is  already  costly  enough 
to  the  busine?is  interests  of  the  country  without  its  be- 
ing further  augmented. 

Benefit  from  the  Spring  clean-tip  trade  comes 
only  to  those  dealers  who  make  an  effort  to 
clea?i  up  some  of  the  business  that  is  to  he  had 
at  such  a  time. 

Will  it  Affect  the  Mahogany  operators  in  British 
Mahogany  Market?  Honduras  will  not  be  able  to  pro- 
cure their  usual  supply  this  sea- 
son. The  immediate  cause  is  the  want  of  an  adequate 
supply  of  rain  to  enable  the  logs  to  bo  brought  out  of 
the  bush  and  floated  to  market.  And  a  further  unfor- 
tunate part  of  it  is  that  the  logs  left  in  the  bush  will 
deteriorate  about  25  per  cent.,  owing  to  attacks  of  the 
pin  worm,  while  those  in  the  water  in  booms  will  de- 
teriorate about  15  per  cent,  from  attacks  by  the  teredo. 

Canada  does  not  appear  to  get  any  mahogany  from 
Briti-sh  Honduras.  Her  chief  source  of  supply  is  the 
United  States,  whence  she  received  2,333,522  feet  last 
year.  Her  other  sources  of  supply  were :  Great  Britain, 
407,611  feet:  British  We.st  Africa,  79,257  feet;  British 
India,  3,054  feet;  Philippines,  3,690  feet. 

What  effect  the  hold-up  in  British  Honduras  may 
have  on  the  mahogany  market  generally  remains  to  be 
seen. 

The  Buy-a-piece-of-furniture"  campaign 
will  help  the  Spring  trade  of  dealers  who  get 
on  the  crest  of  the  wave. 

More  Money.  The  statement  of  the  Canadian 

banks  for  January  is  character- 
ized by  two  outstanding  features.  The  one  is  in  regard 
to  commercial  loans.  The  other  is  in  regard  to  bank 
deposits. 

In  commercial  loans  there  is  a  decline  of  nearly  $16,- 
000,000  compared  with  the  preceding  month,  and  of 
.$41,463,000  for  the  year.  This  is,  no  doubt,  in  part  a 
reflection  of  quiet  trade,  but  it  is  also,  to  some  extent, 
due  to  the  fact  that  there  has  been  less  demand  for 
accommodation.  In  other  words  the  situation  is  a 
little  easier. 

An  increase  of  over  four  million  dollars  in  savings 
deposits  during  the  month,  of  nearly  thirty-two  mil- 
lions for  the  year,  is  certainly  a  reassuring  feature, 
showing,  as  it  does,  a  more  plentiful  supply  of  funds. 

During  the  last  seven  months  the  tightness  of  the 
money  market  has  been  a  handicap  to  business,  but 
with  funds  accumulating  in  the  banks  the  tendency 
must  naturally  be  towards  easier  rates  of  interest,  and 
particularly  when  credit  is  being  restored  and  busi- 
ness is  on  the  improvement. 


Men,  not  Ma-  We  hear  a  great  deal  from  time 

chinery,  Wanted.  to  time  in  regard  to  the  creation 
of  new  machinery  whereby  the 
members  of  municipal  and  parliamentary  institutions 
shall  be  elected.  But  it  is  not  so  much  new  machinery 
as  greater  interest  in  public  affairs  by  the  business  men 
of  the  country  that  is  demanded. 

When  a  machinist  proves  inefficient  it  is  not  a  new 
machine  that  the  manufacturer  purchases  in  order  to 
correct  the  botchwork  which  has  been  done.  He  simply 
gets  a  new  machinist.  The  business  men  of  Canada 
should  work  along  similar  lines  when  they  are  selecting 
men  to  run  the  machinery  of  the  country. 

Those  who  preach  upon  the  subject  of  Spring 
cleaning  shonld  see  that  their  own  store  is  put 
in  good  order. 

Business  Men  Retail  merchants  in  New  York  re- 

and  Politics.  cently  declared  that  unless  they 

got  a  square  deal  in  regard  to 
legislation  affecting  their  business  they  would  go  into 
politics. 

One  might  almost  wish  that  the  square  deal  did  not 
materialize.  If  it  drove  them  into  politics  it  would  be 
a  blessing  in  disguise. 

Business  men  do  not  take  sufficient  interest  in  public 
affairs.  And  the  business  men  in  Canada  are  as  great 
sinners  in  this  respect  as  their  confreres  in  the  United 
States.  They  leave  the  management  of  the  affairs  of 
the  municipality,  the  province,  and  the  Dominion,  to  a 
large  extent,  in  the  hands  of  ward  heelers  and  profes- 
sional politicians.  The  fruit  of  this  is  to  be  seen  in  the 
calibre  of  some  of  the  men  who  sit  in  municipal  coun- 
cils and  parliamentary  bodies. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Pull  hard  for  big  business. 

•  •  • 

An  ad.  each  day  keeps  dull  trade  away. 

•  •  • 

With  dollars  and  sense  a  man  can  do  much. 

•  •  • 

Courtesy  is  valuable,  yet  it  doesn't  cost  much. 

•  •  • 

Lucky  is  the  man  who  never  depends  on  luck. 

•  •  • 

Ten  minutes  of  investigation  may  save  ten  months 
of  dunning. 

•  •  • 

The  merchant  who  does  not  take  a  trade  paper  may 
be  saving  money  on  his  expenses,  but  he  is  losing  a  good 
deal  more  on  ways  of  getting  more  business. 

•  •  • 

While  different  people  prefer  different  kinds  of 
music,  the  constant  ring  of  the  cash  register  is  pretty 
sweet  music  to  the  dealer's  ear. 

•  •  • 

It  isn't  always  the  clock  with  the  loudest  tick  that 
keeps  the  best  time,  nor  is  it  always  the  man  with  the 
loudest  talk  who  sells  the  most  goods. 
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CRUX  OF  TRADE  SITUATION  IN  CANADA 


General  business  is  gradually  improving  and  large  war  orders  are  still  coming  forward. 
The  bright  prospects  for  a  substantial  increase  in  our  annual  production  of  wealth,  which 
is  now  nearly  three  billions  a  year.  Increased  exports  of  manufactured  goods  and  decreas- 
ing adverse  balance  of  trade.  Strong  position  of  the  banks  and  increased  supply  of  funds 


By  W.  L.  EDMONDS 


Vegetables  and  fruits   

Fisheries  

Eggs  

Maple  sugar  and  syrup   

Skins  and  furs  of  wild  animals 

Wool  

Nursery  stock   

Honey  


CANADIANS  have  rea- 
son for  the  faith  that 
is  in  them  regarding 
the  trade  and  commerce  of 
the  country.  We  may  not 
be  on  the  eve  of  a  return 
of  the  business  activity 
which  reached  its  maximum 
in  1912.  But  that  we  are 
on  the  road  to  a  more  satis- 
factory state  of  affairs  than 
has  prevailed  during  the 
past  six  months  there  can 
scarcely  be  any  doubt. 

The  basis  upon  which  we 
rest  this  belief  is  substan- 
tial. 

Since  the  turn  of  the  year 
ordinary  business  has  been 
gradually  getting  a  little 
better  and  confidence  a  great  deal  stronger.  Confidence 
may  not  be  business,  but  it  is  what  puts  life  into  busi- 
ness. Without  confidence  business  at  best  cannot  travel 
at  a  faster  gait  than  a  snail's  pace. 

Ordinary  and  Extraordinary  Business 

It  is  true  that  the  improvement  in  ordinary  business 
is  but  moderate  as  a  rule  and  active  in  exceptional 
eases.  Even  that,  however,  is  something  which  should 
strengthen  our  confidence  and  encourage  us  to  gird  up 
our  loins. 

But,  fortunately,  it  is  not  upon  the  improvement  in 
ordinary  business  that  Canadians  alone  rest  their  hope. 
Plus  ordinary  we  have  the  extraordinary  business 
which  has  come  to  our  manufacturers  in  the  shape  of 
war  orders. 

For  several  months  hundreds  of  manufacturers  have 
been  working  on  orders  for  the  British,  French,  Rus- 
sian, and  Canadian  Governments.  Some  of  them  may 
not  have  had  much  business  from  these  sources,  but  a 
great  many  have  been  compelled  to  run  their  factories 
overtime  in  order  to  make  delivery  on  time.  In  certain 
instances  night  as  well  as  day  staffs  had  to  be  em- 
ployed. True,  some  of  the  manufacturers,  having  filled 
their  war  orders,  are  back  again  to  short  time.  But  it 
is  also  true  that  some  who,  early  in  the  war,  either  had 
none  of  this  business  or  very  little  are  now  getting  a 
larger  share  of  it. 

Still  More  War  Orders 

And  the  end  is  not  yet,  if  the  orders  which  have  been 
given  out  during  the  past  few  weeks  are  any  criterion. 
Some  of  these  recent  orders  will  keep  plants  well  em- 
ployed for  months  to  come.  In  certain  instances  even 
to  the  end  of  the  year. 

All  this  means  business.  And  business  which,  accord- 
ing to  a  statement  issued  from  Ottawa  the  other  day, 
represents    $85,000,000    in    money.     To    call  this 


ESTIMATED  VALUE  OF  A  YEAR'S  PEODUCTS 
OF  FACTOET  AND  FAEM 

Manufactured  products   $1,400,000,000 

Field  crops    639,000,000 

Forest  products    182,300,000 

Mineral  output    122,000,000 

Milk,  cheese,  butter    124,000,000 

Live  stock  sold  and  slaughtered   179,000,000 


33,500,000 
33,200,000 
23,500,000 
2,570,000 
1,927,000 
1,834,000 
500,000 
823,000 


Total   $2,744,154,000 


found  money  is  no  mis- 
nomer. 

But  business  from  the 
war  departments  of  the 
various  countries  is  not  the 
only  business  that  the  war 
has  brought  to  the  manu- 
facturers of  this  country. 
It  has  also  brought  many 
orders  for  goods  which 
were  formerly  imported, 
but  which  we  are  now  of 
necessity  compelled  to 
manufacture  at  home  or  go 
without. 

The  Made-in-Canada 
Campaign 


And  then,  what  is  prob- 
ably more  important  still, 
because  of  its  possible  permanent  benefit,  is  the  im- 
petus which  the  made-in-Canada  campaign  has  ob- 
tained. The  newspapers  all  over  the  country  are  writ- 
ing editorials  on  the  subject,  and  merchants  of  all  sorts 
and  conditions  are  conducting  special  made-in-Canada 
sales  and  using  liberal  advertising  space  announcing 
the  fact. 

But  it  is  not  the  business  we  have  got  or  that  we 
have  in  prospect  that  alone  sustains  our  confidence. 
Great  and  important  as  all  this  undoubtedly  is,  sup- 
plementary to  it  is  the  confidence  that  consideration 
of  the  resources  of  the  country  begets  in  us. 

Last  year  the  field  crops  of  the  country  yielded  a 
revenue  to  the  farmers  of  the  Dominion  of  over  $639,- 
000,000,  greater  by  $86,000,000  than  the  yield  of 
1913.  Thanks  to  this,  the  farmers  of  this  country  have 
greater  wealth  at  their  disposal  than  at  any  time  in 
their  history.  And  so  strong  is  their  position  that  they 
are  holding  more  of  their  produce  than  is  usual  at  this 
time  of  the  year,  in  spite  of  the  demand  there  is  for  it. 

Increase  in  Agricultural  Production 

What  this  year's  crop  will  be  cannot,  of  course,  be 
known  until  harvest.  But  one  thing  is  certain,  there 
will  be  a  much  larger  acreage  under  cultivation  than 
in  1914. 

We  already  know  that  in  Ontario,  in  fall  wheat  actu- 
ally sown,  there  is  an  increase  of  140,000  acres,  or  20 
per  cent.  For  the  whole  of  Canada  the  increase  in  fall 
wheat  under  cultivation  has  been  estimated  at  9  per 
cent.  An  increase  of  9  per  cent,  would  give  us  1,061,- 
224  acres,  and  at  even  20  bushels  to  the  acre  would 
yield  3,335,480  bushels  more  than  in  1914.  But  20 
bushels  per  acre  is  below  the  average,  the  yield  last 
year  being  20.43  and  in  1913  23.29  per  acre. 

In  the  West  the  acreage  prepared  for  the  sowing  of 
spring  wheat  has  been  greatly  increased.  A  member 
of  the  Dominion  Government,  whose  home  is  in  the 
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West,  told  the  writer  a  few  days  ago  that  the  increase 
in  the  three  Prairie  Provinces  would  be  about  25  per 
cent.    This  accords  with  the  general  estimate. 

Should  there  be  an  increase  of  25  per  cent,  through- 
out Canada  in  the  field  crop  acreage  it  would  mean 
that  we  shall  have  under  grain  cultivation  8,665,915 
acres  more  than  in  1914,  or  a  total  of  nearly  43,800,000. 

The  Possible  Increase 

If  the  acreage  under  cultivation  in  1915  proves  to  be 
25  per  cent,  larger  than  in  1914,  and  the  basis  of  value 
is  approximately  the  same  as  that  upon  which  the  1914 
crops  were  estimated,  then  the  value  of  the  field  crops 
of  Canada  will  have  an  increase  of  about  $159,750,000 
over  that  of  1914.  This  would  give  the  crops  a  value 
of  $798,750,000.  If  the  production  per  acre  is  higher 
than  the  low  average  of  last  year  it  is  possible  the  in- 
crease in  the  total  value  may  be  still  greater. 

One  thing,  at  any  rate,  is  certain:  Canada  will  have 
a  much  larger  acreage  under  cultivation  this  year.  The 
only  (luestion  is  as  to  the  yield.  That  will  depend  on 
weather  conditions.  So  far  the  conditions  are  favor- 
able. In  the  West  there  was  an  abundance  of  rain  late 
in  the  fall  and  this  has  been  followed  by  more  than 
usually  heavy  falls  of  snow,  which  promises  ample 
moisture. 

As  to  the  value  of  next  year's  crop  much  will,  of 
course,  depend  upon  the  continuance  of  the  war.  ,  But 
it  will  not  altogether  depend  upon  that  influence.  Last 
year  the  world's  crop  of  wheat  was  380.000,000  bushels 
short.  This  year,  unless  the  war  should  come  to  an 
end  very  shortly,  the  acreage  under  cultivation  must 
necessarily  be  curtailed  in  Europe.  Australia  and  New 
Zealand,  instead  of  being  exporters,  will  be  importers 
during  the  year,  owing  to  the  failure  of  their  crops. 
And  their  next  harvest  does  not  come  until  four  or  five 
months  later  than  that  of  Europe  and  North  America. 
In  the  meantime  this  opens  up  an  additional  market  for 
Canadian  wheat.  Only  a  couple  of  weeks  ago  an  order 
for  a  million  bushels  was  received  from  NeAv  Zealand. 

Animal  and  Dairy  Products 

In  this  estimate  of  the  productiveness  of  the  farms 
of  Canada  no  account  is  taken  of  the  increased  possi- 
bilities, either  in  regard  to  extent  or  value,  of  other 
products  of  the  farm,  such  as  animals  to  be  sold  and 
slaughtered,  and  milk,  butter,  cheese,  and  eggs.  Ac- 
cording to  the  last  census  the  live  stock  sold  and 
slaughtered  in  Canada  had  a  value  of  $179,000,000.  and 
of  eggs  $23,000,000.  Last  year's  value  of  milk  and  its 
products  is  estimated  at  $124,000,000. 

Our  Foreign  Trade 

Another  feature  of  the  situation  in  Canada  is  the 
external  trade  of  the  country.  For  some  months  a 
gradual  adjustment  of  the  trade  balance  in  our  favor 
has  been  going  on.  The  latest  figures  to  hand  for  the 
present  fiscal  year  are  for  the  nine  months  ending 
December.  These  show  that  the  adverse  balance,  vsrhich 
was  $126,635,827  for  the  nine  months  last  year,  is  for 
the  same  period  this  year  $41,923,881,  and  that  in  spite 
of  a  40  per  cent,  decrease  in  the  exports  of  agricultural 
products. 

This  adjustment  of  the  trade  balance  is  being  brought 
about  by  two  factors.  The  first  is  a  decrease  of  $137,- 
000,000  in  imports.    The  second  is  an  increase  in  the 


exports  of  manufactured  products  and  animals  and 
their  products. 

A  27  p.c.  Increase  in  Manufactured  Exports 

The  increase  in  the  exportation  of  manufactured  pro- 
duets  during  the  nine  months  was  27  per  cent.  During 
the  first  four  war  months  of  August,  Sej)tember,  Octo- 
ber and  November,  the  increase  was  21  per  cent.,  an 
increase  that  is  rather  surprising  in  view  of  the  de- 
crease in  ocean  shipping  facilities,  owing  to  the  Admir- 
alty's commandeering  of  so  many  steamers  of  the  mer- 
cantile marine  service.  The  war  orders  for  Great  Bri- 
tain and  her  allies  should  leave  their  impress  on  the 
export  figures  for  subsequent  months. 

In  animals  and  their  products  the  increase  in  the 
exj)orts  (hu'iiig  the  nine  months  was  over  34  per  cent. 

Adjustment  of  Adverse  Trade  Balance 

For  the  fiscal  year  ending  March,  1914,  the  adverse 
balance  of  imports  for  home  consumption  over  exports 
of  domestic  products  was  $154,694,521.  If  we  add  to 
this  the  sum  of  $135,000,000,  which  is  the  estimated  sum 
we  have  to  pay  on  interest  charges  on  money  borrowed 
abroad,  the  actual  balance  against  Canada  last  .vear 
was  $289,694,521.  In  view  of  the  fact  that,  owing  to 
the  war,  Canada  cannot  borrow  money  on  the  British 
market  at  anything  approaching  the  same  extent  as 
before,  it  is  of  paramount  importance  that  our  exports 
should  at  least  balance  our  imports.  That  the  pros- 
pect of  their  doing  so  is  brighter  than  for  some  years 
is  generally  conceded. 

Increased  Production  of  Wealth 

But  what  is  of  still  greater  importance  to  Canada  at 
the  moment  is  that  she  should  increase  her  productive- 
ness. To  this  task  the  manufacturers  and  farmers  of 
the  Dominion  have  resolutely  set  their  face.  As  far  as 
the  manufacturers  are  concerned,  we  have,  of  course, 
no  means  of  even  approximately  estimating  the  measvare 
of  success  that  may  crown  their  efforts.  With  the 
farmers,  however,  the  case  is  somewhat  different.  And 
what  they  ma.y  possibly  do.  as  far  as  their  field  crops 
are  concerned,  has  been  dealt  with  above. 

At  present  Canada's  annual  production  of  factory 
and  farm  products  of  various  kinds  must,  in  the  aggre- 
gate, closely  approximate  to  three  billion  dollars.  In 
the  table  published  on  the  first  page  of  this  article  it 
will  be  seen  that  the  value  is  estimated  at  $2,744,154,000. 
But  as  .some  of  these  figures  are  based  on  the  census 
returns  of  1911,  it  is  reasonable  to  conjecture  that  they 
have  in  many  instances  greatly  increased  during  the 
intervening  four  years. 

Improvement  in  Money  Matters 

In  the  meantime  the  financial  situation  is  gradually 
becoming  more  satisfactory.  The  position  of  the  banks, 
as  shown  by  their  recent  annual  statements,  is  excep- 
tionally strong,  and  as  money,  owing  to  increased  de- 
posits, is  accumulating  in  their  vaults,  rates  of  interest 
are  becoming  easier  and  accommodation  for  business 
enterprise  more  easily  procurable. 

That  the  tide  is  on  the  turn  there  can  be  no  doubt. 
It  is  equally  certain  that  this  is  a  time  for  the  exercise 
of  confidence  and  the  employment  of  enterprise  in  all 
the  ramifications  of  our  industrial  life.  And  Canadians, 
judging  from  their  actions,  are  realizing  this  fact. 
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Bright  Prospects  for  ''Buy-a-Piece-of-Furniture"  Campaign 


By  W.  L.  EDMONDS 


WE  think  the  shortest  cut  to  prosperity  in  our 
Dominion  is  by  people  persisting  in  buying 
Canadian-made  goods. ' ' 
This  remark  by  a  manufacturer  expresses  a  truism. 
One  of  the  things  most  wanted  in  Canada  to-day  is 
more  employment  for  skilled  labor. 

Business  conditions  are  undoubtedly  on  the  improve- 
ment, but  many  factories  are  still  running  on  short 
time  because  of  the  meagreness  of  the  demand  for  their 
products. 

That  the  sole  cause  of  the  diminished  demand  for 
furniture  is  due  to  inability  to  buy  no  one  who  is  con- 
versant with  the  business  situation  for  one  moment 
believes. 

There  are,  undoubtedly,  people  who  cannot  buy. 
But  it  is  equally  certain  that  there  are  people  who  can 
atford  to  buy  and  yet  who  refuse  to  do  so.  They  are 
obsessed  with  the  idea  that  because  certain  people  can- 
not buy  they  should  not  buy.     Disillusionize  them. 

With  such  people  it  is  a  psy- 
chological effect,  not  an  eco- 
nomic necesistity. 

A  Psychological  Influence 

The  made-in-Oanada  propa- 
ganda setts  in  operation  a  psy- 
chological influence,  which  has 
a  counter  effe^ct.  It  impresses 
people  with  the  fact  that  it  is  a 
duty  to  spend  as  well  as  to  save 
money. 

To  arouse  consumers   to  a   

relalization  of  the  fact  devolves 

more  upon  the  retailer  than  any  other  influence. 
He  is  the  connecting  link  between  the  mianufacturer 
and  the  consumer.  If  he  fails  to  "link  up"  the  best  of 
efforts  in  regard  to  raade-in-Canada,  or  any  other, 
propaganda  will  fail. 

In  the  phrase  ' '  Buy  'a  piece  of  Canadian-made  furni- 
ture," the  dealer  has  a  subtle  and  catching  slogan. 

There  are  relatively  few  people  in  Canada  who  can- 
not buy  at  least  one  piece  of  furniture.  The  slogan, 
therefore,  appeals  to  a  large  number  of  people. 

But  a  slogan  may  be  good  and  the  number  of  people 
to  whom  it  should  appeal  large,  and  yet,  unless  well 
and  vigorously  employed,  it  may  have  little  potency. 

By  carrying  on  a  campaign  of  this  kind  the  employ- 
ment of  two  agencies  is  implied.  The  one  is  window 
displays  and  the  other  is  advertising. 

Window  Displays 

The  window  display  should  he  regularly  changed. 
It  should  be  done  at  least  once  a  week.  Oftener  would 
be  better. 

Care  should  be  taken  not  to  crowd  the  window,  for  a 
\vindow  that  is  crowded  is  hewildering.  And  in  select- 
ing articles  for  display  keep  the  fact  in  mind  that  it  is 
a  buy-a-piece-of-furniture  camp'aign.  In  other  words, 
display  such  pieces  of  furniture  as  are  likely  to  meet 
the  favor  of  people  of  different  means.  Some  may  not 
be  disposed  or  able  to  spend  more  than  a  dollar.  These, 
as  well  as  those  who  may  be  able  to  spend  a  hundred 
or  more  dollars  should  not  be  neglected. 


'  I  HE  retailer  is  the  link  be- 
tween  the  manufacturer  in 
the  "Buy-a-piece-of-Canadian- 
furniture"  campaign.  It  is  to  be 
hoped  that  no  retailer  will  turn 
out  to  be  a  "  Missing  Link." 


It  will  probably  be  found  that  the  articles  of  furni- 
ture which  are  of  a  useful  and  necessary  character 
will  prove  the  best  sellers.  Most  people,  through  force 
of  circumstances,  have  developed  a  practical  turn  of 
mind,  and,  consequently,  things  of  a  practical  nature 
are  more  likely  to  excite  their  desire  than  those  which 
are  not. 

Suggestions  for  Displays 

A  display  of  Canadian-made  kitchen  cabinets,  fitted 
out  with  accompanying  household  goods,  should  be 
particularly  good  for  this  time  of  year.  Every  house- 
keeper who  hasn't  a  kitchen  cabinet  naturally  desires 
one,  and  to  persuade  her  or  her  husiband  that  to  buy 
one  now  would  help  improve  industrial  conditions  in 
Canada  would  tend  to  further  excite  her  desires. 

Sewing  machines  is  another  line  of  equal  interest  to 
the  housewife  at  this  time  of  the  year. 

With  the  approach  of  Spring  good  resvilts  ought  to  be 
obtained  from  displays  of  porch,  verandah  and  sleeping 

porch  furniture.  Some  decid- 
edly attractive  lines  in  thesie 
goods  are  being  made  in  Can- 
ada, and  they  sell  at  moderate 
prices. 

Rocking  chairs  and  easy 
chairs  for  parents  or  grandpar- 
ents should  oecasiionally  be 
brought  into  prominence. 

Pieces  of  bedroom,  dining 
room  or  sitting  room  furniture 
will  always  find  customers.  The 
same  may  be  said  in  regard  to 
pedestals,  desks,  bedroom,  card, 
and  work  tables,  dinner  wagons,  magazine  stands,  book- 
cases, music  cabinets,  davenports,  invalid  tables,  tray 
stands,  tabourettes,  umbrella  stands,  clothes'  cedar 
chests,  etc. 

Baby  carriages  are  a  good  line  to  bring  to  the  front, 
particularly  in  the  Spring  season.  And  it  is  a  line 
which  lends  itself  to  the  making  of  a  good  display. 

A  line  which  is  gradually  finding  a  strong  place  in  the 
store  of  the  furnitiu-e  dealer  is  graphophones.  And 
while  a  graphophone  may  not  be,  strictly  speaking,  a 
necessity,  it  is  a  very  decided  acquisition  to  the  home 
that  can  afford  one.  Dealers  who  have  put  these  in 
stock  have  oibtained  good  results.  This  might  be  an 
opportune  time  for  others  to  make  the  venture.  It  is 
an  article  that  helps  to  sell  other  lines,  for  the  customer 
who  buys  a  graphophone  usually  comes  back  to  the 
store  for  new  records — ^and  sometimes  for  furniture. 

Another  timely  line  is  porch  and  lawn  hammocks. 
These,  in  many  homes,  are  looked  upon  as  necessities, 
and  the  plea  that  to  purchase  now  will  help  business 
gives  an  added  stimulus. 

Suggestions  for  Window  Cards 

Window  and  interior  cards  should  be  used  liberally 
And  on  these  cards  might  be  used  such  phrases  as : 

"Buy  a  piece  of  furniture  and  help  to  bring  good 
times  back." 

"The  laborer  is  worthy  of  his  hire ;  help  to  pay  him." 
"The  more  furniture  you  buy  the  more  will  labor 
be  employed." 
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"Canadian  furniture  is  the  furniture  of  quality.  Buy 
a  piece." 

"Enlist  here  as  a  patriot  by  buying  a  piece  of  made- 
in-Canada  furniture." 

"Invest  your  money  and  keep  Canadian  factories 
busy. ' ' 

The  Advertising  Campaign 

In  carrying  on  an  advertising  campaign  as  liberal 
space  as  possible  should  be  used,  and  the  ads.  should 
be  illustrated  with  engravings  of  the  articles  upon 
which  emphasis  is  being  laid.  New.spaper  advertising 
might  be  supplemented  with  circulars,  booklets,  or 
letters.  Retailers  should  also  use  their  influence  with 
publishers  of  local  newspapers  in  order  that  editorial 
assistance  might  be  given  to  the  "buy-a-pieee-of-furni- 
ture"  campaign. 

It  by  no  means  follows  that  retailers  should  put  in 
large  stocks  in  order  to  snccessfnlly  carry  on  the  cam- 
paign. But  it  does  mean  that  they  should  keep  their 
stocks  well  assorted.  This,  with  modem  means  of  com- 
munication and  transportation,  is  not  a  difficult  task, 
particularly  in  the  older  parts  of  the  country. 

At  all  times,  and  particularly  at  present,  retailers 
will  do  well  to  make  a  close  study  of  the  trade  papers 
and  of  the  manufacturers'  catalogues.  They  will  pick 
up  many  a  good  idea  if  they  do. 

Manufacturers  and  Travelers  Co-operating 

One  significant  feature  about  this  made-in-Canada 
campaign,  and  one  which  is  of  particular  interest  to 
dealers,  is  the  manifest  desire  on  the  part  of  the  manu- 
facturers to  co-operate  with  the  retailer.  A  reference 
to  the  policy  of  the  Knechtel  Kitchen  Cabinet  Co.,  Ltd., 
Hanover,  Ont.,  will  serve  as  a  <;a.se  in  point.  This  com- 
pany is  assisting  the  retailer  in  dressing  his  window, 
and  by  supplying  him  with  electros  is  helping  him  to 
display  his  advertisements.  It  even  goes  so  far  as  to 
prepare  attractive  window  cards  for  the  retailer's  use. 

Travelers  are  as  enthusiastic  over  this  campaign  as 
the  manufacturers,  and  they  are  just  as  willing  to  lend 
their  coiansel  and  advice. 

With  the  manufacturer  and  the  traveler  co-operating 
the  retailer  should  be  able  to  pull  much  business  from 
the  "buy-a-pieee-of- furniture"  campaign. 


A  Great  Wrong  to 

the  Retail  Trade 


It  is  not  possible  to  accomplish  a  thing  that  is  good 
by  a  way  that  is  wrong. 

History  is  full  to  overflowing  of  examples  in  the  af- 
fairs of  church  and  state  which  beyond  peradventure 
prove  it. 

Everybody  believes  that  the  Made-in-Canada  propa- 
ganda is  a  good  one. 

Living  in  a  time  of  stress  and  strain  we  realize  as 
never  before  the  importance  of  turning  into  the  home 
factories  every  possible  dollar.  For  the  dollar  that  is 
turned  into  the  Canadian  instead  of  into  the  foreign 
factory  means  wages  and  salaries  for  employes  and 
profits  for  employers.  And  this  in  turn  means  more 
money  for  the  purchase  of  merchandise. 

But  in  order  to  do  this  Great  Good  a  Great  Wrong 
is  not  warranted. 

This,  however,  is  what  the  pact  between  certain  de- 


partment stores  and  certain  manufacturers  has  done. 

According  to  the  alleged  provisions  of  this  pact  cer- 
tain department  stores  covenanted  with  certain  manu- 
facturers that  if  the  latter  would  sell  their  surplus  pro- 
ducts at  cost  the  former  would  be  equally  magnani- 
mous when  selling  them  to  the  public. 

Just  what  costs  means  in  its  final  analysis  neither  the 
party  of  the  first  part  nor  the  party  of  the  second  part 
have  explained. 

What  it  probably  means  is  that  the  manufacturers 
who  sold  the  goods  added  to  the  cost  of  manufacture 
the  necessary  overhead  expenses,  and  that  the  depart- 
ment store  based  its  selling  price  on  the  laid  down  cost 
plus  the  cost  of  doing  business. 

It  was  reasonable  to  expect  that  both  the  party  of  the 
first  part  and  the  party  of  the  second  part  did  this. 

If  they  did  not  they  both  sold  at  a  loss  and  not  at  the 
cost  price.  That  is  a  point  which  has  not  been  made 
clear  in  the  advertisements  of  the  department  f?tores. 

But  that  which  is  of  main  concern  is  the  Great 
Wrong  which  has  been  done  the  regiilar  retail  mer- 
chants of  the  country. 

At  the  very  lowest  estimate  75  per  cent,  of  the  mer- 
chandise sold  in  Canada  is  distributed  through  the  re- 
gular retail  trade. 

And  yet,  to  provide  a  "Roman  holiday"  for  certain 
department  stores  the  interests  of  the  retailers  have 
been  sacrificed.  No  other  term  can  be  so  aptly  ap- 
plied. 

If  the  goods  are  not  sold  to  the  public  on  the  basis 
alleged  then  the  public  is  the  siifferer. 

If  they  are,  then  the  retailer  is  the  sufferer. 

In  the  first  place,  he  has  to  meet  a  competitor — the 
department  store — which  has  bought  the  lines  he  han- 
dles at  a  price  which  puts  him  out  of  the  running. 

At  any  rate,  he  will  be  so  weighted  down  that  he 
will  be  distanced  in  the  race. 

That  it  was  a  clever  move  on  the  part  of  the  depart- 
ment stores  there  can  be  no  doubt. 

They  usually  recognize  when  the  psychological  mo- 
ment has  arrived  for  the  performance  of  some  stunt 
likely  to  at4:ract  the  people. 

Their  alertness  in  this  respect  is  worth  emulation  by 
the  retailer. 

But  while  this  selling  at  cost  may  be  a  good  thing  for 
the  department  stores,  it  certainly  is  not  a  good  thing 
for  business  generally. 

For  not  only  does  it  perpetrate  a  Great  Wrong  on  the 
retailer,  but  it  naturally  tends  to  cool  his  enthusiasm 
for  the  Made-in-Canada  propaganda. 

If  we  are  to  keep  out  as  much  as  possible  of  that 
.$600,000,000  worth  of  merchandise  which  we  imported 
last  year  we  certainly  require  the  co-operation  of  the 
retailer. 

And  if  we  haven't  his  good  will,  how  can  we  get  his 
co-operation  ? 


I  'HE  retailer  who  puts  his  heart  and 
^  soul  into  the  "  Buy-a-piece-of  furni- 
ture" campaign  is  not  only  assisting  to 
improve  the  industrial  life  of  the  country, 
but  is  strengthening  his  own  financial 
position  as  well. 
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Have  Your  Local  Papers  Reprint  the 
"  Buy-a-Piece-of -Furniture"  Article 


BUY-i  PlECE-OF  FURHmiRE  \ 

A  SojaD  Which  Should  he  «  Im-  Itf 
portul  ]o  Canada  as  ihe  "Bay- 
l-Bale-Sf-totloitflloieiMiil  wai 
10  SoDlhsiSiln 

Ima^ciifTlWiall'K'  urn  BOO.OM 


1  ^     BDT-A-^ec«4f.Funuture ' 


Clipping*  from  a  few  Canadian  Papers  which  have  reprinted  the  Buy-a- 
Pi«ce-of-Furnitur«  article  from  the  February  issue  of  the 
Canadian  Furniture  World. 


Additional  Copies  of  the  article  will  be  sent  on  request 


Canadian  Furniture  World  32  Colborne  St.,  Toronto 
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Selling  the 
Better  Grade 
of  Furniture 
for  Cash 


Kxtei'idi-  view  of  display  windows  ami  slorc  front.    Windows  arc  12  ft.  deep  iiii<l  have  a  frontafje  of  45  ft. 


BUSINESS  AS  USUAL"  could  very  well  be  adopted 
as  a  trade  slogan  by  Veale  Bros.,  furniture  dealers, 
St.  Catharines,  as  the  recent  fire  in  their  premises, 
which  did  some  $30,000  damage  to  the  building  and 
stock,  only  seemed  to  act  as  an  aid  to  spur  them  on  to 


A.  J.  VeaI'E,  senior 
member  of  Veale 
Uros.  Mr  Veale  was 
foi-  many  years  senior 
s:i!(^sman  ifor  the  To- 
ronto Carpet  Co. 


greater  achievements.  The  old  premises  were  recon- 
structed, and  the  firm  is  doing  "business  as  usual"  at 
the  old  stand. 

Veale  Bros.,  as  a  furniture  company,  are  yet  under 


a  year  old.  The  business  was  organized  last  spring  and 
they  opened  their  store  on  May  2nd  last,  with  a  com- 
plete stock  of  very  high  grade  furniture,  carpets  and 
draperies.  The  company  is  composed  of  A.  J.  and  E.  0. 
Veale,  and  they  have  taken  to  themselves  Lyle  Kelly, 
making  a  trio  of  experienced  furniture  men  hard  to 
beat  in  the  whole  province  of  Ontario. 

A.  J.  Veale,  senior  member  of  Veale  Bros.,  was  for 
many  years  senior  salesman  of  the  Toronto  Carpet  Mfg. 
Co.  E.  0.  Veale  is  the  junior  partner  of  the  company, 
and  he  has  had  many  years  of  experience  with  the  T. 
Eaton  Co.,  Toronto.  Mr.  Kelly  is  the  furniture  buyer 
for  the  company,  and  by  all  who  know  him  he  is 
reckoned  one  of  the  brightest  furniture  men  in  Ontario. 
So  much  for  the  personnel  of  the  company. 

The  new  organization  from  the  very  first  showed 
sales  of  good  volume,  and  right  up  through  1914,  des- 
pite war  talk,  they  increased  their  sales.  Not  catering 
to  the  cheapest  trade,  Veale  Bros,  have  gone  more  after 
business  in  the  medium  and  better  grades  of  furniture. 
Their  stock  is  bought  from  the  largest  makers,  and  in 
their  own  business  trade  on  a  "strictly  cash"  business. 

They  had  been  in  business  but  a  couple  of  months 
when  their  trade  had  increased  to  such  an  extent  that 
they  had  to  add  4,000  square  feet  of  floor  space  to  their 
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store.  This  enabled  them  to  double  their  stock  in  many 
lines,  and  made  their  spacious  showrooms  among  the 
finest  to  be  found  anywhere. 

During  a  recent  window-dressing  contest,  which  one 
of  the  local  papers  conducted  for  a  week  among  the 
St.  Catharines  merchants,  the  large  show  windows  of 
Veale  Bros,  were  in  festive  dress,  being  decorated  with 
a  dining  room  and  bedroom  suites.  The  dining  room 
suite  was  one  of  the  latest  Jacobean  style,  while  the  bed- 
room suite  was  of  Sheraton  kyonyx.  The  carpets  upon 
the  floor  were  some  of  the  finest  and  costliest  seen  in 
St.  Kitts,  and  for  a  background  some  very  beautiful 
tapestries  and  fringe  of  colors  were  used.  All  the 
articles  displayed,  excepting  the  carpets,  were  "made 
in  Canada." 

The  fire  in  their  premises  recently  did  not  dampen 
the  ardor  of  the  members  of  Veale  Bros.,  for  the  embers 
were  not  cool  before  the  "business  as  usual"  sign  was 
displayed,  and  now  they  are  in  the  same  stand,  but  with 
their  building  renovated  and  their  premises  beautifully 
decorated. 


WINNIPEG  R.  M.  A.  MEETING 

J.  A.  Banfield,  president,  occupied  the  chair  at  the 
annual  meeting  of  the  Winnipeg  R.  M.  A.,  held  re- 
cently, and  in  a  clear-cut  address  covered  briefly  the 
chief  features  of  the  work  accomplished  during  the 
year.  This  was  covered  in  greater  detail  by  John  F. 
Kennedy,  who  has  established  himself  as  one  of  the 
best  organizers  and  association  officials  in  the  Do- 
minion. That  Mr.  Kennedy  has  "made  good"  was 
clearly  indicated  by  the  applause  which  greeted  refer- 
ences to  his  achievementiS  by  President  Banfield  and 
others,  as  well  as  letters  from  ditferent  members  who 
wrote  expressing  their  appreciation  of  Mr.  Kennedy's 
assistance. 

Mr.  Banfield  was  re-elected  president  for  another 
year. 


FURNITURE  TRADE  IN  NEWFOUNDLAND 

On  the  O'Ccasion  of  his  annual  visit  to  the  furniture 
factories  of  Ontario,  H.  Gittleson,  of  the  U.  S.  Picture 
and  Portrait  Co.,  of  St.  John's,  Nfld.,  spent  a  couple 
of  days  in  Toronto.  This  firm  are  among  Newfound- 
land's largest  mercantile  houses,  doing  an  extensive 
furniture  trade  in  addition  to  general  importing.  Mr. 
Gittleson  made  his  trip  from  St.  John's  to  Halifax  by 
water  this  year,  instead  of  by  rail  through  the  inter- 


ior of  Newfoundland,  as  formerly.  Unusual  quanti- 
ties of  ice  and  dangerous  icebergs  delayed  the  boat 
and,  in  fact,  oaused  it  to  return  to  port  for  some  time 
owing  to  the  ice  floes. 

Although  the  Newfoundland  duty  is  the  same  on 
merchandise  from  all  countries,  much  Canadian  furni- 
ture is  imported,  and  for  many  years  lines  from  dif- 
ferent Ontario  factories  have  been  handled  by  this  firm. 
For  upholstered  furniture  they  import  the  frames  and 
do  the  upholstering  work  at  their  own  factory. 

An  important  branch  of  the  U.  S.  Picture  &  Portrait 
Co.'s  business  is  their  ColumTaia  grafonola  department. 
They  have  handled  Columbia  lines  for  many  years,  and 
during  his  stay  in  Toronto  Mr.  G-ittleson  visited  the 
Columbia  Graphophone  Co.'s  Canadian  factory. 

The  commercial  depression  has  made  itself  felt  in 
Newfoundland,  though  the  people  and  the  merchants 
are  in  no  sense  downhearted,  having  full  confidence  in 
their  ability  to  weather  any  commercial  squall  as  easily 
as  their  intrepid  sailors  weather  the  Atlantic  gales 
every  month  of  the  year. 


PRACTICAL  BOOK  OF  PERIOD  FURNITURE 

A  book  that  will  be  welcoaned  by  all  dealers  wlio 
wish  to  know  all  they  can  aboixt  period  furniture  has 
just  been  published  by  the  J.  B.  Lippincott  Co.,  of 
Philadelphia.  It  is  entitled  "The  Practical  Book  of 
Period  Furniture,"  and  is  the  composition  and  com- 
pilation of  Harold  Donaldson  Eberlein  and  Abbot  Mc- 
Clure.  The  book  is  a  comprehensive  and  practical 
work,  contains  250  splendid  illustrations,  and  shows  in 
detail  'by  means  of  a  chronological  chart  (a  new  thing 
in  works  of  this  kind)  the  various  tyoes  of  period  furni- 
ture. This  chart  alone  is  a  splendid  feature,  and  shows 
at  a  glance  the  distinctive  lines  that  distinguish  the 
various  periods  of  furniture. 

The  arrangement  of  all  the  matter  in  the  book  is  con- 
venient, and  the  wealth  of  pictured  outlines  illustrates 
graphically  the  descriptive  matter  treated  of.  Not 
only  is  it  a  valuable  book  for  the  dealer,  but  it  is  one 
that  will  be  found  of  immense  value  to  the  manufac- 
turer, sialesman,  buyer,  and  connoisseur. 

It  is  the  only  comprehensive  and  practical  book  pub- 
lished at  a  reasonable  price.  It  contains  nearly  400 
pages.  The  retail  price  of  the  book  is  $5.  Orders  en- 
closing this  sum  sent  to  The  Furniture  World.  Toronto, 
will  receive  prompt  attention,  and  the  book  will  be  sent 
post  free  to  the  person  ordering. 
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Our  Own  Styles  and  Designs 
in  Furniture 

BY  IV.  L.  EDMONDS 


In  an  address  ^before  the  Toronto  Board  of  Trade  some  time 
ago,  Sir  G-eorge  Foster,  the  Minister  of  Trade  and  Commerce, 
urged  Canadians  to  develop  a  style  of  their  own  in  manufactured 
articles.  He  did  not  specify  any  particular  line  in  which  this 
should  be  done.  He  was  speaking  in  regard  to  manufactured 
goods  generally,  and  was  expressing  his  opinion  of  Canadians 
whose  fastidious  tastes  cannot  be  satisfied  with  anything  short  of 
foreign  made  articles. 

That  his  criticism  applies  to  the  demands  of  many  people  in 
regard  to  furnitiire  every  dealer  will  no  doubt  agree,  for  there 
are  people  all  over  this  land  who  turn  up  their  nose  when  the  pro- 
duct of  a  home  factory  is  offered  them. 

Some  of  those  people  may  be  past  redemption.  Foreign  goods 
only  will  satisfy  them,  and  all  the  furniture  dealers  in  the  Domin- 
ion could  not  budge  them  from  their  position.  A  few  of  them 
might  be  deceived,  as  was  a  Toronto  woman  a  few  years  ago,  when 
she  hought  a  suite  of  Canadian  furniture  in  England,  under  the 
impression  that  she  was  buying  a  British-made  article.  But  to  de- 
ceive is  not  good  practice  either  from  a  business  or  ethical  stand- 
point. 

At  the  same  time,  however,  the  furniture  dealer  who  is  a  good 
salesman  can,  if  he  chooses  so  to  do.  persuade  many  a  customer 
to  take  a  Canadian  instead  of  a  foreign-made  article. 

Canada  imports  altogether  too  much  foreign  furniture.  Last 
year  the  amount  was  -^S, 188,000.  Even  if  we  transferred  but  half 
that  amount  to  the  home  factories  it  woiild  mean  a  great  deal  to 
the  maniifacturers  and  workmen  of  the  country. 

No  influence  is  as  potent  for  bringing  this  about  as  that  of  the 
retail  furniture  dealer.  And  with  the  Canadian  sentiment  in 
favor  of  home-made  products,  the  task  should  be  a  comparatively 
easy  one. 

Good  salesmanship,  backed  by  judicious  advertising  and  good 
window  displays,  will  do  much  to  bring  about  a  result  that  is  par- 
ticularly necessary  at  this  time  in  the  country's  history. 

And  fortunately  no  dealer  need  have  any  qualms  of  con- 
science about  pushing  Canadian-made  furniture,  either  in  regard 
to  its  style  or  quality. 

In  the  meantime,  it  might  not  be  a  bad  idea  for  the  furniture 
manufacturers  to  nay  even  more  attention  than  they  are  now 
doing  to  the  manufacture  of  original  and  distinctively  Canadian 
styles  and  designs. 
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Pushing  Sales  of     Made-in-Canada "  Furniture 

Linking  up  the  "  Buy-a-Piece  "  and  the  "  Canadian- 
Made"  furniture  Campaigns — Now  the  opportune  lime 


ALWAYS  a  difficult  problem  to  provide  something 
radically  new  in  the  way  of  a  name,  sales  plan 
or  decorative  scheme  for  special  sales,    at  the 
present  time  merchants  have  at  hand  one  of  the  best 
kinds  of  material  if  they  but  push  forward  the  "Made- 
in-Canada"  campaign. 

Especially  is  this  true  in  the  furniture  trade.  So 
much  excellent  furniture  is  now  made  in  Canada  that 
we  can  supply  almost  all  needs — and  in  a  variety  of 
woods  and  finishes  that  give  an  immense  range  of 
choice,  so  that  dealers  can  combine  both  the  "Made-in- 

iiiiiiiiiiiiriiiiiiiiiiiiiiiiifiiiiimiiiiiiiiiiiiiiiiiiiniiiiniiiiiiiiiin 

1      SEE  THE  NEW  1 

\  WAR  MAPI 

I    At  The  Right  House  | 

I  A  Relief  Map,  Built  by  F.  W.  Karch,  | 
i  of  Dundas,  on  a  Platform  That  1 
E       Covers  1 44  iq.  ft.  Floor  Space  | 

S  On  the  second  floor,  near  the  elevator.    A  lerturer  ex-  S 

5  plains  the  present  location  of  tile  armies  and  navies  so  far  2 

S  as  it  is  known,  the  circumstances  that  led  up  to  the  war  and  S 

S  the  history  of  the  important  cities  involved.  3 

S         Everybody  welcome — no  charge  of  any  sort.  S 

miiiiiiiiiiiiiiiiiEiiiiiiiisiiiiafiiiiiniiiHiiHsiiiiiiiiiiiiiiiiiiiigmrf 

How  a  Western  Ontario  furniture  dealer  got  people  to  come  to  his 
store.   To  see  the  map  it  was  necessary  for  the^n  to  pass 
through  his  display  of  stock. 

Canada"  and  "Buy-a-piece-of-furniture "  movements. 

The  "Made-in-Canada"  thought  is  very  prominent  in 
the  minds  of  the  people  all  over  the  Dominion  to-day, 
so  what  more  can  the  dealer  ask  in  the  Avay  of  an  idea 
than  playing  up  this  idea,  and  helping  forward  as  much 
as  he  can  in  his  own  neighborhood  the  sales  of  Cana- 
dian-made furniture  1  - 

Last  month  Canadian  Furniture  ^  World  published 
a  splendid  article,  reprinted  from  the  Berlin  (Out.) 
News-Record,  dealing  with  the  "Buy-a-pieee-of-furni- 
ture"  idea.  It  told  what  could  be  done  for  the  better- 
ment of  the  Canadian  furnitiire  trade  if  each  of  the 
800,000  farm  households  in  Canada  expended  but  $25 
on  furniture  necessities  in 'the  home. 

But  the  farming  community  is  not  one-half  the  coun- 
try's population  to-day.  The.  town  and  city  folks  are 
also  to  be  considered.  Placing  the  urban  households  in 
the  Dominion  at  the  very  conservative  number  of 
1,000,000  homes,  said  a  prominent  Western  Ontario 
manufacturer  to  the  writer  the  other  day,  if  the  head 
of  each  of  these  families 'Spent  only  $5  on  one  piece  of 
furniture  it  would  mean  a  total  of  $5,000,000.  It  would 
mean  more  than  that,  in  the  long  run,  for  that  amount 
would  be  turned  over  and  over  until  it  worked  its  way 
back  to  the  pockets  of  the  householders,  who  are  also 
the  wage-earners  of  the  country.  Could  not  the  furni- 
ture dealers  in  all  sections  of  Canada  help  to  make  this 
idea  realizable?  The  dealers  who  do  this  would  be  the 
first  to  benefit. 

This  $5,000,000  spent  on  furniture  would  also  mean 
the  employment  of  5,000  men  in  Canadian  furniture 
factories  for  eight  months  of  this  present  year.  Is  that 
not  worth  while?  It  would  mean  the  paying  out  of  a 
great  deal  of  this  amount  in  wages  to  workmen,  who  in 


turn  would  spend  it  for  other  necessities  in  the  home, 
and  for  some  more  furniture. 

At  the  present  time  the  large  furniture  and  depart- 
ment stores  in  the  bigger  cities  of  Canada  are  conduct- 
ing Made-in-Canada  furniture  sales,  and  to  draw  atten- 
tion to  these  special  sales  are  doing  some  tremendous 
advertising. 

Could  not  the  furniture  retailers  in  the  smaller 
centres  emulate  their  example  and  take  advantage,  with 
benefit  to  themselves,^  of  the  big  advertising  being  done 
by  the  larger  stores?  The  sentiment  is  there,  and  the 
time  is  opportune.  Advertising  in  the  local  press  will 
help ;  back  it  up  with  window  displays ;  put  on  some 
sales  stunts,  and  the  resultant  business  will  amply  re- 
pay the  effort. 

Much  has  heen  done  in  the  way  of  featuring  the 
"Made-in-iCanada"  movement  by  many  stores,  large 
and  small,  throughout  the  Dominion.  The  possibilities 
of  this  idea,  however,  are  by  no  means  exhausted — very 
far  from  it — and  now  is  a  good  time  to  launch  a  cam- 
paign. The  "Made-in-Canada"  movement  is  not  a  tem- 
porary one,  but  bids  fair  to  become  permanent.  Fur- 
thermore, it  promises  to  increase  both  in  intensity  and 
volume  throughout  the  year. 

Are  you  doing  your  part  to  boost  the  sale  of  Made- 
in-Canada  furniture?  If  you  are,  benefit  will  surely 
accrue  to  you ;  if  you  are  not,  then  start  now. 

Do  what  you  can  to  induce  your  customers  to  buy-a- 
piece-of-Canadian-made-furniture ! 


"MADE  IN  CANADA  WEEK" 

Goodwins,  Limited,  Montreal,  is  a  firm  which  has 
been  carrying  out  this  idea.  During  November  they 
conducted  a  week's  sale  of  strictly  "Made  in  Canada" 
goods,  and  to  get  the  necessary  publicity  took  a  whole 
12-page  section  of  the  Montreal  Herald  and  Daily  Tele- 
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Hie  Cnrney-Massey  Co.  limited,  Montreal  Mt»:^ 


Variety  of  advertisements  in  a  two-page  spread  made  by  Goodwins' 
Ltd.  during  their  special  "Canada"  sales  week. 

graph  on  Monday,  Nov.  23.  One  page  of  this  section 
was  given  over  to  news  features  of  Canadian-made 
goods,  and  the  rest  of  the  paper  featured  advertise- 
ments of  Canadian  manufacturers  whose  goods  are 
handled  in  Goodwins. 
The  sale  was  a  huge  success. 
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Sewing  Machines  in  Furniture  Stores 

A  good  st'lliiig  liiip  for  funiiturt'  dealprs  to  handle  is 
the  sewing  niaehinc.  Though  it  need  not  be  confined 
to  any  particular  season,  it  is  an  especially  good  line 
for  spi'ing  selling.  There  is  so  much  sewing  to  be  done 
in  the  home  just  before  summer,  particularly  where 
there  -are  children,  that  many  good  selling  arguments 
can  be  placed  before  the  store's  customers  and  before 
the  buying  public  generally  in  the  store's  advertising. 

Recently  two  of  the  largest  of  the  furniture  stores 
in  Toronto  inaugurated  a  campaign  to  sell  sewing  ma- 
chines. One  of  them  adopted  the  club  plan,  enrolling 
about  one  hundred  persons  who  paid  one  dollar  down 
and  one  dollar  a  week  until  the  machine  was  paid  ior. 
To  those  who  made  their  payments  regularly  a  small 
sewing  table  was  given  with  the  machine.  'This  table 
was  of  the  same  wood,  style  and  finish  as  the  machine, 
and  made  a  splendid  companion  piece  of  furniture. 
The  present  attracted  members  to  the  club,  and  in 
many  instances  clinched  the  .siale. 

Both  furniture  houses  made  fine  window  pictures  of 
the  machine  they  were  selling  and  also  in  their  adver- 
tising laid  before  the  newspaper  readers  the  special 
propositions  they  had  to  make.  Both  also  sold  the  ma- 
chines on  the  credit  plan,  as  from  past  experience  they 
had  found  that  on  furniture  items  selling  above  a  cer- 
tain fixed  price,  it  was  better  to  adopt  the  credit  prin- 
ciple. The  Burroughes  Co.  made  their  advertising  tell, 
and  the  Adams  Furniture  Co.,  being  nearer  the  centre 
of  the  city,  made  a  strong  feature  of  their  windows. 

The  pushing  of  sewing  machines  through  the  trade  is 
being  taken  up  energetically  this  spring  by  at  least 


Burroughes  Offers  For  a  Limited  Time 


Two  Carloads  of- 


one  manufacturing  concern — The  Raymond  Mfg.  Co., 
of  Guelph,  Ont.  Being  a  "  made-in-Canada"  machine, 
that  company  say  they  are  in  a  position  to  make  a  spe- 
cial service  otfer  to  the  trade.  They  have  been  watch- 
ing the  trend  of  buying  and  have  decided  to  play  up 
the  furniture  trade,  as  they  have  found  that  furniture 
dealers  are  willing  to  push  for  sales.  The  company,  too, 
on  their  part,  are  willing  to  co-operate  with  the  trade 
in  helping  them  bring  sewing  machines  to  the  attention 
of  the  public. 

Now  that  "made-in-Canada"  goods  are  so  mucli  to 
the  fore,  a  display  of  sewing  machines  "made  in  Can- 


ada" would  make  a  fit  companion  with  the  other  Cana- 
dian-made furniture  lines  that  are  being  pushed  in  spe- 
cial sales  during  this  spring  sea.Sion. 


LETTER  INVITATION  TO  SEE  GOODS 

The  following  circular  letter  has  been  sent  out  by  a 
Toronto  furniture  house  to  introduce  some  new  goods. 
It  is  given  in  full  here,  so  that  dealers  in  the  smaller 
centrt'S  may  .judge  its  worth  and  see  for  thems^dves  one 
of  the  methods  employed  l)y  larger  stores  to  induce 
customers  to  enter  the  store. 
Dear  Madam: 


We  have  been  fortunate  during  the  last  few  days  in 
securing,  direct  from  the  makers,  important  consign- 


Two  new  Jacobean  Items  from  the  Geo.  McLagan  Co.'s  1915  line. 


ments  of  high-class  furniture  at  a  very  large  discount. 

It  is  our  intention  to  make  a  ((uick  clearance  of  the 
whole  collection  at  extremely  low  prices,  and  we  have 
taken  the  liberty  in  this  way  of  calling  your  attention 
to  the  sale  and  inviting  your  attendance. 

The  furniture  consists  chiefly  of  bedroom  suites  in 
mahogany,  Circassian  walnut,  ivory  enamel,  satin  wal- 
nut, etc.,  and  dining  room  suites  in  mahogany  and 
fumed  oak.  The  designs  are  exceptionally  good  and 
the  workman.ship  high  class  in  every  particular. 

A  special  display  of  this  furniture  has  been  arranged 
on  our  second  and  third  floors,  and  we  invite  you  to  see 
it  whether  you  have  any  thought  of  purchasing  or  not. 
We  are  sure  the  exhibit  will  interest  you.  It  is  doubt- 
ful if  furniture  of  this  class  will  again  he  obtainable  at 
prices  so  low  as  those  we  are  now  ([noting. 

Hoping  soon  to  have  the  opportunity  of  showing  you 
our  .stock  and  more  especially  the  lines  included  in 
these  special  purchases,  we  remain. 

Yours  trulv, 
MURRAY-KAY.  LIIVITTED. 


CANADIAN  BUSINESS  PATRIOTISM 

We  believe  in  our  country.  We  have  faitih  that 
Canaifla  will  i-oTufcimie  to  be  one  of  the  most  jurosperous 
nation-s  in  tJhe  world.  Althoug'h  panicky  people  pinch 
tight  the  mighty  dollar,  fearin";  disaster  for  this  coun- 
try on  account  of  the  European  war,  our  crops  are  the 
most  bountiful  in  years.  These  crops  must  be  ha.r- 
ve'sted.  The  mills  will  grind  the  wlhe'at  and  com;  the 
railroads  will  transport  the  flour  and  meal;  s'tar^^ng  na- 
tions will  find  some  way  of  getting  these,  and  the 
wealth  rei'eived  in  return  will  be  spent  at  home. 

As  a  small  percentage  of  our  country's  products  arc 
alil  that  are  e.xported,  we  ere  likely  to  suffer  a  great 
deal  more  from  the  abnormal  tightening  up  of  the 
purse  strings  of  our  merchants,  our  manuflacturers, 
and  our  consumers,  than  from  loss  of  European  busi- 
tiess. 

We  believe  that  now  is  the  time  for  patriotism  in 
its  broaidest  sens* — that  is,  to  take  advantage  of  pre- 
■sent  conditions  by  pushing  ahead.  Let  us  all  work 
together  in  a  natural,  normal,  and  sensible  way. — 
From  Simonds  Canada  Saw  Co.  Bulletin. 
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A  WINDOW  DISPLAY  OF  MADE-IN-OAN ADA  BEDROOM  FURNITURE  MADE  BY  THE  ADAMS  FURNITURE  CO.,  TORONTO. 


Making  Windows  Help  the  Made-in-Canada  Campaign 


THE  slogan  "Made  in  Canada"  is  intended  to  pro- 
mote an  increased  home  consumption  of  Cana- 
dian-made products,  and  one  of  the  best  means 
the  retail  furniture  dealer  has  of  bringing  the  attention 
of  the  public  to  the  fact  that  he  is  carrying  a  full  stock 
of  Canadian  furniture  is  by  making  window  displays. 

The  "Made-in-Canada"  movement  should  have  a 
great  interest  to  our  people,  and  should  enlist  their 
warmest  co-operation.  An  article  isn't  necessary  bet- 
ter because  it  is  "imported."  We  have  false  ideas 
about  that,  and  false  trade.  The  home  product  is  gen- 
erally as  good  and  often  superior,  and  the  label  "im- 
ported" is  in  many  instances  a  fraud  to  satisfy  a  silly 
prejudice. 

We  should  glory  in  using  goods  made  in  Canada.  It 
should  be  an  insignia  of  our  patriotism  and  an  evidence 
of  our  good  sense.  Once  the  public  could  see  it  in  this 
light  our  factories  would  boom  and  our  prosperity 
reach  a  higher  point  than  ever  known  before. 

The  women  can  do  wonders  in  furthering  this  cause, 
and  dealers  would  do  well  to  cater  as  much  as  possible 
to  the  women  buyers.  Both  in  windows  and  in  interior 
displays,  neat  and  tasty  arrangements  of  goods,  set- 
ting them  of£  in  as  homelike  groupings  as  possible,  will 
greatly  help  in  making  for  success  the  "Made-in-Can- 
ada" special  sales. 


SOME  HINTS  ON  DISPLAY. 

"Don't  crowd  your  displays,"  is  the  advice  given  by 
Mr.  MeJannett,  manager  of  the  furniture  department 
of  the  F.  R.  MacMillan  Co.,  of  Saskatoon,  Sask.  "You 
must  give  plenty  of  room  if  you  wish  to  show  goods  in 
a  way  to  appeal.  You  go  into  many  retail  stores  where 
everything  is  packed  in  without  any  sense  of  arrange- 
ment. That  kind  of  display  doesn't  sell  goods — at  least 
not  the  greatest  possible  amount." 

He  believes  that  it  is  a  good  plan  to  show  goods  just 
as  they  would  appear  in  the  customer's  home.  When  a 
persons  sees  a  piece  of  furniture  amid  a  jumbled  up 
display,  it  is  difficult  for  him  or  her  to  picture  just  how 
it  would  appear  in  their  own  home,  and  even  if  they  do 
extend  their  imagination  that  far,  the  impression  is 
not  as  favorable  as  if  the  furniture  was  shown  in  suit- 
able surroundings. 

"If  the  furniture  being  looked  at  by  a  prospective 
customer  could  be  shown  in  his  or  her  own  home,"  says 
Mr.  MeJannett,  "sales  could  be  made  much  easier." 
This  cannot  be  done,  of  course,  so  the  next  best  method 
is  adopted — that  of  roping  off  sections  of  the  depart- 
ment and  devoting  each  one  to  furnishings  for  different 


rooms  of  the  home.  It  shows  up  the  line  being  looked 
at  to  better  advantage  and  customers  frequently  be- 
come interested  in  other  lines  shown  in  conjunction 
with  the  one  they  are  looking  at. 


WINDOWS  SHOW  CHARACTER  OF  STORE. 

By  Marsh  K.  Powers 

In  general,  there  are  three  main  classes  of  people 
whom  you  cannot  reach  by  live  window  displays — 
the  invalid  who  is  bedridden,  the  child  too  young  to 
understand,  and  the  people  who  never  pass  your  store. 
The  first  two  classes  are  not  purchasers,  and  the  third 
class  for  the  most  part  is  almost  altogether  out  of  your 
reach.  All  the  rest  can  be,  and  are  being,  reached 
every  day  by  live  window  displays. 

Buys  Not  on  Price  Alone. 

Live  customers  like  live  dealers.  No  one  has  con- 
fidence in  a  dead  one — no  one  cares  to  do  business 
with  him,  for  the  purchaser  cannot  put  faith  either  in 
his  advice  or  in  his  merchandise.  Remember,  too,  that 
it  is  the  live  customer  that  means  real  money  for  you. 
He  is  the  man  who  has  money  to  spend,  and  he  is  the 
man  who  spends  it  when  you  go  after  him  in  the  right 
way.  His  money  is  never  glued  to  his  pocket.  He  does 
not  buy  on  price  alone.  Best  of  all,  he  is  the  man 
who  is  always  on  the  lookout  for  new  things  to  buy. 

"On  the  lookout"  means  that  when  he  sees  an  at- 
tractive, interesting  window  display,  he  stops  to  ex- 
amine it.  Nine  chances  out  of  ten,  he  does  not  come  in 
and  buy  at  once.  Instead  he  thinks  to  himself,  "That 
man  is  a  live  merchant — his  stock  is  up-to-date — he 
knows  his  business." 

I  do  not  mean  to  say  that  he  actually  repeats  these 
things  to  himself,  but  I  do  mean  that  he  gains  real 
confidence  in  your  store,  because  through  your  win- 
dows you  have  proven  yourself  a  live  dealer.  Then 
when  the  time  arrives  that  he  needs  something  in  the 
furniture  line,  he  comes  to  you  to  ask  your  advice,  and 
he  buys  according  to  your  recommendation  because 
you  have  already  gained  his  confidence.  Your  window 
displays  have  made  him  your  customer. 

Take  an  actual  case  out  of  the  writer's  own  experi- 
ence. Two  miles  from  my  home  there  is  a  retail 
store  which  has  built  an  enviable  reputation  for  the 
careful  displays  in  its  show  windows.  As  it  is  in  a 
neighborhood  which  I  frequently  visit,  I  long  ago 
learned  to  watch  for  its  new  displays. 

Frequently  I  go  actually  out  of  my  way  in  order  to 
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pass  this  store,  and  have  often  advised  other  people  to 
be  sure  to  see  special  displays.  Not  only  do  I  thus  ad- 
vertise this  store  for  its  owner,  but  two-thirds  of  my 
ordinary  purchases  are  made  at  this  inconvenient  place, 
merely  because  no  other  store  in  my  neighborhood  has 
yet  caught  my  eye. 

No — I  will  withdraw  that  last  phrase.  There  is 
another  store  three  blocks  from  my  home  which  I  pass 
several  times  a  week.  Its  window  is  always  carelessly 
filled.   Needless  to  add,  I  have  never  entered  that  store. 


THE  SHOW  WINDOW'S  MESSAGE. 

B\,  J.  C.  Bodine 

The  secret  of  success  in  making  an  appropriation  for 
window  display  is  to  spend — not  too  much — not  too 
little — but  just  enough.  Just  the  right  amount  to  bring 
out  the  greatest  selling  eflficieney  of  the  window.  But 
making  successful  window  displays  is  a  matter  more  of 
ideas  than  of  money.  A  good  idea  backed  by  a  little 
money  will  generally  accomplish  much  more  than  a 
lot  of  money  when  the  idea  is  lacking. 

We  know  that  dealers  do  not  neglect  their  show  win- 
dows intentionally.    No  sensible  merchant  would  do 


An  interior  display  of  "Made-iii-C  iinaila"  furniture  in  Howard  Rogers' 
store  at  Fredericton,  N.B. 


that.  But  we  do  know  that  their  enthusiasm  skids  now 
and  then,  because  they  don't  know  just  what  to  do.  In 
the  first  place,  let  us  get  a  clear  understanding  of  what 
the  show  window  is,  what  is  expected  of  it,  and  we  can 
then  decide  what  we  will  do  to  assist  it  in  the  per- 
formance of  its  functions' — that  is,  to  sell  more  goods. 

To  start  with  the  show  window  is  a  part  of  the  store 
for  which  a  certain  percentage  of  rent  is  paid.  This 
rent  has  to  be  paid  v.  hether  the  window  is  mad^  isvc 
of  or  not.  Next,  the  show  window  is  the  only  direct 
connecting  link  between  the  merchandise  in.side  the 
store  and  the  possible  customer  who  is  passing  on  the 
sidewalk  outside.  The  function  of  the  window  is  to 
introduce  the  merchandise  inside  to  the  passerby  out- 
side accordingly  as  the  show  window  and  merchandise 
are  handled.  With  competition  what  it  is  to-day  it 
seems  a  most  short-sighted  policy  to  show  the  mer- 
chandise otherwise  than  at  its  best,  and  to  do  this  re- 
quires a  certain  amount  of  money — ^not  very  much,  but 
enough.  "  ' 


IMPORTANCE  OF  STORE  FRONTS  FOR  DISPLAY 

The  dealer  behind  the  .store  front  doesn't  give  a 
"whoop"  how  the  carpenter  builds  the  front,  just  so  it 
produces  business — ^produces  net  profits.  If  you  were 
to  build  a  house  you  would  be  moved  only  by  your  re- 
((uirements ;  you'd  build  your  house  to  suit  you.  not 
your  neighbor,  then  why  should  the  dealer  figure  any 
differently  when  he  comes  to  build  a  sftore  front? 

The  furniture  man  needs  a  furniture  store  front — not 
a  front  like  the  jewelers'  or  the  butchers'.  There  isn't 
a  line  sold  in  a  retail  way  that  needs  its  particular  kind 
of  store  front  any  more  seriously  than  furniture. 
Given  the  proper  space,  the  average  window  trimmer 
can  make  a  better  showing  with  furniture  than  he  can 
with  any  other  line,  but  with  space  not  designed  for 
the  display  of  furniture,  the  best  window  trimmer  on 
earth  can  do  comparatively  nothing  in  the  showing  of 
furniture  under  those  conditions. 

When  dealers  come  to  the  point  where  they  intend 
to  put  in  a  new  store  front,  the  best  thing  on  earth  for 
them  to  do  is  to  consider  the  real  work — not  go  at  the 
proposition  in  a  haphazard  and  hurried  way.  Let  them 
comprehend  what  a  store  front  is  for,  then  go  ahead. 
Every  furniture  dealer  attempts  to  sell  complete  suites 
of  furniture  rather  than  single  pieces.  How  can  he 
hope  to  sell  complete  suites  when  he  only  shows  single 
pieces  in  his  show  windows. 


REMOVE  PAINT  SPOTS  FROM  WINDOW. 

Of  course,  you  can  take  paint  spocs  ofip  window  glass 
with  paint  remover  or  with  soda,  but  in  either  case  the 
liquid  is  apt  to  run  down  on  the  sash  and  injure  the 
paint  that  you  don't  want  to  remove.  You  can  also 
scrape  the  paint  off  with  a  putty  knife,  but  there's  al- 
ways the  danger  of  scratching  the  glass.  About  the 
best  way  is  to  wet  the  spots  sparingly  with  alcohol,  take 
a  silver  dollar,  lay  it  flat  on  the  glass  and  rub  it  around. 
The  milled  edge  of  the  coin  will  cut  the  paint  otT,  while 
the  metal  is  not  hard  enough  to  scratch  the  glass. 

For  softening  up  paint  spots  that  are  very  difficult 
to  remove,  a  solution  of  oxalic  acid  and  water  is  re- 
commended. For  polishing  glass,  nothing  can  beat 
wood  alcohol. — Varnish  Talks. 


HELP  MANUFACTURERS  IN  DISPLAY 

The  manufacturer  has  learned  that  the  show  window 
is  a  powerful  selling  force,  and  the  retailer  has  learned 
that  the  manufacturer  can  bring  to  bear  well-directed 
advertising  that  adds  greatly  to  the  efficiency  of  the 
show  window.  This  applies  not  only  to  furniture  manu- 
facturers who  have  nation-Avide  distribution  of  their 
products,  but  to  the  smaller  ones  whose  products  are 
sold  only  in  more  or  less  restricted  zones.  In  oth^r 
words,  the  manufacturer  and  retailer  have  found  that 
it  is  possible  for  them  to  work  together  with  better  re- 
sults than  can  be  had  if  they  work  alone. 


TO  MAKE  SEWING  MACHINES 

J.  G.  Sully  and  other  Guelph  men  have  formed  a 
company  to  take  over  the  Raymond  plant  in  that  city, 
and  the  manufacture  of  sewing  machines  will  follow. 
The  recent  changes  in  the  duty  will  assist  the  new  man- 
agen^ent,  and  a  large  staff  will  be  employed. 
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Advertising  Spring  Lines  of  Furniture 


Bi>  A.  B.  LEVER 


RETAILERS  throughout  the  country  are  making 
their  plans  for  the  Spring  trade.    Most  of  the 
ads.  I  have  selected  for  reproduction  in  this 
issue  have  a  Spring  flavor. 

"Wright's,  Limited,  Sydney,  has  a  striking  and  well- 
worded  advertisement.  It  is  well  balanced  and  well 
set.  I  am  of  the  opinion,  however,  that  if  a  range  of 
prices  had  been  given  at  which  the  various  "ends" 
could  have  been  bought  the  advertisement  would  have 
been  even  stronger.   The  original  was  4%  by  6  inches. 

The  adveriisement  beginning  "Furniture  Sav- 
ings" is  from  an  announcement  of  the  Hudson's  Bay 
Company,  Kamloops.  Being  but  a  section  of  the  orig- 
inal advertisement,  in  the  reproduction  it  is  at  a  some- 
what disadvantage  artistically,  but  it  is  well  written. 
It  will  be  noticed  that  the  illustrations  are  from  out- 
line zinc  cuts  instead  of  halftone  engravings,  which  is 
not  only  an  advantage  as  to  cost,  but  also  in  regard  to 
appearance  when  printed  on  ordinary  news  paper. 

M.  E.  Long  Furnishing  Co.  has  a  neat  and  nicely  writ- 
ten little  advertisement,  although  it  would  have  pre- 


sented a  better  appearance  typographically  had  a  larger 
display  type  been  on  the  top,  in  order  to  balance  the 
heavier  lines  at  the  bottom.  The  original  was  2%  by 
5  inches. 

The  outstanding  feature  of  the  advertisement  of  the 
Calgary  Furniture  Store,  Limited,  which  occupies  the 
centre  of  the  group,  is  that  it  features  a  "baby  car- 
riage day."  As  the  original  was  8%  hy  13  inches,  the 
reproduction  gives  a  rather  faint  idea  of  the  ad.  as  it 
first  appeared.  The  ad.,  which  was  well  written,  made 
an  appeal  to  parents,  which  no  doubt  brovight  many  of 
them  to  the  store.  ' '  Cive  that  Baby  a  Carriage  To-day ' ' 
is  good.  These  sentences  are  also  good,  for  they  are 
convincing  to  the  average  parent  with  a  baby  in  his 
possession:-  "That  baby  of  yours  deserves  a  good  car- 
riage or  go-cart  to  ride  in.  You  owe  it  to  yourself  and 
to  him."  No  parent  would  ever  deny  this.  An  ad. 
which  touches  the  heart  of  a  p'arent  usually  probes  deep 
enough  to  reach  his  pocketbook. 

Turnbull  &  CutclifEe's  announcement  fshowsi  how 
well  a  space  of  6%  by  4  inches  can  be  used  to  advan- 
tage with  an  engraving  at  each  upper  corner.   The  ad. 


Remnant  Sale 
of  Linoleum  and 
Oilcloth  Ends 


Nil' o(  ends  cfLmolfuiiMnf  0''.ii'h 


1  moudi! 


0  ]1  And  I 

fnil«  or  Ollciotb 

JnS,  Ol  Prinf.d  LlfolfUtn, 

rnrfi  ol  PU'n  Linolrum, 
£..c(f  o(  Trirk  I  inoPeuni 
Fnd*  or  1nl>id  tinDlrum 
EoJ)  or  Cork  Carpvi 


WRIGHT'S  LIMITED 

CHARLOTTE  ST.  SYDNEY 


\IE  SAME  POLrCY 


SATISFACTION  AT  ANy  C05T1" 


Give  That  Baby 
f      a  Carriage  TODAY 


CREDIT 

■  Wr-VTCH  OUR  NEW  HOME  CPOW 

CREDIT 

VOUPS  lb 
GOOD  AT 
THl-i  HOUSE 

Fur 


m  tlie  Adam  Style 


T/jf  variety  displayed  . 
prices  IS  notably  large. 


The  Tobe;  Furniture  Compaap 


ffnryTTl    IRON  BED 

jj^Uili-U^  ^  Brass  Rods, 

w  ,  — ■? — "T^I^XJ      Mounts  aad  Knobs. 


J'f' and  Co-Carts  } 


At  The  Big  Store  on  the 


This  Bed  ^^.95 


Complete 


/  :  S7.95 
DOMINION  HOUSE 
FURNISHING  CO. 

ISi  183  165  BANK  ST 


FLOOR 
OILCLOTH 

We  do  nol  recommend  the  use  of  cheap  oil- 
cloth, wc  would  rather  sell  our  best  Linolrum, 
but  i/  our  customers  want  a  low  priced  floor 
covcnnR  that  will  look  bright  and  pretty,  we 
can  show  them  a'  large  variety  of  patterns  in 
the  twcnly  five  cenl  goods. 

Thid  Jolh  comes  only  in  one  width,  two 
yards  wide,  and  the  price  per  running  yard  is 
50  cents 

HOUSE  FURNISHERS,  ■  FREOOTCTON,  «.  P. 


Seasonable  Spring  advertisements  made  by  Canadian  furniture  dealers. 
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is  to  the  point,  and  there  is  no  waste  of  words.  Tt  will 
be  noticed  that  prices  have  not  been  omitted. 

The  ad.  of  the  Dominion  House  Fiirnishing  Co..  Ot- 
tawa, is  inserted  in  order  to  show  how  effectively  a  2% 
by  3V2-inch  space  can  be  made  with  a  small  engraving. 

The  advertisement  of  the  Tobey  Furniture  Company 
is  the  most  artistic  in  the  group.  Notice  how  clear,  in 
spite  of  the  reduction  from  the  original  size,  the  en- 
graving of  the  table  stands  out.  Tt  is  a  zinc  outline  cut. 
The  Tobey  Company  is  a  Chicago  concern,  but  it  is  a 
good  thing  to  get  an  occasional  glimpse  at  what  our 
neighbors  are  doing  in  the  way  of  advertising.  The 
original,  which  had  a  white  space  outside  the  rules 
shown  in  the  reproduction,  was  4^/^  by  7  inches. 

The  advertisement  of  the  Lord  Furniture  Company, 
Ottawa,  is  another  example  of  what  can  be  done  with 
small  space.  The  original  was  only  4%  by  1%  inches, 
but  it  was  well  in  evidence. 

The  advertisement  of  Lemont  &  Sons,  Ltd.,  Frederic- 
ton,  is  an  all-round  good  one.  It  is  well  vmtten  and 
well  displayed.  One  feature  about  the  ad.  that  is  par- 
ticularly commendable  is  the  intimation  that  while 
value  is  being  given  in  the  25c.  article  advertised,  the 
firm  would  prefer  to  recommend  oilcloth  of  better 
quality.  This  is  honest  advertising.  The  original  was 
4%  by  61/2  inches. 


WHAT  ADVERTISING  WILL  DO 

The  writer  attended  a  meeting  of  merchants  recently 
and  the  subject  of  advertising  came  up  for  discussion. 
One  man  stated  that  he  was  not  favorable  to  spending 
money  on  advertising — that  he  had  been  in  business  for 
so  many  years,  and  that  he  had  never  done  any  adver- 
tising, and  that  he  had  done  pretty  well  in  a  business 
way.  It  must  be  admitted  that  he  has  done  quite  well 
in  the  matter  of  business  progress,  but  it  is  a  safe  bet 
that  if  he  had  done  a  little  advertising  that  his  progress 
would  have  been  much  greater.  The  outstanding  mer- 
chandise houses  of  to-day  that  have  built  their  business 
by  advertising  would  no  doubt  have  made  considerable 
progress  even  if  they  had  done  no  advertising.  The 
ability  and  hard  work  of  the  men  behind  them  would 
have  assured  that,  but  their  stores  stand  out  to-day  as 
concrete  examples  of  what  the  addition  of  advertising 
to  other  merchandising  methods  has  made  possible. 

Advertising  has  proved  its  worth  in  a  myriad  of 
cases.  In  every  town  and  city  can  be  seen  convincing 
examples  of  what  advertising  has  accomplished.  The 
store  which  a  few  years  ago  was  small  in  size,  and  on  a 
side  street,  has  now  become  the  large  establishment  on 
the  main  corner.  Dealers  who  started  ten  years  ago 
with  a  hundred  dollars  and  one  clerk,  now  have  an  ex- 
tensive staff  and  a  big  capital.  Intelligent  and  persist- 
ent advertising  has  accomplished  these  things.  Adver- 
tising is  the  corner  stone  on  which  many  a  great  busi- 
ness has  been  built.  No  business  is  so  small,  nor  no  field 
so  narrow,  but  that  intelligent  advertising  will  prove 
valuable. 


ADVERTISING  AIDS  SALESMEN. 

I  have  always  considered  advertising,  from  a  manu- 
facturer's or  jobber's  viewpoint,  largely  as  a  help  to 
salesmen.  Years  of  experience  in  observing  advertising 
leads  me  to  believe  that  advertising  alone  will  not  sell 
anything.  But  when  a  campaign  through  salesmen  is 
planned,  it  will  often  be  found  that  advertising  con- 
ducted along  the  same  lines  as  those  along  which  the 
salesmen  are  working,  is  a  wonderful  help  to  them  in 


getting  results.  Suppose,  for  instance,  there  are  two 
houses  working  the  trade  of  the  country  on  the  same 
line  of  goods.  One  house  constantly  advertise  their 
line  in  an  attractive  manner.  They  use  good  pictures 
and  descriptive  matter.  Then  they  follow  up  this  ad- 
vertising campaign  with  good  salesmen.  Suppose  the 
other  house  simply  has  the  salesmen  without  the  adver- 
tising. Suppose  the  lines  of  goods  are  of  equal  quality 
and  the  salesmen  are  of  equal  ability.  Which  house 
do  you  think  will  become  the  best  known  to  the  trade 
and  get  the  best  results? 


GERMAN  MIRROR  PLATES  IN  CANADA 

A  iiianufaetui-cr  sends  the  following-  to  the  Furni- 
ture World  : 

"Since  the  first  of  tihe  year  certain  New  York  im- 
porters of  German  name  and  origin  have  been  urgently 
endeavoring  to  sell  the  Canadian  furniture  manufac- 
turers German  mirror  plates.  There  had  formerly  been 
(juite  a  substantial  business  in  Canada  for  German  mir- 
ror plates,  but  with  the  application  of  the  Gennan  sur- 
tax by  the  Canadian  Government,  some  years  ago,  this 
business  ceased.  Suhseriuently,  on  the  repeal  of  the 
surtax,  the  Gennian  plates  did  not  re-establish  them- 
selves in  the  favor  of  the  Canadian  furniture  buyers. 
For  the  two  years  191.3  and  1914  the  entire  Canadian 
purchases  and  importations  were  less  than  $2,000. 

"With  the  advent  of  the  war  the  German  Govern- 
ment notified  its  manufacturers  that  they  must  continue 
their  operations  in  execution  of  all  orders  and  con- 
tivTcts,  even  though  the  same  may  have  been  with  firms 
of  belligerent  countries.  The  government,  in  return, 
agreed  to  undertake  that  the  state  of  war  would  not 
cancel  such  contracts,  and  they  would  see  such  goods 
manufactured  would  be  taken  by  the  purchasers  or 
other  purchasers  found.  This  was  to  keep  alive  the 
industrial  life  of  Germany  depending  upon  the  expori 
])usine.ss  and  with  the  confidence  that  the  war  would 
be  of  short  duration. 

"Presumably,  in  accordance  with  the  foregoing, 
there  has,  within  the  past  few  months,  been  oflfered  the 
Canadian  furniture  trade  very  large  quantities  of  Ger- 
man mirrors,  and  the  most  recent  offer  is  in  a  quantity 
to  e(|ual  twelve  years'  requirements  based  on  the  ante 
helium  imnortations.  Tt  would  seem  reasonable  to  sun- 
pose  that  since  the  war  German  mirror  plates  would 
have  been  much  scarcer  rather  than  more  ahundant. 
This  latter,  however,  is  the  cas'e.  and  an  examination 
of  the  .ships'  manifests  entering  the  port  of  New  York 
(luring  the  winter  months  reveals  large  importations  of 
glass  through  the  port  of  Rotterdam,  whereas  the 
Kingdom  of  Holland  itself  produces  exceedingly  little 
glass  and  no  thin  plates  (German)  whatever. 

"It  would  seem,  therefore,  that  any  furniture  trade 
contemplating  purchasing  German  plates,  and  which 
thin  nlate  is  not  made  elsewhere  in  Europe  than  in  Ger- 
many, should  satisfy  themselves  ahsolutely  beyond  the 
foiTual  affidavit  of  origin  the  date  of  mannfacture,  that 
such  goods  are  proper  for  the  Canadian  trade  to  buy. 
Judging  from  the  past,  the  introduction  of  German 
plates  into  the  Canadian  market  would  seem  to  be  only 
temporary,  and  certainly  in  this  period  of  war  it  would 
appear  to  be  ill-advised,  no  matter  what  the  cost  or 
documentary  proof  of  eligibility  for  sale  in  Canada." 


Cast  a  critical  eye  on  the  arrangement  of  your  stock 
and  see  if  it  can't  be  improved  by  rearrangement.  Put 
yourself  in  the  position  of  the  public  and  pounce  on  the 
jnistakes. 
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Collins'  Course  in  Show  Card  Writing 


1 7th  of  a 

scries  of 

articles  apeciaUy 

prepared 

for  this  journal. 

We  have  explained  in  previous  issues  tlie  importance 
of  a  neat  'border  on  a  show  card.  This  gives  finish  to 
any  card.  Where  a  mat  is  used  a  border  will  not  be 
necessary,  for  the  mat  takes  the  place  of  it ;  but  on  all 


\ 

Z 
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that  the  double  lines  will  take  just  twice  as  long  to  do 
as  the  single  lines.  The  more  elaborate  the  corners  the 
more  time  will  be  consumed  in  making  them.  Note 
that  7  and  5  have  different  designs  on  each  arm.  This 
is  merely  to  show  two  ditferent  patterns.  The  various 
comers  may  ibe  used  on  the  different  patterns  of  the 
borders.  No.  7  is  perhapis  the  easiest  to  make  and  is'  very 
effective.  Its  roughness  makes  it  quite  attractive.  No. 
9  will  take  the  most  time  to  do,  but  is  quite  pretty  when 
made.  Bearing  in  mind  that  time  is  an  important  mat- 
ter in  the  making  of  show  cards,  it  will  be  seen  how  im- 
portant it  is  to  choose  such  designs  as  may  be  done  the 
most  rapidly.  It  is  this  that  possibly  makes  the  plain 
straight  line  so  popular  with  show  card  writers. 

Until  you  have  become  quite  accustomed  to  I'uling  a 
straight  line  with  your  brush,  it  may  be  well  to  draw 
your  border  line  in  pencil  before  putting  on  the  color. 
Of  course,  you  can  use  a  ruler  or  straightedge  to  make 
the  pencil  line,  but  the  most  accurate  and  quickest  way 
is  to  line  it  with  a  pair  of  compasses  (that  have  a  pencil 


Fig.  27.— Various  styles  of  borders  and  corners 

plain  cards  a  bordei'  should  be  used.  For  general  use 
a  plain  line  all  around  the  card  with  either  square 
,cqrners  or  a  little  round  at  each  comer  is  most  prac- 
tical and  looks  very  neat. ..  Its  great  advantage  is  that 
it  ca,n  be  made  so  quickly.  As  a  rule  it  should  be  made 
in  the  same  tint  as  the  shading  of  the  letters.  Pale 
green,  pale  blue,  etc.,  are  very  popular  colors  or  shades 
for  this  work.  A  light  black  line  border  is  not  out  of 
place  with  any  type  of  card.  In  Fig.  27  may  be  seen  a 
number  of  suggestive  b'orders  and  corners.  These  are 
all  quite  plain  in  design  and  very  easy  to  execute.  1,  3, 
4,  6,  8  and  11  are  the  easiest  to  make,  as  they  are  prac- 
tically ruled  straight  lines.   It  should  be  borne  in  mind 


No.  29.— Showing  method  of 
holding  brush  and  ruler 
while  making  a  stroke 


Vig.  28.— Showing  how  to  rule  a  card 
with  compasses 


attachment.  The  ordinary  school  compasses  will  serve 
nicely.  Fig.  28  shows  the  method  of  procedure  with 
this  instrument.  Simply  set  the  points  the  distance 
apart  that  you  want  your  border  from  the  edge  of  the 


ABCMFGHUKI/MN 
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p$luvlSS4'S67wxyz 


An  alphabetical  style  for  quick  work. 
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card  and  run  them  down  Ihe  edge,  holding  one  point 
outside  or  along  the  edge,  pressing  lightly  with  the  pen- 
cil to  make  the  desired  guide  line. 

Having  made  your  guide  line  for  your  border  you 
may  proceed  to  paint  it  in.  "We  have  given  in  previous 
issues  various  ways  of  holding  the  brush  for  doing  rul- 
ing on  the  edge  of  a  card.  We  give  another  very  simple 
method  of  holding  the  brush  while  ruling.  Fig.  29  will 
show  this  quite  clearly.  The  rule  must  be  hold  in  posi- 
tion with  the  left  hand.  Grasp  the  brush  nearer  the 
hair,  or  lower  down  than  you  would  for  ordinary  letter- 
ing. This  will  give  you  a  better  rest  for  your  hand 
against  the  rule.  By  this  method  you  may  run  a  line 
almost  any  length  desired  if  your  ruler  is  long  enough. 

Index  Fingers 

Every  card  writer  will  have  occasion  to  use 
"Pointers"  or  indicators.  Care  should  be  taken  in 
making  these,  for  a  pretty  card  may  be  somewhat 
marred  by  a  poorly  drawn  hand.  The  best  way  for  one 
who  may  not  be  specially  good  at  drawing  is  to  trace 
one  from  some  illustration  and  cut  out  a  card  p'attem 
of  it.  Lay  this  on  the  card  and  trace  around  it  and 
fill  in  the  details  after  you  take  off  the  pattern.  This 
pattern  will  answer  for  pointing  in  either  direction  by 
simply  turning  it  over.  We  give  three  different  designs 
of  hand.  The  one  pointing  to  the  left  and  showing  the 
back  of  the  hand  is  perhaps  the  easiest  to  execute. 
There  is  not  nearly  so  much  detail  to  work  out  as  there 
is  in  the  others.  If  studied  closely  you  find  there  is  a 
peculiar  symmetry  in  the  make  uj)  of  these  hands.  In  the 
one  s'howing  the  back  you  will  find,  approximately, 
that  the  length  from  the  tip  of  the  finger  to  the  knuckle 
joint  is  about  the  same  as  from  the  knuckle  joint  back 
to  the  wrist,  also  about  the  same  as  from  the  top  of 


Figs.  30,  31  and  Si— Various  styles  of  index  finger  forms. 

the  knuckle  joint  to  the  lowest  point  of  the  little  finger. 
The  other  sketch,  showing  the  side  of  the  hand, 
measures  about  the  same  way,  with  the  addition,  that 
the  length  of  the  thumb  from  point  to  where  it  joins 
the  wrist  is  about  the  same  as  the  other  measurements. 
The  depth  of  the  sleeve  will  not  be  much  or  any  out,  if 


made  the  same  as  these  other  measurements.  The  hand 
showing  the  inside  with  the  closed  fingers  we  do  not 
recommend,  as  it  has  too  much  detail  in  it,  which  uses 
up  too  much  time,  and  makes  it  more  difficult  to  do. 

Alphabets 

There  are  times  when  a  card  writer  wants  to  "slap 
up"  a  card  in  a  hurry.  He  does  not  want  it,  however, 
to  look  too  cheap  or  poorly  executed.  The  requirements 
for  such  work  are  letters  that  are  easily  made,  quickly 
made,  and  at  the  same  time  have  a  certain  amount  of 
finish.  The  sample  shown  this  month  is  designed  ex- 
pressly for  just  such  work.    It  is  executed  with  one 


A  seasonable  spring  card. 


stroke,  and  is  a  sort  of  Egyptian  style,  blocked.  It  has 
a  dash  to  it  that  makes  it  look  easy  and  free,  and  it  cer- 
tainly can  be  made  very  quickly.  The  figures  are  of 
the  same  style  and  can  be  made  just  as  quickly. 

Sample  Cards 

The  sample  cards  shown  this  month  are  Easter  de- 
signs that  can  be  utilized  in  almost  any  business.  More 
wording  may  be  put  on  each  card,  if  desired,  also  the 
price  of  any  desired  article.  They  are  all  cut  out  to 
vshape,  and  are  22  in.  x  28  in.  at  the  extreme  points.  Un- 
fortunately, the  splendid  color  effects  do  not  reproduce 
in  the  photograph.  They  are  done  in  various  Easter 
colors,  purple,  lilac,  violet,  etc.,  and  the  chicks  are  in 
natural  colors.  The  shading  is  mostly  in  browns.  Note 
the_splendid  rounded  effect  given  to  the  eggs  by  the 
.shading.  The  lettering  may  be  in  any  of  the  Easter 
colors  mentioned  above,  or  dark  brown  may  be  used. 
If  desired,  these  designs  can  be  worked  on  a  card  with- 
out being  cut  out.  The  only  difference  will  be  that  the 
eggs  will  have  to  be  shaded  around  the  edges  to  give 
them  shape.  This  method  will  be  quicker  than  cutting 
them  out. 


FUHNITURE  TRADE  IMPROVING 

The  Waterloo  Furniture  Co.'s  plant,  at  Waterloo,  is 
so  busy  with  orders  that  the  staff  is  working  overtime, 
the  factory  running  until  9  o'clock  every  night. 

The  Elmira  Interior  Woodwork  Co.,  Elmira,  Ont.,  has 
received  an  order  for  12,000  desks,  chairs,  and  other 
furniture  for  the  new  technical  school  at  Toronto, 
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FLOOR  OILCLOTH  AFFECTED  BY  WAR? 

So  many  commodities  are  being  aft'eeted  by  the  war 
these  days  that  the  entry  of  Turkey  into  the  Euro- 
pean conflict  has  thereby  threatened  the  further 
transportation  of  jute  and  burlaps  from  Indian  ports. 
This  has  given  linoleum  and  floor  oilcloth  manufactur- 
ers a  bit  of  concern,  though  none  of  them  seems  to 
know  just  what  Turkey  would  or  could  do  to  the  mer- 
chant ti'ade  of  its  enemies. 

Because  the  linoleum-makers  do  not  use  Calcutta 
burlaps,  they  are  not  fearful  on  that  score,  but  they 
do  anticipate  such  a  shortage  of  jute  that  the  Dundee, 
Scotland,  mills  will  be  forced  to  close,  which  in  turn 
would  mean  the  hampering  of  operations  on  this  side 
of  the  ocean. 

Stocks  of  jute  in  the  British  Isles  at  the  present  time 
are  thought  to  be  heavier  than  was  the  case  at  this 
time  last  year,  but  that  is  small  consolation  in  the  face 
of  held-up  shipments.  No  one  in  the  local  trade  seems 
willing  to  comment  on  the  possibility  of  using  heavy 
cotton  fabrics  for  backing  linoleums  in  place  of  bur- 
laps, but  it  was  said  that  the  cotton  mills  could  easily 
turn  out  goods  wide  enough  for  this  purpose  if  the 
scheme  were  found  practicable  by  experiment.  As  a 
substitute  for  ground  cork,  in  case  of  scarcity  of  that 
commodity,  it  is  probable  that  ground  wood  might 
be  used.  It  is  said  already  to  be  used  as  an  adulterant 
for  cork  in  some  of  the  cheaper  lines  of  these  goods, 
but  there  is  some  doubt  as  to  how  it  would  work  alone. 

Furniture  manufacturing  plants  in  the  United  States 
have  received  notice  that  price  on  burlap  has  increased 
100  per  cent.,  and  that  only  a  limited  supply  is  on  hand 
in  that  country.  This  is  directly  due  to  the  war  in 
Europe.  Practically  all  the  burlap  used  for  wrapping 
and  packing  finished  furniture  is  obtained  from  India. 
The  marine  insurance,  since  the  outbreak  of  the  war, 
has  doubled,  and  this  has  caused  the  prices  to  go  jump- 
ing skyward.  One  of  the  large  furniture  manufactur- 
ing plants  there  received  notice  that  40  in.  burlap  that 
formerly  sold  for  4  to  5  cents,  is  now  quoted  at  8 
cents,  and  that  only  one  bale  will  be  sold  to  each  dealer. 


PROPER  CARE  OF  AXMINSTER  RUGS. 

Every  carpet  salesman  should  know  something  about 
the  characteristics  and  proper  care  of  an  Axminster 
rug.  A  timely  word  to  the  purchaser  on  this  subject 
will  often  present  a  complaint  later  on.  In  order  to  ob- 
tain the  best  results,  an  Axminster  rug  should  receive 
special  care  when  first  laid  on  the  floor.  Proper  treat- 
ment at  that  time  will  do  much  to  increase  its  wearing 
qualities  and  preserve  the  beauty  of  pattern  and  color. 

Unlike  fabrics  which  are  woven  by  means  of  Jac- 
quard  machines,  the  Axminster  is  not  limited  to  five  or 
six  colors.  As  a  ma:ltr  of  fact,  an  unlimited  number  of 
colors  may  be  used  in  the  Axminster  process,  thus  mak- 
ing possible  the  reproduction  of  the  beautiful  patterns 
and  color  effects  peculiar  to  Oriental  rugs.  The  method 
of  weaving  is  entirely  different  from  that  used  in  Jac- 


quard  or  tapestry  looms,  and  the  Axminster  fabric, 
both  in  texture  and  color  possibilities,  is  the  nearest  ap- 
proach to  the  product  of  the  hand  looms  of  the  Levant. 

In  order  to  secure  a  full,  deep,  luxurious  pile  with  a 
soft,  silky  surface,  Axminster  yarn  is  spun  from  spe- 
cially selected  wools  which  are  imported  from  countries 
famous  for  their  hand-made  rugs.  Naturally  this  soft 
yarn  will  shed  some  of  its  short  fibres  when  new.  It  is 
characteristic  of  the  Axminster  fabric  that  when  first 
laid  some  "fuzz"  will  appear  upon  the  surface. 

Sometimes  persons  who  are  thoughtless,  or  not  pro- 
perly informed,  will  sweep  a  new  rug  vigorously  with  a 
broom  in  an  effort  to  remove  this  "fuzz,"  with  the  re- 
sult that  still  more  is  swept  out  of  the  nap  and,  if  care- 
less sweeping  is  continued,  th(i  surface  of  the  rug  may 
be  injured,  and  a  complaint  to  the  manufacturer  fol- 
lows as  a  matter  of  course. 

The  appearance  of  a  certain  amount  of  "fuzz"  on 
the  surface  of  a  new  rug  is  to  be  expected,  and  it  by  no 
means  indicates  imperfection  af  material  or  manufac- 
ture. A  certain  percentage  of  fibres  may  be  swept  out 
of  any  cut  pile  fabric,  and  the  higher  the  pile  the  more 
fibres  will  come  out. 

To  avoid  damage,  a  good  carpet  sweeper,  and  not  a 
broom,  should  be  used  on  a  new  rug.  If  this  is  done 
until  the  pile  becomes  well  matted,  the  life  of  the  rug 
will  be  prolonged  and  it  will  give  perfect  satisfaction, 
the  pile  wearing  down  evenly  and  preserving  the  pat- 
tern and  color  effect  until  the  last  vestige  of  fabric  is 
worn  out.  | 

An  Axminster  rug  should  not  be  beaten,  but  should 
be  shaken  or  cleaned  with  a  vacuum  cleaner. 

Remember  that  the  appearance  of  fibres  in  the  sweep- 
ings does  not  indicate  ar^  imperfection. 

Remember  that  a  corn  broom  should  not  be  used  on 
a  new  rug. 

Remember  that  as  the  pile  becomes  more  "set"  or 
matted  the  surface  of  the  rug  will  become  less  suscep- 
tible to  damage  from  hard  usage. 

No  fabric,  however  perfect,  can  stand  abuse  without 
injury.  The  claws  of  a  cat  or  dog,  a  nail  protruding' 
from  a  heel,  or  heavy  furniture  carelessly  moved  about- 
often  inflict  damage  that  later  is  attributed  to  a  fault 
in  manufacture. 

If  a  tuft  is  "started"  or  partly  pulled  out,  clip  it  off 
with  a  scissors  close  to  the  surface.  Do  not  remove  ii 
by  pulling  it  out.  ; 

Be  cautious  about  using  soap  or  water  on  a  rug.  The 
result  usually  will  not  be  satisfactory.  Do  not  use  am- 
monia. 

When  the  pile  becomes  soiled  it  may  be  cleaned  by 
rubbing  lightly  with  a  flannel  cloth,  dampened  with 
turpentine.  This  treatment  will  remove  grease  and 
stains  and  will  brighten  up  the  colors. 

There  is  no  more  beautiful  and  durable  fabric  than 
an  Axminster  rug,  but  it  requires,  and  deserves,  special 
and  carefal  treatment  when  new  in  order  that  the  best 
results  m.'iy  be  obtained  later  on. 

A  few  words  of  instruction  along  these  lines  to  pur- 
chasers of  Axminster  rugs  will  result  in  benefit  to  all 
concerned—  customer,  dealer  av.d  manufacturer. 


HE  DIDN'T  WANT  CARPET 

A  salesman  showed  forty  patterns  of  carpet  to  a  man 
whose  wife  had  sent  him  to  buy  one  for  her,  and  of 
every  pattern  the  man  said,  "My  wife  said  she  didn't 
want , anything  like  that."  The  patient  clerk  put  the 
last  pattern  bac  kand  said,  ' '  Sir,  you  don 't  want  carpet, 
what  you  want  is  a  divorce." 
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Beds  and  Bedding 


SELL  THEM  THE  BED  FIRST 

When  the  engaged  couple  come  in,  trying  to  appear 
unembarrassed  and  making  a  very  poor  bluff  at  it,  it  is 
up  to  the  salesman  who  understands  human  nature  to 
— sell  them  the  bed  first.  This  is  a  fundamental  fact  in 
practical  psychology  as  applied  to  the  selling  of  furni- 
ture. Furniture  salesmen  of  long  and  varied  exper- 
ience say  that  if  you  do  not  succeed  in  selling  the  young 
couple  a  bed  you  do  not  stand  much  chance  of  other- 
wise "feathering  their  nest." 

The  real  sixty-pound  catch  for  the  furniture  sales- 
man is  the  young  couple  who  are  going  to  furnish,  and 
commence  housekeeping.  Mr.  Man  has  probably  saved 
up  some  real  coin  for  the  happy  contingency.   He  and 


furniture  that  gets  constant  and  hard  wear;  it  is  pushed 
about  every  .sweeping  day. 

Of  course,  there  is  style  in  beds,  but  the  average 
family,  in  buying  a  bed,  does  not  expect  to  replace  it 
with  every  changing  whimsey  of  Dame  Fashion.  It  is 
here  to  stay.  It  is  an  object  of  pleasure  or  the  reverse, 
365  days  in  the  year — and  nights,  too,  for  that  matter. 

The  saying  is  attributed  to  the  late  Marshall  Field 
(and  others)  that  "Quality  is  remembered  long  after 
price  is  forgotten."  And  nowhere  in  the  whole  realm 
of  merchandising  does  this  hold  more  true  than  with 
beds.  The  salesman  who  urges  on  the  purchaser  a  more 
expensive  bed  than  was  at  first  in  the  buyer's  mind 
is  doing  his  customer  a  favor.  And  when  it  comes  to 
first-class  bed  springs  there  is  no  room  for  argument. 
We  spend  one-third  of  our  time  in  bed.  Our  health, 
our  energy  and  enthusiasm  for  the  day's  work,  and 
pleasure,  depend  to  a  very  great  extent  on  the  quality 
of  the  springs  of  the  bed  on  which  we  sleep.  In  the 
fairy  tale  the  delicately  nurtured  princess  could  feel 


New  plant  of  Quality 
Mattress  Co., at  Water- 
loo, Ontario. 


Mrs.  Man  are  so  happy  that  it  gives  the  salesman  sin- 
cere pleasure  to  wait  on  them.  Besides,  to  the  sales- 
man who  knows  his  business,  it  is  not  merely  a  matter 
of  making  this  one  sale,  profitable  as  it  may  be,  but  it 
is  the  fact  that  he  is  establishing  pleasant  and  friendly 
relations  with  this  young  couple  at  a  most  impression- 
able time,  and  that  if  they  associate  with  him  pleasant 
and  profitable  purchases — purchases  that  stand  the 
test  of  time  and  use — they  will  come  back  to  the  store 
and  the  salesman  for  further  purchases.  Not  only  this, 
but  they  will  send  their  friends  and  acquaintances. 

The  young  bride  takes  the  greatest  and  most  lively 
interest  in  the  attractiveness  of  her  bedroom.  It  is 
the  room  that  her  woman  friends  will  probably  com- 
ment on  most,  and  the  bed  is  to  the  bedroom  like 
Hamlet  to  "Hamlet,"  or  Roosevelt  to  the  Progressive 
party.  It  is  a  wise  instinct,  indeed,  that  prompts  the 
new  housekeeper  to  spend  all  she  can  afford,  and  may- 
be a  little  more,  on  her  bed.    A  bed  is  an  article  of 


the  crumpled  rose  leaf  beneath  the  soft  down  mattress. 
No  matter  how  comfortable  the  mattress,  what  its 
quality,  whether  made  of  horse  hair  or  lamb's  wool  or 
aerated  cotton,  all  its  good  qualities  are  negatived  if 
the  bed  springs  are  not  of  the  best  quality. 


BEDDING  NOTES 

The  Whitworth,  Restall  Mattress  Go.'s  factory,  at 
Toronto,  was  totally  destroyed  by  fire  a  few  days  ago, 
causing  a  loss  of  sjilS.OOO,  equally  divided  between  the 
building  and  its  contents. 

The  Canadian  Bed  Company,  Chesley,  has  received  a 
•1^100,000  order  from  the  Government  to  make  25,000 
shrapnel  shells.  Fifty  men  will  be  employed  both  day 
and  niglit  working  on  twelve-hour  shifts.  The  com- 
pany is  installing  .$12,000  worth  of  new  machinery,  so 
as  to  be  able  to  start  on  the  order  by  March  1st. 


April,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


51 


Pure  Bedding  Law  for  Massachusetts 

The  following  article  will  be  read  with  particular 
interest  at  the  present  time  by  those  interested  in  the 
enacting  of  a  pure  bedding  law  for  Ontario. 

The  Home  Furnisher,  of  Boston,  is  advocating  a  pure 
bedding  law  for  Massachusetts.  The  editor  says  that 
Commonwealth  can  no  longer  afiford  to  sit  idle  while 
other  progressive  states  are  making  laws  in  the  in- 
terest of  pure  bedding.  Pennsylvania  and  New  York 
are  among  the  leading  states  which  have  enacted  laws 
within  a  comparatively  short  period. 

The  Home  Furnisher  goes  on  to  say  that  "the  New 
York  law,  which  is  considered  a  model,  went  into  eflfect 
January  1st  of  this  year.  The  substance  of  the  law  is 
that  no  person  shall  manufacture,  sell,  offer  or  expose 
for  sale,  deliver,  or  have  in  his  possession  with  intent 
to  sell  or  deliver,  any  mattress,  pillow,  cushion,  muff 
bed,  down  quilt  or  package  containing  hair,  down  or 
feathers  unless  the  same  shall  be  branded  in  the  fol- 
lowing manner: 

"Upon  each  of  the  'articles  shall  be  securely  tixed  a 
paper  or  cloth  tag  or  design  Avhich  shall  be  sewed  on 
and  there  shall  be  legibly  printed  thereon,  in  the  Eng- 
lish language,  a  statement  of  the  kind  of  material  used 
in  the  manufacture  of  such  mattress,  pillow,  etc.,  and 
if  the  material  has  been  previously  used  it  shall  be 
branded  second-hand.  No  person  shall  lase  any  material 
which  has  formed  the  principal  part  of  a  mattress  used 
in  or  about  a  public  or  private  hospital  or  about  any 
person  having  an  infectious  or  contagious  disease." 

In  New  York  the  Commissioner  of  Labor  has  the 
supervision  of  the  enforcement  of  the  law  and  he  may 
remove  or  destroy  articles  manufactured  contrary  to 
this  law.  A  penaltv  is  provided  varving  from  $50  to 
$500. 

The  Pennsylvania  law  absolutely  prohibits  the  use  of 
shoddy  in  making  mattresses.  The  New  York  law,  how- 
ever, is  more  in  accordance  with  the  spirit  of  our  own 
Commonwealtth,  which  does  not  prohibit  the  use  of 
second-h'and  material  or  adulteration,  but  compels  the 
manufacturer  to  deal  fairly  with  the  customer,  so  that 
the  customer  may  know  .iust  what  he  is  buying. 

This  law  is  in  hainuony  with  the  recently  enactpd 
Fraudulent  Advertising  Law,  which  prohibited  mis- 
leading advertising.  Indirectl.v,  the  present  laws  would 
probably  compel  the  labeling  of  mattresses  because  the 
manufacturer  or  dealer  who  advertises  as  "Silk  Floss" 
a  mattress  which  contains  an  inferior  substitute  is  ad- 
vertising fraudulently  in  the  eyes  of  the  law. 

Two  years  ago  the  matter  was  considered  in  Massa- 
chusetts, but  objection  caused  a  postponement  of  any 
proposed  action.  It  was  felt  by  some  that  the  penalty 
for  the 'sale  by  the  dealer  was  imposing  a  tine  on  an 
innocent  party.  It  was  argued  that  the  dealer  may  be 
entirely  honest  in  thinking  that  he  has  first  class 
articles,  but  may  be  deceived  by  the  manufacturer, 
who  may  live  outside  of  the  state  and  would  escape  pim- 
ishment  in  our  local  courts. 

Those  in  favor  of  the  law  argued  that  this  objection 
had  no  force;  that  the  dealer  could  very  easily  require 
the  manufacturer  to  give  him  a  guarantee,  and  he  could 
fall  back  on  the  manufacturer  in  case  the  goods  proved 
defective.  We  venture  to  say  that  if  a  dealer  should 
be  taken  into  court  for  violation  of  this. law  and  he 
showed  that  he  had  done  everything  in  his  power  by 
requirin'g  a  guarantee  or  bond  from  the  manufacturer 
that  the  case  would  be  placed  on  file  by  any  judge  in 
this  Commonwealth. 


WHO  S  WHO  IN  THE  TRADE 

W.  G.  McArthur,  of  Innisfail,  Alta.,  the  original  of 
the  accompanying  portrait,  has  'been  in  the  furniture 
business  for  ten  j^ears,  and  has  been  a  resident  of  the 
West  for  about  twenty-four  years,  so  can  rightly  be 
called  one  of  the  pioneers  of  that  great  country  west 
of  the  lakes. 

Resides  his  furniture  business,  Mr.  McArthiir  is  also 
a  licensed  embalmer  and  funeral  director,  and  has  al- 
ways been  very  active  in  matters  pertaining  to  the 
progress  and  welfare  of  the  profession.  And  that  his 
efforts  along  this  line  have  been  appreciated  by  his  fel- 
low embalmers  is  evidenced  by  the  fact  that  he  has  been 
honored  by  his  election  to  the  highest  office  in  their 


W.  G.  McArthur,  Innisfail,  Alta. 
Photo,  courtesy  Canada  Furniture  Manufacturers. 

gift,  namely,  president  of  the  "Alberta  Funeral  Di- 
rectors' Association,"  an  office  which  he  filled  with 
much  credit. 

Although  an  energetic  and  hustling  business  man, 
Ml-.  McArthur  is  a  firm  believer  in  the  old  adage,  that 
"all  work  and  no  play  makes  Jack  a  dull  boy,"  and 
takes  quite  a  portion  of  his  pleasure  out  of  howling  and 
eurling.  sports  in  which  he  is  an  enthusiast.  Like  most 
of  the  business  men  of  the  West,  Mr.  McArthur  is  an 
Eastern  product,  hailing  from  near  Hamilton,  Ont.  He 
recently  took  a  trip  East,  his  first  one  in  thirteen  years, 
and  naturally  in  that  time  Mr.  McArthur  noted  many 
changes. 


SCHOOL  DAYS. 

Mrs.  Hitch  was  having  some  trouble  Avith  a  little 
fellow  in  her  spelling  class. 

"B-e-d  spells  bed."  she  explained  over  and  over 
again;  "b-e-d,  bed.    Do  vou  understand?" 

"Yes'm." 

"Well,  c-a-t  spells  cat.  d-o-g  spells  dog,  and  b-e-d 
spells — what  did  T  tell  vou  b-e-d  spells?" 
"Dunno." 

"Don't  know!    You  don't  know  what  b-e-d  spells 
after  all  I've  told  you?" 
"No'm." 

"Well,  once  more,  b-e-d  spells  what  you  sleep  in. 
Now  what  do  you  sleep  in?" 

"My  pajamas!"  triumphantly  exclaimed  the  young- 
ster. 
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Will  Furniture  Prices  Go  UpP 

The  increase  in  the  tarilf  on  so  many  raw  materials 
has  affected  the  furniture  industry,  as  it  has  affected 
other  lines,  and  the  question  now  is  will  Canadian  furni- 
ture prices  be  advanced? 

The  largest  item,  of  course,  is  lumber.  A  great  quan- 
tity of  hardwoods  is  imported.  On  oak  alone  the  new 
tariff  means  that  this  wood  will  cost  about  $50  a  car- 
load more  than  obtained  in  the  past.  Practically  the 
same  applies  to  all  Southern  and  imported  woods,  gum- 
wood,  mahogany,  and  chestnut.  Veneers,  too,  will  pay 
the  war  tax,  and  as  there  is  a  large  quantity  of  veneers 
imported,  manufacturing  costs  will,  of  course,  be  in- 
creased. 

Drawer  pulls,  screws,  and  furniture  hardware  gener- 
ally; mirrors,  upholstering  materials,  and  a  number  of 
the  sm-aller  supplies  used  by  furniture  makers  are  on 
the  list  that  will  pay  the  71/2  per  cent,  added  duty,  and, 
of  course,  these  will  still  further  increase  costs  to  the 
manufacturer.  Leathers  and  all  kinds  of  coverings  are 
both  hard  to  obtain  and  are  held  at  increased  prices, 
to  which  is  now  added  the  war  tax.  Reeds  and  rat- 
tans are  also  scarce  and  at  inflated  values. 

Nearly  everything  that  goes  into  the  making  of 
)netal  beds  is  taxed — brass  and  steel  tubing,  angle  iron 
and  accessories.  In  bedding,  too,  the  materials  enter- 
ing inito  the  make-up  of  mattresses  will  pay  the  7I/2  per 
cent.  duty.  Cotton  has,  up  to  now,  been  admitted  free, 
but  under  the  new  tariff  it  will  be  taxed. 

Nor  is  this  all.  Office  expenses  will  be  higher,  for  the 
stamp  tax  on  correspondence,  checks,  commercial  paper, 
will  mean  that  it  will  cost  more  to  sell  goods  than  in 
the  past. 

Even  where  supplies  are  bought  in  Canada  from 
Canadian  manufacturers,  higher  prices  have  to  be  paid 
by  furniture  makers,  as  the  raw  materials  from  which 
the  supplies  are  made  have,  in  a  majority  of  cases,  to 
be  imported  and  so  come  under  the  war  tax.  It  will 
thus  be  seen  that  conditions  presage  an  increase  of 
prices  to  the  dealer,  and  he  in  turn  will  have  to  increase 
his  prices  to  the  consumer.  The  only  thing  that  has 
kept  down  prices  so  far  is  the  fact  that  for  almost  two 
years  now  furniture  buying  has  been  slow,  and  this  con- 
dition has  been  aggravated  by  the  present  world  war 
upsetting  the  whole  commercial  situation.  One  thing 
is  certain,  however,  and  that  is,  now  is  a  good  time 
for  dealers  to  buy  while  prices  are  low  and  before  an 
advance  is  made. 

Lists  in  some  lines  other  than  distinctive  furniture 
items  carried  by  furniture  dealers  have  been  with- 
drawn, notably  some  bed  and  bedding  lines,  and  a 
five  per  cent,  increase  has  been  made  on  baby  carriages 
and  other  lines  in  which  reed  is  used.  What  with  the 
inei-eased  cost  of  the  materials  entering  into  the  manu- 
facture added  to  the  new  tariff  it  seems  reasonable  to 
expect  that  nearly  all  furniture  lines  are  slated  for  an 
advance  at  an  early  date.  This  is  the  opinion  of  a 
number  of  manufacturers  of  furniture  and  bedding 
lines  in  Canada,  though  some  of  them  say  they  will  not 
advance  prices  on  goods  already  manufactured  and  in 
their  stock  rooms. 


PRICE-CUTTING  AND  PATRIOTISM 

A  furniture  manufacturer  from  another  part  of  Can- 
ada was  recently  a  visitor  in  a  Western  Ontario  town, 
in  which  industries  similar  to  his  own  are  carried  on. 
Having  oecasion  to  take  an  early  morning  car  he  got 
into  conversation  with  some  of  the  workmen  who  were 


his  fellow-passengers,  and  he  found  that  several  of 
them  who  had  formerly  earned  $2.50  a  day  were  not, 
owing  to  reductions  both  in  the  hours  of  labor  and 
wages,  now  earning  much  more  than  $3  a  week.  Em- 
ployer of  labor  and  all  as  he  is,  that  which  he  heard 
excited  his  sympathy,  and  in  a  letter  to  the  Furniture 
World  he  thus  soliloquizes: 

"No  salesman  should  reducp  prices  during  the  war. 
Most  factories  are  working  short  time,  which  is  a  hard- 
ship on  the  men.  No  factory  can  reduce  wages  as  well 
as  ask  men  to  work  short  time.  No  factory  is  paying 
expenses  now.  No  purchasing  agent  should  ask  fac- 
tories to  reduce  prices  during  the  war.  If  he  does  he  is 
tempting  manufacturers  to  reduce  wages  of  their  em- 
ployes." 

There  is  a  great  deal  of  food  for  reflection  in  this 
short  paragraph. 


FURNITURE  CATALOGUES 

Peppier  Bros.,  Ltd.,  Hanover,  Ont.,  makers  of  medium 
and  high-grade  furniture,  have  just  issued  their  first 
catalogue,  and  it  is  a  splendid  one,  considered  from 
any  angle.  The  printing  and  illustrations  are  first  class 
and  the  articles  described  and  pictured  are  the  best. 
In  general,  ttie  lines  covered  embrace  furniture  for 
dining  room,  library,  hall  and  parlor.  All  the  Peppier 
goods  are  designed  by  a  designer  of  much  experience, 
and  all  the  suites  are  made  after  period  style,  though 
they  also  show  individuality  of  pattern. 

The  policy  of  the  company  is  to  have  a  large  output 
at  a  small  profit  rather  than  a  small  output  at  a  large 
profit.  Each  article  is  inspected  at  different  stages 
during  the  process  of  construction,  and  special  care 
is  taken  in  the  packing  and  shipping  of  their  goods.  All 
these  matters  are  explained  in  the  catalogue  in  addition 
to  describing  the  articles  themselves.  The  catalogue 
is  well  worth  having. 

The  Knechtel  Furniture  Co.,  Ltd.,  Hanover,  Ont., 
have  received  from  the  press  the  advance  copies  of 
their  new  catalogue  No.  47.  It  is  an  elaborate  cata- 
logue of  nearly  250  pages,  every  page  of  which  has  some 
items  well  worth  inspecting.  The  Kneehtels  make  all 
kinds  of  furniture  from  the  tree  to  the  finished  product, 
as  a  glance  at  the  index  shows— furniture  for  bedroom, 
dining  room,  kitchen,  library,  den,  parlor,  and  office, 
besides  all  kinds  of  tables  and  cabinets. 

With  faetories  at  Southampton,  Walkerton.  and 
three  of  them  at  Hanover,  the  company  is  well  equipped 
to  turn  out  large  quantities  of  goods,  and  as  they  pride 
themselves  on  service  special  attention  is  given  to  every 
order  coming  to  the  office.  A  Winnipeg  warehouse 
takes  eare  of  a  stock  for  the  West. 

The  company  is  a  Canadian  one  in  every  sense  of  the 
term,  and  Canadian  furniture  is  made  by  Canadian 
workmen,  ovit  of  selected  lumber,  seventy-five  per  cent, 
of  which  is  cut  in  their  own  sawmills  from  Canadian- 
grown  timber.  Tlie  catalogue,  too,  is  a  wholly  Cana- 
dian product,  and  it  is  easily  the  best  catalogue  they 
have  ever  published.  Special  attention  is  drawn  to  their 
"Kalok"  drop  legs  on  dining  extension  tables.  These 
legs  provide  rigid  support  for  the  tables  when  extended, 
and  the  legs  loek  up  and  down — in  use  and  when 
folded  away. 


Among  reeent  furniture  buyers  in  attendance  at  the 
New  York  Furniture  Exchange  were  representatives  of 
Abraham  &  Co.,  Paramaribo,  Brazil;  Vidal  &  Co., 
Ponce,  Porto  Rico ;  a  buyer  from  London,  Eng.,  and  one 
from  Havre,  France. 
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Knobs  of  News 

— 


The  Diale  Furniture  Co.,  Ltd.,  Toronto,  has  been 
formed  into  a  limited  liability  company  under  an  On- 
tario charter,  with  a  capital  of  $250,000.  The  directors 
are  Joseph  G.,  Albert,  and  Herbert  Oliver  Dale. 

The  Hodson  Hardware  Co.  have  commenced  business 
at  Vidora,  Sask.,  carrying  also  a  line  of  furniture. 

Seroggie  &  Elliott  Carpet  Co.,  Ltd.,  Guelph,  have  ob- 
tained a  charter. 

Aaron  Comstock  is  contemplating  building  an  addi- 
tion to  his  furniture  warerooms  and  funeral  parlors  at 
Peterboro. 

J.  J.  Marsh,  mayor  of  Smiths  Falls,  Ont.,  is  eouduct- 
ing  a  closing  out  sale  of  his  furniture,  carpets  and  fur- 
nishings, having  decided  to  devote  all  his  time  and  at- 
tention to  his  undertaking  business.  He  is  planning  to 
build  this  spring  one  of  the  most  up-to-date  funeral 
establishments  in  Canada. 

Chas.  M.  Henderson  &  Co.,  auctioneers,  Toronto,  last 
month  conducted  a  sensational  auction  sale  of  period 
furniture,  carpets,  and  pictures,  said  to  have  come  from 
France.  They  held  an  exhibition  and  conducted  their 
sale  in  the  Arena  Gardens,  Toronto. 

C.  F.  Street's  furniture  store  at  Scott,  Sask.,  was 
burned  recently. 

I.  Acker,  furniture  dealer,  at  Fort  William,  Ont.,  is 
opening  a  branch  store  at  Port  Arthur. 

Leach  and  Malcolm's  furniture  store,  at  Pembroke, 
Ont.,  was  damaged  by  tire  recently. 

Fire  damaged  R.  G.  Winters'  furniture  store  at  Sea- 
forth.  Ont.,  recently. 

J.  F.  Paton  is  closing  out  his  furniture  store  at  Van- 
couver. 

J.  Merritt  Hay,  a  director  of  the  North  American 
Bent  Chair  Co.,  Ltd.,  Owen  Sound,  Ont.,  has  been  ac- 
cepted as  an  officer  of  the  31sit  Regiment  of  the  third 
contingent. 

N.  E.  Gooidm,an,  who  took  over  the  Imperial  Furni- 
ture Co.,  at  585  Queen  Street  West,  Toronto,  has 
changed  its  name  to  the  Grand  Furniture  Co.,  and  has 
appointed  W.  G.  Mulheron  as  mianager  of  the  concern. 
The  upholstered  lines  made  by  tbe  Imperial  Co.  will  be 
retained  and  several  new  designs  added.  Mr.  Mul- 
heron covered  Toronto  to  Montre'al  for  the  old  company. 

Andrew  Love,  until  recently  in  charge  of  the  furni- 
ture department  of  Ogilvies,  Ltd.,  Montreal,  has  ac- 
cepted a  post  with  the  Dymond-Colonial  Co.,  Ltd., 
Strathroy,  Ont.,  covering  the  territory  west  of  Mont- 
real to  Toronto  and  north. 

G.  F.  Brine  is  opening  up  a  furniture  store  at  Grande 
Prairie,  Alta. 

S.  Waldman  has  started  in  the  furniture  business  in 
Edmonton,  Alta. 

The  stock  of  M.  Kaplan  &  Co.,  furniture  dealers  ,of 
New  Glasgow,  N.S.,  has  been  sold. 

Cbas.  Lamoureux,  Regd.,  is  the  name  of  a  newly  in- 
corporated furniture  company  at  Montreal,  Que. 

The  Montreal  House  Furnishing  Co.,  Montreal,  Que., 
has  dissolved.    M.  Liverman  will  continue  the  business. 

The  woodworking  business  of  Blackburn  &  Delia 
Torre,  Windsor,  N.S.,  was  sold  recently  to  Messrs. 
Baker  &  Breiss,  Avho  Avill  continue  the  business. 

The  new  incorporations  contain  the  names  of  the 
Pleury  Furniture  Company,  with  headquarters  at 
Montreal.   It  is  capitalized  at  twenty  thousand  dollars. 


Those  interested  include  the  names  of  A.  E.  DeLorimier, 
E.  H.  Godin,  J.  E.  Marier,  E.  Charette  and  J.  E.  Cadotte. 


FURNITURE  MAKERS  AT  THE  FRONT 

The  Canada  Furniture  Manufacturers,  Ltd.,  have 
done  their  part  in  seeing  that  the  flag  is  kept  flying,  no 
less  than  forty  of  their  employes  having  joined  either 
one  of  the  Canadian  contingents.  The  Woodstock  plant 
sent  22 ;  Wingham,  5  ;  Walkerton,  5  ;  Seaforth,  4 ;  Wiar- 
ton,  3 ;  and  Waterloo,  1. 


THREE  SUCCESSFUL  FURNITURE  IVTEN 

One  of  the  livest  furniture  blouses  in  the  Oanadi'ain 
metropolis  is  the  Amherst  Furniture  Co.,  at  183  Am- 
herst Street,  Montreal,  and  the  liveliness  is  due  to  the 
eflPorts  of  the  three  partners. 

Messrs.  M.  Kaplan,  S.  Kaplan  and  Wm.  Shapiro  came 
to  Canada  about  eight  years  ago.  They  arrived  with 
a  very  limited  capital,  and  are  now  recognized  as 
authorities  in  the  furniture  business  of  Montreal. 

M.  Kaplan  became  connected    witla    the  Amherst 


B\u'niture  Company  four  years  ago,  and  aljout  the 
same  time  S.  Kaplan  and  Wm.  Shapiro  formed  a  part- 
nership known  as  the  Notre  Dame  Furniture  Company. 

Last  December  M.  Kaplan  bought  the  entire  control 
of  the  Amherst  Furniture  Company  and  amalgamated 
with  the  Notre  Dame  Ftirniture  Company.  The  amal- 
gamation made  the  partnership  one  of  the  strongest 
and  most  successful  furniture  houses  in  the  Dominion. 


THE  LESLIE  FUNERAL  AT  WINNIPEG 

Tbe  funeral  of  the  late  John  Leslie,  head  of  the  Leslie 
Furniture  Company,  and  one  of  the  leading  citizens  of 
Winnipeg,  was  attended  by  representatives  of  every 
class  of  the  community,  leading  men  of  the  commer- 
cial, financial  and  professional  classes  being  particu- 
larly prominent.  Fraternal  bodies,  as  well  as  other 
organizations  with  which  deceased  was  connected,  had 
expresised  a  desire,  as  a  special  mark  of  respect,  that 
the  funeral  should  be  of  a  public  nature,  but  having 
regard  for  the  wishes  of  deceased  the  final  ceremonies 
were  of  the  simplest  kind. 

Floral  tributes  were  so  numerous  that  it  required  a 
special  carriage  to  convey  them  to  the  cemetery.  The 
active  pall-bearers  were  chosen  from  the  employes  of 
the  Leslie  Furniture  Company,  while  the  honorary 
barer®  were:  Sir  Hugh  Macdonald,  Sir  Daniel  Mc- 
Millan, Edward  Brown,  W.  A.  Windatt,  C.  W.  Rowley, 
W.  G.  Scott,  James  Porter,  H.  W.  Hutchinson,  J.  B. 
Mitchell,  and  Hon.  Dr.  Montague. 
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RULES  FOR  THE  CLERK 

A  Dozen  of  Them 


Following  are  twelve  rules  which  deserve  the  con- 
sideration of  every  clerk. 

1.  Begin  at  the  bottom.  The  only  way  you  can  learn 
the  ins  and  outs  of  any  business  is  by  actual  contact 
with  conditions  of  every  sort. 

2.  Choose  your  calling  carefully.  Success  is  not 
always  measured  in  dollars.  You  might  easily  be  the 
acknowledged  leader  in  one  business  and  a  failure  in 
another. 

3.  Go  after  the  highest  job  in  your  own  business. 
Every  office  boy  ought  to  resolve  to  be  the  president 
of  the  corporation  or  the  head  of  his  firm. 

4.  Remember  that  few  persons  fail  to  get  what  they 
really  go  after. 

5.  Don't  bother  about  inflvience.  Application  and 
untiring  industry  will  fatten  your  pay  envelope  faster 
than  all  the  "pull"  in  the  world. 

6.  Never  sit  back  and  wait  for  the  help  of  others. 
The  others  are  too  busy  helping  themselves  to  bother 
about  you. 

7.  Remember  that  you  have  got  to  be  better  than 
the  other  fellow  to  land  the  top-notch  place  yourself. 
Two  men  can't  hold  down  the  same  job. 

8.  Punctuality  is  only  a  platitude.  To  succeed 
you've  got  to  beat  punctuality  to  a  standstill.  Nobody 
ever  got  in  wrong  with  his  employers  by  working  over- 
time, either  at  the  beginning  or  the  end  of  the  day. 
Clock-watchers  own  no  aiitomobiles. 

9.  Keep  ahead  of  the  game.  Always  be  ready  to  fill 
the  position  next  higher  up. 

10.  Beware  of  being  sidetracked.  Petty  spite, 
jealousy  and  personal  antagonism  may  rile  you  almost 
to  the  breaking  point,  but  don't  be  diverted.  It  will 
only  distract  your  attention  to  no  good  end  and  may 
beat  you  to  the  ultimate  goal. 

11.  Go  long  on  self-confidence.  Never  be  afraid  of 
tackling  anything.   Even  if  you  fail  you  learn  a  lot. 

12.  Specialize.  It  is  infinitely  better  to  know  every 
thing  about  one  thing  than  a  little  about  everything. 
The  specialist  is  ten  times  more  in  demand  than  the 
handy-man.  Generally,  he  draws  an  income  and  the 
other  fellow  draws  wages. 


MEN  WHO  HAVE  SUCCEEDED. 

Biography  is  full  of  instances  of  men  who  have  suc- 
ceeded in  spite  of  obstacles  sufficient  to  daunt  ordinary 
men,  and  it  is  impossible  even  to  guess  what  results  may 
follow  along  striving  towards  self-improvement.  Many 
have  been  helped  to  success  by  the  technical  schools  and 
institutes,  but  the  road  to  success  is  neither  short  or 
easy.  It  is  the  men  of  persistent  efi'ort  who  achieve 
the  most  solid  success.  The  longer  a  man  is  able  to 
keep  to  his  determination  to  know  all  about  a  single 
subject,  the  nearer  does  he  get  toward  that  ideal.  "It 
has  been  remarked  that  what  a  man  really  wishes  to 
do,  that  will  he  succeed  at."  Let  a  young  man  deter- 
mine to  be  at  the  top  of  his  profession,  and  it  is  more 
likely  than  not  that  he  will  reach  the  goal.  Let  him  not 
be  discouraged  at  apparent  failures,  but  remember  that 
they  have  been  the  foundations  of  after  success.  Every 
efi'ort  gives  the  mind  strength  to  proceed  in  making  an- 
other. 

Time  and  patience  will  aid  the  development  of  the 


weakest  powers,  and  valuable  results  may  be  obtained 

in  a  direction  which  seemed  hopeless.  While  the  ambiti- 
ous man  is  steadily  plodding  onward  towards  the  goal 
he  has  set  himself,  he  may  be  making  influence  in  a  way 
of  which  he  never  dreamt.  There  may  be  observers 
watching  him  who  will  some  day  require  such  a  man  as 
he  is  becoming  to  fill  a  post  that  will  lead  the  quicker 
to  the  fulfilment  of  the  ambitions.  This  kind  of  infiu- 
enee  is  the  only  variety  that  is  really  worth  cultivating, 
as  it  has  its  bed-rock  on  that  true  foundation — real  mer- 
it. Those  in  doubt  or  ditficiilty  as  to  how  to  form  plans 
that  will  lead  to  future  advancement  will  always  find 
help  in  the  columns  of  your  journal.  May  it  always 
be  a  friend  to  those  in  need  of  its  advice. — John  Mac- 
Lachlan. 


HINTS  FOR  THE  JUNIOR  CLERK. 

Show  the  boss  that  you  are  interested  in  the  busi- 
ness, and  not  merely  putting  in  the  time  and  waiting 
for  pay-day. 

Don't  make  a  kick  about  working  a  few  minutes 
overtime  if  necessary.  Men  in  big  positions  frequently 
put  in  hours  overtime  on  rush  occasions. 

Don't  be  afraid  to  dirty  your  hands  a  little  if  neces- 
sary.    Soap  and  water  will  take  it  off. 

Be  courteous  to  customers  and  try  to  please  them. 
That  will  bring  them  back  to  the  store  again. 

When  waiting  on  customers,  suggest  other  lines  c 
goods  to  them.  Do  not  try  to  force  additional  goodb 
on  them,  but  tell  them  the  features  about  lines  suggest- 
ed. You  arouse  their  interest  and  sales  frequently 
follow.  Often  the  suggestion  does  not  make  a  sale  at 
the  time,  but  at  some  future  date  when  the  customer 
may  want  something  in  that  line,  results  may  come  from 
your  suggestion. 


COLUMBIA  RECORDS  AT  FORMER  PRICES 

To  the  Ediitor  of  The  Globe:  Your  editorial  in  this 
morning's  issue  on  the  increased  eosit  of  "grama- 
p.hone"  recoTds  throiigh  the  7%  per  cent,  war  tax 
does  not  apply  to  Columbia  records.  No  increase  has 
been  made  in  the  priice  of  Columbia  graph  apt  ones, 
Columibia  grafouotos,  ot  Columlbia  double  disc  records, 
nor  is  any  increase  contemjilated. 

Th.ere  is  every  desire  on  the  part  of  t'his  eomipiany 
to  stand  fheir  share  of  the  ex-penses  of  the  war.  This 
is  shown  through  the  fact  tJhait  our  London  office  is 
contributing  a  royalty  to  the  Prince  of  Wales  Fund 
on  the  sale  of  certain  of  their  recordis.  They  have 
already  paid  £1,500,  and  every  branch  is  also  paying 
a  royalty  to  the  Patriotic  Fund  of  ISc.  on  every  record 
sold  of  Miss  Maggie  Teyte's  "Your  King  and  Country 
Want  You,"  which  selection  was  recorded  and  issued 
at  the  request  of  the  Canadian  Government. 

In  addition,  since  the  war  has  started,  we  have 
placed  orders  in  Canada  for  over  $60,000  worth  of 
Canadian-made  catoinets.  This  is  only  an  initial  supply, 
and  will  be  followed  bj'  lar-ger  repeat  orders. 

CokumTDia  records  are  made  right  here  in  our  Toronto 
factor}'  by  Canadian  workmen. 

All  of  the  .a.bove  should  convince  you  of  our  earnest 
desire  to  shoulder  our  full  share  of  the  expenses  of 
the  war  without  endeavoring  to  foist  any  part  of  it 
off  on  the  buying  public. 

We  feel  that  your  article  is,  therefore,  apt  to  create 
a  false  impression  on  the  public  mind,  which  would  be 
prejudicial  to  us.  As  we  are  sure  this  is  not  your  de- 
sire, we  would  appreciate  it  if  yo'U  would  kindly  correct 
your  article,  so  far  as  it  applies  to  the  Columbia 
Graphophoiie  Company,  in  an  early  issue. 

O.  C.  Dorian, 

From  The  Toronto  Globe.     Asst.  Canadian  Manager. 
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Salesmen 
on  the 
"Firing  Line." 


W.  H.  Beney, 

Toronto,  representing  among 
other  furniture  products 
those  of  the  Berlin  Table 
Co..  Watson's,  Ltd.,  Kitchen 
Cabinets,  Kreiner  &  Cos. 
library,  den  and  parlor  stuff, 
and  Baetz  Bros,  bungalow 
and  living-room  furniture. 


HOW  A  TRAVELER  HELPS 

The  average  salesman  is  iisually  anxious  to  sell  more 
goods;  to  earn  more  for  his  employer  and  thereby  to 
increase  his  own  income.  He  is  on  the  lookout  for 
information,  and  especially  the  specific  sort  of  informa- 
tion which  can  be  worked  into  his  job  of  selling.  The 
factory  representative  should  be  a  real  source  of  inspir- 
ation to  those  on  the  floor,  and  should  make  it  possible 
for  them  not  only  to  sell  more  furniture,  'but  to  sell 
more  furniture  from  the  manufacturer  whose  salesman 
does  this  kind  of  work.  It  is  true  in  a  good  many  cases 
that  the  traveling  man  is  not  encouraged  to  talk  about 
the  manufacturing  end  of  the  business,  nor  to  offer 
suggestions  either  as  to  points  of  construction  to  be 
brought  out  in  the  sales  talk,  nor  about  arguments  to 
be  used  in  clinching  a  sale.  Most  representatives  of  a 
manufacturer  are  more  than  willing  to  lend  their  aid  in 
informing  the  dealers  whom  they  sell  as  to  the  most 
effective  methods  of  disposing  of  their  goods,  and  as 
they,  of  all  men,  should  be  experts  regarding  the  line, 
help  of  this  sort  is  not  to  be  despised.  If  the  factory 
man  could  remain  in  the  store  where  he  has  installed  a 
line  of  goods  and  demonstrate  that  line  to  the  people 
who  came  in,  he  would  get  better  results  than  are 
usually  recorded  because  he  knows  the  line,  and,  like 
the  owner  of  a  fine  horse  at  the  county  fair,  he  can 
"show"  his  offering  in  the  most  effective  way  possible. 
He  has  to  be  able  to  do  that  to  hold  his  job  and  selling 
to  the  dealer  requires  him  to  be  an  expert.  Conse- 
quently, if  he  can  transmit  his  knowledge  to  the  sales- 
man in  the  retail  store,  the  la.tter  is  strengthened  ac- 
cordingly. 

MAKING  GOOD  WITH  THE  DEALER 

Experience  has  shown  that  most  of  the  men  who  are 
traveling  for  furniture  factories  can  be  trusted,  and 
that  they  are  able  to  help  every  dealer  who  wants  to 
get  assistance  of  the  kind  indicated.  Some  salesmen 
"make  good"  with  the  dealers  they  call  on  by  telling 
funny  stories  or  passing  out  a  good  cigar;  those  who 


make  good  in  the  real  sense  of  the  word,  however,  man- 
age to  convey  practicable  suggestions  for  displaying 
the  goods,  talking  their  strong  points,  and  how  to  get 
the  public  interested  in  them.  Another  point  to  be  re- 
membered in  this  connection  is  that  the  traveling  man 
is  usually  acquainted  with  hundreds  of  stores.  His 
))usiness  brings  him  in  contact  with  dealers  not  only 
in  one's  immediate  vicinity,  but  with  furniture  busi- 
nesses all  over  the  country.  Thus  he  meets  live  and 
aggressive  members  of  the  trade  everywhere,  and  is 
bound  to  see  what  it  is  that  has  made  them  sucees.sful. 
fn  fact,  lie  is  usually  intimately  acquainted  wnth  the  de- 
velopment of  various  enterprises,  and  if  he  has  been  on 
the  road  long  enough  to  have  acquired  much  exper- 
ience, he  can  tell  the  details  of  the  growth  and  expan- 
sion of  any  successful  business.  Isn't  such  a  man  worth 
more  than  a  mere  order-taker? 


GIVING  A  HAND-OUT 

One  day  Will  Pearson  called  on  his  compatriot,  Bert 
^fenzie,  to  talk  over  the  rel'ative  virtues  of  their  various 
lines.  While  they  were  talking  an  old  woman  entered 
the  ofifiee  and  asked  for  a  "bit  of  money." 

Bert  thought  it  would  be  fine  to  play  a  joke  on  Pear- 
son, so  told  her  to  ask  "the  boss,"  at  the  same  time 
f)oiiiting  to  W.  P. 

Thunderstruck  for  a  moment,  the  latter,  however, 
soon  regained  his  wonted  self-possession,  and  when  the 
woman  had  finished  her  story  of  woe,  turning  to  Bert 
he  said,  "Sure,  here  boy,  give  this  good  w'oman  a  dol- 
lar."  Bert  paid. 


WHAT  A  LUCKY  FELLOW 

Everybody  knows  wliat  a  handsome  fellow  D.  S.  Mae- 
Murray,  of  the  Dominion  C*asket  Co.,  is,  but  not  all  of 
us  know  that  he  is  also  some  shot  with  the  gun.  Apropos 
of  hunting,  the  story  is  just  coming  out  that  last  fall 
Mae  was:  on  a  shooting  trip  up  in  the  wilds  of  northern 
Ontario,  and  being  lost  one  day  following  a  deer  he 
came  to  a  lonely  cabin,  and,  being  thirsty,  he  knocked 
at  the  door  for  a  drink.  The  drink  was  handed  to  him 
by  a  girl  so  charming  that,  with  a  smile,  he  said : 

"Would  you  be  angry  if  I  should  offer  you  a  dollar 
for  a  kiss?" 

"No,  sir,"  the  girl  answered,  with  a  little  blush. 

"So  Mac  took  the  kiss,  and  then  he  gave  the  maiden 
the  dollai-.  She  balanced  it  in  her  hand  a  moment,  and 
Iviiitted  hei"  pretty  brows  in  perplexity. 

"What,"  she  asked,  "shall  I  do  with  all  this  money?" 

"Wliy,  buy  something  with  it,  my  dear,"  said  he. 

"Then,"  she  murmured,  "I  think  I'd  like  to  buy  an- 
other kiss." 


AND  EVERYBODY  HAS  IT  TWICE 

Martin  Anthes,  wlio  occasionally  spares  a  little  time 
to  get  out  of  Montreal  to  see  his  friends,  is  of  literary 
bent,  judging  from  the  following  which  he  got  off  re- 
cently : 

"I  thought  'E'  to  be  the  most  unfortunate  letter  in 
the  alphabet,  because  it's  always  out  of  cash,  always  in 
debt,  never  out  of  danger  and  forever  in  hell.  But 
after  I  became  better  acquainted  with  'E'  I  found  it 
was  never  in  war  and  alw^ays  in  peace.  It  is  the  begin- 
ning of  existence,  the  commencement  of  ease  and  the 
end  of  trouble.  Without  it  there  would  be  no  meat,  no 
life,  no  heaven.  It  is  the  centre  of  honesty,  makes  love 
perfect,  and  without  it  there  would  be  no  hope." 


April,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


57 


Address 

Dealers'  Aid  Department 

Columbia 

Graphophone 

Company 

365  Sorauren  Avenue 

Toronto 


Price 
Maintenance 


One  of  the  most  attractive  features  of 
the  COLUMBIA  line  for  the  dealer 
desirous  of  building  a  permanent  and 
profitable  business  is  the  system  of  fixed 
prices.  There  is  no  bargain  sale,  re- 
duced rates,  or  cutting  under.  Every 
dealer  sells  at  exactly  the  same  figures 
as  every  other  dealer,  and  our  exchange 
proposition  takes  care  of  the  dealer  in 
regard  to  dead  stock  accumulating. 

The  courts  uphold  and  protect  Columbia  dealers. 

Read  this  extract  from  the  Montreal  Star  of 
March  4,  1915: 

Must  Maintain  Graphophone 
Price 

Mr.  Justice  Guerin  has  granted  an  injunction 
that  Hurteau- Williams  &  Co.,  Limited,  be  re- 
strained under  legal  penalties  from  continuing 
to  sell,  or  offer  for  sale,  any  goods  of  the 
Columbia  Graphophone  Company  at  less  than  the 
prices  agreed  upon  between  the  two  companies. 

In  the  petition  for  the  injunction,  lawyers  for 
the  graphophone  company  state  that  the  two 
companies  entered  into  an  agreement  that  prices 
should  not  be  lowered.  The  Hurteau- Williams 
Company  is  alleged  to  have  advertised  a  closing 
out  sale,  at  which  the  Columbia  Graphophone 
Company's  goods  were  offered  at  cut  prices. 


Write  for  "Music  Money"- 
ought  to  have. 


-a  free  book  you 


Made  in  Canada 
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Undertakers'  Department 


Problems  affecting  the  Underlal^ing  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with  -News  of  the  profession  throughout  Canada. 


Hints  and  Helps 

By  'Professor  H.  S.  Eckels,  Dean  Eckels  College  of  Embalming, 
'Philadelphia,  'Pa. 

WE  often  hear  the  statement  that  no  decomposi- 
tion takes  place  as  long  as  rigor  mortis  endures. 
Technically,  this  is  correct,  but  many  embalmers 
have  found,  nevertheless,  despite  this  saying,  that 
bodies  which  still  are  perfectly  rigid  not  infrequently 
are  badly  discolored  about  the  abdomen,  v\^hile  there 
has  been  a  heavy  accumulation  of  gases.  Yet,  as  I  have 
said,  technically  there  has  been  no  decomposition — of 
the  body.  Tt  has  been  the  contents  of  the  organs  of  the 
body  that  have  undergone  a  change,  not  the  muscular 
tissue  itself.  None  the  less,  it  is  an  annoying  and  dan- 
gerous condition  that  demands  perhaps  even  more  vig- 
orous treatment  than  if  actual  decomposition  of  the 
tissues  had  begun. 

DO  not  be  either  afraid  or  ashamed  to  take  every 
possible  precaution  for  your  own  protection  in 
any  and  every  case  in  which  you  are  not  abso- 
lutely sure  death  was  caused  by  a  non-communi- 
cable disease.  Tt  is  better  to  be  sure  than  to  be  sorry. 
No  shame  is  attached  to  caution.  Indeed,  the  men  who 
are  bravest  under  stress  are  apt  to  take  the  fewest 
chances  under  ordinary  circumstances.  He  who  disin- 
fects and  runs  away  will  live  to  embalm  another  day. 

HOW  do  you  work?    Do  you  always  keep  before 
you  the  thought  that  there  is  something  sacred 
in  the  dead  human  body?  Are  you  allowing  your 
own  feelings  to  become  calloused?   Do  you  always  per- 
form your  duties  as  reverently  as  though  a  member 
of  the  family  were  in  the  room? 

IT  never  is  a  pleasant  task  to  comment  upon  the  neg- 
ligence of  others.    Yet  I  cannot  refrain  from  call- 
ing attention  to  a  few  little  things  which  have  come 
under  my  observation  and  which  T  believe  have  greatly 
marred  the  work  of  the  operator. 

Tn  the  position  in  which  T  am  now  occupying  T  have 
abundant  opportunity  to  see  the  work  of  undertakers 
from  all  over  the  country,  and  I  am  struck  by  the  neg- 
lect of  many.  One  thing  that  is  especially  in  evidence 
is  the  failure  of  the  director  to  pose  the  body  at  the 
time  it  should  be  posed,  i.e.,  when  it  is  being  embalmed. 
It  is  no  easy  task  to  secure  a  lifelike  pose  in  the  casket 
under  any  circumstances,  but  my  own  experience  has 
been  that  it  is  impossible  to  seeure  it  unless  attention 
be  given  to  the  matter  while  the  fluid  is  being  injected. 

T  fre(|uently  have  heard  comments  from  relatives 
and  friends  of  the  deceased  that  the  bodies  do  not  look 
natural  in  the  casket.  While  the  relatives  are  not 
often  able  to  locate  the  cause,  the  effect  upon  the  em- 
balmer's  reputation  is  none  the  less  injurious,  for  in 
many  cases  it  must  have  been  evident  to  even  a  novice 
that  something  is  wrong. 

In  shipping  cases  the  blame  is  too  apt  to  be  visited 


upon  the  receiving  undertaker  when  in  reality  it  is  the 
shipper  who  is  at  fault.  Most  surely,  since  it  would  not 
be  policy  in  many  cases  to  attempt  to  explain  just 
where  the  trouble  Avas.  each  of  these  could  be  obviated 
if  a  few  minor  points  were  observed.  For  instance — 
the  eyes  should  be  closed  in  such  a  way  that  they  will 
remain  closed ;  the  lids  should  be  posed  so  that  the  eyes 
have  a  natural  appearance;  the  head  should  be  posed 
at  the  time  the  body  is  embalmed  and  lifted  to  the 
position  it  will  occupy  in  the  casket.  At  the  same 
time  the  hands  should  be  placed  in  a  lifelike  attitude. 
Nine  out  of  ten  undertakers  allow  the  body  and  arms, 
from  the  elbows  to  the  shoulders,  to  lie  on  the  embalm- 
ing board  and  remain  so  for  two  or  three  days  before 
tlie  body  is  dressed,  at  which  time  it  is  impossible  to 
get  the  hands  into  a  natural  position.  Tt  is  just  as  im- 
possible under  these  circumstances  as  it  would  be  were 
we  to  stand  with  our  back  and  upper  arms  pressed  flat 
against  a  wall.  This  is  espeeially  true  where  a  strong 
raw  formaldehyde  fluid  has  been  used.  Liet  anyone  try 
this  and  press  his  hands  over  his  body  and  he  will  see 
that  they  are  short  three  or  four  inches  from  what 
they  would  be  wei'e  he  to  fold  his  hands  naturally. 
When  we  stand  upright,  this  experiment  will  show  that 
the  arms  occupy  a  position  central  from  the  front  to 
the  back.  They  are  naturally  two  or  three  inches  for- 
ward and  this  is  made  plain  when  the  arms  are  flat 
against  the  body  and  against  the  wall  in  the  experiment 
which  T  have  outlined. 

Every  embalmer  should  fix  the  elbows  in  the  proper 
position  by  placing  a  bottle,  arm  rest  or  holder  beneath 
the  upper  arm  when  the  body  is  lying  on  the  board  to 
be  embalmed.  With  the  arms  forward  naturally  as  in 
life,  the  hands  may  be  laid  over  the  body  so  that  when 
the  corpse  is  laid  in  the  casket,  the  arms  again  may 
be  properly  posed  and  have  a  natural,  easy  and  com- 
fortable appearance. 

Recognizing  the  demand  for  double  elevating 
boards,  with  arm  rests,  the  manufacturers  have  come 
to  the  aid  of  the  undertakers  and  embalmers  who  ad- 
vise the  importance  of  these  features,  so  that  no  dilTi- 
culty  is  now  found  in  obtaining  splendid  results. 
Surely  a  well-dressed  body  is  the  best  advertisement 
that  an  undertaker  at  the  time  of  the  funeral  can  have, 
and  it  is  possible  to  keep  the  features  of  the  dead  in 
a  very  natural  condition  by  proper  embalming  and 
proper  application  of  cosmetics. 

No  better  cosmetic  can  be  applied  to  the  body  during 
the  arterial  embalming  than  cold  water  on  lintine  or 
absorbent  cotton,  making  a  face  mask  which  prevents 
the  drying  out  of  the  skin  and  the  changing  of  the  color, 
which  too  often  occurs  when  raw  formaldehyde  fluids 
are  rapidly  injected.  This  is  especially  desirable  on 
young  people  and  on  fleshy  people. 

On  the  latter  cases,  we  should  be  especially  careful 
to  have  the  head  straight  and  not  sideways,  as  we 
woiild  plaee  a  more  slender  body.  With  slender  bodies 
we  may  pose  the  body  with  the  head  upward  to  one 
side,  so  that  it  may  have  a  natural  look,  as  if  laying  in 
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First  1^  •      •  It  if  Cm  Prompt 

Quality     Dominion  Manuracturers  serwce 

I   Limited  =^ 

The  most  favorable  location  for 

QUICK  DELIVERY 

Your  orders  get  prompt  attention  when 
you  order  from  us. 

We  are  so  situated  as  to  command  the 
express  service  of  three  great  railways 
and  we  guarantee  that  our  goods  will  meet 
with  your  utmost  requirements  as  well. 


No.  651 


All  supplies  on  shortest  notice.    Competent  staff  day  and  night 


The  National  Casket  Company,  Limited 

93-109  Niagara  Street  Telephones-Adelaide  454 

-P  ^  Adelaide  455 

loronto      Ontario  North  5085 
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Quality 


Dominion  Manufacturers 

=  Limited  = 


Prompt 
Service 


A  Line  You  Should  Know 


Globe  Caskets  and  Casket  Hardware  ex- 
cel in  dignity  of  design  and  richness  in 
finish.  All  designs  carried  in  large 
quantities. 

Get  particulars  of  our  full  line  which  in- 
cludes Burial  Casl^ets,  Casket  Hard- 
ware, Burial  Robes  and  Linings. 


No.  545 


Our  situation,  well  equipped  factory  and  competent 
staff  assure  the  dealers  all  over  Canada  of  the 

BEST  SERVICE. 


Telephones — Factory  1 69        Mr.   Watson  1 654 
Shipper  1020 

THE  GLOBE  CASKET  COMPANY 

LONDON  ONTARIO 
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Q"ly     Dominion  Manufacturers 

h  -  Limited  ~ 


A  MERITORIOUS  LINE 

of  High  Grade  Funeral  Furnishings 

The  Semmens  &  Evel  Line  bf  Cloth  Covered  and  Piano 
Polished  Caskets  has  always  been  known  to  contain  the 
highest  grade  of  quality. 

We  employ  only  experienced  men  in  our  factory  and 
offices,  night  and  day,  who  are  capable  of  handling  your 
orders  in  a  prompt  and  satisfactory  manner. 

We  Have  a  Fine  Line  of  Ebonet  Finished  Hardware 


No.  49 

WE  NEVER  MISS  A  TRAIN 


The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton  Winnipeg 

Telephones  :  5 1  7,  33  1 6.  Nights  and  470  Ros«  Avenue 

Sundays,    517,   3319,    and   3353  Chas.  Crossland,  Manager 
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Quality 


  Limi 

ited  1 

The  D.W.T.  Line 

of  High  Grade  Under- 
takers' Supplies  always 
contains  the  newest  and 
best. 

The  service  is  unequalled. 

The  Best  for 

Every 

Purpose 

We  carry  a  complete 
line  of  Caskets,  Robes 
and  Linings  and  guar- 
antee prompt  delivery. 

Send  us  your  next 

Telephones  : 
ADELAIDE  454 
and  NORTH  5085 

The 

D.  W.  Thompson  Co. 

Limited 

93-109  Niagara  St.,  Toronto 

order 

James  S.  Elliott  &  Son 

Prescott  Ontario 

Eastern 
Undertakers 

Uur  Lomplete  Line  ot 

Caskets^  Hardware 

Etc.,  Etc. 

can  secure  prompt  and 
efficient  service  by  order- 
ing from  us. 

We  carry  a  full  line  of 
Undertakers'  Supplies  of 
the  highest  quality. 

Contains  the  best  quality  for 
the  money. 

Undertakers  in  the  Maritime 
Provinces  cannot  secure  better 
service. 

Prompt  attention  given 
to  all  order* 

GIRARD  &  GODIN 

Three  Rivers,  Que. 

CHRISTIE  BROS.  &  CO. 

Amherst,  N.S. 
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the  casket  sleeping,  but  when  we  lay  a  stout  body  on 
the  board  in  that  way  we  very  frequently  produce  a 
wrinkle  in  the  neck,  which  makes  the  body  look  almost 
as  if  the  head  were  severed.  The  fleshy  part  of  the 
face  over  the  lower  jaw  would  seem  to  hang  down  and 
give  a  twisted  appearance. out  of  proportion.  The  best 
way  to  avoid  this  is  to  keep  the  head  and  shoulders 
straight,  and  during  the  injection  of  the  fluid  into  the 
arteries  of  the  body,  massage  constantly  upward  from 
the  neck  over  the  face  and  finally  make  a  pad  of  news- 
papers, covering  all  of  the  jaw  with  a  bandage  around 


The  oldest  mausoleums  in  existence — the 
Pyramids  of  Egypt. 

it  SO  that  no  mark  of  the  bandage  will  show.  This  will 
enable  the  careful  embalmer  to  hold  the  muscular  tis- 
sues in  their  natural  position  and  give  the  proper  ex- 
pression to  the  stout  body  which  seldom  is  produced  by 
those  carelesis  and  indifferent  to  this  part  of  our  work. 

As  we  are  not  personally  acquainted  with  all  of  the 
people  w'hom  we  embalm,  it  is  desirable  that  we  have 
a  photograph  of  the  person  in  health.  Then,  by  proper 
manipulation  and  adjustment,  we  frequently  can  fill  out 
the  features  during  the  injection  in  such  a  way  that 
we  have  the  expression  as  natural  as  in  life.  It  requires 
more  than  mere  injection  of  fluid  to  produce  this  in 
some  caseS;  and  we  should  recognize  this  feature  to  be 
an  important  one,  and  hold  it  in  consideration  during 
the  entire  care  of  the  body,  which  should  start  when 
we  place  it  on  the  embalming  board  from  the  bed.  This 
is  esp'eci'ally  necessary  because  siiffering  during  illness 
shows  more  after  death,  in  many  cases,  than  it  does  be- 
fore life  is  extinct. 


EMBALMERS  FOLLOW  BRITISH  ARMY 

One  of  the  English  graduates  of  a  leading  embalming 
school  in  the  United  States  has  been  commissioned  in 
the  army  of  Great  Britain  to  command  a  corps  of  em- 
balmers  selected  to  follow  the  lines  of  the  British  arm}^ 
to  properly  care  for  the  dead  who  die  in  hospital  or  are 
slain  in  battle.  The  terrible  slaughter  of  troops,  and 
the  unsanitary  conditions  that  must  almost  immediate- 
ly follow  all  heavy  engagements  of  the  troops,  will  give 
employment  to  a  large  number  of  embalmers,  and  the 
work  they  will  perform  will  greatly  assist  in  the  clear- 


ing up  of  the  battlefields  after  the  wounded  have  been 
cared  for.  If  properly  equipped,  and  with  the  assist- 
ance of  the  men  of  the  camp,  an  embalmer  should  care 
for  ten  or  a  dozen  bodies  each  day,  and  thus  render 
them  in  such  condition  that  several  days  might  ela;pse 
before  burial  without  any  disagreeable  odor  or  show  of 
decomposition.  This  would  contribute  much  to  the 
health  and  comfort  of  the  troops  that  are  called  upon 
to  bury  the  dead,  relieving  them  of  many  of  the  dis- 
agreeable surroundings  that  are  always  present  on  such 
occasions,  and  would  so  preserve  the  bodies  that  their 
removal  for  permanent  burial  would  not  be  impossible 
as  it  now  is  in  most  cases. 

"What  a  blessing  it  will  be  to  the  human  race  when  all 
countries  shall  have  their  corps  of  embalmers  to  ac- 
company their  armies  on  all  occasions.  One  hour  in  the 
hands  of  an  expert  embalmer,  supplied  with  instru- 
ments and  fluid,  would  place  the  remains  of  any  dead 
soldier  in  such  condition  that  he  might  be  recognized 
for  days  or  weeks  after.  The  embalmers  should  be  re- 
cognized as  non-combatants,  and  accorded  all  the  privi- 
leges that  are  now  extended  to  nurses.  Notwithstand- 
ing the  fact  that  Britain  was  slow  to  take  up  the  work 
of  embalming  the  dead,  she  has  taken  a  step  forward 
that  will  redound  to  her  credit  and  standing  among  the 
nations  of  the  earth. 


ANCIENT  BURIAL 

Research  into  the  history  of  ancient  peoples  has  dis- 
closed the  fact  that  wherever  evidences  of  the  highest 
enlightenment  and  education  have  been  discovered, 
there  the  dead  were  deposited  in  tombs  or  mausoleums. 
This  civilization  was  overrun  and  destroyed  by  bar- 
barian hordes  from  the  North,  when  the  invaders  left 


RACHCL5  TOriB 
;  BETHLF-HLM 


CAIRO,  EGYPT 


Some  ancient  tombs  of  early  Biblical  days.  This 
and  other  illustrations  are  per  courtesy  of  the 
International  Mausoleum  Co.,  Toronto. 

their  victims  to  decay  where  they  had  fallen,  and  a  few 
years  later,  touched  with  a  faint  shadow  of  humanity, 
they  began  covering  the  dead  bodies  of  their  foes  with 
leaves  and  grasses.  Later  it  became  the  practice  to  dig 
a  shallow  hole  in  the  ground.  A  century  later  the  grave 
had  been  evolved.  The  illustrations  on  this  page  show 
some  of  the  world's  most  noted  ancient  tombs. 
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Conducting  a  Catholic  Funeral 

fip  James  Duggan 

When  you  are  called  to  attend  on  the  death  of  a 
Catholic,  you  will  find  your  attendance  at  the  home  no 
different  from  other  cases.  All  arrangements  are  made 
as  usual,  so  that  there  may  be  a  clear  understanding  re- 
garding all  matters  in  connection  with  the  funeral. 

If  at  any  time  you  are  in  doubt  as  to  the  details  of  the 
funeral,  call  on  the  priest  in  charge,  and  he  will  gladly 
give  you  all  the  information  you  will  need.  The  hour 
for  leaving  is  usually  from  9  o'clock  to  10  o'clock  a.m., 
and  this  requires  a  little  attention.  We  are  usually  at 
the  home  for  a  short  time  in  the  morning,  before  time 
for  leaving  with  the  funeral.  The  services  are  at  a 
stated  hour  in  the  church,  and  this  necessitates  prompt 
attendance.  A  few  prayers  are  offered  at  the  home, 
but  this  does  not  demand  the  attention  of  the  under- 
taker. We  have  all  visitors  at  the  home  view  the  re- 
mains before  the  casket  closes,  as  the  casket  is  not  us- 
ually opened  again  except  for  special  reasons.  The 
family  take  leave  of  their  departed  member,  the  casket 
is  closed,  and  the  funeral  cortege  goes  to  the  church. 

The  services  at  the  church  are  important  to  the  Cath- 
olic people.  The  beautiful  Catholic  burial  services  bring 
the  thought  of  the  true  Catholic  back  in  spirit  to  the 
reception  of  the  deceased  into  the  church  at  the  time  of 
baptism,  when  the  priest,  clad  in  black  gown,  white  sur- 
plice and  violet  stole,  meets  the  child  and  its  sponsors 
at  the  front  entrance  of  the  church.  In  the  funeral  ser- 
vices the  priest  likewise  proceeds  to  the  front  entrance 
of  the  church.  As  he  approaches  the  casket  he  reads 
Psalm  129  :  "Out  of  the  depths  have  I  cried  unto  thee,  0 
Lord  ;  hear  my  voice.  Tjet  thine  ears  be  attentive  to  the 
voice  of  my  supplication."  etc.  He  continues  the  read- 
ing, preceding  the  corpse,  until  the  cortege  reaches  the 
front  of  the  church.  Th'e  casket  is  placed  directly  in 
front  of  the  altar  rail,  where  it  remains  during  services. 
Candles  are  usually  in  place  on  each  side  of  the  casket, 
care  being  taken, to  leave  space  on  the  sido  of  the  cas- 
ket to  pass  around.  If  the' candles  are  not  burning,  the 
undertaker  will  see  to  lighting  them.  The  pallbearers, 
having  preceded  the  casket  to  the  altar,  will  take  the 
first  seats  in  use  for  the  occasion,  and  the  family  and 
friends  are  given  places  in  order  of  thejr  relationship 
to  the  deceased. 

The  ceremonies  bfing  concluded,  the  nnd(^rtaker  will 
proceed  toward  the  door,  preceded  by  the  pallbearers 
wnfh  the  casket  and  folloM^ed  by  the  family  and  friends. 
The  funeral  then  proceeds  to  the  cemetery  for  burial. 
The  casket  being  lowered  to  its  final  resting  place,  a 
few  prayers  are  offered,  when  the  congregation  is  con- 
sidered dismissed. 

The  casket  is  trimmed  in  a  very  modest  manner.  The 
cross  is  all  that  is  necessary,  but  custom  allows  tho  name 
or  the  words:  "Rest  in  Peace,"  but  the  cross  is  suffi- 
cient. 

Flowers  are  allowed  for  children,  but  discouraged 
for  adults,  although  sometimes  custom  allows  a  few. 
The  tendency,  however,  is  to  curtail  any  display  not 
considered  in  keeping  with  the  occasion.  Flowers  are 
not  allowed  to  be  taken  into  the  church,  but  may  be  ar- 
ranged in  the  vestibule  and  replaced  on  the  "casket 
when  leaving  the  church.  At  times,  on  request  of  the 
mourners,  the  flowers  are  placed  on  the  side  altars  as 
a  last  remembrance  of  the  deceased  and  their  last  visit 
to  the  house  of  God. 

The  casket  is  not  opened  after  being  closed  in  the 
house,  unless  friends  have  arrived  t-oo  late  to  go  to  the 


home.  In  such  cases  the  casket  is  usually  opened  in  the 
vestibule  of  the  church  after  the  services.  The  casket 
may  also  be  opened  in  the  cemetery  for  late-arriving 
friends. — Embalmers'  Monthly. 


CANADIAN  CASKET  PRICES  INCREASED 

Owing  to  the  higher  tariff  on  raw  materials  dup  to 
the  war  tax  and  also  to  the  higher  prices  and  great 
difficulty  in  getting  cloth  supplies  from  Enrope,  Cana- 
dian prices  on  caskets  have  been  substituted  by  a  new 
list  ranging  from  5  to  15  per  cent,  above  the  old  li.st. 
In  every  ease  the  increase  has  been  mader  consistent 
only  with  the  higher  cost  of  material  and  the  added 
war  tax. 

Where  supplies  coming  from  Britain  are  involved, 
on  which  there  is  a  new  duty  of  5  per  cent.,  the  new 
list  has  been  increased  this  5  per  cent.  On  materials 
coming  from  the  U.  S.,  on  which  there  is  a  duty  of  7^ 
per  cent.,  this  percentage  has  been  added  to  the  new 
list. 

A  great  deal  of  the  lumber  comes  from  the  U.S. — 
chestnut,  oak  and  mahogany,  especially — and  on  this 
there  is  now  the  7'/;  per  cent,  duty,  whereas  in  the  past 
it  came  in  free.    On  a  carload  of  this  lumber  the  duty 

FUNERAL  ARRANGEMENTS 


REGISTRATION  PARTICULARS 


Funeral  form  used  by  Vancouver  directors. 


amounts  to  almost  $70.  On  imported  casket  hardware, 
too.  the  7I/0  per  cent,  duty  applies.  Even  where  these 
goods  are  made  in  Canada  there  is  a  tax  on  the  raw 
materials  coming  into  the  country. 

Broadcloths,  silks,  satins,  and  other  linings,  when 
coming  from  Britain,  pay  the  5  per  cent.  duty.  In 
addition  to  this  these  materials  are  very  scarce,  and 
since  . the  outbreak  of  war  have  increased  in  price  25 
per  cent.  The  shoddy  entering  into  the  making  of 
broadcloth  comes  from  Germany  and  France,  and  is 
finished  in  British  woollen  mills.  The  war  has  closed 
the  continental  shoddy  mills  and  prohibits  the  export, 
from  Germany  at  least,  of  that  product.  The  woollen 
mills  of  Britain  are  running  day  and  night  making 
khaki  for  the  British  army,  so  no  broadcloth  is  being 
made  up.  The  only  source  of  supply  is  the  stock  in  the 
hands  of  jobbing  houses  up  and  down  England,  and 
these  stocks  are  held  at  inflated  values. 

All  these  eon.siderations  have  increased  manufactnr-- 
ing  costs  in  Canada,  and  the  new  list  increasing  prices 
is  the  result. 


John  McLaughlin,  a  well  kno-wTi  furniture  traveler, 
is  assisting  R.  S.  Flint  in  covering  Ontario  for  the  Cen- 
tral Casket  Co. 
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Dominion  Casket  Co.,  Limited 


Telephones  : 


Day  No.  1020.  Nights,  Sundays 
and  Holidays  Nos.  1069-1101 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


The  casket  house  of  Canada  whose  success  has  proven  that  the  needs  of 
the  Canadian  Funeral  director  do  not  require  inferior  poorly  made  goods. 

But  does  demand  the  caskets  and  supplies  that  are  dependable  and  of 
values  that  insure  satisfaction  to  the  customer. 

Our  line  includes  Polished  Oak  and  Mahogany  caskets,  all  designs  of 
cloth  covered  goods  covered  upon  hardvv^ood.  Combination  metallic 
Caskets,  Vaults,  Finished  Shells,  Hardware  Robes  and  Linings.  We 
are  open  day  and  night  with  best  of  transportation  facilities. 

Soliciting  your  orders. 

We  are 

DOMINION  CASKET  CO.,  LIMITED 


c  WADA    C  ASkf  T 


A  new  line  of  Un- 
dertakers' Supplies 
from  our  modern  and 
well  equipped  plant. 

Caskets 

Robes 

Linings 

Casl^et- 

Hardware 

Etc. 

Prompt  Service 
Day  and  Night 


W rite  for  our  New 
Calendar- Bool^let 


Canada  Casket  Company^  Limited 


Wiarton,  Ontario 


Toronto  Office  :  309-10-11  Confederation  Life  Building 
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Desired  Cosmetic  Effect 

By  S.  B.  Morton 

Death  at.  its  best  is  gruesome,  and  I  think  we  are 
fully  justified  in  doing  anything  we  can  to  rob  it  at 
least  of  some  of  its  gruesomeness,  and  I  am  sure  that 
our  efforts  in  this  direction  will  always  be  appreciated 
by  those  whom  we  are  called  upon  to  serve. 

I  think  I  am  safe  in  assuming  that  striving  to  .secure 
the  desired  cosmetic  effect  in  all  of  our  subjects  is  the 
most  important  part  of  all  our  work  as  em'balmers,  es- 
pecially where  the  subject  is  to  be  kept  for  only  the 
usual  three  or  four  days;  but  in  cases  where  it  is  de- 
sirable or  necessary  to  preserve  for  a  longer  period,  or 
indefinitely,  the  thorough  disinfection  of  the  body  is 
absolutely  paramount. 

I  want  to  say  right  here  that  T  do  not  wi.sh  to  be  un- 
der-stood as  advocating,  in  the  slightest  degree,  any- 
thing in  our  line  of  work  less  than  absolute  thorough- 
ness, and  while  I  believe  in  and  endeavor  to  carry  out 
in  my  daily  practice  the  theory  of  permanent  preserva- 
tion, I  am  still  firmly  of  the  opinion  that  we  shall  re- 
ceive the  commendations  of  our  patrons,  and  our  skill 
as  embalmers  will  be  judged  more  by  our  success  in  se- 
curing the  desired  cosmetic  effect  than  we  will  by  hav- 
ing a  well  preserved  body  and  failing  in  the  other  par- 
ticular. 

I  believe  as  a  rule  that  little  is  thought  of,  or  cared 
for,  as  to  how  long  tho  body  will  keep  after  the  burial, 
but  I  do  know  that  if  we  are  not  successful  in  present- 
ing a  face  and  hands  that  look  almost  as  natural  as  in 
life,  our  skill  as  embalmers  will  not  be  considered  as 
very  great.  We  all  know  how  pleasant  it  is  to  hear  the 
words  of  praise  as  to  how  natural  and  lifelike  he  or  she 
looks.  While  this  is  all  very  nice  and  desirable,  I  think 
we  should  be  extremely  eareful  that  it  does  not  induce 
us  to  forget  our  relations  to  the  public  as  sanitarians, 
and  so  cause  us  to  be  in  the  least  degree  less  careful 
in  our  work  in  the  disinfection  of  the  body. 

If  we  are  sufficiently  skilful  to  obtain  the  mnch-to-be- 
desired  combination  of  perfect  preservation  and  fine 
cosmetic  effect,  so  much  the  better,  and  this  is  the  result 
for  which  we  let  me  say  that  in  my  experience,  T  have 
found  should,  and  probably  do,  put  forih  our  best  ef- 
forts. To  make  the  face  and  hands  of  a  dead  person  to 
look  as  nearly  as  possible  as  they  did  while  living,  as  I 
understand  the  meaning  of  the  subject  of  my  paper,  is 
"the  desired  cosmetic  effect."  It  is  obvious,  then,  that 
it  would  be  a  very  serious  error  in  judgment  on  the 
part  of  an  embalmer  to  present  to  view  the  face  of  one 
who  in  life  was  of  a  ruddy  complexion,  the  white  and 
pallid  face  of  an  anaemic,  or  on  the  other  hand,  it 
would  be  equally  bad  to  show  a  naturally  pale  face 
with  a  florid  complexion.  It  is  obvious  that  neither  of 
these  would  be  the  desired  cosmetic  effect. 

How  we  may  best  secure  these  results  does  not  come 
within  the  scope  of  this  paper,  according  to  my  under- 
standing of  the  title,  hence  cannot  be  properly  discuss- 
ed here.  Just  here  one  clergyman  who  disapproved  of 
embalming  for  the  veiy  reason  that  he  thought  our 
work  as  embalmers  gave  the  wrong  impression  to  the 
general  public,  arguing  that  he  believed  it  better  to 
have  death  presented  in  all  its  hideousness,  as  a  moral 
effect  upon  the  public.  These  sentiments  I  accepted  as 
a  great  compliment  to  the  embalming  profession. 

From  my  experience  gained  in  handling  bodies  which 
have  been  embalmed  by  others,  I  am  forced  to  the  con- 
clusion that  too  many  embalmers  pay  too  little  atten- 
tion to  the  securing  of  cosmetic  effect,  either  through 


ignorance  or  carelessness.  The  faces  of  many  bodies 
which  have  come  under  my  care  have  been  so  hardened 
in  the  process  of  embalming,  that  it  would  have  been 
almost  an  impossibility  to  make  them  look  lifelike,  even 
had  the  operators  possessed  the  requisite  skill.  Ruch 
bodies  were  embalmed  to  keep,  without  any  thought  of 
whether  or  not  they  resembled  the  face  of  the  person 
in  life.  In  many,  and  possibly  all  of  such  cases,  the 
combination  of  being  well  preserved  and  still  having 
the  face  soft,  and  with  the  natural  look  of  life,  could 
probably  have  been  attained  had  the  operator  possessed 
the  necessary  skill  or  at  least  exercised  due  care  and 
thought. 

If  you  will  pardon  a  personal  reference,  I  would  like 
just  here  to  relate  my  experience  of  only  a  few  weeks 
ago,  which  illustrates  what  T  understand  to  be  the  de- 
sired cosmetic  effect.  On  the  16th  of  February  I  buried 
the  body  of  an  old  man,  only  a  few  months  less  than 
ninety  years  of  age,  which  T  had  embalmed  on  the  14th. 
He  had  no  teeth,  natural  or  artificial,  hence  the  face 
was  so  sunken  in  that  the  nose  and  chin  almost  touched. 
I  corrected  this  defect  and  had  very  good  success  with 
my  injection,  and  with  care  secured  a  very  satisfactory 
cosmetic  result  with  the  fluid,  having  to  resort  to  only 
a  very  little  artificial  work.  At  the  time  of  the  fun- 
eral, the  remarks  made  not  only  to  myself,  but  those  T 
happened  to  overhear,  were  very  flattering,  several 
saying  that  they  would  not  think  by  his  looks  that  he 
was  over  sixty  years  of  age.  I  only  cite  this  case  be- 
cause I  think  it  one  which  my  saabject  contemplates. 

Do  you  ever  find  yourself  interested  in  a  fine  com- 
plexion that  you  may  see  in  your  travels — and  I  don't 
mean  the  artificial  kind,  for  they  are  mostly  overdone 
— but  the  real,  genuine  peaches  and  cream  of  a  robiist, 
healthy  and  natural  life?  And  wonder  whether  or  not 
you  could  reprodiice  it  as  an  embalmer  if  it  became 
necessary?  I  must  plead  guilty.  It  may  appear  to  you 
to  be  somewhat  uncanny,  but  I  cannot  help  but  think 
that  it  would  be  of  benefit  to  us  to  study  carefully  the 
complexions  of  the  living,  so  that  when  it  becomes 
necessary  for  us  to  use  cosmetics,  when  we  fail  to  se- 
cure the  desired  results  with  our  fluids,  we  should  be 
better  able  to  use  them  properly. 

I  have  very  grave  doubts  of  the  existence  at  the 
present  time  of  a  fluid  that  can  be  relied  upon  at  all 
times  to  give  us  the  results  we  desire,  although  we 
have  many  very  good  fhiids,  hence  the  necessity  of  be- 
ing able  to  use  cosmetics  intelligently.  And  I  am 
strongly  of  the  opinion  that  in  the  hands  of  some  so- 
called  embalmers,  there  is  no  fluid  made  that  will  give 
the  desired  cosmetic  effect,  simply  because  the  operator 
lacks  either  the  ability  or  carefulness,  or  both,  neces- 
sary to  ena'ble  him  to  use  it  properly. 

I  think  the  reply  of  the  celebrated  painter  made  in 
answer  to  the  question  how  he  brought  out  such  ex- 
quisite colors,  with  all  of  their  fine  shadings.  "I  mix  my 
paints  with  brains,"  may  in  a  large  degree  apply  to  our 
work  as  embalmers.  We  must  mix  our  fluids  with 
brains.   

WON  ECKARDT  SWIMMING  CUP 

Through  excellent  swimming,  Frank  Wood  managed 
to  win  the  Eckardt  Cup  and  the  inter-faculty  cham- 
pionship at  the  recent  anmial  meet  held  in  the  Univer- 
sity of  Toronto  tank.  The  cup  is  a  trophy  presented 
by  A.  J.  H.  Eckardt. 


Mingle  Bros.,  hardware  and  furniture  dealers,  at 
Bromhead,  Sask.,  are  adding  an  undertaking  depart- 
ment to  their  business. 
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Patronize  The  Line  of 
"Established  Quality'' 

The  features  of  the  Central  Line  are  features  that  make  good  business  everywhere — 
honest  quaHty,  fair  prices  and  efficient,  prompt  service.    We  specialize  on 

Mahogany,  Oak,  Plush  and 
Cloth  Covered  Caskets 

We  can  also  supply  anything  desired  m  Casket  Linings,  Burial  Robes,  and  a  general 
line  of  Undertakers'  Supplies. 

Orders  given  our  Canadian  Representative,  or  sent  to  our  factory 
at  Bridgeburg  by  mail,  telegraph  or  telephone  will  receive  prompt 
attention. 

CENTRAL  CASKET  COMPANY 


i    Bridgeburg,  Ont. 


Telephone  126 


RO  TT"! '  L  Canadian  Representative :  ^ 
.    O.    r  lini  241  Fern  Ave.,  Toronto  M 

Telephone  Parkdale  3257 


RE-Concentrated  DIOXIN 

Contains  more  ounces  of  preservation  to  the  bottle  than  any  other  fluid 
ever  manufactured.  Each  sixteen  ounce  bottle  will  make  a  full  gallon 
of   fluid    of   standard    strength.      RE-Concentrated    Dioxin,   in  fact 


Is  DOUBLE  DIOXIN— 

Double  in  strength,  double  ni  preservation,  double 
in  cosmetic  effect  and  double  in  satisfaction.  The 
embalmer  who  uses  it,  therefore,  pays  for  the 
very  best  fluid  chemical  science  can  provide  only 

at  Half  the  Usual  Cost 

Let  us  send  you  a  trial  shipment  under  our  most 
liberal  guarantee — if  you  try  it  and  don't  like  it 
ship  back  what  remains.  We  will  pay  freight 
both  ways  and  will  make  no  charge  for  fluid 
used  in  trial. 


We  Strongly  Urge 

That  you  take  advantage  of  this  opportunity  to 
put  to  a  test  this  famous  double-base  fluid — 
either  purified  formaldehyde  or  peroxide  of  hydro- 
gen, according  to  the  quantity  of  water  you  add. 

An  Immediate  Order 

Will  insure  your  getting  the  fluid  promptly  and 
putting  its  preservative  and  cosmetic  properties 
to  a  test.  It  costs  no  more  than  concentrated 
fluid,  is  much  better  and  decidedly  more  econ- 
omical. 


Send  it  To-day !   NOW ! 


Ho      TT/^TV^TT  T   Q     O  O  TVT  P  A  1\T  V    1922  ARCH  STREET,  PHILADELPHIA,  Pa. 

.   o.  £H^r^ni-rO  Oc  L/V-/iViJrrviN  I    241  fern  avenue,  Toronto,  Canada. 
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The  Undertaker*s  Lady  Assistant 

By  Mrs.  J.  D.  Humphrey 

There  are  many  ways  in  which  a  lady  can  be  of  bene- 
fit to  tihe  undertaker.  First,  I  will  call  attention  to  her 
assistance  in  a  business  way.  When  death  enters  a 
home,  the  family,  or  someone  of  the  family,  as  a  general 
thing,  comes  to  pick  out  the  casket  and  clothing  for 
the  dead.  If  you  can  take  away  the  thought  of  its  be- 
ing a  cold  business  deal,  if  there  is  a  lady  to  meet  them 
at  the  door,  speak  a  kind  word  to  tliem  by  inviting 
them  in  and  seating  them,  offering  a  little  conversation 
of  some  kind  to  get  their  minds  off  their  trouble,  before 
taking  them  to  the  showroom,  it  means  much  to  the  be- 
reaved ones. 

In  the  showroom,  sometimes  a  lady's  suggestion  as  to 
the  color  and  material  will  be  accepted  and  appreciated 
by  the  purchaser.  I  would  not  suggest  this  unless  the 
lady  has  made  a  study  along  this  line  and  understands 
it  well  enough  to  be  prepared  to  offer  the  suggestion. 
A  numher  of  times  T  have  been  with  theni  in  the  show- 
room and  they  have  turned  to  me  and  said:  "What  do 
you  think  of  this?"  or  "What  would  be  your  advice'" 
and  I,  having  put  some  study  on  these  things,  would  try 
to  tell  them  the  truth.  Let  me  offer  a  suggestion  here : 
When  the  family  trusts  you,  do  not  try  to  run  an  ex- 
pensive bill  upon  them  and  take  advantage  when  they 
are  in  trouble,  thus  giving  them  the  opportunity  to  say 
when  the  funeral  is  over  that  they  are  dissatisfied. 

I  think  the  lady  assistant  can  be  a  benefit  in  selling 
dresses  and  suits.  Often  you  may  show  a  dress  and  the 
purchaser  will  express  a  desire  to  have  something 
changed.  The  lady  can  suggest  that  a  little  lace  be 
placed  there,  or  that  the  dress  be  altered  in  such  a  way 
as  to  please  the  customer. 

If  the  lady  be  one  who  has  been  a  bookkeeper,  or 
knows  something  of  this,  how  much  help  she  can  be  to 
the  undertaker  in  caring  for  his  books.  When  he  is 
busy  about  his  work,  there  are  sure  to  be  some  letters 
which  should  be  written,  and  that  is  something  which 
the  lady  assistant  can  do.  If  she  has  a  business  educa- 
tion, she  at  once  knows  how,  and  can  always  find  some- 
thing to  keep  her  busy.  She  can  go  to  the  bank  if  there 
is  anything  to  go  there  for,  pay  bills,  which  are  always 
plentiful,  and  she  can  help  the  undertaker  think  of  the 
numerous  things  that  ought  to  be  thought  of  at  a  fun- 
eral. The  work  cannot  always  be  carried  on  with  exact 
system,  but  each  can  help  to  think  and  arrange  the 
work  with  as  much  system  as  possible. 

As  an  undertaker's  wife,  the  professional  side  of  the 
work  has  always  appealed  to  me.  I  do  not  mind  going 
on  a  call  and  helping  with  the  work.  May  T  say  just  a 
word  aboiat  going  on  a  call  with  the  undertaker?  Be 
kind  and  sympathetic — not  necessarily  by  shedding 
tears.  As  a  general  thing,  a  lady  will  want  to  talk — to 
say  something  to  you  about  the  dead.  You  need  not  do 
so  much  talking  yourself — ofttimes  the  less  you  have  to 
say  the  better — 'but  what  you  do  say,  say  it  kindly,  and 
listen  attentively,  remembering  that  the  dead  is  .just  as 
precious  as  though  still  living.  You  cannot  be  too  care- 
ful. 

For  an  illustration :  Less  than  a  year  ago  we  were 
called  to  a  home  where  death  had  claimed  the  oldest 
child,  a  beautiful  eight-year-old  girl.  The  mother  had 
been  known  to  me  for  years.  She  asked  that  T  go  to 
\oy.na  and  purchase  the  clothing  to  put  on  the  little  girl. 
When  I  came  back  I  went  to  the  room  where  the  beau- 
tiful curly-haired  girl  was  and,  in  company  with  the 
undertaker  and  two  neighbors  who  were  there,  I  dress- 


ed the  little  body.  I  have  always  handled  the  dead  as 
carefully  as  f  could.  The  curly  hair  was  tangl.-d, 
and  I  worked  hard  to  try  to  get  the  curls  to  look 
as  they  did  when  she  went  to  school  each  day.  When 
r  had  finished  my  work  I  went  back  to  our  place  of 
business.  That  afternoon,  when  the  casket  was  taken 
over.  1  went  out  to  the  home,  and  the  mother  knew  I 
was  there  and  she  sent  for  me  to  come  to  her  room. 
When  I  went  in,  she  began  to  cry,  and  said  :  "I  want  to 
lhank  you  for  handling  my  darling  child  so  nicely.  One 
of  the  ladies  told  me  how  much  care  you  took  with  her 
hair  aiul  how  gently  yow  dressed  her."  I  repeat  this 
only  to  show  that  you  cannot  be  too  careful.  I  do  not 
know  whetlier  the  mother  asked  the  neighbors  how  f 
did  it,  or  whether  they  told  her  of  their  own  accord, 
hut  I  do  know  that  the  mother  knew  all  about  what 
went  on.  aiul  she  appreciated  a  little  kindness.  I  did 
not  think  at  the  time  I  was  dressing  the  child  that  this 
would  be  said,  but  it  has  helped  me  to  be  more  pains- 
taking than  I  ever  was.  • 

The  public  naturally  look  upon  the  undertaker  as  be- 
ing a  cold-hearted  man.  but  if  he  so  conducts  himself 
as  to  reveal  a  tender  heart,  he  will  be  better  apprecia*-- 
ed.  .May  we  get  the  idea  that  money  is  not  all  we  are 
in  the  business  for.  What  is  life,  anyway,  if  we  do  not 
try  to  make  someone  happy  each  day,  and  do  good  to 
someone  besides  ourselves?  Do  not  let  money  make  a 
difference  between  you  and  your  customer.  If  the  pat- 
ron be  poor,  treat  him  with  the  same  kindness  that  you 
do  the  rich.  If  he  be  ignorant,  without  education,  do 
by  him  the  same  as  you  do  by  the  educated  and  refined. 
Try  to  elevate  and  comfort  him  when  downhearted. 

The  undertaker  has  opportunities  to  do  more  good 
than  any  other  person,  for  he  comes  in  contact  with  the 
wicked  when  they  are  most  ready  to  be  changed.  He 
can  get  them  to  think  more  about  their  lives  then  than 
at  any  other  time. 

Summing  it  all  up.  if  the  undertaker  will  remember 
to  be  kind  and  honest,  it  will  be  the  best  advertisement 
for  his  business  that  he  can  have,  and  success,  both  fin- 
Hncial  and  moral,  will  surely  follow.  I  am  told  that 
there  are  some  who  follow  the  business,  who.  as  .soon  as 
they  get  out  in  company  with  other  people,  begin  to 
talk  embalming,  disinfecting,  etc.  I  do  not  believe  this 
is  a  good  thing  to  do.  for  our  work  is  a  business.  Who 
wants  everybody  to  know  all  about  his  business?  Our 
profession  is  one  that  should  be  held  high  and  elevated. 
Let  us  hold  it  as  a  sacred  tru.st  and  always  remember  to 
"do  unto  others  as  you  would  have  them  do  unto  you 
and  yours." — Embalmers'  Monthly. 


THE  AUTOMOBILE  HEARSE. 

Oh.  Death,  wheye  is  thy  sting? 
By  .iing! 

With  this  new-fangled  motor  hearse. 

It's  not  so  worse. 

Its  chauffeur  is  the  good  old  pal 

Who  put  the  "fun"  in  funeral. 

Electric  funerals?    Great  Scott! 

But  then  again,  why  not? 

So  save  your  money,  children,  save. 

And  have  a  ,ioy  ride  to  the  grave. 

Oh,  Death,  where  is  thy  sting? 

Giddap !   Buzz-buzz ! 

Ding-ding!  — Akron  Beacon-Journal. 


The  Canada  Casket  Co..  makers  of  caskets,  have  been 
registered  at  Montreal. 
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ONTARIO 

Amherstburg — 
J.  H.  Sutton. 

Aurora — 

Dunham,  Charles. 

Barrie — 

Smith,  G.  G.,  &  Co. 
Bobcaygeon — 

Byng,  G.  C. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbach,   Geo.   R.,  162 
King  St. 
Brooklin — 

Disney,  R.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 

Oampbellford — 

Irwin,  Jajnes. 
Campden — 

Hamsel,  Albion. 
Clinton — 

Walker,  Westey. 

Cobalt — 

McNabb  &  Co.,  Ltd.,  J.  C. 

Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dungannon — 

Siproul,  William 
Dunnville — 

H.  P.  Fry.    'Phone  68. 

Dutton — 

Schultz,  B.  L. 
Elmira — 

Dfeisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Artnetromg,  M.  P. 

Thomson,  John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  S. 


Kemptville — 

MeCaughey,  Greo.  A. 
Kenora — 

Hiora  &  Ta,ylior. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

Hendren,  Geo.  G. 

Lucknow — 

A.  T.  Davison.    'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 

Oakwood —  ( Mariposa  Station 
G.T.B.)  Wilmot  F.  Webster. 

Ohsweken — 

Johnson,  F.  L. 
Orillia— 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 
Luke  Bros. 
Ottawa — 

Oh.  R.  Woodburn,  586  Bank 

St.    Tel.  Carling  600  and 

1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill— 

Foster  &  MoPhe«. 
Petrolia — 

Steadnuan  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.,  &  Son. 
Renfrew — 

O  'Connor,  Wm. 
St.  Catharines — 

Grabb  Bros. 

144-146  St.  Paul  St. 

St.  Marys — 

L.  A.  Ball. 

N".  L.  Brandon. 
St.  Thomas — 

Williamis,  P.  R.,  &  Sons,  510 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 

Holmes,  S.  T. 
Scotland — 

Vaughan,  Joe.  H.  M. 
Simcoe — 

E.  F.  Best. 


Sterling — 

Ralph,  Jas.   'Phone  102. 

Stratford — 

Green-wood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 

Strathroy — 

Stewart,  John  A. 

Sudbury — 
Henry,  J.  G. 
Moyle,  J.  E. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Raper,  Washington,  Fleury 
Burial  Co.,  731  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 

Stone  &  Son),  525  Sher- 

bourne  St. 
Vancamp,  J.  C.,.30  Btoor  St. 

West. 
Waterloo — 

Klipper  Undertaking  Co. 

WeUand— 

Patterson  &  Dast. 
Sutherland,  G.  W. 

Woodstock — 

Meadows,  T.  &  Sons. 
Mack,  Paul. 

Wingham —  ' 

Currie,  R.  A 
Walker,  J. 

QUEBEC 

Buckingham — 
Paquet.  Jos. 

Cowansville — 
.Judson,  M.  B. 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Oadorette,  Mongeau  &  Leary. 

St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  121  Lutz  St. 

Petitcodiac — 

.Tonah,  D.  Allison. 

Woodstock — 

A^Rn  Wart,  Jacob. 

NOVA  SCOTIA 

Ferrona — 

Eraser,  D.  &  Co. 

Halifax — 

Snow  &  Co.,  90  Argyle  St. 


Sydney  Mines — 

D.  A.  McRae,  Clyde  Ave, 

Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 

MANITOBA 

Brandon — 

Campbell  &  Camipbell. 
Vincent   &  McPherson. 

Souris — 

MeCulloch,  Wm. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 

Bardal,    A. '  S.,    834  Sher- 

brooke  St. 
Thompson,  J.  C,  501  Main. 
Clark-Leatherdale  Co.,  Ltd., 

232  Kennedy  St. 

SASKLA.TCHEWAN 

Gull  Lake — 

Morrow,  Fred.  A. 

Saskatoon — 
Young,  A.  E. 

Kamsack — 

Russell,  G.  E.  I. 

Lanigan — 

Robertson,  Wm. 

Moose  Jaw — 
The  Bellamy  Co. 
Broadfoot  Bros. 

Rush  Lake — 

Friesen,  John  M. 

Prince  Albert — 

Howard,  A.  C. 
Hadley,  C.  L. 

Regina — 

Speers,  George. 
Semans — 

Hiaygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  8. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 

Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


IF  YOU  WANT  TO  BUY  OR  SELL 

A  Furniture  or  Undertaking  Business,  try  our 
Classified  Pages.  The  Canadian  Furniture  World 
and  The  Undertaker  is  read  by  practically  every 
furniture  merchant  and  undertaker  in  Canada 
every  month. 
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INDEX  TO  ADVERTISEMENTS 


A 

Alaska  Feather  &  Down  Co  o.b.c. 

Aiitiseptlc  Bedding  Co  i.f.c. 

B 

Brantford  Willow  Works  16 

C 

Canada  Casket  Co  65 

Canada  Specialty  Co  29 

Canadian  Feather  &  Mattress  Co.  6 
Canadian  School  of  Embalming. ..  70 

Central  Casket  Co  67 

Chesley  Furniture  Co   8 

Chair  Craft  Co  17 

Columbia  Graphophone  Co  57 

Colleran  Pat.  Spring  Mattress  Co.  26 

D 

Dominion  Casket  Co  65 

Dominion  Mfrs.,  Limited .  .59-60-61-62 
Du  Pont  Fabrikoid  Co  29 

E 

Eckels  &  Co.,  H.  S  67 

Elmira  Furniture  Co   4 

Elmira  Interior  Woodwork  Co. . .  .10 
Etryptian  Chemical  Co  70 

F 

Farquharson-Gifford  Co   9 

Fischman  Mattress  Co   26 

G 

Gendron  Wheel  Co  70 

Globe  Wernicke  Co   7 

Guelph  Carpet  Mills  29 

H 

Hourd  &  Co  26 

H.  E.  Furniture  Co  U 


I 

Imperial  Rattan  Co   15 

K 

Kindel  Bed  Co  16 

Keystone  Redding  Co  12 

Knechtel  Furniture  Co  21 

Knechtel  Kitchen  Cabinet  Ca. . .  .20 
Kohn,  J.  &  J  28 


Leggett  &  Piatt  Co  19 

Lippert  Furniture  Co  28 

M 

Malcolm  Furniture  Co.,  Andrew  . 25 
McLagan  Furniture  Co.,  Geo..o.f.c. 

Meaford  Mfg.  Co  23 

Mundell,  J.  C,  &  Co  i.f.c. 


N 

N.  A.  Bent  Chair  Co. 
N.  A.  Furniture  Co. . 


.24 
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Oliver  &  Sons,  J  10 

Onward  Maniifacturing  Co  24 


Phillips  Manufacturing  Co  22 

Q 

Quality  Mattress  Co  18 


Shaw  Correspondence  School  i.b.c. 

Sidway  Mercantile  Co  It 

Standard  Bedding  Co  15 

Steele  Co.,  James   4 

Stratford  Chair  Co   5 

Stratford  Mfg.  Co  13 

Stratford  Davenport  Co  11 


Textileather  Co   i.b.c. 

W 


Walter  &  Co.,  B  i.b.c. 

Waterloo  Furniture  Co    27 


Canadian  School  of  Embalming 

Instruction  in    Practical   Embalming-  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  iniertioa 
Four  lines  once  (or  $1.00,  threa 
times  for  $2.00. 

Cash  must  accompany  the  order 
No  accounts  booked. 

MINIMUM  50  CENTS 


WANTED  to  hoar  from  owner  of  good  furniture  store  for 
sale.  Send  cash  price  and  particulars  to  D.  F.  Bush,  Minnea- 
polis, Minn.  15|2|3 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 


lited 


Owen  Sound 


Ontario 


Manufacturers  of  Medium  and  High 
Grade  Dining-  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Ge  ndron  Wheel  Co.,  Toledo,  0.  U.S.A. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  lor  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKE1  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S.  « 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


FOE  SALE — Large  square  glasis  hearse,  white  and  black 
trimimings;  two  sets  of  wheels,  rubber-tired  and  steel,  with 
sleiigbs  complete.  E.xcellent  condition,  at  a  bargain.  T.  Steph- 
enson, Ailsa  Craig,  Ont. 

FOR  SALE — Good  black  hearse  team,  well  matched,  ag'^  eix 
and  seven;  sixteen  hands;  weigh  twenty-four  hundred.  Apply 
Peniamin  Mclntyre,  Jr.,  IngersoU. 


Every  Furniture  Manufacturer 

installiJ  new  equipment  in  his  plant  from  time  to  time— 
the  old  must  go  !  There  is  a  way  to  dispose  of  it — econ- 
omically and  elTectively.    Let's  tell  you 

Canadian   Furniture  World,  ^^^HSn^B 
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Textileather 

^  It  Costs  Less  and 

Better  Than  Genuine  Leather  It  Wears  Longer 


Write  for  a  Sample  and 
Try  it  Out 


Textileather  Co.,  212  Fifth  Ave.,  New  York,  N.Y. 


Write  Direct  or  to  Frank  Schmidt,  Berlin,  Ontario 


More  Money  for  you 

by  Using 

Effective  Advertising 


No  matter  how  attractive  your  store  is 
or  how  good  the  furniture  you  sell,  there 
is  still  something  lacking  in  the  influence 
of  your  store  In  securing  new  customers. 
That  something  is  "Effective  Advertis- 
ing." 

No  business  lends  itself  to  business-getting  advertising  like 
the  Furniture  Business.  You  can  get  all  kinds  of  electros 
from  the  manufacturers  free  if  you  will  use  them.  Show  the 
people  who  read — the  people  who  buy — what  you  have  to  sell. 

We  can  give  you  the  right  kind  of  a  Home  Study  Course  in 
Advertising,  so  that  you  can  write  copy  that  produces — that 
brings  business.  This  course  provides  the  brains  and  ex- 
periences of  six  of  the  most  successful  Advertising  Experts  in 
ximerica.  The  cost  is  trifling  compared  with  the  results  you 
will  get  from  it. 


Write  for  demcriptive  catalog.  Address 

The  Shaw  Correspondence  School 

393-7  Yonge  Street,  Toronto 
Mention  this  Magazine 


Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  than  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  is  equipped  with  Special  Machinery 
which  enables  us  to  make  SLIDES,— BETTER  and 
CHEAPER  than  the  furniture  manufacturer. 


Canadian  Table  makers  are  rapidly 
adopting  WABASH  SLIDES 
O  fThey  ELIMINATE  SLIDE  TROUBLES 

lJt:Ca.USe|Are  CHEAPER  and  BETTER 


Reduced  Costs  | 
Increased  Out-put  [ 


BY  USING 

WABASH 

SLIDES 


Made  by 


B.  WALTER  &  CO. 


Wabash,  Ind. 


The  Largamt  EXCLUSIVE  TABLE-SLIDE  Manufacturmrt 

in  America 

ESTABUSHED-1887 


NO.  85  DAVENPORT 


A  Friend  for  Life 

This  luxurious  Davenport  can  be  instantly  converted  into 
a  full  size  double  Spiral  Spring  Bed,  that  will  stand  the 
hardest  service  and  never  sag  or  get  out  of  shape. 

The  Spring-work  is  the  same  as  our  famous  "Banner"  Bed 
Spring.  The  mechanism  is  positive,  simple,  and  cannot  get 
out  of  order. 

Ships  K.D.  and  can  be  put  together  as  simply  as  an  Iron 
Bed.  List  price  $24.00.  Usual  discount. 

Order  a  sample  and  let  it  sell  others. 


The  Alaska  Feather  &  Down  Company  Limited 

MONTREAL 


Vol.  5   No.  5 


MAY,  1915 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-  Worker,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse,  Motoring 


CLASSIC  BEDROOM  FURNITURE 

^  This  new  solid  mahogany  bedroom  suite  is  a  splendid  example  of  the  Adam  design.  This  design, 
as  well  as  that  of  all  our  other  suites,  was  prepared  in  our  own  factory,  and  is  not  copied  from  an 
imported  model. 

^  Classic  Bedroom  Furniture  is  a  medium  and  a  high-grade  line  sold  at  very  moderate  prices,  within 
the  reach  of  everyone,  and  is  bound  to  please  the  most  fastidious. 


CLASSIC  FURNITURE,  LIMITED 


STRATFORD 


ONTARIO 
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DID  YOU  RECEIVE  ONE  OF  OUR  NEW  CATALOGUES? 

Your  customers  will  enjoy  making  selections  from  these  attractive  illustrations 
of  our  complete  Ime  of  Livmg  Room  Furniture,  Lib  rary  Tables,  Chairs  of 
every  description,  Stools,  Magazine  Stands,  Smokers'  Tables,  etc. 

IF  WE  HAVE  NOT  SENT  YOU  A  COPY,  DROP  US  A  CARD.  AND  WE  WILL  BE 

GLAD  TO  MAIL  YOU  ONE  WITH  PRICE  LIST. 


ELORA      -  ONTARIO 


Keystone  Bedding 

Contains  ''Real  Quality" 

"REST  CURE"     "REGAL"  "FOREST" 


Three  of  our  well-known  brands  of  felt  mat- 
tresses that  contain  quality  which  will  guarantee 
your  customers  the  best  of  satisfaction. 

Our  combination  mattresses  include  ;  Hair  and 
Felt,  Keystone,  Trenton,  Erie  Rest,  and  other 
lower  grades  of  mixed  mattresses. 

Our  Feather  Pillows  are  thoroughly  sterilized 
and  positively  dustless. 


All  our  goods  are  guaranteed 
Returnahle  if  not  as  represented 

KEYSTONE  BEDDING  CO. 

LONDON         -  ONTARIO 


LOOK  FOR  THIS  TRADE  MARK  ON 
YOUR  MATTRESSES  AND  PILLOWS 


WARRANTED 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room" 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Uphol«tered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Cheffoniers. 

Globe- Wernicke  Co.,  Limited 

Globe  -  Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitch  en  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports. 


Prepare  for 
June  Weddings 


^  The  popular  month  for  weddings  is 
approaching,  and  during  May  and  June 
several  thousand  young  couples  and  their 
friends  in  all  parts  of  Canada  will  be 
looking  over  stocks  of  House  Furnishings 
in  order  to  establish  themselves  in  new 
homes. 

^  What  more  suitable  wedding  gift  can  there 
be  than  an  article  of  furniture? 

^  Go  after  the  June  wedding  trade,  therefore, 
make  attractive  displays  of  Dining  Room  and 
Bed  Room  Furniture,  and  in  your  window  and 
newspaper  advertising  make  it  known  that  you 
can  feather  the  nest  for  any  newly  wedded 
couple. 

^  But  it  would  be  unwise  to  advertise  wedding 
gifts  and  home  furnishings  unless  your  stock  is 
in  good  shape.  Why  not,  therefore,  check  over 
your  stock  and  see  if  some  of  the  many  lines 
listed  in  the  accompanying  directory  could  not 
be  ordered  to  advantage  now  in  order  to  have 
your  store  display  the  most  attractive  place  in 
town  for  home-loving  brides-to-be  and  their 
friends  to  spend  money  in  during  May  and  June. 


^  There  isn't  any  doubt  about  tbe  quality 
of  Furniture  "'Made  in  Stratford,  Canada." 
Quality  and  service  are  our  watcfiwords, 
and  through  our  shipping  combination  cus- 
tomers can  buy  in  large  or  small  lots  and  be 
assured  the  very  best  of  satisfaction. 
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Another  Popular  Diner 


From  the  Elmira  Line. 
For  the  Spring  Trade. 

Increase  your  sales  during  the  Spring  house 
cleaning  time.  Elmira  Chairs  are  the 
means  by  which  you  do  so.  This  means 
more  profits  for  you  at  end  of  year. 


WE  HAVE  A  LARGE  VARIETY 
ALL  GOOD  SELLERS 


The  Elmira  Furniture  Company,  Limited 


El 


mira 


Ontario 


THE  ELMIRA  LINE 


MADE  IN  CANADA 


ELMIRA  LINE  of  OFFICE  FURNITURE 


is  one  of 
Quality 


Elmira  goods  are  the  kind 
that  build  prestige  and 
profits  while  ordinary  lines 
are  becoming  shop  worn. 

The  Elmira  line  includes 
Flat  Top  Desks,  Filing 
Devices  and  Special 
Office  Equipment  and 
is  well  worth  your  inves- 
tigation. 


Drop  us  a  line  to-day  for 
Catalog  and  Price  List 


THE  ELMIRA  INTERIOR  WOODWORK  COMPANY,  LIMITED 


CP.R. 


ELMIRA 


ONTARIO 


G.T.R. 
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FURNITURE  THAT  WILL  SATISFY  THE 
MOST  PARTICULAR  CUSTOMER  OF 


Your  Better  Class  Trade 


McLagan  Furniture  will  create  prestige 
which  means  more  trade  and  better  trade 
for  your  store. 


No.  2571 


The  above  cut  illustrates  one  of  our  lead- 
ing buffets.    Designs  such  as  these  appeal 
to  lovers  of  fine  furniture. 


THE  GEO.  McLAGAN  FURNITURE  CO.,  Limited 

STRATFORD  -  ONTARIO 
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mndtt  Beds 
Attract  Trade 

The  widespread  popularity  of 
KIndet  Divanettes  and  Parlor 
Beds  makes  it  advisable  for 
you  to  stock  them. 

Kindet  lines  set  the  standard  for 
easily  and  noiselessly  operated 
beds  for  the  small  room. 

KIndet  consumer  advertising 
helps  the  dealer  to  make  many  sales. 

WRITE  US  TO-DAY  FOR 
PARTICULARS  and  PRICES 
OF  OUR  COMPLETE  LINE 


The  mnM  Bed 

Company,  Limited 

TORONTO  :-:  ONTARIO 


THE 
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PATENT  MATTRESS 

Fischman  Improved 
Patent  Mattress 

Reduced  in  Price 

We  are  in  position  to  give  YOU  our  Imperial 
Edge  Mattress  made  with  840  springs  instead 
420.  The  additional  springs  will  produce 
double  resiliency,  and  will  not  increase  the 
weight.  We  will  guarantee  this  Mattress  for 
the  period  of  ten  years.  I<"urthermore  we  will 
supply  these  at  $Z.OO  less  than  our  catalogue 
price.  We  can  do 
this  by  special- 
izing o  n  one 
style  mattress 
only. 

The  cut  clearly 
shows  the  con- 
struction of  the 
Fischman 
Patent  Mattress. 

Note  each 
spring  works 
i  n  dependently 
as  a  distinct 
unit  therefore 
pressing  down 
one  section  will 
not  affect  the  others,  this  naturally  will  give 
the  utmost  comfort. 

Do  You  Want  The  Agency 
For  Your  Town? 

You  will  benefit  by  selling  the  Fischman 
Mattress  for  the  following  reasons  ;  The 
Fischman  Mattress  will  tone  up  YOUR  line. 
It  will  bring  other  trade  to  ^'OUR  store.  It 
will  give  YOU  something  special  for  YOUR 
own  store  on  which  YOU  will  have  no 
competition. 

Write  for  catalogue  and  prices 

The  Fischman  Mattress  Co., 

Limited 

333  Adelaide  Street  West,  Toronto 


Our  New  Patent  No.  162016 
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These  "Stratford  '  Chairs 

Will  Bring  New  Customers 
to  Your  Store 


Display  these  or  Stratford  chairs 
of  any  other  design  in  your 
windows. 

Their  attractive  appearance  will 
draw  the  attention  of  people  who 
pass  your  store  which  will  lead 
to  many  sales  and  new  customers. 


Stratford  Quality 


Not  only  are  Stratford  chairs 
attractive  but  they  contain  a 
class  of  quality  which  is 
questionably  the  BEST. 


un- 


Write  us  for  information  of 
our  full  line  which  includes 
Buffets,  Extension  Tables, 
Dressers,  Cheffoniers  and  stands. 


Stratford  Chair  Company, 


LIMITED 


Stratiord 


Ontario 
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The  Only  Real  Oak  Chair 
of  its  Kind 

Ever  on  the  Market  in  Canada 


^  Compare  this  chair  in  oak  with 
any  similar  chair  in  real  or  imi- 
tation oak,  imported  from  any 
country  at  any  price. 


Prices  on  Application 

North  American  Bent  Chair  Co. 

Limited 

Owen  Sound         -  Ontario 


No.  1830 


The  Sid  way  Sellers  for  1915 


Will  soon  be  shown  to  your  buyer.  You  know  the  success  you  have  had  with  the  Allwin 
.and  Sidway  of  past  seasons.  The  new  line  represents  all  the  features  which  made  that 
success  plus  NEW  DK.SIGNS,  IMl'KOVKMENTS  that  will  appeal  to  the  mother  and 
help  the  baby  and  VALUES  which  spell  Hul)«taiitial  profits  for  the  dealer.  Don't  handicap 
your  baby  carriage  department  by  a  hasty  selection.    Await  the  rail  from 


Our   Canadian  Sales 
Organization 


F.  R.  HODGENS,  Manager 


Canadian  Factory,  Goderich,  Ontario, 

REPK  ESENTATIVES 
In  Quebec,  .1.  J.  Neander,  97  Drummond  St..  Montreal. 
In  Ontario.  C.  A.  Coryell.  US  Wells  Street,  Toronto. 

In  Manitoba,  Saskatchewan  and  Alberta,  Miller  Morse  Hardware  Co..  Winnipeg. 
British  Columbia,  <  onkey  Bros.,  Vancouver. 

Sidway  Mercantile  Co.,  Elkhart,  Ind. 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


STORE  MANAGEMENT  COMPLETE" 

ONL  Y  ONE  DOLLAR     ts  ch.p..r. 


272  PasM 


Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 

COMMERCIAL  PRESS,  Ltd.,  32  Colbonie  St.,  Toronto 
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Globe- Wernicke  Sectional  Bookcases 


Offer  the  dealer  opportunities  for  malting  sales  among 
the  people  who  mal^e  the  most  profitable  customers 


MISSION  STYLE  WITH  DESK  UNIT 


The  store  that  carries  the  Globe- Wernicke 
Sectional  Bookcases  is  possessed  of  an  asset  that 
no  other  make  of  Canadian  Furniture  can  equal. 

^  Globe- Wernicke  Bookcase  Units  are  made 
in  many  period  and  modern  styles  for  home 
and  office. 


^  The  Globe- Wernicke  Sectional  Bookcases 
are  exceedingly  profitable  to  the  dealer ;  coupled 
with  a  very  attractive  profit  obtainable  on  every 
sale  made,  there  is  that  national  reputation  be- 
hind them  that  makes  the  Globe- Wernicke 
the  first  thought  of  and  the  first  bought  by 
the  vast  majority  of  possible  customers. 


STRATFORD 


ONTARIO 
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After  the  ftbre  has  been  thoroughly  cleaned  and  prepared,  the  lick  is  filled  by 
compreised  aif.  The  above  cul  shows  a  mattress  prepared  tor  tufting  and  finishing. 
This  mattress  is  now  thirty-six  inches  thick  t  rough  the  middle  and  when  it  is  com- 
pressed to  six  inches,  as  it  is  when  finished,  some  idea  can  be  had  of  its  elasticity, 
yet  it  is  not  hard  or  uncomfortable. 


This  cut  shows  the  finished  KAPOK  mattress.  Notice  its  symmetry  and  beauty. 
Ticking  and  coverings  of  the  best  quality  obtainable  are  used.  They  are  the  latest 
patterns  and  designs,  and  do  not  contain  any  finishing  substance  to  increase  the  body. 
Ouc  Imperial  edge  with  :ix  inch  bord-r,  closely  slilched,  insures lhat  our  Mattresses 
always  retain  their  shape,  and  cannot  break  down  on  the  edges  as  mattresses 
made  of  other  materials  will. 


THE  BEST  MATTRESS  THAT  YOU 
CAN  SELL 

THE  KAPOK 


The  Kapok  Mattress  is  made  so 
moderate  in  price  and  their  ad- 
vantage so  great  that  all  dealers 
who  are  now  handling  it  find 
that  it  is  a  great  trade  winner. 

Kapok,  otherwise  known  as  the 
Queen  of  Bedding  Material,  is 
positively  the  lightest,  softest  and 
most  durable  and  most  comfort- 
able mattress  known  to  the  Bed- 
ding Industry. 

ORDER  A  SAMPLE  MATTRESS 
TO-DAY  OR  WRITE  FOR  BOOKLET 


The  Canadian  Feather  and 

Mattress  Co.,  Limited 

Toronto  -  Ontario 


No.  108D 


Kohn's  Bentwood  Furniture 

UNEQUALLED  IN  DESIGN  AND  CONSTRUCTION 

Exclusive  in  style.    To  be  had  in  special  finishes  and 
colors  to  fit  unusual  requirements. 

Ma  e  of  s  ecially  seasoned  Beechwood  constructed  so  as 
to  withstand  the  strain  of  constant  service.  Steel  screw 
leg  joints  that  will  not  loosen. 

Will  lend  tone  to  your  store  and  prove  a  satisfactory 
source  of  profit. 

Jacob  &  Josef  Kohn,  Incorporated 


Toronto 


215-219  Victoria  Street, 


Ontario 


.No.  108FD 


IF  you  know  a  Furniture  Dealer  or  Funeral 

Director  in  Canada  who  is  not  receiving  the  Canadian 
Furniture  World  and  The  Undertaker  as  a  subscriber  you 

will  favor  the  publishers  by  sending  the  address  to  32  Colborne  St.,  Toronto. 
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Living  Room  Furniture 

of  Sterling  Merit 


The  Farquharson-Gifford  line  of  Davenports  and 
Upholstered  Furniture  contain  real  merit  and  it 
will  pay  you  to  get  in  touch  with  us. 

The  attractive  appearance,  wearing  qualities  and 
easy  operation  of  F-G  Davenports  and  Divanettes 
will  make  them  popular  with  your  customers. 


No.  1001 

Made  in  select  quartered  Oak  and  Mahogany. 
Divanette  style  No.  1001  }4 

FARQUHARSON-GIFFORD  CO.,  LIMITED 

STRATFORD  -  ONTARIO 

WHEN  ORDERING  DAVENPORT  BEDS  FROM 
STRATFORD.  REMEMBER  TO   ORDER  F-G 
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Vacuum  Cleaners 


for  House  Cleaning 

Now  is  the  best  time  for  you  to  feature 
these  vacuum  cleaners.  Your  customers 
will  want  them  for  their  Spring  house- 
cleaning. 


Electric 


The  "Eureka"  is  a 
powerful  and  most 
reliable  machine 
and  is  exceedingly 
easy  to  operate. 
It  appeals  to  the 
housewife  on  eco- 
nomic, sanitary, 
time  and  labor 
saving  principles. 


Onward 

Combination 

The  "Onward"  is  a  Ball  Bearing  machine 
and  works  exactly  like  a  carpet  sweeper,  quite 
as  Ccisy  to  operate  and  vastly  more  efficient. 


There  is  a  good  profit  for  the  Dealer 
on  thete  machines.    Write  us  to-day. 

Onward  Manufacturing  Company 


Berlin 


Ontario 


These  Ads  are  Pulling 
Like  a  House  Afire! 


As  a  result  of  this  Advertising  Campaign 
now  running  in  the  leading  magazines 
from  Coast  to  Coast,  a  national  demand 
has  been  created  for  our  "Peerless"  and 
"Elite"  Folding  Tables. 

Orders  are  pouring  in  on  us  from  Furniture 
Dealers  everywhere.  One  week's  orders 
totaled  more  than 

One  Thousand  of  These  Tables 

Get  in  on  This ! 

Write  for  Price  List  and  descrip- 
tive literature  NOW,  and  be 
prepared  for  a  good  Spring  trade. 

Hourd  &  Company,  Limited 


Sole  Licensees  and  Manufacturers 


London 


Ontario 
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ELEGANCE  and  DURABILITY 

are  twin  oirtues-always  to  be  found  in  the  Stratford  line  of 

REVOLVING  SEAT  BED  DAVENPORTS 

^  The  "Stratford  "  line  offers  you  a 
wide  range  of  designs  in  many  cover- 
ings and  finishes  which  makes  it  easy 
for  you  to  give  your  customers  a 
"  Service "  which  is  hard  to  beat. 

^  "Stratford"  Davenports  are  made 
by  men  who  are  well  experienced  in 
manufacturing  Revolving  Seat^^Bed 
Davenports, 


JVrile  us  to-day  for  information  and  prices  of  our  full  line 

THE  STRATFORD  DAVENPORT  CO.,  limited 

STRATFORD  -  ONTARIO 
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Hundreds  of  Furniture  Dealers  Are  Featuring  This 

THREE  PIECE  SET 

This  Old  Hickory  Set  was  designed  and  especially  built  to  satisfy  the 
demand  for  a  porch  set  within  the  price  reach  of  the  majority  of  people. 

Place  a  set  in  your  window  with  the  price  tag  and  you  will  be  surprised  with 
the  excellent  results. 


PRICE   $5.88  pet  set  of  3  pieces.  TERMS  2%,  30  days    60  days  net. 

F.O.B.  Martinsville,  Indiana. 


Share  in  this  money  making  idea  by  ordering  at  once. 

Old  Hickory  Forehand  Lawn  Furniture  is  conitantly  increasing  in  popularity.  Here  is  a  favor- 
able chance  and  a  certain  way  of  brmgmg  to  your  store  the  attention  of  a  lot  of  desirable  people. 

Old  Hickory  quality  and  artistic  value  appeal  to  the  wealthy — the  price  appeals  to  those 
of  average  income. 

THE  OLD  HICKORY  CHAIR  CO. 


MARTINSVILLE 


INDIANA 


ililiiiliiiiiiilii 
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IMPERIAL 
RAT  TAN 
COMPANY 
LIMITED 


Imperial  Rattan  Furniture 

FOR  SUMMER  TRADE 


^  We  manufacture  a  wide  range 
of  Upholstered  Reed  Suites,  Chairs 
and  Rockers.  Get  your  order  in 
now  and  be  prepared  for  the  first 
of  the  summer  business. 


i 


i 


STRATFORD 
ONTARIO 


Two  Leading  Summer  Lmes 


These  cuts  show  two  of  our  new  lines  for  the 
Summer  Season  Trade,  which  are  bound  to  be 
winners.    Send  your  order  in  now. 

If  you  haven't  yet  received  our  new  catalogue  and 
price  list,  write  us  to-day. 

The  Stratford  Manufacturing  Co., 

Limited 

Makers  of  Ladders,  Lawn  Swings,  Boyer's  Gliding  Settees,  Folding 
Chairs  and  Tables,  Chairs  for  Assembly  Seating,  Lawn,  Camp  and 
y^erandah  Furniture,  Kitchen  Cabineis,  Woodenware  Park  Seats,  etc. 


STRATFORD 


ONTARIO 


STRATFORD 
QUALITY 
CANT  BE  BEAT 
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No.  IE.  21.00  List 


No.  400E.  27.00  List 


No.  8E.  25.05  List 


KNECHTEL'S  Enamelled  Furniture  Brightens  Your 
Store,  and  is  a  ready  seller.  Now  is  the  time  to 
show  it    Get  stocked  for  Spring  busmess. 


See  Catalog 
pages  33  to  40 


THE 

KNECHTEL 
FURNITURE 
COMPANY 

LIMITED 

HANOVER 
ONTARIO 


N*.  605E,  47.25  List 


No,  410E.  39.75  List 


May,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


17 


The  Original  Lloyd 

"PRINCESS" 

Go-Cart  Sulk^  and  Carriage  Line 


Write  for 
catalogue  or 
salesman 
to  call 


LLOYD  MFG.  COMPANY 

BERLIN      -  CANADA 


Guaranteed 
for  one  year 
not  to  crack 
nor  peel 


FABRIKOID 

is  the  o«ly  widely  advertised  upholstery 
material  guaranteed  superior  to  coated 
splits. 

Its  richness  and  elegance,  with  our  guar- 
antee is  the  dealer's  assurance  of  sales. 

Made  in  red,  green  and  brown  in  popular 
grains  and  Spanish  leather  finish  and  in 
plain  black  and  regular  grains. 

Samples  on  request 


DU  PONT  FABRIKOID 

COMPANY 
Toronto,  Ontario 


Advertising 
Journalism 
Show  Cards 
Illustrating 
Accountancy 

All  high  grade  and  good  result 
producers  in  form  of  higher  salaries 

All  Canadian  courses  given  by  the 
Pioneer  Canadian  School : — 

The 

Shaw  Correspondence  School 

Toronto  Canada 

Write  for  W.  H.  SHAW, 

Catalogue  Pretident 
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^  What  we  have  done  tor  others  vve  can  do  for  you  and  that  is — supply  you  with 
engravings  for  Catalogue  and  Newspaper  Ad.  purposes  that  will  properly 
illustrate  your  goods. 

^  An  opportunity  to  demonstrate  is  what  we  want  :  so  when  you  are  open  for 
a  proposition  we  hope  you  will  remember  to  write  us. 
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RECLINING  CHAIRS  0/ 
ASSURED  SUCCESS 


^  Rest  Fest  and  Rex  Reclining  Chairs  are  chairs  that,  in  their 
field,  amply  fulfill  all  the  requirements  of  the  most  idealistic  ideas. 

^  They  possess  saleable  qualities  and  good  profits  as  viewed  from 
the  retail  standpoint  and,  in  consequence  and  by  reason  of  the 
same  qualities,  make  a  strong  appeal  to  the  retailers'  customers. 

^  They  are  the  simplest  in  construction,  consequently  easy  to 
operate,  most  comfortable  in  use  and,  unlike  so  many  others, 
harmonize  with  the  other  furnishings  of  living  rooms  however 
simple  or  elaborate. 

^  There  are  other  elements  that  assist  their  saleable  qualities  in 
the  way  of  advertising  and  sales  helps  for  the  dealers'  use.  Find 
out  what  these  chairs  could  mean  in  your  business. 


THE  CHAIR  CRAFT  COMPANY 

TRAVERSE  CITY.  MICHIGAN 
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^     THE  INSIDE 


'■■'"If 


No.  6951  Chesterfield 


YOUR  STOCK 

is  not  complete  with- 
out a  showing  of  these 
"  up  to  the  minute" 
goods.  To  get  the 
best  of  the  spring  busi- 
ness you  cannot  do 
better  than  send  in 
your  order  for  these 
four  pieces. 


of  our  upholstered  goods  will 
stand  just  as  close  a  scrutiny  as 
the  outside.  Nothing  is  slighted 
simply  because  it  is  going  to  be 
covered  over  and  will  not  be  ap- 
parent for  some  time.  Remember 

"CF.M."  GOODS  ARE 
GUARANTEED 


No.  6845  Couch 


NOTHING  FREAKISH 


is  included  in  our  line,  as  tnat  is 
something  we  are  very  careful  to 
avoid.  You  can  rest  assured  that 
when  you  make  your  selections 
from  the  "CF.M."  line  you  will 
get  business  getters. 


that 


No.  6857  Couch 


HOUSE  CLEANING 

will  show  up  the  need  of 
many  a  couch.  Are  you  pre- 
pared to  make  a  better  show- 
ing than  your  competitors. 
That's  what  will  get  the 
business. 


No.  6875  Couch 


ANADA  TURNITUREMANUFACTURERS 


Limited 

general  offices :  woodstock,  ontario 

Wholesale  Showrooms:  TORONTO.  WINNIPEG  Distributing  Warehouse:  WINNIPEG 
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Awakening  Home  The  "Made-in-Canada"  move- 
Interest,  ment  to  awaken  the  people  to  a 
fuller  appreciation  and  a  larger 
consumption  of  home-made  goods  should  have  the 
earnest  co-operation  of  the  business  world.  Ultimate 
success,  even  if  not  complete,  will  powerfully  aifect  our 
industries  and  our  national  prosperity. 

At  a  recent  annual  trade  convention  one  of  the 
speakers  said  in  course  of  an  address: 

"Possibly  it  is  not  generally  known  that  some  years 
ago  Germany  started  a  very  thorough  campaign  for 
promoting  the  manufacture  of  merchandise  in  their 
own  country.  This  campaign  was  carried  out  to  the 
smallest  detail,  and  even  the  children  in  the  public 
schools  were  instructed  to  use  only  articles  that  were 
made  in  their  native  country.  In  order  to  create 
the  proper  impressions  upon  the  minds  of  the  children 
relative  to  promoting  home  industries,  they  were  spe- 
cifically instructed  in  the  details  of  the  manufacture 
of  these  articles  that  they  made  daily  use  of,  and  to 
see  that  the  articles  were  made  in  their  native  country 
before  they  made  their  purchases. 

"  'Made  in  Canada'  means  much  to  i^s,  but  its  full 
benefit  will  never  be  derived  from  any  ordinary  adver- 
tising campaign.  We  will  have  to  begin  with  the  young 
idea,  and  have  our  school  children  taught  the  advan- 
tages to  be  derived  by  patronizing  only  home  in- 
dustries. 

"The  manufacturers  of  this  country  have  relied  en- 
tirely too  much  upon  the  foreign  manufacturer  for 
original  ideas.  If  outside  concerns  can  originate,  why 
cannot  we?  We  have  the  brains,  possess  the  ability, 
and  have  factories  equally  as  well,  if  not  better, 
equipped  than  the  foreign  manufacturer.  We  will  not 
achieve  our  proper  sphere  unless  we  produce  original 
ideas  in  merchandise." 

Are  we  not  more  of  copyists  in  furniture  making 
than  is  necessary?  Are  we  not  capable  of  more  origin- 
ality than  we  are  displaying?  We  have  brought  out 
many  furniture  designs  and  lines,  but  our  imports  of 
furniture  show  that  we  have  not  yet  secured  control  of 
our  own  home  market.  Our  factories  are  making  some- 
thing just  as  good,  if  not  superior — and  certainly  better 
adapted  to  our  needs — than  may  be  had  from  outside 
factories. 


Pushing  Slow  It  is  strange  that  many  dealers 

Sellers.  will  take  prejudices  against  some 

goods  and  keep  them  in  the  back- 
ground, while  they  will  put  others  to  the  front  and 
push  them  at  the  expense  of  articles  that  the  dealer 
may  prefer  to  sell  first.  In  every  stock  this  is  true, 
and  it  presents  a  curious  study  in  psychology  to  note 
instances  of  this.  A  good  manager  will  keep  watch  of 
his  force  to  guard  against  such  things.  As  the  time  for 
taking  stock  nears,  almost  every  dealer  will  note  that 
some  articles  are  becoming  less  desirable,  or  there  is 
an  overstock,  making  it  essential  that  the  line  be  closed 
out,  or  at  least  reduced,  within  a  short  time.  This 
fact  should  be  impressed  upon  the  salesmen  and  they 
should  be  carefvilly  instructed  to  call  the  attention  of 
customers  to  them  and  their  desirability.  Naturally 
the  prices  will  be  reduced,  and  it  is  possible  that  they 
may  be  made  an  inducement  to  those  who  can  use  them. 

Skilful  salesmen  will  be  able  to  move  such  stock  and 
yet  not  crowd  it  upon  those  who  really  do  not  want  it. 

A  merchant  must  push  for  business  and  pull 
to  keep  it. 

Make  Friends  Personality  plays  an  important 

of  Customers.  part  in  business  to-day.   It  is  the 

man  behind  the  store  that  deter- 
mines to  a  large  extent  the  patronage  of  the  establish- 
ment. People  like  to  deal  at  a  store  where  friendliness 
is  mixed  with  business.  They  like  to  be  regarded  in 
the  light  of  a  friend  as  well  as  of  a  customer.  It  makes 
the  store  popular  with  customers — binds  them  to  it  with 
a  bond  that  is  strong  and  not  easily  severed. 

Don't  strut  about  the  store  with  an  over-dignified 
appearance.  Too  many  merchants  are  long  on  dignity 
and  short  on  popularity.  It  should  not  be  forgotten  by 
the  dealer  that  he  depends  upon  the  public  for  his 
trade,  and  to  win  success  he  must  win  customers — cus- 
tomers that  come  not  only  once  but  return  again  and 
again.  The  merchant  must  put  his  own  likes  and  dis- 
likes into  the  background  and  study  the  things  that 
will  please  his  customers. 

Especially  in  the  smaller  towns,  the  public  demand  a 
spirit  of  friendliness  and  service  on  the  part  of  the 
dealer.  They  expect  you  to  exchange  goods,  make 
good  all  losses,  extend  many  courtesies,  visit  with  them, 
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advise  them  in  time  of  trouble,  write  letters  for  them, 
etc.  All  these  things  the  wise  merchant  aims  to  do, 
and  does  in  a  manner  that  makes  him  popular  with  his 
trade. 

Advertisement  are  casters  which  facilitate 
the  movement  of  slow-selling  furniture. 

A  Prosperous  The    soil    of    Alberta  yielded 

Province.  eighty  to  one  hundred  million 

dollars'  worth  of  agricultural 
products  during  the  past  season.  As  the  authority  for 
this  statement  is  the  Premier  of  the  province,  we  may 
take  it  as  authentic. 

For  a  province  that  is  merely  in  her  "teens,"  this  is 
a  satisfactory  showing.  It  means  not  only  a  great  deal 
for  the  financial  and  commercial  interests  in  that  part 
of  the  country,  but  for  those  of  the  Dominion  as  a 
whole. 

At  the  time  of  the  last  census  the  population  of  Al- 
berta was  less  than  400,000.  While  to-day  it  is  much 
larger,  it  is  still  quite  evident  that  its  productiveness 
per  head  of  population  is  very  great. 

The  area  of  Alberta  is  163,382,000  acres,  of  which 
less  than  four  million  are  under  cultivation.  We  may 
well  wonder  what  the  productiveness  of  the  province 
will  be  when  it  reaches  the  full  measure  and  stature  of 
industrial  manhood !  Of  one  thing  we  may  be  certain, 
it  will  be  enormous. 

By-the-way,  there  is  something  besides  grain  and 
vegetable  products  that  comes  from  below  the  surface 
of  Alberta's  broad  acres  that  is  also  in  a  flourishing 
condition.  We  have  reference  to  coal,  of  which  4,306,- 
346  tons,  the  largest  in  its  history  by  nearly  a  million, 
were  rained  last  year. 

The  greater  the  number  of  dealers  who  get  be- 
hind the  buy-a-piece-of -furniture  campaign 
the  greater  will  be  its  momentum. 

Importance  of  the  The  Right  Honourable  Arthur 
Country  Town.  Balfour  recently  addressed  a  pub- 

lic meeting  in  England  on  the 
subject  of  the  importance  of  the  country  town. 

"I  should  say  there  is  no  element  in  the  common  life 
of  our  country  which  we  could  less  afford  to  lose  than 
the  life  of  the  country  towns,"  was  one  of  the  trite 
things  he  said. 

What  he  said  about  the  importance  of  the  country 
towns  to  the  Mother  Country  might  be  said  with  equal 
force  in  regard  to  their  importance  to  the  life  and  well- 
being  of  Canada. 

The  daily  newspapers  in  the  metropolitan  cities  some- 
times dilate  upon  the  subject  of  "back  to  the  farm." 
But  upon  the  building  up  of  our  country  towns  they 
are  silent. 

Their  silence  can  scarcely  be  born  of  ignorance.  They 
probably  realize  the  importance  to  the  country  of  a 
chain  of  prosperous  and  healthy  villages  and  towns  in 
the  midst  of  agricultural  surroundings.  If  they  think 
at  all  they  cannot  help  realizing  it.  And  that  their  pub- 
lishers often  have  their  thoughts  turaed  toward  the 
rural  towns  is  evident  from  the  zeal  they  display  for 
securing  subscribers  in  them  at  raftes  below  the  cost  of 
the  white  paper  on  which  their  publications  are  printed. 

One,  however,  has  only  to  turn  to  their  advertising 
pages  to  discover  the  cause  of  their  silence  in  regard 
to  the  building  up  of  the  country  towns.  The  adver- 
tisements of  the  department  and  m'ail  order  houses 
therein  to  be  found  is  the  explanation. 

One  can  scarcely  dilate  upon  the  importance  of  the 


country  town  to  the  life  of  Canada  without  emphasiz- 
ing the  importance  of  patronizing  the  merchants  that 
do  business  in  the  town.  With  their  columns  crowded 
with  the  advertisements  of  the  department  stores  this 
is  something  the  daily  newspapers  cannot  emphasize. 
At  any  rate,  it  is  something  which  it  would  not  be  good 
policy  for  them  to  emphasize.  In  fact,  with  some  of 
them  in  part  owned  by  department  stores,  it  is  some- 
thing they  would  not  be  permitted  to  do. 

There  is  profit  as  well  as  patriotism  in  the 
buy-a-piece-of-furniture  campaign. 

Guard  Against  The  yearly  loss  through  fires  is 

Fires.  enormous,  and  it  is  regrettable 

that  in  this  regard  Canada 
ranges  exceedingly  high.  At  this  season,  especially, 
firos  have  become  altogether  too  numerous.  There 
is  no  doubt  that  the  proverbial  "ounce  of  prevention" 
would  do  much  to  lessen  the  loss. 

Merchants  should  take  every  possible  precaution 
against  fires.  Only  safe  heating  appliances  should  be 
used  and  they  should  be  frequently  inspected.  Reli- 
able persons  only  should  have  charge  of  the  firing  of 
furnaces  or  other  heating  apparatus. 

Cleanliness  is  one  of  the  greatest  preventatives  of 
fire.  Cities  that  have  carried  on  a  cleaning-up  cam- 
paign have  found  this  to  be  true.  Rubbish  and  waste 
paper  should  not  be  allowed  to  accumulate.  Ashes 
should  be  placed  in  metal  receptacles  instead  of  wood- 
en boxes  or  barrels,  as  is  a  common  practice. 

Clerks  should  be  instructed  to  be  careful  of  matches. 
One  misused  match  may  mean  the  destruction  of  thous- 
ands of  dollars'  worth  of  goods  and  property.  Elec- 
tric wiring  is  another  thing  that  needs  attention.  We 
frequently  hear  of  fires  being  caused  by  improper  in- 
stallation of  electric  lights.  Flimsy  decorations  should 
be  eliminated.   Every  precaution  should  be  taken. 

This  may  seem  somewhat  of  a  sermon,  but  it  is  all 
worthy  of  the  attention  of  the  dealer.  It  costs  money 
to  be  burned  out,  whether  insured  or  not,  from  loss  of 
business. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Push  Made-in-Canada  goods. 

•  *  « 

Ten  minutes  of  investigation  may  save  ten  months 
of  dunning. 

•  «  • 

War  always  makes  people  value  peace.  Even  the 
price-cutting  war  does  that. 

•  •  • 

The  man  who  is  against  everything  new,  just  because 
it  is  new,  usually  is  found  somewhere  in  the  rear  taking 
the  other  fellow's  dust. 

•  •  • 

Friendship  in  business  is  a  fine  thing,  but  the  man 
who  has  no  other  claim  on  people  for  their  trade  than 
that  of  friendship  is  in  a  precarious  position. 

•  *  • 

Courtesy  should  know  no  favorites.  Unless  you  can 
treat  all  customers  with  courtesy  you  cannot  hope  to 
achieve  great  success  behind  the  counter. 

•  *  # 

Advertising  is  a  good  hook  to  fish  for  business  with, 
but  fishing  for  trade  is  useless  with  a  bare  hook.  The 
reason  that  a  good  many  ads.  don't  attract  trade  is 
that  they  are  not  properly  prepared.  Bait  your  hook  in 
a  way  that  will  appeal. 
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Catching 
the 

Business 
of  the 
June 
Bride 


By 

W.  L.  EDMONDS 


Marshall  FiddgQ} 

FURNITURE- APPROPRIATE 
GIFTS  FOR  JUNE  WEDDINGS 


Nothing  in  i 
appreciated  tba 
permanent   part  ol  the 


.nge  of  Wedding  Gifts  is  more 
■nilure— becoming  as  it  does  a 
Our  stock  IS  now 
xptionaily  replete  with  pieces  essentially  appropn 
ale  (or  wedding  gilts,  conveniently  arranged  to  make 
comparison  and  selection  easy  We  illustrate  a  lew 
specially  priced  pieces  that  arc  highly  acceptable 


Soltd  mahogany 

iniaid  Tea 

Wagons.  $29  00 
Solid  mahogany 

Mu//in  Stands, 
t3.7S 


Soltd  mahogany 
•  Marina  Wosft- 
mgicn-  Work 
Tables,  $14  50 
Solid  mahogany 
peaestal  Wot  k 
lobies,  an  espe- 
cially attractive 
des'gn.  $19.75 
Solid  mahogany 
Newts  of  Tables. 

$16.50 
Solid  mahogany 
arop  leaj  Tea 
Tables.  $12.75 


Presents  For 
June  Brides 

Formtare  is  alw^y?  an  appropnatc  and  accept- 
ablfl  pre5ent  for  a  bndp  as  it  is  'iomcthuig  that  can 
be  k*pt  and  t^njoycd  fnr  many  >€ars 

Our  stnck  .itisl  n(Tw.  offers  a  \vid(:  range  to 
cbooee  from,  and  a  s«^ection  can  hf  niado  that  will 
combine  beauty  and  utility  at  moderati-  cost 

Wf  liavp  many  iip^v  and  Iwautifiil  d^sign.s  in— 
BUFFETS,  CHTKA  CLOSETS.  PARLOR 
CABINETS,  PRETTY  PARLOR  CHAIRS, 
REED  AND  IRISH  RUSH  CHAIRS, 
MUSIC  CABINETS,  FANCY  TABLES. 
JARDINIERE  STANDS,  CAKE  STANDS. 
BEAUTIFUL  RUQS.  CURTAINS.  POR 
TIERES.  and  many  other  suitable  articles. 

Thr  qiir,stT">ii  f  f  whiil  to  gjre  can  he  easily  solved, 
if  yr.li  rome  here  .tihI  look  over  the  many  pretty  and 
appmpnate  artii  Irs  wr  have 

The  N.  S.  FurnishiDg  Company,  Ltd. 

COMPLETE  HOME  FURNISHERS 
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^  Suggestion: 

Oriental  Rugs 
for  Wedding  Gifts 

Oriental  Rugs  of  worthy  character  almost  in- 
vanably  are  among  the  most  gladly  received  of 
the  objects  of  wedding  presentation  Theyare 
beautiful  and  practical,  and  carry  a  permanent 
appreciation  and  pleasure. 

We  ofter  a.  very  large  stock,  one  which  we  be- 
lieve possesses  ment  unexcelled  by  any  other 
commercial  collection  .n  this  country  The 
prices  are  the  lowest  at  which  good  rugs  can  be 
procured   we  court  careful  comparison. 

Following  are  representative  items 


Royal  Kenrianshan 
Iran 

Royal  Saruk 

Royal  Bokhara 

Royal  Saruk 
Royal  Kermanshab 
Antique  Bokhara 
Royal  Kashas 


4.3x2  t) 
6.9x50 
5.0x3  I 
6.6x4-11 
3  10x3  2 
6.5x4.4 
6  5x4.2 
6.2x4  2 
5  3x4,2 
6.Sx4  4 
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Suggestions  for  June  Bride  Furniture  Advertising 


JUNE,  the  great  marriage  month  of  the  year,  will 
soon  be  here.    The  number  of  young  couples  who 
will,  during  that  month,  take  upon  themselves  the 
vows  of  matrimony,  it  is  not  easy  to  compute. 

"Within  the  period  of  a  full  year  there  are  at  least 
seventy  thousand  marriages  in  Canada.  The  amount 
of  money  spent  in  setting  these 
seventy  thousand  couples  up 
in  housekeeping  cannot  be 
even  approximately  figured. 
Taking  what  the  young  couple 
buy  and  their  friends  contri- 
bute in  the  shape  of  presents 
the  average  would  possibly  be 
five  hundred  to  a  thousand 
dollars  per  marriage.  The 
minimum  figure  would  certain- 
ly be  well  within  the  mark.  If 

we  take  that  as  our  basis  the   

estimated  expenditure  for  the 

seventy  thousand  marriages  would  be  $35,000,000,  and 
if  we  take  the  maximum  it  would  be  $70,000,000.  On 
account  of  the  larger  number  of  marriages  taking 
place  during  that  month,  the  expenditure  on  house- 
furnishings  of  various  kinds  during  June  would  be 
much  more  than  one-twelfth  of  the  whole.  A  twelfth, 
howevef,  would  be  nearly  three  million  dollars. 

But  whatever  the  total  amount  may  be,  it  is  certainly 
of  important  proportion,  and  to  get  a  share  of  it  is 
well  worth  every  dealer's  effort. 

Receptive  Brides  and  Grooms 

Prospective  brides  and  grooms  and  their  friends  are 
in  a  receptive  frarne  of  mind  when  the  marriage  period 
approaches.  The  former  are  considering  what  articles 
they  should  purchase  and  the  latter  what  presents  they 
should  buy.  The  dealer,  therefore,  has  a  sympathetic 
and  listening  ear  to  which  he  can  make  his  appeal  for 
business. 

He  has  not  to  convince  either  the  contracting  parties 
or  their  friends  that  they  should  buy.  They  are  al- 
ready fully  persuaded  of  that  fact.  About  which  they 
are  not  fully  persuaded  is  what  they  shall  buy  and  how 
they  shall  buy.  The  office  of  the  dealer  is  to  assist 
them  in  coming  to  a  conclusion  on  these  points  and  to 
persuade  them  that  he  is  able  to  supply  their  needs  in 


IWrANY  millions  of  dollars  will  be 
spent  by  the  Newly- Weds  of 
Canada  during  the  marriage  month 
of  June  in  buying  furnishings  for  their 
home.  The  dealer  who  makes  the 
best  preparations  for  catching  this 
trade  will  get  most  of  the  dollars. 


many  lines  necessary  to  the  equipment  of  a  comfort- 
able home. 

Effectiveness  of  Advertising 

The  most  effective  and  far-reaching  method  by  which 
the  dealer  can  do  this  is  through  the  columns  of  his 
local  newspapers.  Nearly  everybody  reads  a  news- 
paper ;  and  a  good  advertise- 
ment receives  more  or  less 
attention  from  nearly  every- 
body. Those  who  are  inter- 
ested in  a  prospective  mar- 
riage intuitively  watch  for  ad- 
vertisements containing  an- 
nouncements suggesting  ar- 
ticles to  buy  for  June  wed- 
dings. 

A  good  advertisement  is  not 
necessarily  a  clever  one.  But 
  it  must  be  informative  and  at- 
tractive. An  advertisement 
may  be  attractive  and  yet  convey  little  information  as 
to  goods  or  prices.  It  may,  on  the  other  hand,  convey 
information  and  yet  be  a  jumble  of  words  and  figures 
which  are  almost  as  difficult  to  decipher  as  a  picture 
puzzle.  Give  the  news  in  as  few  words  as  possible, 
occupy  plenty  of  space  in  the  newspaper,  and  insist  on 
the  printer  doing  his  work  well. 

A  List  of  Prospective  Brides 

One  thing  which  a  retailer  will  find  useful  in  con- 
nection with  his  business  is  a  list  of  prospective  brides 
and  bridegrooms.  While  a  special  effort  should  be 
made  to  compile  such  a  list  preceding  the  June  wedding 
season,  it  would  be  well  to  make  it  an  all-the-year- 
round  practice.  Information  can  be  obtained  from 
many  sources.  Announcements  in  the  newspapers  may 
be  the  chief  source,  but  it  is  not  the  only  one.  In  the 
compilation  of  the  list  the  co-operation  of  clerks  should 
be  sought,  and  possibly  one  of  the  clerks  might  be 
placed  in  charge  of  the  work. 

Such  a  list  is,  of  course,  of  no  value  unless  it  is  used ; 
and  the  best  way  to  use  it  is  to  send  to  the  persons 
named  thereon  a  nicely-worded  letter  or  an  attractively- 
printed  folder,  drawing  attention  to  the  articles  carried 
in  stock  and  setting  forth  the  reasons  why  they  are 
suitable  for  newly-married  couples. 
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Letters  and  circulars  might  also  be  sent  to  relatives 
and  friends  of  the  prospective  new  housekeepers.  To 
them  it  will  probably  suggest  suitable  presents. 

Looking  After  the  Newly- Weds 

The  list  should  be  compiled  on  the  card  index  system. 
It  will  not  only  be  found  more  convenient,  but,  after 
the  marriage,  the  card  can  be  transferred  to  what 
might  be  termed  the  newly-weds'  department,  to  be 
used  for  writing  to  or  circularizing  the  new  house- 
keeper after  she  has  settled  in  her  new  home,  by  which 
time  she  will  have  discovered  that  many  new  articles 
are  required  in  order  to  complete  her  stock  of  house- 
hold necessities.  It  is  quite  obvious  that  the  poten- 
tialities of  a  list  such  as  that  suggested  does  not  end 
with  the  performance  of  the  marriage  ceremony. 

Window  Displays 

No  progressive  dealer  will  overlook  the  value  of 
window  displays  in  connection  with  the  June  wed- 
ding campaign.  In  the  window  is  to  be  seen  an  ocular 
demonstration  of  the  articles  which  the  dealer  has  in 
stock.  That  a  display  well  made  will  sell  goods  there 
can  be  no  doubt.  The  window  should  be  changed  at 
least  once  a  week,  in  order  that  every  department  in 
the  home  might  in  turn  be  displayed.  At  least  one  or 
two  displays  should  be  given  to  novelties  and  single 
pieces  of  goods  suitable  for  wedding  presents. 

Besides  the  staple  lines  which  are  so  necessary  to 
the  furnishing  of  a  new  home  there  is  a  multitude  of 
articles  manufactured  in  Canada  which  may  be  des- 
cribed as  novelties.  A  study  of  catalogues  and  the  ad- 
vertising columns  of  the  trade  papers  will  convince 
one  of  this.  These  should  be  consulted.  And  while  it 
is  now  possible  to  get  prompt  delivery  on  short  notice, 
it  is  just  as  well  that  catalogues  and  advertisements 
should  be  consulted  at  once  and  necessary  orders 
placed,  so  that  the  goods  may  be  on  hand  early,  ready 
for  the  June  wedding  campaign. 


FEATURING  SUMMER  FURNITURE. 

Many  dealers  already  have  their  plans  made  for  spe- 
cial displays  and  featuring  of  summer  furniture,  the 
attractiveness  of  which  has  for  several  years  ac(|uired 
such  a  standard  that  this  branch  of  the  business  has 
become  one  of  prime  importance.  A  certain  portion 
of  even  a  modest  sized  store  or  department  may  be 
allotted  to  these  goods,  and  decorated  in  a  summery 


way,  with  the  aid  of  wisteria,  etc.,  and  at  compara- 
tively small  expense.  The  large  department  stores  have 
made  some  beautiful  displays  along  this  line  and  great- 
ly increased  their  sales  of  wicker  and  similar  furniture. 

The  furnishings  of  the  porch  constitute  an  import- 
ant part  of  the  spring  business  of  furniture  stores,  and 
a  furnished  porch  is  a  real  necessity.  The  outline  of 
the  porch  screen  is,  of  course,  indispensable,  and  the 
possibilities  of  the  sale  of  porch  screens  are  great.  Any 
dealer,  by  inspecting  loeal  porches  at  the  proper  time, 
ca.n  readily  see  what  a  large  proportion  of  his  neigh- 
bors needs  reinforcements  of  the  kind,  in  the  shape  of 
porch  screens.  The  sale  of  these  goods  is  restricted 
by  the  fact  that  porch  screens  are  generally  not  pro- 
perly exhibited.  Manufacturers  are  now  furnishing 
racks  for  displaying  same,  which  are  most  useful.  In 
the  furnishing  of  the  porch,  the  couch  hammock  is  a 
prominent  factor.  Couch  hammocks  have  recently  been 
vastly  improved  and  are  shown  by  manufacturers  in 
many  styles.  Porch  chairs,  which  for  years  have  been 
staple,  have  also  seen  material  improvement,  and  the 
progress  of  the  times  in  the  fashioning  of  furniture 
for  the  interior  of  the  home  has  spread  out  to  the 
porch. 


THE  OUTSIDE  MAN  IN  THE  SPRINGTIME. 

A  well-arranged  stock,  good  window  display  and 
advertising  are  of  course  prime  requisites  in  these  days 
preparatory  to  the  spring  buying  of  furniture,  but 
much  remains  beside  a  simple  waiting  for  the  business. 
Here  is  where  the  outside  man  comes  in.  Maybe  he  is 
detailed  solely  to  "beat  the  bushes"  on  the  outside. 
Perhaps  a  salesman  or  two,  if  not  the  proprietor,  at- 
tends to  this  outside  end  at  certain  times.  There  will 
be  many  removals  in  every  locality,  and  even  where 
removals  are  not  made,  there  will  be  the  need  of  rein- 
forcements in  the  furnishings  of  many  homes.  Before 
long  new  buildings  will  be  so  well  under  way  that  their 
furnishings  will  become  a  vital  and  interesting  matter 
to  the  owners.  A  man  who  is  in  touch  with  the  needs 
of  the  community — a  good  mixer,  with  the  nose  for 
news  in  his  line,  like  a  good  newspaper  reporter  in 
that  department  will  get  things  going  towards  any 
store  that  has  the  proper  stock.  Another  point  to  be 
remembered  is  that  many  are  now  thinking  of  the 
needs  of  their  summer  homes.  There  are  summer  board- 
ing houses  and  small  hotels  to  be  fitted  out. 


Two  new  summer  items  in  this 
season's  Stratford  Mfg.  Go's  line 
—folding  arm  chair,  seat  and 
back  extra  heavy  duck,  and 
folding  lawn  chair  with  foot 
rest,  ad.iustable  to  four  positions. 
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Methods  of  Dealers  to  Boost  Made-in-Canada  Furniture 


The  Government,  the  press  and  manufacturers  all 
over  Canada  are  urging  the  public  to  buy  only  Made-in- 
Canada  goods  as  far  as  possible. 

Now,  there's  sound  logic  as  well  as  good  business  be- 
hind this  request.  But  many  of  the  prominent  rooters 
for  Made-in-Canada  goods  seem  to  forget  the  retailer. 

We  are  going  to  try  and  analyze  the  Made-in-Canada 
proposition  as  we  believe  it  affects  you. 

It  was  a  famous  statesman  who  said:  "I  don't  know 
much  about  the  tariff — but  I  do  know  this.  When  we 
buy  goods  made  at  home,  we  get  both  the  goods  and 
the  money,  and  the  employment  that  goes  into  the  mak- 
ing and  handling  of  both  goods  and  money." 

When  we  buy  foreign-made  goods,  we  get  the  goods, 
but  the  foreigner  gets  the  money  and  the  lion's  share  of 
the  employment. 

We  realize  that  Canada  must  still  import  many 
things,  but  there's  no  reason  why  Canada  cannot  make 
all  the  furniture  and  bedding  she  requires  now  and  for 
many  years  to  come. 

And  so  we  say  this:  Wherever  you  can  (without 
losing  money),  show  a  preference  to  a  Canadian  manu- 
facturer, do  so — and  in  the  long  run  you  can't  help  but 
benefit  by  it. 

The  more  Canadian  workpeople  you  help  to  keep  em- 
ployed, the  more  wages  will  those  workpeople  have  to 
spend  with  you  and  other  retailers. 

If  you  haven't  already  done  so,  we  strongly  suggest 
that  you  advertise  your  store  as  the  Home  of  Made-in- 
Canada  Goods.  A  big  wave  of  Canadian  sentiment  is 
sweeping  over  the  country,  and  if  you  use  good  judg- 
ment there's  no  reason  why  you  shouldn't  cash  in  on 
this  sentiment  in  your  loeality. 


OPENING  OF  CANADIAN-MADE  FURNITURE 

Another  "made-in-Canada  week"  was  eondueted 
during  the  week  of  March  15  by  Baldwin,  Robinson, 
Ltd.,  St.  Thomas,  Out.,  when  they  made  a  display  of 
Canadian- made  furniture  and  conducted  a  "made-in- 
Oanada  sale."  The  exhibition  and  sale  covered  the 
Whole  range  of  household  articles  sold  in  furniture 
stores — furniture,  home  furnishings,  wall  papers,  ear- 
pets  and  floor  coverings,  pictures,  pianos,  grapho- 
phones  land  records,  draperies,  curtains,  etc. — and  all 
of  them  the  product  of  Canadian  factories. 

The  firm  also  took  occasion  of  making  the  event  their 
annual  spring  opening.  They  took  a  whole  six-page 
section  of  the  St.  Thomas  Journal  to  advertise  the 
event,  one-half  of  the  section  being  illustrated  above. 
The  following  manufacturers,  besides  those  seen  in 
accompanying  illustration,  helped  advertise  their  wares 
and  the  "made-in-Canada  sale":  Wunder  furniture 
line;  Lander-Harold  refrigerators;  Knechtel  "Etehen- 
Aid"  cabinets;  Meaford  furniture  lines,  and  Alaska 
Bedding  Co.'s  beds  and  mattresses. 


DOLLAR  DAY  AT  SPRING  OPENING, 

Vancouver  retailers  covering  all  lines  of  business  are 
making  great  preparations  for  "Dollar  Day,"  which 
was  inaugurated  last  year  with  surprising  results  as  a 
trade  developer.    It  is  deisigned  as  a  general  spring 


opening  day  for  all  retail  stores  in  Vancouver,  when 
special  bargains  will  be  offered  in  all  lines.  Transpor- 
tation companies  will  offer  greatly  reduced  fares  in 
order  that  people  from  a  distance  may  be  encouraged 
to  visit  the  city  and  participate  in  the  money-saving 
opportunities  awaiting  them. 


CATALOGUE  HELPS  THIS  DEALER 

To  meet  the  competition  of  mail  order  houses  in  his 
own  community  John  H.  Lee,  proprietor  of  the  Pioneer 
Hardware  Store,  at  Stoney  Creek,  Ont.,  a  town  of  600 
inhabitants,  recently  struck  upon  the  idea  of  getting 
out  a  catalogue  for  distribution  in  his  county  and  in 
his  town.  To  think  was  to  act,  and  with  the  assistance 
of  those  from  whom  he  purchased  his  goods  he  got  out 
his  catalogue,  which  is  a  decidedly  fine  one,  covering 
practically  all  his  lines.  It  was  an  aggressive  move  on 
Mr.  Lee's  part,  and  it  shows  that  instead  of  dealers  be- 
wailing the  fact  that  mail  order  houses  are  taking 
their  trade  away  they  should  make  some  move  like  this 
that  will  keep  the  money  circulating  in  their  own  com- 
munity. 

The  catalogue  has  32  pages,  is  well  illustrated,  and 
contains  descriptions  of  all  his  lines.  Mr.  Lee  promises 
to  prepay  freight  or  express  charges  on  orders  of  $10 
and  over,  and  on  small  parcels  will  i)repay  the  parcel 
post.   An  order  form  is  enclosed  in  every  catalogue. 


BOOSTING  MORNING  SALES. 

In  order  to  increase  its  Saturday  morning  sales,  this 
store,  which  catered  especially  to  suburban  trade,  ad- 
vertised that  it  would  give  a  lunch  check  free  with 
every  purchase  totaling  over  a  certain  amount,  pro- 
vided that  it  was  made  before  noon.  These  checks 
were  good  in  the  week  following  at  a  designated  restau- 
rant, reads  the  announcement  of  a  Western  dealer. 
A  $3  purchase  entitled  the  customer  to  a  25-cent  lunch 
and  5  cents  was  added  for  each  additional  dollar  spent. 
Where  formerly  about  a  quarter  of  the  Saturday  bu.y- 
ing  was  done  before  12  o'clock,  nearly  half  of  the  trad- 
ing is  now  done  in  the  morning  hours. 


BUY  IT  NOW. 

"Buy  a  piece  of  furniture  and  buy  it  now"  is  heard 
all  oveT  tihe  Do.minioii. 

The  time  f'OT  every  manufiaeturer  and  dealer  to  push 
this  "Buy  it  now"  miovem«nt  alonig  is  mow.  Let  both 
buy  whiat  'supplies  they  need  with  intelligent  courage 
rather  than  timid  hesitation,  and  they  will  win  out. 
Every  retailer  should  get  his  local  newspaper  editor 
busy — if  he  is  not  .alreiady,  along  this  line.  Let  the 
Tnanufaeturer  iuject  this  idea  into  his  advertisimg  to 
the  trade,  land  practise  it  in  his  own  buying  of  sup- 
plies. Let  the  'dealer  lessen  his  insistence  on  the  manu- 
facturer carrying  iShe  stock,  and  get  the  'stuff  on  his 
flio'ors  that  he  'can  sell  with  a  vigorous  campaign.  Then 
let  him  'go  to  wioi-k  amd  plan  his  campaign,  and  get  his 
local  paper  busy  boostinig  the  "buy  it  mow"  move- 
ment. Everyone  can  feel  encouragement  because  of 
this  being  la  national  movement,  whi&h  is  really  mov- 
ing, assisted  by  far-seeing  and  patriotic  men  every- 
.where. 
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Talking  Machine  Department  in 
Furniture  Store 


A  large  furniture  store  in  one  of  the  cities  across  the 
line  some  five  years  ago  opened  a  talking  machine  de- 
partment for  a  try-out.  So  successful  'has  been  the 
innovation  that  recently  the  firm  enlarged  it  to  three 
times  its  former  size  and  equipped  a  number  of  demon- 
stration rooms.  The  record  room  is  separate  from  the 
demonstration  room,  and  there  records  may  be  tried 
at  all  times  without  the  interference  of  the  demon- 
stration of  the  machines.  This  department  has  proven 
very  popular  and  is  being  considerably  featured  by  the 
store  at  all  times. 

Thisi  experience  is  also  that  of  other  furniture  dealers 
in  many  of  the  cities  of  the  Dominion  where  grap'ho- 
phones  have  been  tried  out.  Easy  payments  for  talk- 
ing machines  as  for  pianos,  is  the  argument  that  is 
making  thousands  of  dollars'  worth  of  sales,  and  it  is 
up  to  the  retailer  to  make  his  terms  profitable,  and  it 
is  not  necessary  to  sell  to  any  chance  comer.  There  is 
a  tendency  to  make  the  easy  terms  the  predominant 
selling  argument,  rather  than  the  musical  or  educa- 
tional desirability  of  the  raiacTiine  or  its  quality. 


LET  MERCHANTS  KNOW  YOU  HAVE  MACHINES 

Not  long  since,  says  Canadian  Music  Trades  Journal, 
the  wife  of  a  talking  machine  dealer  bought  some  bulbs 
and  shrubs  from  a  florist.  When  the  bill  came  in  the 
dealer  paid  it  by  cheque,  which  was  contained  in  an 
envelope  bearing  his  name,  occupation  and  address. 
Shortly  after,  the  florist  entered  the  music  store,  asked 
for  the  proprietor  and  introduced  himself  as  Mr.  Flor- 
ist. He  said  he  had  not  known  the  talking  machine 
dealer's  business  before.  It  had  occurred  to  him  to 
make  Mrs.  Florist  the  present  of  a  talking  machine  and 
a  selection  of  records,  and  he  naturally  patronized  the 
music  dealer  who  had  been  his  customer.  The  point 
is,  does  your  florist,  your  grocer,  your  druggist,  your 
butcher,  your  gents'  furnisher,  know  you  carry  grapho- 
phones  in  your  furniture  business? 


TALKING  MACHINE  OUTSIDE  HOME. 

Varied  indeed  are  the  uses  to  which  the  talking  ma- 
chine of  to-day  is  put.  From  the  cases  outlined  in  this 
paragraph  it  will  be  seen  that  the  use  of  the  talking 
machine  outside  of  the  home  is  as  yet  a  fertile  field 
practically  unworked  in  Canada.  A  visitor  who  went 
to  one  of  the  Base  Hospitals  in  Elurope  to  assist  in  a 
musical  programme  for  the  wounded  found  a  talking 
machine  in  every  ward.  It  was  explained  to  him  that 
complete  quiet  was  by  no  means  the  most  satisfactory 
form  of  rest  cure  for  men  sufifering  from  shrapnel 
nerves.  Why?  Because  the  brain  went  on  repeating 
the  sound  of  bursting  shells  from  force  of  habit.  Un- 
less this  could  be  effaced  in  some  way,  silence  was  un- 
endurable, and  no  one  could  long  bear  the  strain  of  this 
constant  mental  recurrence  without  breaking  down. 
Music,  he  found,  effects  obliteration  best;  hence  the 
talking  machine. 

At  an  organ  recital  recently  given  in  a  southern  city 
a  talking  machine  was  used  to  furnish  two  splendid 
numbers  which  were  accompanied  by  the  pipe  organ. 


These  were  so  well  received  that  a  repetition  was  asked 
for  at  a  similar  programme  later. 


NO  WAR  TAX  ON  COLUMBIA  PRODUCTS. 

The  Columbia  Craphophone  Co.,  Toronto,  sent  out 
the  following  letter  to  their  Canadian  dealers: 

"We  are  sure  that  you  will  be  particularly  pleased 
to  learn  that  the  price  of  Columbia  Grafonola.s,  Grapho- 
phones  and  records  will  not  be  raised  on  account  of 
increased  duties  and  war  taxes. 

"You  already  know  that  Columbia  records  are  made 
in  Canada  by  Canadians,  and  that  the  greater  part  of 
a  Columbia  Grafonola  is  also  made  in  Canada  by  Cana- 
dians. Therefore,  we  had  no  real  excuse  to  raise  the 
price,  although  we  might  easily  have  done  so  as  others 
have. 

"We  felt,  however,  that  the  right  thing  to  do  was  to 
shoulder  our  additional  burden  and  not  attempt  to  make 
our  dealers  or  the  public  stand  any  part  of  it. 

"A  prominent  newspaper  man  told  us  the  other  day 
that  this  action  of  ours  was  real  patriotism.  We  sin- 
cerely hope  it  is.    We  want  to  be  patriotic. 

"We  are  sure  it  will  pay  us  and  consequently  it  will 
pay  you,  because  Canadians  with  their  patriotie  cry  of 
'Made  in  Canada'  cannot  fail  to  appreciate  the  real 
thing. 

"Do  not  lose  an  opportunity  to  tell  them  about  it." 
No  Increase  in  Columbia  Prices. 

The  Toronto  Globe  having  recently  published  an  edi- 
torial stating  that  gramophone  record  prices  had  been 
raised  in  Canada,  ostensibly  to  offset  the  war  tax.  the 
following  letter  to  the  editor  of  that  paper  from  the 
Columbia  Graphophone  Co.  is  apropos: 

To  the  Editor  of  The  Globe :  Your  editorial  in  this 
morning's  issue  on  the  increased  cost  of  "gramophone" 
records  through  the  per  cent,  war  tax  does  not 
apply  to  Columbia  records.  No  increase  has  been  made 
in  the  price  of  Columbia  graphophones,  Columbia 
grafonolas  or  Columbia  double  disc  records,  nor  is  any 
increase  contemplated. 

There  is  every  desire  on  the  part  of  this  company  to 
stand  their  share  of  the  expemses  of  the  war.  This  is 
shown  through  the  fact  that  our  Tjondon  office  is  con- 
tributing a  royalty  to  the  Prince  of  Wales  Fund  on 
the  sale  of  certain  of  their  records.  They  have  already 
paid  £1,500,  and  every  day  is  swelling  the  total.  The 
Canadian  branch  is  also  paying  a  royalty  to  the  Patri- 
otic Fund  of  15  cents  on  every  record  sold  of  Miss 
Maggie  Teyte's  "Your  King  and  Country  Want  You," 
which  selection  was  recorded  and  issued  at  the  request 
of  the  Canadian  Government. 

In  addition,  since  the  war  has  started,  we  have  placed 
orders  in  Canada  for  over  $60,000  worth  of  Canadian- 
made  cabinets.  This  is  only  an  initial  supply,  and  will 
be  followed  by  larger  repeat  orders. 

Columbia  records  are  made  right  here  in  our  Toronto 
factory  by  Canadian  workmen. 

All  of  the  above  should  convince  you  of  our  earnest 
desire  to  shoulder  our  full  share  of  the  expenses  of  the 
war  without  endeavoring  to  foist  iny  part  of  it  off  on 
the  buying  public. 

We  feel  that  your  article  is,  therefore,  apt  to  create 
a  false  impression  on  the  public  mind,  which  would  be 
prejudicial  to  us.  As  we  are  sure  this  is  not  your  de- 
sire, we  would  appreciate  it  if  you  would  kindly  cor- 
rect your  article,  so  far  as  it  applies  to  the  Columbia 
Graphophone  Company,  in  an  early  issue. 

0.  C.  DORIAN,   Asst.  Canadian  Manager. 
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Kitchen  needs  in  Winnipeg  dealer's  window.  This  display  had  for  background  a  dark  red  burlap  five  feet  wide  used 
at  bottom  with  wallpaper  above  to  the  top.  To  cover  the  seam  a  strip  of  wood  stained  dark  oak  was  used.  Several 
lines,  such  as  baskets,  towel  rollers,  toasters,  gas  toasters,  pots  and  pans,  were  fastened  to  the  back.  The  bottom  was 
covered  with  dark  red  felt.  A  kitchen  range  was  shown  in  one  end  with  kitchen  ware  placed  on  it  in  a  natural  way. 
A  show  card  with  some  short  talk  and  a  price  card  were  set  on  the  range.  An  electric  washing  machine  was  shown 
next,  with  a  price  card.  Around  the  machine  were  shown  several  articles,  such  as  washboards,  brooms,  mops,  dustpans, 
scrub  brushes,  wringers,  etc.  On  the  floor  in  front  of  the  stove  was  kitchen  enamelware.  An  ironing  board  with 
electric  iron  all  ready  for  use  was  also  shown.  A  kitchen  cabinet  with  a  complete  showing  of  kitchen  ware  made  an 
attractive  and  novel  way  of  showing  this  line  as  in  actual  Use.  Next  were  shown  a  refrigerator  and  meat  safe.  On  the 
floor  in  front  of  these  were  arranged  pots,  pans,  etc.,  in  aluminum  ware.  Prices  were  used  on  most  of  the  articles, 
and  the  display  was  productive  of  considerable  business. 


Making  the  Window  Trim  Sell  Spring  Household  Needs 


The  person  whose  effort  is  largely  devoted  to  focus- 
ing the  attention  of  the  pajssing  public  upon  the  show 
windows  of  the  furniture  store  must  constantly  be 
reaching  out  for  new  ideas.  This  is,  of  course,  equally 
true  of  the  advertising  writer,  or  of  anyone  seeking 
to  attract  the  attention  of  the  public ;  but  it  is  a  very 
important  consideration  to  the  store  that  would  exact 
the  maximum  of  benefit  from  its  window  displays. 

The  time  has  long  since  passed  when  a  few  articles 
haphazardly  displayed  in  a  window,  and  accompanied 
by  a  few  cards  giving  prices  or  other  information,  may 
be  considered  as  a  real  window  display.  The  buying 
public,  even  in  the  smaller  communities,  has  long  since 
ceased  to  regard  such  displays  as  interesting,  and  in- 
terest is  the  first  essential  to  the  success  of  anything 
which  must  hold  the  attention. 

To  keep  iip  the  interest  in  the  windows  of  a  store 
it  is  necessary  that  new  angles  of  appeal  be  used,  and 
that  a  constant  shift  of  the  interest  shall  make  it  im- 
possible for  the  public  which  is  accustomed  to  pass  the 
windows  to  anticipate  the  nature  of  the  display  before 
it  shall  be  spread  before  its  eyes. 

It  is,  therefore,  necessary  for  the  person  in  charge  of 
the  preparation  of  window  displays  to  be  constantly  on 
the  alert  for  new  ideas.  Of  course,  there  is  not  a  really 
new  idea  under  the  sun,  but  new  effects  may  always  be 
secured  through  the  adaptation  of  ideas  used  in  other 
lines  of  business,  or  the  combination  of  portions  of 
several  ideas,  which  may  be  combined  in  such  a  way 
as  to  produce  something  entirely  new  to  the  public. 

Perhaps  the  best  illustration  of  the  successful  adapt- 
ation of  the  ideas  used  in  other  lines  of  business  to  the 
needs  of  the  furniture  trade  may  be  found  in  the  win- 
dow displays  of  some  of  the  leading  lines  of  kitchen 
needs,  particularly  during  the  spring  season.  The  win- 
dow ideas  furnished  by  the  kitchen  cabinet  makers, 
who  have  been  forcing  the  sales  of  their  products  by  all 
recognized  methods  of  advertising,  are  far  from  new, 
yet  they  have  been  quite  a  bit  in  advance  of  the  aver- 
age furniture  store  displays.   Almost  all  of  them  show 


the  inspiration  of  earlier  window  campaigns.  When 
properly  adapted  to  meet  the  requirements  of  the  furni- 
ture stores,  and  worked  with  the  idea  of  giving  the  most 
efficient  display  of  kitchen  furniture,  they  have  been 
perhaps  the  most  effective  sales  makers  of  anything 
which  has  appeared  in  retail  furniture  show  windows. 

To  the  man  whose  mind  is  alert,  anything  in  the 
nature  of  a  display  for  the  public  eye  may  be  an  in- 
spiration. Big  stores  and  little  stores,  in  every  line 
of  business,  alike  contribute  to  his  education,  and  their 
display  ideas  worked  out  in  many  forms  often  become 
vastly  different  and  often  better  under  his  handling. 

The  most  expensive  window  displays  are  seldom  the 
best,  either  in  interest  attracted  or  in  point  of  sales 
which  may  be  traced  to  their  cause.  On  the  contrary, 
too  lavish  decoration  of  the  windows  often  causes  the 
public  to  form  the  opinion  that  the  store  staging  such 
displays  is  a  very  high  priced  store,  whereas  nothing 
might  be  more  untrue.  A  certain  amount  of  expendi- 
ture is  necessary  to  the  maintenance  of  good  windows 
in  any  community,  but,  generally  speaking,  ideas  count 
for  more  than  money.  Long  observation  of  these  things 
leads  to  the  conclusion  that  the  public  is  quick  to  appre- 
ciate new  ideas  when  presented  in  such  manner  as  to 
attract  the  eye;  and  it  must  be  remembered  that  the 
first  offiice  of  the  window  display  is  that  of  attracting 
the  eye. 

Some  men  seem  to  sprout  ideas  over  night.  They  are 
able  to  avoid  anything  that  savors  of  sameness  in  their , 
displays;  and,  as  a  consequence,  produce  the  most  in- 
teresting windows.  It  is  these  men  wTio  have  the  best 
sources  of  inspiration.  They  are  watchful  of  anything 
which  may  tend  to  inspire  the  working  out  of  something 


He  who  has  a  good  line  of  furniture  for  the  sum- 
mer trade  should  show  that  he  is  not  ashamed  of  it 
by  bringing  it  well  to  the  front  in  window  displays 
and  in  newspaper  advertising. 
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novel  and  effective,  and  they  make  it  their  business  to 
keep  posted  on  what  is  going  on  in  the  world.  They 
are  constant  and  close  students  of  everything  which  is 
going  on  around  them,  and  they  reach  out,  through 
magazines  or  trips  of  inspection,  to  learn  what  is  being 
done  outside  their  own  communities.  Given  an  apt  and 
capable  man,  and  support  from  the  store  management, 
and  it  is  astonishing  how  interesting  the  windows  of  a 
store  may  be  made. 


GOOD  WINDOWS  MAKE  BEST  BID  FOR  TRADE 

The  advertising  power  of  the  show  window  has  no 
boundaries.  In  the  country  town  or  the  metropolitan 
city,  its  pull  is  the  same.  A  well  arranged  store  win- 
dow in  the  small  town  gets  the  same  proportion  of  at- 
tention from  the  passer-by  as  a  more  pretentious  dis- 
play in  the  large  city. 

The  idea  is  that  the  size  of  the  place  has  nothing  to 
do  with  good  taste,  correct  selection  of  goods  to  show, 
and  an  understanding  of  the  buying  power  of  the  people 


A  background  for  spring  or  early  summer  furniture 


whom  you  expect — or  hope — will  trade  with  you. 

The  men  in  the  big  cities  haven't  an  exelusive  right 
to  good  taste  or  good  management.  It  is  every  dealer's 
right,  if  he  chooses  to  exercise  it. 


CONNECTING  UP  WITH  POPULAR  MOVEMENTS 

A  slaort  time  ago  in  all  the  towns  and  cities  of  the 
country  there  was  conducted  the  first  general  window 
advertising  campaign  of  nationally  advertised  goods. 
Through  the  co-operation  of  national  advertisers,  pub- 
lishers and  local  newspapers,  retailers  were  encouraged 
to  fill  their  windows  with  merchandisie  that  had  been 
placed  forcibly  before  the  public  through  the  various 
advertising  mediums.  The  campaign  on  the  whole  was 
a  success  and  the  results  were  satisfactory,  consider- 
ing the  fact  that  this  was  the  first  attempt  at  a  tremen- 
dous undertaking. 

The  great  world  war  is  responsible  for  the  "Made  in 
Canada"  campaign,  and  the  upheaval  in  Europe  has 
given  the  opportunity  to  do  some  really  constructive 
work  that  should  have  been  done  many  years  ago.  That 
the  show  window  was  chosen  as  the  medium  through 
which  to  reach  the  public  is  only  another  indication  of 
the  importance  that  is  attached  to  this  form  of  pub- 
licity when  quick  results  are  wanted. 

Obviously  it  is  to  the  advantage  of  the  manufacturer 
and  the  retailer  alike  to  co-operate  in  every  way  pos- 
sible. That  they  have  not  done  so  seriously  in  the  past 
is  probably  through  the  fault  of  both.  Whether  or  not 
they  will  work  together  more  closely  in  the  future  re- 
mains to  be  seen.  The  trouble  with  the  average  manu- 
facturer is  that  he  takes  for  granted  that  the  retailer 
will  play  up  his  product  in  the  show  window.  This  the 
retailer  may  or  may  not  do,  according  to  circumstances. 
One  thing  is  certain,  the  manufacturer  would  get  much 
better  window  representation  if  he  were  less  inclined 


to  take  display  for  granted  and  more  inclined  to  study 
out  the  show  window  from  a  practical  point  of  view, 
considering  the  retailer's  interest  as  well  as  his  own. 

There  are  some  few  manufacturers  who  are  co-oper- 
ating with  the  retailer  in  an  iiitflligent  way  and  get- 
ting ri.'sults  in  the  matter  o;  show  window  display. 
These  have  gone  into  the  matter  thoroughly  and  have 
taken  the  trouble  to  find  out  ju.^t  what  the  retailer 
wants  and  can  use  for  his  windows.  There  are  but  few 
manufacturers,  however,  who  have  taken  this  trouble. 
The  rest  have  prepared  for  the  retailer  the  sort  of  dis- 
plays they  think  he  should  have.  The  consequence  has 
been  that  a  lot  of  money  has  been  spent  by  manufac- 
turers for  display  settings  that  have  never  reaehed  the 
windows.  The  manufacturer  should  know  just  what 
the  retailer  wants  and  will  use  or  it  is  quite  likely  that 
any  money  spent  for  window  trims  will  be  wasted. 

On  the  other  hand,  the  merchant  often  is  blind  to 
the  opportunities  offered  him  by  the  manufacturer.  A 
manufacturer  may  spend  many  thousands  of  dollars  in 
initting  his  product  before  the  public  through  the 
medium  of  popular  magazines.  He  does  everything 
possible  to  create  a  demand,  while  the  retailer  simply 
sits  down  and  waits  for  people  to  come  and  call  for  the 
goods.  In  many  cases  he  could  easily  double  the  effi- 
ciency of  the  advertising  so  far  as  his  own  store  is  con- 
cerned. People  are  influenced  to  buy  through  the  ad- 
vertisements they  read  in  the  big  magazines,  but  what 
good  will  that  do  you,  Mr.  Merchant,  unless  these 
people  know  that  you  have  these  advertised  goods  to 
sell?  Would  not  the  efficiency  of  the  advertising  and 
your  sales  be  helped  if  you  had  a  window  display  of 
the  goods  in  at  the  same  time  the  ad.  appears? 


ONE  MUST  HAVE  THE  GOODS 

A  sti'ong  factor  in  good  window  advertising  is  that 
goods  shown  in  the  window  must  be  in  stock.  It  is  a 
bad  policy  to  place  articles  in  the  window  and  when 
customers  enter  to  buy  tell  them  that  the  last  one  was 
sold  half  an  hour  before.  When  asked  to  sell  the  one 
in  the  window,  merchants  have  been  known  to  say 


Fine  interior  arrangement  and  display  of  furniture — Baum  &  Brody's 
store  at  Windsor. 


that  it  was  out  of  the  question  to  remove  it,  as  it  would 
spoil  the  dressing  and  be  too  much  bother  to  retrim 
the  window  in  the  middle  of  the  day;  yet  the  same 
article  has  been  seen  there  several  days  later,  used  a-s 
a  drawing  card  in  the  hope  of  selling  a  substitute. 


8  It  is  only  dealers  who  make  a  special  bid  for  the  8 
8  summer  furniture  trade,  who  are  likely  to  reap  a  rich  g 
Q     harvest  of  business.  g 
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The  How,  Why,  and  When  of  Advertising 

By  J.  Burt  Malette,  Merchandising  Manager  The  F.  R.  MacMillan  Store,  Saskatoon 


Without  hesitation  I  say  that  the  foundation  of  any 
piece  of  copy,  whether  it  be  large  or  only  four  inches 
single  column,  is  balance.  By  the  latter  term  I  mean 
an  artistic  typographical  appearance — one  that  lends 
itself  to  the  support  of  the  "line  of  least  resistance." 
And  make  no  mistake  about  it,  beauty  in  any  sense 
appeals  to  women,  and  with  few  exceptions  where  is 
the  ad.  writer  who  doesn't  sometime  make  his  debut 
to  the  female  element? 

Furniture  advertising  in  these  days  must  be  dressed 
up  as  well  as  the  article  it  represents.  Sometimes  in 
exploiting  the  merits  of  a  Louis  XVI.  bedroom  suite,  or 
a  big  roomy  Chesterfield,  I  will  use  French  Script  and 
Early  English  respectively  to  set  off  the  fundamental 
selling  points.  It's  association  that  ties  most  things  to 
the  readers'  minds. 

Of  course,  price  is  the  prime  factor,  but  I  have  proved 
that  it  is  not  always  essential  to  the  sale  itself.  For  in- 
stance, last  week  we  sold  an  all-over  upholstered  rocker 
in  Spanish  leather  for  $43.50.  The  gentleman  who  in- 
vested said  to  one  of  our  salesmen:  "That  story  of  the 
old  gentleman  and  his  arm  rocker  sounded  so  good 
that  I  just  had  to  see  this  one."  The  "story"  referred 
to  was  one  written  in  conversational  style  about  an  old 
English  squire,  inserted  in  eight  point  in  the  body  of 
the  paper  and  resembled  a  regular  news  item  or  clipped 
funny  story,  ending  with:  "You,  can  see  a  duplicate  of 
this  rocker  at  MacMillan 's  to-morrow."  No  price  was 
shown.   The  ad.  cost  $1.50  and  it  sold  a  $43.50  rocker! 


Whenever  I  have  a  furniture  sale  I  try  to  establish 
either  a  precedent  or  a  sound  logical  "reason  why" 
for  the  event.  For  instance,  I  institute  the  following 
sales  each  year : 

Annual  January  Sale. 

March  Sale  of  China. 

March  Sale  of  Table  Silver. 

Home  Equipment  Week  (March). 

The  Rug  Show  (March). 

Housecleaning  Week  (April). 

Clean  Up  and  Paint  Up  Week  (May). 

The  Bridal  Exhibit  (June). 

July  Clearance  Sale. 

Manufacturers'  Discontinuance  Sale  (August). 
Apartment  Furnishing  Week  (September). 
The  Autumnal  Bride's  Sale  (October). 
Thanksgiving  Sales  and  Pre-Christmas  Sales  (No- 
vember). 

Xmas  Furniture  Mardi  Gras  (December). 
If  new  furniture  is  coming  in  I  place  the  following  in 
the  ad.  the  day  before  the  furniture  announcement : 
WAREHOUSE  BULLETIN 
— Incoming — 

Wed.,  April  7th. 
59  pieces  of  house  and  office  fui'niture — Exhibition 
4th  floor,  day  after  to-morrow — See  to-morrow  night's 
paper. 

We  use  a  trade  mark — have  done  so  since  I  first 
lined  up  with  the  MacMillan  Store.    To  my  mind  a 


Two  sample  pages  showing  Mr.  Malette' s  work  and  illustrating  tho  points  brought  out  in  this  article. 
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trade  mark  and  a  store  signature,  such  as  we  also  use, 
are  indispensable  as  regards  good  advertising.  My  plan 
is  to  use  the  trade  mark  as  the  Government  uses  its 
seal.  Wherever  it  is  seen  it  is  immediately  recognized 
and  appreciated.  The  store  nameplate  is  to  instantly 
differentiate  our  copy  from  opposition. 

I  believe  in  a  judicious  use  of  good  unusual-looking 
electros,  zincos  or  mats. 

Nothing  in  advertising  tells  such  a  graphic  story  as 
the  illustration.  Cuts  will  sell  more  furniture  than  all 
the  salesmen  you  can  pack  into  a  store  or  all  the  words 
crowded  into  a  page  of  solid  type  matter.  They  break 
up  the  monotony  of  the  black  effect,  give  color  to  the 
copy,  and  should  be  used  only  when  the  advertised 
article  is  "exactly  like  cut." 

I  never  use  a  border  on  a  page  advertisement — it  is 
a  pure  waste  if  so  used. 

Again,  I  think  two-point  is  the  best  constituency 
for  any  advertisement  rule,  if  less  than  a  page  is  used. 
Ornamental  borders,  if  not  too  heavy  and  if  used  con- 
sistently, are  all  right  for  tJlie  exclusive  furniture  house. 

There  are  no  two  ways  about  it,  you  must  head  off  an 
item  in  order  to  have  it  receive  proper  attention.  I 
cut  out  all  stereotyped  phrases  such  as: 

"This  Bed  To-morrow  Only  $12.50." 
Instead  I  say : 

"Sleep  in  this  Bed  To-morrow  Night  for  $12.50." 

You  may  call  it  "catch,"  but  I  call  it  "humanizing" 
advertising — talking  with  the  people  instead  of  to  them. 

I  always  try  to  mix  a  little  spice  into  my  ads.,  at  the 
same  time  being  myself  and  considering  that  I'm  a 
customer  not  a  paper  salesman.  In  this  way  I  don't 
think  I'll  ever  get  too  "near"  the  business. 

I  almost  forgot  to  mention  that  every  year  we  have 
a  "Baby  Week."  Women  bring  their  babies  to  be 
judged,  and  we  distribute  prizes,  samples  of  baby  goods, 
and  secure  a  doctor  and  a  trained  nurse  to  give  lec- 
tures on  the  "Better  Babies"  idea.  Of  course,  we  man- 
age to  call  special  attention  to  our  lines  of  baby  car- 
riages, go-carts,  sulkeys,  etc. 

In  conclusion  I  would  say  that  a  daily  ad  is  worth 
sixty  of  the  "now-you-see-it-and-now-you-don't"  var- 
iety. We  keep  before  'em  all  the  time.  It  is  far  better 
to  use  an  eighth-page  daily  than  a  half-page  tvdce  a 
week.  Keep  before  the  readers  all  the  time  and  when 
they  do  need  furnishings  they  unconsciously  think  of 
the  advertiser,  because  he's  been  calling  to  them  every 
day. 


LINK  UP  ADVERTISING  WITH  SALESMANSHIP 

To  build  up  a  business  and  make  it  a  great  success 
the  advertising  and  the  selling  departments  must  work 
together.  The  manager  of  one  must  consult  with  the 
head  of  the  other.  Sales  force  must  know  what  an- 
nouncements have  been  made  to  the  public  and  be  pre- 
pared to  second  the  efforts  of  the  publicity  man  by 
doing  their  part  to  display  the  goods  and  make  them 
attractive.  Every  head  of  a  department  must  put  forth 
his  Tjest  efforts  to  supplement  the  work  of  the  copy- 
writer. He  must  select  the  right  kind  of  articles  for 
illustration  and  to  push,  and  to  see  to  it  that  his  staff 
is  ready  to  handle  the  business  when  it  comes  in.  There 
is  a  natural  demand  at  some  seasons  of  the  year  which 
skilful  advertising  increases.  Thus  in  the  spring,  when 
"the  young  man's  fancy  lightly  turns  to  thoughts  of 
love,"  the  housevdfe  is  intent  upon  taking  stock  of  her 
belongings  and  replenishing  her  stores. 

A  certain  amount  of  advertising  should  be  done  at 


all  times,  for  the  store  that  does  not  advertise  might 
as  well  go  out  of  business.  Some  men  are  blind  to  op- 
portunity and  have  an  idea  that  as  people  will  buy 
hardware  in  the  spring  it  is  by  no  means  necessary  to 
tell  them  where  it  can  be  had  to  the  best  advantage. 
They  forget  that  this  is  the  age  of  competition,  and  he 
who  would  get  the  business  must  make  his  wares  known. 
Perhaps  his  salesforce  is  kept  busy  and  already  has  all 
the  trade  that  it  can  handle,  but  is  there  any  valid 
reason  why  he  should  not  hire  more  people?  If  his 
trade  outgrows  the  store  so  much  the  better,  let  him 
get  a  bigger  one ;  all  of  which  means  a  more  extensive 
business. 


THE  COMMON  SENSE  OF  ADVERTISING 

Advertising  is  not  a  miracle ;  it  is  not  magic ;  it  is  not 
sorcery;  it  is  not  mystery.  There  is  nothing  peculiar 
about  it — nothing  hazy  or  unusual  or  visionary  in  it. 
It  is  just  a  part  of  selling;  just  the  initial  move  by  the 
party  of  the  first  part  upon  the  party  of  the  second  part 
— ^an  incident  in  a  commercial  transaction — a  bit  of 
selling  sense  delivered  at  a  distance.  Copy  is  what's 
put  into  an  advertisement  to  make  it  sell  things.  Its 
brains,  if  it  has  any,  are  found  in  the  copy.  Its  per- 
sonality is  there,  filling  in  between  the  lines  with  force 
and  conviction  and  honesty,  or  weakness  and  suspicion 
and  crookedness,  according  to  the  man  behind  the  ad- 
vertisement and  the  proposition  behind  the  man.  Art 
helps.  A  photograph  and  a  good  printer  will  cover  a 
multitude  of  sins.  But  the  man  behind,  giving  up  the 
selling  talk  that  will  turn  dollars  from  the  party  of 
the  second  part  into  the  party  of  the  first  part,  must 
make  himself  felt  in  the  copy,  if  felt  at  all. 


THE  NEWSPAPER'S  APPEAL 

No  sort  of  doubt  can  exist  regarding  the  appeal  of 
the  newspaper.  Reflection  also  shows  another  fact 
to  be  unquestionably  true  in  any  town  where  there  are 
several  papers  published,  and  that  is,  each  paper  has 
for  a  clientele  some  particular  class  more  or  less  dis- 
tinctive. It  is  this  very  fact  that  makes  newspaper 
advertising  supremely  efficient.  An  announcement 
printed  in  such  a  publication  reaches  some  great  class 
of  people  as  a  whole,  and  at  one  time,  instead  of  at- 
tracting the  attention  of  a  single  individual,  as  when 
a  form  letter  or  circular  is  used.  Newspaper  advertis- 
ing enables  the  merchant  to  talk  at  once  to  a  large 
audience,  greater  by  far  than  is  usually  realized.  It 
permits  him  to  tell  his  story  to  hundreds  of  thousands 
of  people  every  day.  This  is  an  age  of  newspaper 
readers ;  the  newspaper  habit  is  firmly  established 
among  all  classes.  Rich  or  poor,  old  or  young,  are  alike 
devotees  of  the  daily  publication  ;  every  rank  of  society 
from  the  highest  to  the  lowest  has  its  favorite  sheet. 
Staid,  conservative  journals,  some  again  tinged  with 
yellow  sensationalism  and  other  exponents  of  varying 
editorial  policy  are  found  throughout  the  land,  each 
with  its  own  audience,  its  own  constituency  and  appre- 
ciative friends.  It  is  not  probable  that  all  newspaper 
readers  see  only  a  single  sheet,  it  is  more  likely  that 
the  average  family  takes  in  one  paper  for  the  morning 
and  another  for  the  evening's  perusal. 


Elbert  Hub'bard  says  that  "business  consists  in  get- 
ting an  order  for  the  goods,  filling  the  order  to  the  sat- 
isfaction of  the  customer,  getting  the  money,  and  com- 
pleting the  transaction  to  the  profit  and  pleasure  of  all 
parties  concerned." 
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Beds  and  Bedding 


WHERE  ARE  WE  AT  ON  PURE  BEDDING? 

The  Provincial  authorities,  while  sympathizing  with 
the  movement  to  hring  in  a  pure  bedding  law,  feel  they 
are  unable  as  yet  to  arrive  at  a  solution  of  the  diffi- 
culty. Dr.  J.  W.  S.  MeCullough,  chief  officer  of  health 
for  Ontario,  has  had  several  talks  with  manufacturers, 
and  has  discussed  the  matter  with  the  Law  Department 
of  the  Provincial  G^overnment. 

It  is  known  that  Provincial  Secretary  Hanna  is  sym- 
pathetic towards  any  move  that  is  likely  to  prevent 
disease,  and  would  be  willing  to  advance  or  forward 
any  legislation  of  a  practical  character,  but  none  of  the 
siuggestions  offered  so  far  seems  to  determine  the  line 
of  action,  so  think  the  Provincial  authorities. 

The  editor  of  Canadian  Furniture  World  would  be 
glad  to  pass  on  any  of  the  suggestions  sent  in  by  our 
readers  on  this  subject,  and  would  welcome  the  receipt 
of  opinions  from  both  retailers  and  manufacturers  as 
to  what  should  be  done.  If  the  trade  think  this  matter 
is  of  sufficient  importance  they  could  speak  with  no 
uncertain  voice  in  large  volume  which  would  be  bound 
to  be  heard  by  the  authorities,  but  if  very  little  or 
nothing  is  heard  then  the  authorities  cannot  be  blamed 
for  refusing  to  pass  legislation  on  a  matter  in  wbieh 
little  interest  is  manifested. 

This  incident  is  apropos ;  a  certain  traveler  tells 
this  story :  A  Toronto  furniture  dealer  put  out  of  his 
own  home  a  used  mattress  for  the  scavengers  to  take 
away,  and  to  m'abe  sure  that  it  did  go  to  be  destroyed 
he  helped  the  refuse  man  to  load  it  into  his  cart.  What 
was  his  surprise  when  walking  down  town  within  an 
hour  to  see  a  push-cart  man  trying  to  sell  the  second- 
hand mattress  two  or  three  blocks  away  from  his  store. 
The  city  authorities  say  all  these  mattresses  when  taken 
away  by  scavengers  are  destroyed,  m  where  did  the 
peddler  get  the  mattress? 


NEW  SANITARY  EQUIPMENT  FOR  BEDDING. 

A  new  system  for  sterilizing  and  cleaning  all  material 
used  in  the  manufacturing  of  bedding  has  recently 
been  installed  by  a  New  York  bedding  manufacturing 
concern.  The  four  floors  of  the  plant  are  as  free  from 
dust  and  lint  as  it- is  possible  to  keep  a  bedding  factory, 


owing  to  the  manner  in  which  this  properly  named 
"Kill  dust"  system  operates. 

The  system  consists  of  two  pipes  leading  from  large 
steel  tanks  on  the  fourth  floor,  and  connecting  with  the 
difl'erent  machines  used  for  picking  and  cleaning  the 
material  for  the  making  of  mattresses.  From  one  of 
the  pipes  compressed  air  forces  the  dust  and  dirt  out 
of  the  material  into  a  large  receiving  pipe  that  carries 
it  out  of  the  building,  while  a  spray,  formed  from  an 
antiseptic  fluid  flowing  from  the  other  pipe,  thoroughly 
sterilizes  the  material. 

The  same  system  is  also  used  in  renovating  all  the 
hair  and  feathers,  making  the  entire  product  of  this 
bedding  factory  absolutely  sanitary. 

A  pure  mattress  bill  has  been  introduced  in  the 
Legislature  of  Missouri. 


A  CORRECTION. 

On  one  of  the  advertising  pages  in  last  month's  issue 
of  the  Canadian  Furniture  World  the  word  "Harinfelt" 
appeared  as  the  name  of  a  mattress  put  out  by  a  firm 
of  Canadian  bedding  manufacturers  advertising  their 
bed  and  bedding  lines.  This  was  an  error  in  spelling. 
"Harinfelt"  is  the  name  of  a  brand  of  mattress  made 
by  the  Ideal  Bedding  Company. 


OUR  TRADE  AS  OTHERS  SEE  IT 

There  is  room  for  question  and  some  investigation 
as  to  whether  Canada  is  now  buying  more  panels  and 
making  its  own  furniture  instead  of  buying  so  much 
furniture  on  this  side  of  the  border.  The  returns  for 
the  past  year  (1914)  show  that  Canada  just  bought 
about  half  as  much  furniture  as  in  1913,  the  exact  fig- 
ures being  $989,412  for  1914,  as  compared  to  $1,842,869 
in  1913.  There  was  some  depression  up  in  Canada, 
which  would  account  for  a  part  of  this,  but  a  study  of 
the  figures  generates  the  suggestion  that  possibly 
Canada  is  making  more  of  its  own  furniture  than  for- 
merly. The  slump  in  furniture  sales  to  Canada  was 
greater,  both  in  volume  and  in  comparison  by  percen- 
tage, than  the  loss  in  the  war  zone  of  Europe. — Veneers. 


The  man  who  is  going  to  make  his  store  absolutely 
necessary  to  the  public  is  going  to  do  it  by  service,  not 
by  price. 


Twin  brass  bed  and  folding  couch  display  made  by  Marceau  &  Pils,  Quebec. 
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Collins'  Course  in  Show  Card  Writing 


/  8ih  of  a  series  of  arlicles 
specially  prepared  for  this 
iournal. 


In  a  recent  lesson  we  gave  directions  for  making  a 
"box"  window  card.  This  is  done  by  scoring  and  turn- 
ing the  edges  down  all  the  way  around  like  a  box  or 
box  cover.  In  this  lesson  we  give  directions  for  mak- 
ing a  simple  backing  that  will  keep  the  card  straight 
and  at  the  same  time  form  a  support  to  keep  it  standing 
up.  Figure  21  will  give  the  idea  at  a  glance.  "A" 
shows  the  back  of  the  card.  The  support  is  made  of  a 
piece  of  cardboard  cut  the  same  shape  as  "B"  and 
"E."  After  cutting  the  cardboard  to  shape  score  it 
with  the  point  of  your  knife  where  the  dotted  lines 
show.  By  "scoring"  is  meant  to  just  cut  through  the 
surface  of  the  card  so  it  will  bend  in  the  opposite  direc- 
tion without  breaking.  It  is  very  important  to  remem- 
ber to  always  score  it  on  the  opposite  side  to  which  you 
want  it  bent.  Use  a  ruler  in  doing  the  scoring.  Muci- 
lage or  paste  the  part  "E"  to  the  back  of  the  card, 
placing  the  score  line  in  the  centre  of  the  card.  The 
object  in  cutting  the  bottom  of  the  card  on  a  bevel  is 


Fig.  22 — Showing  three  drawings  of  a  cardwriter's 
handy  work  box. 

to  allow  the  card  to  tip  backwards  when  standing  up. 
In  the  second  drawing  the  part  "D"  shows  the  sup- 
porting part  of  the  cut  piece,  swung  into  position.  "C" 
shows  the  back  of  the  card  and  "E"  the  part  glued  to 
the  card.  When  you  have  made  one  of  the  supports 
and  fastened  it  to  a  card  you  will  see  how  effectively  it 
keeps  the  card  from  curving  or  curling  when  in  a  stand- 
ing position. 

Car*  Writer's  Work  Box 

Every  card  writer,  no  matter  whether  he  does  much 
or  little  card  writing,  will  always  find  a  work  box  con- 


venient. There  will  come  a  time  when  he  will  be  re- 
quired to  go  outside  or  away  from  his  workroom  to 
do  .some  bit  of  lettering  or  other.  It  is  then  this  box 
will  come  in  to  advantage.  But  even  though  he  does 
not  go  away  he  will  always  find  a  receptacle  of  this 
kind  will  be  very  useful  to  keep  his  pots  and  brushes 


1  \ 
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Fig.  21 — Showing  card  support  on  back  of  card. 

and  various  other  little  things  for  casual  use  that  are 
bound  to  accumulate  with  time.  A  box  fourteen  or 
fifteen  inches  long  by  about  eight  inches  wide  and  ten 
or  eleven  inches  deep  is  a  most  convenient  size.  Boxes 
of  these  dimensions  may  be  had  at  almost  any  grocery 
or  drug  store.  Small  bottled  stuff  is  shipped  in  just 
such  boxes,  and  as  the  eorners  are  sawn  dove-tailed  th^y 
are  excellent  for  strength  as  well  as  appearance.  When 
you  have  gotten  a  box  of  this  kind  glue  and  nail  the 
top  on  well  and  see  that  the  bottom  is  well  nailed.  This 
will  make  you  a  solid  box  with  no  opening.  With  a 
carpenter's  board  gauge,  mark  a  line  around  the  top 
about  one  and  a  half  inches  down.  With  a  fine  saw  cut 
this  top  off.  This  forms  your  cover.  Next  run  a  gauge 
mark  down  the  ends  at  the  front  about  one  and  a 
quarter  inches  wide,  and  one  along  the  bottom  of  the 
front  about  three-quarters  of  an  inch  from  the  bottom. 
With  a  very  fine  fret  or  scroll  saw.,  the  kind  that  is 
sometimes  classed  as  a  toy,  cut  down  both  ends  at  the 
lines  one  and  a  quarter  inches  from  the  front.  Saw 
down  till  it  meets  the  line  measured  from  the  bot- 
tom, which  should  have  been  gauged  on  the  ends  at  the 
same  time  you  gauged  the  front.  Take  a  good  sharp 
knife  that  has  a  thin  pointed  blade  and  cut  through  the 
wood  along  this  front  bottom  line  and  the  same  around 
the  ends  until  you  meet  the  cut  made  with  the  sernll 
saw.  This  will  allow  the  front  to  drop  out.  You  will 
need  two  pairs  of  neat  brass  hinges  with  which  to 
hinge  the  cover  and  the  front  piece  in  their  respective 
places.  It  is  very  convenient  to  have  three  or  four 
trays  for  your  various  articles,  brushes,  etc.  These 
should  be  about  three-quarters  of  an  inch  deep,  but 
the  top  one  may  be  deeper,  for  it  can  go  up  into  the 
top  of  the  box.  The  sides  and  ends  of  these  trays 
would  best  be  made  of  quarter-inch  stuff,  basswood 
preferable.  The  bottoms  should  be  of  heavy  mill  board. 
Only  put  one  support  for  all  the  trays.  The  trays  may 
sit  on  top  of  each  other.   The  convenience  of  this  will 
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Plate  38 — Snow-capped  spurred  half  block — Lo-wer  case. 


be  found  when  you  want  to  get  into  the  bottom  of  your 
box,  you  can  lift  all  the  trays  out  together  without 
pulling  them  out  one  at  a  time,  which  you  would  have 
to  do  if  each  tray  was  supported  singly.  The  supports 
for  the  bottom  tray  may  be  made  of  two  pieces  of  tin 
about  a  half  of  an  inch  wide  and  the  length  of  the  width 
of  the  trays.  Bend  these  the  long  way  at  right  angles 
in  the  centre.  Nail  one  of  these  to  each  end  of  the  box 
the  proper  height  for  the  bottom  tray  to  rest  on.  You 
will  need  a  couple  of  fasteners  similar  to  suitcase  clasps 
for  the  front  of  the  box,  to  hold  the  cover  down  and  the 
front  drop  in  place.  A  strap  or  suitcase  handle  will 
answer  for  the  top. 

"We  show  three  working  drawings  for  making  a  box 
of  this  kind.  One  shows  the  box  closed,  one  with  the 
top  open  and  the  front  drop  in  place,  the  other 
with  the  top  open  and  the  front  drop  down  and  one 
tray  out.  These  sketches  should  be  quite  enough  to 
show  you  how  to  construct  it. 

For  color  receptacles  you  can  obtain  empty  jam  jars 
with  screw  tops  that  will  answer  the  purpose  nicely. 
On  the  inside  of  the  front  drop  fix  a  place  to  carry  a 
small  tack  hammer  and  a  screwdriver.  These  you  will 
find  almost  indispensable.  You  will  frequently  want  to 
drive  a  tack,  and  the  screwdriver  will  answer  for  a  tack 
puller  and  screwdriver. 

Alphabets 

Every  card  writer  finds  at  Christmas  time  a  need  for 
snow-capped  letters  for  various  Christmas  cards.  These 
letters  should  be  used  only  for  a  line  or  even  only  one 
word  that  is  needed  to  be  emphasized.  Almost  any 
style  of  letter  may  be  treated  in  this  snow-capping 
way.  But  the  wide-stemmed  letters  show  to  better 
advantage  than  the  "thick  and  thin"  styles.  This  de- 
sign is  a  spurred  half-block  letter.  They  are  not  diffi- 
cult to  make  and  the  color  may  be  either  red  or  black. 


If  red  is  used  the  snow  will  have  to  be  outlined  in  black. 
Sample  Cards 
The  group  of  cards  shown  this  month  are  a  number  of 
"spatter  work"  designs.    This  is  almost  fine  enough 
for  air  brush  work,  but  they  are  all  spatter  work.  The 


Samples  of  Spatter  Work  Designs 

backgrounds  are  done  in  various  high  colors  and  the 
letters  in  reds  and  black  with  shading  to  harmonize 
with  backgrounds. 


TUVWXY 
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Plate  37 — Snow-capped  spurred  half  block — Capitals. 
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Salesmen  on  the  "Firing  Line*' 


Bert  Menzie, 
Toronto  and 
Hamilton  re- 
p  r  e  s  e  ntative 
for  the  Quality 
Mattress  Co. 
Ltd.,  Waterloo 
Ontario. 


BREAKING  INTO  SALES  GAME 

Someone  has  said  that  salesmen  are  born,  not  made. 
While  there  is  evidence  on  every  hand  to  refute  this 
statement  it  is  undeniable  that  successful  salesmen 
cannot  be  made  from  any  material  which  happens  to 
come  to  hand.  There  are  certain  qualities  of  stamina, 
of  aggressiveness,  of  ability  to  judge  human  nature  that 
are  essential.  Without  these,  practical  experience  goes 
to  waste.  Training  school  experience  is  of  value,  yet 
a  man  may  be  a  walking  catalogue  and  still  be  unsuc- 
cessful on  the  road. 

Quick-wittcdness — the  ability  to  know  immediately 
what  to  say  or  do ;  aggressiveness — to  act  upon  the 
thought;  aptitude  to  adapt  one's  self  to  unusual  con- 
ditions and  turn  them  to  advantage — -these  play  im- 
portant parts  in  the  work  of  the  traveling  salesman, 
and  possibly,  most  important  parts  during  the  earlier 
days  on  the  road;  the  days  of  "breaking  in." 

Seeing  the  Evasive  Buyer 

The  manager  and  buyer  for  a  large  manufacturing 
plant  was  notoriously  hard  to  see.  One  traveling  sales- 
man had  called  twice  and  each  time  his  card  had  been 
returned  by  the  buyer  with  the  statement  that  the  man 
in  charge  of  the  information  desk  took  care  of  such 
matters.  Naturally  the  interviews  with  this  man,  a 
dummy  used  by  the  buyer  to  evade  salesmen,  had  been 
unsuccessful.  After  a  lapse  of  several  months  the  sales- 
man in  question  returned.  On  this  occasion  he  sent 
in  his  name  to  the  manager,  without  stating  his  bus- 
iness. He  could  see  a  hurried  discussion  in  the  private 
office.  His  name  was  not  sufficiently  familiar  to  allow 
him  to  be  placed.  A  moment  later  he  saw  the  manager 
slide  along  the  outer  office  partition  to  see  who  had 
asked  for  him.  Seeing  that  he  was  observed  the  sales- 
man was  given  an  audience  and  closed  a  sale  on  the 
first  visit. 

Seeing  the  Unwilling  Buyer 

In  the  ease  of  the  wholesaler's  representative  in- 
stances of  inability  to  see  the  buyer  are  rare.  It  is 
frequently  the  case,  however,  that  such  a  salesman  will 


call  upon  a  merchant  regularly  without  being  able  to 
effect  a  sale.  Any  traveler  realizes  the  importance  of 
making  the  first  sale;  bends  especial  energies  to  that 
end,  yet  finds  some  hidden  barrier  which  prevents  that 
personal  touch,  that  intangible  contact,  that  places  the 
buyer  in  the  most  receptive  mood.  The  salesman  gets 
only  a  half-hearted  hearing,  and  nothing  is  so  discon- 
certing as  such  treatment. 


ANOTHER  BOOT  SCANDAL. 

One  of  the  travelers  doing  Hamilton  and  the  Niagara 
district  sends  the  editor  of  this  column  the  following 
classic  taken  from  one  of  the  Hamilton  papers : 

"Willie  Stern,  whom  some  people  are  vulgar  enough 
to  call  Bill,  and  the  gentleman,  who,  by  push,  has 
reached  the  top  of  the  baby  carriage  department  of 
the  Prank  E.  Walker  Co.,  Hamilton,  was  in  Welland 
a  few  nights  ago,  where  he  showed  the  natives  some  of 
the  recent  steps  that  Vernon  Castle  overlooked.  Willie 
made  such  a  hit  While  in  the  vicinity  of  the  canal  that 
Fanny  Fagan,  the  village  poetess,  penned  the  follow- 
ing limerick  in  his  honor: 

Please  come  back  again,  Mr.  Stem, 
There's  much  from  you  we  can  learn. 

When  you  step  on  the  floor 

The  crowd  makes  for  the  door. 
To  leave  room  for  your  big  feet  to  turn." 


AS  TOLD  BY  THE  FURNITURE  TRAVELERS 

A  French-Canadian  guide  came  into  our  camp  one 
day  last  summer,  said  a  well  known  salesman,  greatly 
excited.  He  had  a  handful  of  wild  cranberries  which 
he  exhibited  with  pride.  "You  know  the  liT  cran- 
berrie?"  he  asked  the  assembled  party.  "Well,  you 
take  the  li'l'  cranberrie  an'  you  put  him  on  the  fire 
with  plenty  of  de  sug — oh,  big  lot  of  de  sug — an'  you 
let  him  cook  long  time.  Then  you  take  him  off  an'  let 
him  cool.  An'  voila!  You  have  a  more  better  apple 
sauce  than  you  can  make  out  of  de  prune!" 


Charged  to  Upkeep 

The  Boss^ — What's  this  item  on  your  expense  account, 
"Overhead  Expense,  $4"? 

The  Traveling  Salesman — That  was  an  umbrella  I 
bought. 


Her  Patriotic  Offer 

Lady  (about  to  purchase  military  headgear,  to  her 
husband) — I  know  it's  more  expensive  than  the  others, 
dear,  but — well,  you  see  you're  too  old  to  enlist,  and  I 
really  feel  we  ought  to  do  something ! 


Sufficient  Reason 

"Rudolph,"  said  the  .judge,  not  unkindl.y.  "here  you 
are  again,  charged  with  drunkenness.  What  have  vou 
to  say?" 

"Judge,"  began  the  Teuton,  "I  tell  you.  I  vas 
painting  a  house  in  de  nord  side  bv  a  home  where  der 
vas  a  French  poodle  dog.  Den  a  lady  comes  in  and  says 
to  dat  poodle  : 'Come  here,  Bismarck.'  Den  I — " 

"Discharged!"  roared  the  judge. 
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Knobs  of  News 


Geo.  Campbell's  furniture  store  at  Moosomin,  Sask., 
was  damaged  by  fire  recently. 

liane  &  Bruser  are  opening  a  furniture  and  drug 
store  at  Bruderheim,  Alta. 

Thomas  &  Boon,  furniture  dealers  and  undertakers, 
Deloraine,  Man.,  have  dissolved  partnership,  H.  H.  F. 
Boon  continuing  the  business. 

J.  W,  Bone 's  furniture  and  hardware  store,  at  Payn- 
ton,  Sask.,  was  damaged  by  fire  recently. 

The  Bulk  Sales  Act,  1915,  received  but  one  reading 
in  the  Ontario  Legislature  before  the  House  adjourned. 
This  means  putting  the  measure  over  for  another  year. 

J.  A.  Farrar,  furniture  dealer  and  undertaker,  at 
Tweed,  Ont.,  has  sold  his  business  to  A.  A.  Farrar. 

Len  Weaver,  auctioneer  and  furniture  dealer,  of  Lon- 
don, died  recently  after  a  brief  illness.  He  is  survived 
by  his  wife. 

H.  W.  Luckhardt  has  opened  a  furniture  and  crock- 
ery store  at  Red  Deer,  Alta. 

T.  H.  &  W.  T.  Francis,  furniture  dealers,  Halifax, 
N.S.,  have  dissolved  partnership  and  are  succeeded  by 
T.  H.  &  T.  Francis. 

The  Port  Dover  Planing  Mills  Co.,  Pt.  Dover,  Ont., 
are  considering  the  installation  of  equipment  and  ma- 
chinery for  the  mianufacture  of  chairs  and  furniture 
frames. 

Cleghorn  &  Beattie,  Ltd.,  capitalized  at  $100,000, 
has  been  incorporated  to  carry  on  at  Ottawa  a  whole- 
sale and  retail  business  dealing  in  furniture, 
wall  paper,  carpets,  curtains,  house  furnishings,  etc. 
Blyth  Beattie,  merchant,  Janet  Beattie,  and  Wilfred 
Cheevers  Greig,  barrister,  Ottawa,  and  Mary  Edith 
Cleghorn,  and  James  Cleghorn,  merchant,  Montreal  are 
the  incorporators. 

Three  members  of  the  furnishing  committee  of  the 
Y.M.C.A.  at  St.  Thomas,  Ont.,  visited  the  furniture 
factories  at  Waterloo  and  Preston  recently  and  select- 
ed the  furniture  for  the  new  building,  which  will  be 
purchased  and  shipped  through  local  dealers. 

The  North  American  Bent  Chair  Co.,  Owen  Sound, 
is  now  running  nine  hours  a  day,  six  days  a  week. 
This  is  a  healthy  indication  that  business  conditions 
are  brightening. 

The  Glaeser  and  Leinberger  factory  at  Hanover, 
Ont.,  is  again  opening  up.  A  joint  stock  company, 
known  as  "Meades  Upholstering  Company,  Limited," 
has  been  organized  and  has  applied  for  a  charter.  The 
provisional  directors  are :  W.  Meades,  Dr.  Taylor,  R. 
Brunt,  G.  A.  Rozel,  and  J.  Jagelewski.  The  capital  is 
$50,000.  It  is  the  intention  of  the  new  company  to 
start  with  20  men,  and  to  manufacture  upholstered 
goods  and  a  line  of  tables.  Walter  Meades  will  be 
general  manager  of  the  company  and  Geo.  A.  Rozel 
manager  of  the  frame  department. 

The  F.  E.  Coombe  Furniture  Co.,  Ltd.,  Kincardine, 
Ont.,  have  been  granted  Dominion  incorporation. 


A  NEW  MATTRESS 

An  innovation  in  the  bedding  line  and  one  that  will 
meet  with  appreciation  by  the  trade  and  the  public  at 
large  is  the  new  Adjusto  Mattress  (patent  applied  for), 
made  by  The  Ontario  Spring  Bed  and  Mattress^  Co., 
Ltd.,  London,  Ont.    The  most  striking  feature  of  this 


mattress  is,  aeording  to  the  makers,  that  it  cannot 
expand,  stretch  or  spread  after  it  has  once  been  ad- 
justed to  the  size  required.  It  is  said  to  be  the  only 
mattress  yet  invented  that  can  be  adjusted.  A  4  ft. 
6  in.  mattress  can  he  made  4  ft.  wide  Jby  a  simple  oper- 
ation, requiring  but  a  moment  of  time.  For  example, 
if  your  mattress  is  6  ft.  3  in.  long — the  standard — it 
will  pull  in  to  5  ft.  10  ins.,  and  stay  there. 

The  Adjusto  mattress  is  made  of  cotton  felt  in  layers 
and  has  ten  cotton  cables  running  through  it,  six  across 
and  four  lengthwise.  These  eaJbles  are  placed  between 
the  centre  layers  of  felt  and  fastened  on  the  edge  of 
the  mattress  outside  the  ticking.  , 

Although  this  mattress  has  been  on  the  market  only 
about  a  week,  sales  have  been  mucli  bsttej",  than  anti- 
cipated, every  dealer  being  loud  in  his  praise.  The 
manufacturers  feel  they  have  succeeded  in  m.aking  a 
mattress  without  fault  and  at  a  reasona'ble  price.  They 
solicit  inquiries  from  dealers  desirous  lof  knowitt'g  ffiWe 
about  the  merits  of  this  new  mattress. 


SAFETY  FIRST  AMONG  FURNITURE  MAKERS  s 

The  Furniture  Manufacturers'  Safety  Assn.,  an  or-j 
ganization  which  was  described  in  an  earlier  issue  of 
Canadian  Furniture  World,  has  received  Ontario  in- 
corporation with  the  following  provisional  officers  J 
John  Ross  Shaw,  Woodstock ;  Jacob  Stadelbatir 
Knechtel,  Hanover;  George  McLagan,  Stratford;  Edwifl 
Carman  Thornton,  Woodstock ;  Horace  Bruce  Smithy 
Owen  Sound,  and  Alex.  Saunders,  Goderich. 

The  objects  of  the  association  are :  To  promote  and 
carry  on  the  work  of  prevention  of  accidents  in  the 
furniture  industry  and  in  any  other  industry  which 
may  for  the  time  being  and  from  time  to  time  be  assess- 
able by  the  Workmen's  Compensation  Board  in  the 
same  insurance  group  as  the  furniture  industry  and 
generally  to  represent  employers  and  employes  en- 
gaged in  such  industries  in  connection  with  the  admin- 
istration of  The  Workmen's  Compensation  Act.  The 
office  of  the  association  will  be  at  Toronto. 


A  Best  Fest  chair,  made  by  The  Chair  Craft  Co.,  Traverse 
City,  Mich. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


May,  ]015 


DEATH  OF  PIONEER  FURNITURE  MAKER 

One  of  the  oldest  furniture  manufacturers  in  Canada, 
and  a  pioneer  in  the  industry  in  Berlin,  died  in  that 
city  on  April  13th,  in  the  person  of  John  S.  Anthes, 
president  of  the  Anthes  Furniture  Co. 

Deceased  was  bom  in  Wilmot  Township,  Waterloo 
County,  Ontario,  November  8th,  1844,  and  was  there- 
fore in  his  71st  year.  He  received  his  education  in  the 
county  schools,  and  later  taught  school  for  several 
years.  In  3865,  he  went  to  Berlin,  and  was  employed 
by  the  late  Louis  Breithaupt,  founder  of  the  leather 
and  tanning  business  now  carried  on  by  the  BreithauDt 
Leather  Company,  Ltd. 

Mr.  Anthes  was  employed  as  accountant  and  sales- 
man for  a  number  of  years  and  later  entered  the  furni- 
ture business,  being  associated  with  some  of  the  pioneer 
furniture  manufacturers  of  Berlin,  isuch  as  the  late 


The  Late 
John  S.  Anthes 


Photo  Courtesy 
Berlin  Telegraph 


John  Aldous  and  William  Simpson.  Tn  1884,  he  pur- 
chased the  Berlin  Novelty  Works  and  carried  on  busi- 
ness in  his  own  name  for  a  number  of  years  in  the  manu- 
facture of  chldren's  carriages  and  patent  slat  chairs. 

Tn  1888,  his  factory  was  destroyed  by  fire,  but  was 
immediately  rebuilt  on  a  much  larger  scale.  In  this 
factory  Mr.  Anthes  began  the  making  of  high  grade 
furniture  which  has  made  his  name  known  through- 
out Canada  iu  the  furniture  trade.  In  1901.  he  went 
into  the  amalgamation  of  furniture  factories,  under  the 
name  of  Canada  Furniture  Manufacturers,  Ltd.,  in 
which  company  he  was  a  director  and  manager  of  the 
local  factories  for  a  number  of  years. 

In  1906,  Mr.  Anthes  resigned  as  director  of  the 
Canada  Furniture  Manufacturers  and  built  the  present 
large,  modern  factory  at  Berlin  in  partnership  with 
J.  C.  Breithaupt.  under  the  name  of  The  Anthes  Furni- 
ture Co.,  the  product  of  this  factory  being  exclusively 
high  grade  furniture. 

The  late  Mr.  Anthes  always  took  a  keen  interest  in 
municipal  affairs  and  served  in  council  and  on  public 
boards  for  many  years.  He  was  known  as  a  keen  bu.si- 
ness  man  and  successful  manufacturer,  and  his  many 
friends  throughout  the  country  will  sincerely  mourn 
his  departure. 

Mr.  Anthes  was  married  in  1867  to  Miss  L.  Catherine 
Herlan,  who  with  one  son,  J.  I.  Frank  Anthes,  and  four 


daughters,  Mrs.  J.  C.  Breithaupt,  Mrs.  A.  L.  Breithaupt, 
Mrs.  T.  H.  Reider  and  Mrs.  H.  M.  Cook,  and  twenty 
grandchildren  survive.  A  sister,  Mrs.  G.  Strasser,  of 
Sebringville,  also  survives.  The  late  H.  W.  Anthes, 
w*ho  died  recently  at  Toronto,  was  a  brother.  The  fun- 
eral was  held  from  his  late  residence,  thence  to  Zion 
Evangelical  (!hurch  for  service.  The  remains  were 
interred  in  Mount  Hope  Cemetery. 


NOVEL  IDEA  TO  SELL  PRINCESS  CARTS. 

The  Lloyd  Mfg.  Co.,  Berlin,  Ont.,  have  sent  out  to 
the  trade  postcards  addressed  to  themselves  for  the 
use  of  dealers  to  help  on  the  sale  of  their  "Princess" 
baby  carriages  and  carts.  The  back  of  the  card  has 
blanks  to  be  filled  in  with  the  name  and  address  of 
mothers  of  new  babies,  and  asking  the  Lloyd  Mfg.  (!o. 
to  send  the  series  of  baby  letters  on  Princess  carts  to 
these  homes.  The  folder  to  be  sent,  besides  describing 
the  carts,  has  a  blank  space  in  which  is  signed  the  local 
dealer's  name.  It  is  a  very  novel  idea  and  .should  in- 
duce inquiries  that  lead  to  siales. 


HOW  MANY  HIDES  HAS  A  COW? 

The  Du  Pont  Fabrikoid  Co..  Toronto,  has  just  issued 
an  attractive  and  interesting  booklet  on  "Fabrikoid  " 
Its  cover,  while  of  paper,  is  a  striking  reproduction  of 
leather.  It  shows  five  different  colors  and  grains  of 
fabrikoid.  The  information  in  the  booklet  is  of  great 
importance  to  anyone  who  is  thinking  of  purchasing 
or  making  anything  usually  made  of  or  upholstered 
with  leather.  Some  of  the  subjects  given  attention  are 
"How  many  hides  has  a  cow?",  "How  Du  Pont  Fabri- 
koid is  made,"  "Motor  quality  Fabrikoid  for  automo- 
biles," "Craftsman  quality  Fabrikoid  for  furniture  " 
"Fabrikoid  for  bookbinding,"  and  "Fabrikoid  dekoart 
and  muralart  for  walls."  The  booklet  is  well  printed 
and  illustrated  and  will  no  doubt  be  in  demand. 


ALBERTA  BUSINESS  MEN  AND  SMALL  DEBTS 

A  province-wide  campaign  on  the  part  of  the  Alberta 
branch  of  the  Retail  Merchants'  Association  of  Canada 
had  its  culmination  when  a  strong  deputation  of  busi- 
ness men  went  to  Edmonton  to  lay  their  views  anent  the 
proposed  Small  Debts  Act  and  also  on  the  proposed 
amendment  to  the  Mechanics'  Lien  Act,  before  the  At- 
torney-General. Tn  addition,  every  one  of  the  130 
branches  of  the  association  in  the  province  are  sending 
circulars  to  the  memliers  of  the  Ijegislature,  as  to  the 
business  men's  viewpoint  in  the  matter. 


WOULD  MISS  THE  PAPER. 

"Enclosed  you  will  find  my  dollar  for  the  World. 
It  is  just  another  ease  of  neglect  or  I  would  have  sent 
it  sooner.  Probably  if  the  World  had  stopiped  coming 
I  would  have  thought  of  it  sooner,  as  we  would  miss 
it  very  much. 

"I  like  your  straight  talks  to  the  dealer,  the  buyers 
and  to  the  clerks,  also  the  '  Made-in-Camiada '  write-ups. 
The  slogan  is  a  good  one,  and  it  is  certaiinly  having 
its  effect.  T  know  of  several  dealers  buying  Oanadian- 
made  goods  who  previously  bought  them  across  the 
line,  and  now  thait  they  have  tried  oitt  our  Canadian 
goods  they  are  better  satisfied,  and  custjomers  are 
asking  for  home-made  goods." 

W.  E.  DEETON, 

Belleville,  Out. 
Rep.  Knevhtel  Furniture  Co,  Ltd.,  Haaover,  Ont. 
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Tenders  For  Furniture  B 


usiness 


In  the  matter  of  the  Estate  of  the  late 
John  Leslie,  wholesale  and  retail  furni- 
ture merchant  of  the  City  of  Winnipeg 

As  Executors  of  the  Will  of  the  late  John  Leslie  the  undersigned 
invite  sealed  tenders  at  a  rate  on  the  dollar  for  the  stock-in-trade  of 

Leslie's  Furniture  Business 

Winnipeg 

as  per  stock  sheets  submitted,  consisting  of  high  class  furniture  of  every 
description,  design,  and  quality,  tapestries,  carpets,  curtains,  wallpapers, 
etc.,  together  with  the  workshop  equipment,  warehouse  and  office 
fittings,  etc.  A  lease  of  the  premises  for  a  term  of  years,  unexpired,  goes 
with  the  business. 

Included  in  this  will  be  the  goodwill  of  the  business,  which  has 
been  in  existence  for  over  quarter  of  a  century  and  which  is  recognized 
by  the  trade  from  the  Atlantic  to  the  Pacific  as  one  of  the  highest 
grade  and  best  conducted  businesses  west  of  the  Great  Lakes  and  the 
most  profitable  business  of  the  kind  in  Canada.  Tenders  will  be 
received  up  till  noon  of  Saturday,  8th  May,  1915. 

The  highest  or  any  tender  not  necessarily  accepted. 

The  Standard  Trusts  Company 

346  Main  Street,  WINNIPEG 
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POSTAGE  STAMPS  FOR  WAR  TAXES 

The  Canadian  Post  Office  Department  have  given 
notice  that  in  connection  with  the  War  Revenue  Act 
all  letters  and  postcards  mailed  in  Canada  for  delivery 
in  Canada,  the  United  States  or  Mexico,  and  letters 
mailed  in  Canada  for  delivery  in  the  United  Kingdom 
and  British  possessions  generally,  or  wherever  the  two- 
cent  rate  applied,  should,  in  addition  to  ordinary  post- 
age, carry  a  one  cent  stamp  as  a  war  tax,  and  also  that 
such  war  tax,  while  it  should  be  paid  preferably  by 
the  postage  stamp  marked  "War  Tax,"  could,  if  such 
stamp  were  not  available,  be  paid  by  an  ordinary  one 
cent  postage  stamp. 

The  department  has  also  issued  a  further  notice  to 
the  effect  that  postage  stamps  may  be  used  for  the  pre- 
payment of  war  duties  on  bank  cheques,  bills  of  ex- 
change, promissory  notes,  express  money  orders,  pro- 
prietary or  patent  medicines,  perfumery,  wines  or  cham- 
pagne, as  well  as  upon  letters  and  postcards,  postal 
notes  and  post  office  money  orders,  the  intention  being 
to  provide  facilities  in  those  portions  of  the  country 
where  excise  stamps  are  not  readily  available.  This, 
in  view  of  the  fact  that  postage  stamps  may  be  obtained 
at  all  points  over  the  whole  country,  in  many  places 
where  there  is  no  collector  of  inland  revenue  and  no 
inland  revenue  stamps  could  be  obtained,  is  a  distinct 
convenience  to  the  public,  and  no  doubt  will  be  largely 
taken  advantage  of. 


BEAUTIFUL  WOODEN  FURNITURE  CATALOGUE 

The  Stratford  Mfg.  Co.,  Ltd.,  Stratford,  Ont.,  have 
just  published  a  new  catalogue.  No.  5,  covering  their 
entire  "Made  in  Canada"  line.  First  place  is  given 
their  latest  line — kitchen  cabinets — five  of  these  items 
being  specially  illustrated  and  described.  These  cab- 
inets have  a  number  of  special  features,  but  in  all  of 
them  roominess  and  sanitariness  have  been  the  two 
features  most  emphasized. 

Besides  the  kitchen  cabinets  the  catalogue  describes 
and  illustrates,  some  of  them  in  color:  Kitchen 
tables,  ironing  boards,  clothes  driers,  bake  boards, 
gliding  settees,  lawn  swings,  step  ladder  chairs,  garden 
and  park  seats,  folding  and  lawn  chairs,  assembly  seats, 
folding  tables,  camp  stools  and  cots,  step,  extension  and 


single  ladders,  scaffolds,  ladder  brackets,  trestles,  and 
sectional  ladders. 

Owing  to  tariff  changes  the  company  have  found  it 
necessary  to  make  a  few  advances  in  prices  of  some 
lines  such  as  lawn  swings,  folding  chairs,  etc.  The  cata- 
logue has  been  mailed  to  the  trade,  but  if  any  dealer 
has  been  overlooked,  or  if  anyone  would  like  another 
catalogue,  a  postcard  will  send  one  on  its  way.  The 
cover  has  been  printed  in  red,  white,  and  blue,  and  the 
catalogue  is  encased  in  a  very  striking  and  attractive 
mailing  envelope. 


KNECHTEL  BROTHERS,  LTD.,  INCORPORATED 

Bertram  0.  Kneehtel,  Gordon  Knechtel,  Orland 
Knechtel  and  Solomon  Knechtel,  manufacturers,  and 
Margaret  Kneehtel,  all  of  Southampton,  have  received 
Dominion  incorporation  to  take  over  and  carry  on  the 
manufacturing  business  heretofore  carried  on  by  Sol- 
omon Knechtel,  under  the  registered  names  of  "The 
S.  Knechtel  Wood-Turning  Co."  and  "The  Southamp- 
ton Iron  Works,"  and  to  manufacture  and  trade  in 
machinery,  lumber,  furniture,  house  fittings,  and 
builders'  and  contractors'  supplies.  The  operations  of 
the  company  to  be  carried  on  under  the  name  of 
"Knechtel  Brothers,  Limited,"  with  a  capital  stock 
of  fifty  thousand  dollars. 


WAR  CONTRACT  TO  WESTERN  CONCERN 

The  Western  Tent  &  Mattress  Co.,  Calgary,  is  just 
completing  the  contract  for  6,000  kit-bags  for  the  Cana- 
dian Government,  secured  some  time  ago  through  the 
energy  of  R.  B.  Bennett,  K.C.,  M.P.,  and  it  is  expected 
that  an  order  for  a  large  quantity  of  mattresses  will  be 
forthcoming  shortly  from  the  same  source.  Within  a 
few  days  they  will  be  starting  also  on  another  order  for 
400  transport  wagon  covers  for  the  troops.  The  kit- 
bag  contract  meant  about  $4,000  to  the  firm  and  the 
wagon  covers  will  amount  to  about  $9,000. 


TO  MAKE  WINDOW  SHADES  AND  SUPPLIES 

Daly  &  Morin,  Ltd.,  Lachine,  Que.,  have  been  incor- 
porated at  Ottawa  to  make  and  sell  window  shades, 
curtain  poles  and  trimmings,  drapery  and  upholstered 
supplies.  The  capital  is  set  at  $.500,000.  W.  J.  Daly 
and  Albert  Morin,  Westmount,  Que.,  are  interested. 


Two  new  and  timely  plrfiiros.  mndp  hy  the  Phillips  Mfg.  Co..  Toronto.  The  first  is  entitled  "Do  Unto  Others,"  and  shows  a  nnrse  succoring  a 
wounded  soldier.  The  sec-mid  is  "Friends  and  Foes  Alike,"  and  shows  a  British  and  French  soldier  helping  a  wounded  German  to  the  hospital. 
These  pictures  are  two  of  a  set  of  four  dealing  v/ith  the  humane  side  of  the  war.  The  other  two  pictures  are  entitled  "In  Thee  We  Trust"  and 
"The  Good  Samaritan." 
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AddreM 


Dealers'  Aid  Department 

Columbia 

Graphophone 

Company 

365  Sorauren  Avenae 

Toronto 


The  Best  Advertisement 
For  Any  Furniture  Store ! 

A  Graf  onola  Department 


Think  of  the  number  of  people  who  will  drop  in  to  hear 
the  latest  records  played. 

Nearly  every  person  is  interested  in  music,  and  by  an- 
nouncing that  the  public  are  invited  to  visit  your  depart- 
ment some  afternoon  or  evening  to  hear  the  latest 
patriotic  songs,  solos  by  best  artists,  band  and  orchestra 
selections,  you  will  find  that  this  department  will  at- 
tract many  people  to  your  store  who  might  not  have 
been  otherwise. 

The  people  who  will  be  continually  buying  records  from 
you  are  of  the  best  in  your  vicinity,  and  it's  this  class  of 
trade  which  you  want  to  show  your  other  lines  to. 

You  can  interest  many  in  buying  a  Gfafonola  and  make  a  perma- 
nent customer  for  recordi,  Those  who  already  have  machines 
will  get  the  habit  of  dropping  in  for  a  new  record,  and  there 
is  good  profit  in  records  for  you. 

Test  out  the  advertising  value  of  this  department.  We  can  help 
you  to  secure  many  extra  dollars  and  build  up  permanent  cus- 
tomers. 

Write  us  to-day  and  let  us  send  you  particulars 
of  our  proposition  to  furniture  dealers  to  install 
a  Grafonola  Department. 


^Iii 
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Fast 
Service 
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TRADE  MARK 


"Quality"  Line 


Fair 
Prices 
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iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 


The  Newest  and  Best  in 

Polished  Oak  and  Mahogany  Caskets. 
Cloth  and  Plush  covered  Caskets.  Ex- 
clusive designs  in  the  latest  fashions  in 
Ladies*  Dresses,  Gentlemen's  Suits 
and  Casket  Linings.  Wesfield  Plate 
Hardware. 

No  less  a  feature  than  the  well  known 
"Evel"  Quality  is  our  prompt  and 
efficient  service.  Write  for  our  prices 
and  concentrate  on  the  *'  Evel  "  line. 

The  Evel  Casket  Company,  Ltd., 


Hamilton 


Ontario 


Has  no  affiliation  with  any  other  firm  in  the  Trade 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Hints  and  Helps 

B})  ^Professor  H.  S.  Eckels,  Dean  Eckels  College  of  Embalming, 
'Philadelphia.  'Pa. 

L.  S.  (Maine)  writes  that  he  has  had  two  bad  eases 
of  skin-slip  and  asks  the  cause.  One  ease  he  describes 
in  detail,  is  that  of  a  man  weighing  240  pounds  and 
in  which  he  states  he  injected  two  quarts  of  fluid, 
extra  strong,  and  a  pint  of  concentrated  fluid  undiluted 
in  the  cavities. 

L.  S.  should  undenstand,  and  so  should  every  person 
who  attempts  to  preserve  the  body,  that  embalming 
cannot  be  done  by  the  Faith  Cure. 

I  have  heard  of  a  number  of  well  authenticated  cases 
in  which  disease  has  been  cured  by  the  power  of  prayer. 
I  do  not  know  whether  It.  S.  invoked  aid  from  On  High 
or  not  in  this  case,  but  if  he  did  not,  he  certainly  should 
have  tried  it  because  under  no  circumstances  would 
the  amount  of  flui^|,ihe_used  do  the  work. 

It  is  totally  impossible  to  properly  embalm  a  body 
unless  the  bacteria  destroying  fluid  reaches  every  por- 
tion of  the  body  and  it  is  manifestly  impossible  for  the 
quantity  of  fluid  he  used  to  completely  saturate  a  body 
weighing  240  pounds. 

Had  this  quantity  of  a  concentrated  fluid  been  diluted 
with  a  much  greater  cjuantity  of  wafer,  he  would  have 
stood  some  chance  of  getting  the  preservative  elements 
disseminated  widely  enough  to  have  ensured  preserva- 
tion for  a  few  dayS' — in  other  words,  he  might  have 
held  the  body,  but  he  certainly  could  not  properly 
embalm  it  and  disinfect  it  with  this  quantity  of  fluid 
used  in  the  way  in  which  it  was  used. 

Skin-slip  is  a  symptom  of  putrefaction.  The  fatty 
juices  of  the  outer  layer  of  the  tissue  (superficial  facif 
become  rancid  in  the  earlier  stages  of  putrefaction  and 
the  lesions  that  attach  the  skin  to  this  covering  are 
destroyed  thereby — ^^hence  skin-slip.  An  excess  of  mois- 
ture is  observable  in  all  such  cases. 


A  correspondent  Avrites  of  a  failure  he  had  on  a  con- 
sumptive case  whei-e  death  ensued  after  a  six  weeks' 
illness.  He  used  the  normal  amount  of  fluid  and  appar- 
ently his  procedure  was  correct.  Rut  he  overlooked 
one  serious  point  and  that  was  that  the  disease  must 
have  been  very  acute  to  have  brought  about  death  in 
six  weeks.  This  would  suggest  lesions  of  the  lungs 
and  severe  hemorrhages  previous  to  death.  The  con- 
clusion is,  naturally,  that  there  must  have  been  serious 
leakages  of  the  fluid  and  that  the  circixlation  of  the 
fluid  could  not  be  as  perfect  in  such  a  body  as  in  a 
normal  one ;  and  although  the  body  might  be  consider- 
ably emaciated,  indicating  the  need  for  only  a  small 
quantity  of  fluid,  beeause  of  these  leakages  and  an 
imperfect  circulation  a  much  larger  amount  should 
have  been  used  even  than  is  stipulated  by  law^  in  some 
of  the  states  which  ordain  "not  less  than  one  gallon 
of  fluid  shall  be  used  for  a  body  weighing  150  pounds 


and  the  same  proportion  shall  be  maintained  if  the 
body  be  larger." 

In  such  a  case  in  which  an  abnormal  quantity  of  fluid 
would  have  to  be  injected  to  ensure  preservation,  the 
blood  should  be  carefully  drained  to  protect  against 
re-flushing  and  discoloration. 


An  Iowa  embalmer  writes  to  ask  what  is  meant  by 
over-embalming. 

I  should  interpret  over-embalming  as  the  use  of  too 
iiuich  or  too  strong  fluid.  It  manifests  itself  by  the 
swelling  of  the  face  and  eyes.  In  other  words,  puffing 
up  of  the  tissues  of  the  face  and  thereby  changing  the 
expression. 

Swelling  of  any  other  part  of  the  body  would  not  be 
an  important  matter  to  the  undertaker  in  embalming. 
T  might  add  that  as  such  splendid  results  have  been 
obtained  by  draining  the  blood  from  the  veins  during 
the  injection  of  the  fluid,  re-flushing  and  discoloration 
of  the  neck,  ears  and  face  are  no  longer  considered  as 
symptoms  of  over-embalming,  but  rather  as  evidence 
that  the  embalming  was  not  properly  done  and  that 
the  draining  of  the  blood  Was  not  successfully  carried 
out — ^^that  partial  embalming  only  was  performed. 


Undertakers  lay  entirely  too  little  S'tress  in  discuss- 
ing embalming  on  the  fact  that  it  affords  the  very  best 
protection  for  guests  and  relatives  attending  the  fun- 
eral. No  feature  of  the  undertaker's  work  is  quite  so 
important  as  this,  for  the  best  that  he  can  do  for  the 
dead  is  to  place  their  bodies  in  a  presentable  condition 
for  inspection  and  then  to  properly  inter  them.  To 
the  living,  however,  he  owes  an  obligation  far  more 
vital  and  one  which  he  too  often  overlooks. 

Every  dead  body  is  a  menace  to  hum'an  health. 
Often  even  an  embalmed  body  presents  certain  elements 
of  danger,  especially  immediately  after  the  fluid  has 
been  injected  and  before  it  has  had  the  chance  to  com- 
plete its  work  of  disinfection.  Even  the  fumigation 
of  the  death-chamber  is  of  little  avail  if  the  body  be 
left  in  an  unembalmed  or  imperfectly  embalmed  con- 
dition, because  the  germs  will  thrive  in  the  body,  re- 
populating  the  room  Avith  disease  unless  proper  pre- 
cautions are  taken. 

Most  undertakers,  especiall.y  in  the  more  progressive 
pai'ts  of  the  country,  take  embalming  as  a  matter  of 
course  and  go  ahead  with  the  work  Avithout  consulting 
the  family  on  the  matter  at  all.  I  even  have  known 
undertakers  to  embalm  a  body  Avhere  expressly  for- 
bidden to  do  so  and  T  am  not  sure  but  that  they  were 
morally  justified  in  the  action.  They  know  the  menaee 
that  lies  in  neglecting  this  precaution.  The  public  at 
large  have  not  been  taught  thoroug'hly  to  appreciate 
it. 

In  part,  this  is  the  undertaker's  own  fault  and  every 
progressive  man  would  do  well  to  take  space  in  the 
papers  to  lay  before  the  public  the  real  benefits  to  be 
obtained  by  embalming,  either  by  interviews  to  the  home 
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newspapers,  by  advertisements  in  the  papers,  by  book- 
lets discussing  the  professional  aspects  of  their  work 
or  by  any  other  means  that  would  educate  the  public 
along  these  lines. 

There  is  nothing  in  such  an  action  in  contravention 
of  the  code  of  ethics.  It  is,  indeed,  the  most  ethical 
kind  of  publicity  that  an  undertaker  could  invest  in 
and  would  do  much  to  dispel  objections  in  communi- 
ties where  embalming  is  not  invariably  practised. 


The  question  often  is  asked  why,  if  country  districts 
and  small  towns  arc  naturally  so  much  more  healthful 


An  antient  tomb — The  Ramleh,  Egypt. 


than  cities,  the  death  rate  is  not  invariably  lower. 

There  may  be  other  reasons  for  this  than  the  one 
I  am  about  to  cite,  but  I  am  sure  that  I  have  discovered 
at  least  one  of  the  contributing  causes. 

It  is  that  there  is  not  enough  post-mortem  work  done 
in  the  small  towns.  There  is  a  tendency  among  country 
physicians  to  rest  content  on  their  diplomas  and  to 
discontinue  their  research  work. 

For  this  the  undertaker  is  partially  responsible.  No 
one  physician  has  enough  work  along  post-mortem  lines 
to  make  it  desirable  or  necessary  for  him  to  install  a 
complete  outfit  for  such  work. 

Any  undertaker  handling  one  hundred  cases  a  year 
has,  however,  quite  sufficient  patronage  to  justify  him 
in  the  equipment  of  a  thoroughly  sanitary  morgue. 
This  he  can  use  for  his  own  work  and  for  the  embalm- 
ing of  such  bodies  are  are  removed  to  his  establishment 
for  preparation  and  still  be  free  to  offer  to  physicians 
desiring  to  do  research  work  the  use  of  the  morgue  for 
post-mortem  examinations. 

A  thoroughly  efjuipped  morgue  need  not  exceed  in 
cost  $150  to  $200.  The  undertaker  who  can  place  such 
an  operating  room  at  the  divsposal  of  the  medical  fra- 
ternity of  his  vicinity  can  feel  very  sure  that  his  estab- 
lishment will  be  recommended  by  every  physician  who 
wishes  an  opportunity  of  verifying  his  own  ante-mortem 
conclusions. 

To  be  able  to  do  this  would  put  the  physician  in  pos- 
session of  facts  which  would  tend  either  to  confirm  or 
disprove  his  diagnosis  as  the  case  might  be  and  un- 


questionably have  an  educational  effect  that  would  be 
far-reaching. 


No  feature  of  the  embalmer's  technique  during  the 
past  decade  has  attracted  wider  attention  or  incited 
deeper  interest  than  the  comparatively  new  sciences  of 
Ultra-Embalming  and  Derma-Surgery.  For  some  un- 
accountable reason  there  lurks  in  the  mind  of  many 
embalmers,  however,  the  thought  that  there  is  some- 
thing mysterious  and  even  exceedingly  difficult  in  this 
work. 

This  is  an  error,  of  course,  because  with  proper 
materials  both  Derma-Surgery  and  Ultra-Embalming 
are  exceedingly  simple  and  one  has  to  be  neither  a 
sculptor  nor  an  artist  to  be  able  to  do  effective  work. 

Of  course,  some  skill  in  sculpture  and  some  care  in 
tinting  is  needed  in  cases  where  the  entire  face  is 
crushed  or  destroyed.  But  any  undertaker  can,  with 
a  little  care  and  in  a  surprisingly  small  amount  of  time, 
improve  very  much  an  ordinary  accident  case.  In  con- 
sumptive and  other  emaciated  cases,  too,  there  is  a  wide 
field  for  the  practice  of  Ultra-Embalming.  The  outfit 
is  comparatively  simple,  costs  but  little  and  the  process 
consumes  only  a  few  minutes. 

Irreparable  damage  has  been  done  to  both  of  these 
practices,  unfortunately,  by  imperfect  outfits  hastily 
thrown  together  and  placed  upon  the  market  by  inex- 
perienced and  unscrupulous  manufacturers,  since  the 
very  best  outfits  made  cost  the  undertaker  very  little. 
He  who  is  wise  will  shun  all  outfits  offered  by  amateur 
manufacturers  or  unknown  chemists  (?). 


In  one  of  the  trade  journals  recently  I  noticed  some 
strictures  upon  the  method  I  have  long  followed  in 
handling  jaundice  and  similar  cases — that  is,  washing 


A  modern  tomb — The  Taj  Mahal.  India. 
The  Taj  Mahal,  built  in  the  middle  of  the  seventeenth  century  at 
.\gra.  India,  CJontains  the  remains  of  the  royal  lovers.  Shah  .Tehan  and 
the  wife  to  whose  memory  the  tomb  was  erected.  It  is  also  a  monument 
to  the  labor  of  20,000  workmen  for  seventeen  continuous  years,  and 
represents  an  expenditure  of  more  than  .$20,000,000.  It  is  approached 
through  a  gateway  140  feet  high  and  110  feet  wide — itself  a  beautiful 
structure.  Half  a  mile  from  this  gate  appears  the  Mausoleum,  at  the 
end  of  a  noble  avenue,  in  the  centre  of  which  runs  an  artificial  waterway 
constructed  wholly  of  marble.  This  Mausoleum  is  conceded  to  be  one 
of  the  most  perfect  specimens  of  architectural  beauty  in  the  world.  A 
tribute  to  love — the  same  love  that  is  experienced  by  human  beings  to 
this  day,  that  prompts  the  construction,  in  this  the  twentieth  century, 
of  marble  palaces  to  hold  the  mortal  remains  oi  loved  ones  passed  away. 
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Q^iT    Dominion  Manufacturers 

-  Limited  ~ 


SEMMENS  &  EVEL 


The  name  that  implies  Quality 
Goods  and  Prompt  Service  for  the 
modem  undertakers  in  high  grade 
funeral  furnishings 


No.  511 


Have  you  seen  our  line  of  steel  hardware? 
It*s  worth  your  investigation. 


WE  NEVER  MISS  A  TRAIN 


The  Semmens  &  Evel  Casket  Co.,  Limited 

Hcimilton  Winnipeg 

Telephones:  517,  3316.  Nighb  and  470  Ro»»  Avenue 

Sundayi,    517.  3319.  and  3353  Ckas.  Crouland,  Managet 
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First  1-X  •      •  It  if  C         *  Prompt 

Quality     Dominion  Manuracturers  sendee 


Limited 


OUR  LOCATION 


on  the  lines  of  three  great  railways  makes 
it  possible  for  us  to  give  quick  and 
efficient  service  to  dealers  all  over 
Canada. 


No.  431 


Our  large  w^ell  equipped  plant — Our  staff 
of  experienced  men  who  specialize  in 
packing  and  shipping,  and — The  well 
known  high  quality  of  our  lines  are 
features  which  are  invaluable  to  the 
particular  undertaker. 


The  National  Casket  Company,  Limited 

93-109  Niagara  Street  Telephones-Adelaide  454 

^  ^       .  Adelaide  455 

loronto     Ontario  North  5085 
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Q^aW     Dominion  Manufacturers  se^Te 

I  =  Limited  ~ 


GLOBE  CASKETS  and  CASKET 
HARDWARE  are  UNEQUALLED 


No.  69A  Panel 


Our  solid  Oak  and  Mahogany  Caskets 
and  Casket  Hardware  meet  every  de- 
mand in  design,  quality  and  finish. 

All  orders  executed  promptly  and  every 
care  is  used  in  packmg  and  shipping  to 
ensure  safe  delivery. 

Our  Service  to  Dealers  all  over  Canada  is  the  Best 

THE  GLOBE  CASKET  COMPANY 

LONDON  ONTARIO 
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First 
Quality 


Dominion  Manufacturers 


Prompt 
Service 


Limited 


Undertakers'  Supplies 

of  the  Highest  Quality 


The  D.W.T.  Line  of  High  Grade 
Undertakers*  Supplies  offers  you  a 
"Service"  which  can't  be  beat. 

Our  line  always  contains  the  newest 
and  best  for  the  undertaker  and  our 
goods  are  reliable. 


Teltphones  : 
ADELAIDE  434 
and  NORTH  5085 


D.  W.  Thompson  Co. 

Limited 

93-109  Niagara  St.,  Toronto 


Caskets,  Robes 
and  Linings 


We  can  supply  undertakers 
throughout  Canada  with 
the  best  for  every  purpose. 

Our  shipping  facilities  guar- 
antee you  perfect  deliveries. 


Write  or  phone  ua 
next  time 

James  S.  Elliott  &  Son 

Prescott  Ontario 


Best  Service  For 
Quebec  Undertakers 

Our  location  at  Three  Rivers, 
Que.,  allows  us  to  give  to 
undertakers  in  Quebec  and 
the  East  the  best  service 
possible. 

Our  plant  is  the  finest  and 
most  modem  in  Canada  and 
all  our  goods  are  guaranteed. 

GIRARD  &  GODIN 

Three  Rivers,  Que. 


Best  Quality 
Reasonable  Prices 


We  carry  a  complete 
line  of  Burial  Caskets, 
Hardware,  etc.,  and 
our  service  to  under- 
takers in  the  Maritime 
Provinces  is  unex- 
celled. 


Wm  tolicit  your  ordera  by  letter,  telegram 
or  telephone 


CHRISTIE  BROS.  &  CO. 

Amherst,  N.S. 
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out  the  artei'ies  (the  carotids  preferred)  with  wat-er 
and  the  after  injection  first  of  a  quantity  of  a  very 
mild  fluid  to  be  followed  by  a  stronger  injection  later. 

The  writer  may  be  correct  in  his  assertion  that  the 
process  is  useless,  but  if  so,  not  only  T,  but  those  who 
have  followed  my  method  are  very  bsdly  mistaken. 

I  never  have  claimed  that  it  is  absolute  and  in  every 
case  will  eradicate  every  sign  of  jaundice.  In  most 
cases  it  will,  especially  where  a  peroxide  of  hydrogen 
fluid  is  used ;  but  I  can  say  that  T  never  have  seen  and 
never  have  heard  of  a  case  in  which  my  jaundice  method 
did  not  produce  a  remarkable  improvement,  and  com- 
paratively few  in  which  the  objectionable  yellow  or 
green  color  was  not  totally  eliminated. 

Results  are  better  tban  theory  and  I  suggest  that 
the  undertaker  has  only  to  try  this  method  to  prove 
its  merits.  To  those  who  are  not  familiar  with  the  pro- 
cess, I  should  be  glad  to  send  a  detailed  description 
upon  request. 

COFFINS  AND  ACCESSORIES  IN  BRAZIL. 

(By  Julius  Gr.  Lay,  Rio  de  Janeiro.) 

All  coffins  used  in  Brazil  are  made  of  half-inch  pine 
lumber,  very  frail  and  simple  in  structure.  Coffins 
used  for  the  burial  of  Brazilians  are  covered  with  cloth, 
black  for  adults,  violet  for  women,  and  crimson  or  blue 
for  children;  those  used  by  the  English  here  are  always 
covered  Avith  black  cloth  on  the  outside,  with  white 
trimmings  for  sngle  persons.  The  colored  cloths  used 
for  Brazilians  are  either  plain  or  fancy,  and  are  lined 
with  gold  braid,  according  to  the  means  of  the  family 
burying  the  deceased  person.  Coffins  are  lined  w\i]\ 
white  or  cream  cotton  or  linen,  except  some  of  the  finn 
ones,  which  are  lined  with  velvet. 

Metal  used  in  caskets  is  limited  to  those  which  are 


hermetically  sealed.  These  caskets  are  made  of  polished 
native  wood,  cedar,  jacaranda,  or  rosewood,  and  are 
manufactured  solely  by  a  firm  in  Rio  de  Janeiro. 

The  entire  inside  of  these  caskets  is  lined  with  lead 
and  hermetically  sealed,  with  a  partial  glass  top  to  per- 
mit a  view  of  the  bust  of  the  deceased  person.  The  use 
of  these  caskets  locally  is  very  limited,  owing  to  the 
cost — about  $1,000 — but  they  must  be  used  when  bodies 
are  sent  to  other  countries.  The  trimmings  are  always 
finer  than  those  of  coffins,  and  consist  of  silk  linings 
and  tassels,  which  are  at  present  imported  from  Eng- 
land.  Only  embalmed  bodies  are  placed  in  these  caskets. 


HOW  IODINE  IS  OBTAINED. 

Iodine  is  obtained  from  the  half-fused  ash  of  dried 
seaweeds.  The  weed  is  burned,  the  saline  residue  is 
dissolved  with  water,  and  the  solution  thus  obtained 
is  concentrated  in  order  to  precipitate  sodium  chloride 
and  potassium  sulphate  and  chloride.  This  is  effected 
by  a  current  of  chlorine  gas,  which  is  turned  off  as  soon 
as  the  bromide  begins  to  be  precipitated.  The  sub- 
stance thus  obtained  is  distilled  in  earthen  retorts  and. 
condensed  in  cold  earthen  vessels. 


GHOSTS  CAUSED  HIS  DEATH 

Driven  insane  by  the  constant  appearance  in  his 
visions  of  the  spectral  faces  of  the  dead,  among  Avhose 
bodies  he  had  worked  for  thirty  years,  Frederick 
"Weidner,  known  as  "'Fritz  of  the  Morgue,"  ended  his 
life  in  his  home  at  Philadelphia  recently.  Hiis  body 
was  sent  to  the  morgue,  where  the  greater  part  of  his 
life  in  this  country  had  been  passed.  Since  "Fritz" 
lost  his  position  a  year  ago  he  had  been  a  changed 
man. 


Champion  Embalming  Fluid 

IS  the  Very  Best 

Our  knowledge  and  experience  in  the  compounding  of  a  first- 
class  and  reliable  fluid  makes  it  safe  for  you  to  rely  on  "Champion." 

For  over  thirty-five  years  we  have  been  diligently  laboring  to  com- 
pound a  fiuid  that  will  give  the  best  possible  results  in  the  greatest 
number  of  cases. 

The  proof  of  our  success  is  the  great  and  constantly  increasing 
demand  for  Champion.    This  demand  has  been  much  greater  each 
successive  year  since  1878. 
Priced  as  follows: 

$18.00  per  case  of  24—16  oz.  Bottles 

There  is  No  Duty  to  pay  on  Champion  Fluid. 
It  is  manufactured  and  shipped  from  our  Canadian  plant. 

Send  Order  Direct  to 

The  Champion  Chemical  Company 

Springfield,  Ohio 


lOOVo  PUfie  CHEMICALS 

paitti  tosHcit  iinci 
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Things  Embalmers  should  Remember 

By  "Dr.  Wm.  Carpenter 

There  is  about  5  per  cent,  of  fat  in  the  average  body. 
The  free  blood  of  a  dead  body  is  that  which  can  be 
removed. 

No  disease,  with  the  possible  exception  of  syphilis,  is 
hereditary. 

Alcohol  is  not  a  disinfectant,  yet  it  is  the  best  pre- 
servative known. 

There  are  about  two  gallons  of  blood  in  a  body 
weighing  200  pounds. 

Disinfectants  are  effective  only  in  the  presence  of 
plenty  of  moisture. 

The  apex  of  the  beart  is  downward,  points  to  the 
front,  and  to  the  left. 

The  proportion  of  blood  to  the  weight  of  the,  body  is 
about  1 -13. 

The  average  weight  of  the  brain  in  males  is  49  ounces, 
in  females,  44  ounces. 

Childre]!  inherit  characteristics  of  both  parents,  but 
do  not  inherit  their  diseases. 

The  mediastinal  space  is  that  part  of  the  chest  cav- 
ity not  occupied  by  the  lungs. 

Chloride  of  lime  must  always  be  fresh  to  be  an  effect- 
ive disinfectant  or  deodorant. 

Gases  formed  in  dead  bodies  are  due  to  saprophytic 
bacteria  of  the  fermentative  variety. 

Sulphur  has  the  endorsement  of  an  ancient  heritage 
as  an  agent  for  disinfecting  purposes. 

Under  any  process  of  disinfecting  rooms  the  tempera- 
ture should  not  be  less  than  80  degrees  P. 

The  sooner  the  blood  is  removed  from  a  dead  body 
the  better  the  result,  both  sanitary  and  cosmetic. 

Bacteriologists  who  make  it  a  business  of  isolating 
bacteria  are  able  to  describe  from  1,200  to  1.400  vari- 
eties. 

Specific  diseases  are  those  which  are  due  to  a  special 
kind  of  bacteria  and  produce  only  that  kind  of  a  dis- 
ease. 

A  cyanotic  condition  is  where  the  venous  blood  is  not' 
relieved  of  its  carbonic  acid,  giving  the  body  a  bluish 
color. 

Children  born  of  tubercular  parentage  have  a  pre- 
disposition to  tuberculosis,  but  do  not  inherit  the  dis- 
ease from  their  parents. 

Sulphuric  acid  liberated  from  burning  sulphur  in 
the  presence  of  water  destroys  all  metal  surfaces  and 
ruins  all  delicate  fabrics. 

Not  until  1876  was  it  known  that  a  single  variety  of 
bacteria  would  produce  the  same  kind  of  a  disease  un- 
der any  and  all  conditions. 

Chlorine  gas  is  an  effective  disinfectant  when  used  in 
the  form  of  chloride  of  lime,  made  into  a  solution  and 
mixed  with  infected  material. 


MARKET  FOR  COFFINS  IN  BRAZIL 

Foreign  manufacturers  cannot  compete  with  the 
local  article  in  Brazil  in  the  sale  of  cofifins,  owing  to 
the  simplicity  and  plainness  of  those  most  used,  and 
the  high  customs  duties.  American  manufacturers, 
however,  may  find  a  sale  for  white  and  cream  silk  lin- 
ings and  tassels  for  caskets,  tin  filigree  for  outside 
decoration  and  to  cover  the  screws  used.  This  tin  fili- 
gree now  comes  from  England  in  long  strips  or  rolls 
ajid  is  about  two  inches  wide.  Because  of  the  few 
caskets  used  the  demand  for  this  product  is  insignifi- 


cant. There  is  a  market  for  coffin  handles,  ranging 
in  quality  from  the  very  simplest  painted  iron  handles 
to  the  finer  grades  of  polished  metallic  bar  handles. 
Most  of  the  handles  for  this  market  are  now  imported 
from  the  United  States. 

There  is  a  good  opportunity  for  manufacturers  to 
enter  this  field  in  furnishing  gold  trimmings  for  cof- 
fins. The  officials  at  the  Santa  Casa  da  Misericordia 
have  been  interviewed  and  state  that  it  is  simply  a 
question  of  price ;  and  that  if  these  braids  can  be  sup- 
plied by  American  manufacturers  at  lower  prices  than 
they  are  now  furnished  by  the  French,  they  would  be 
willing  to  change.  Samples  should  be  submitted  and 
in  all  eases  correspondence  should  be  conducted  in  the 
Portuguese  language.  It  is  readily  conceivable  that  a 
considerable  business  is  to  be  had  if  the  right  prices 
can  be  made,  as  the  better  coffins  are  literally  covered 
with  this  gold  braid. 

For  business  with  coffin  manufacturers  beyond  the 
jurisdiction  of  the  Santa  Casa  da  Misericordia,  but  in 
the  Rio  de  Janeiro  consular  district,  correspondence 
should  be  directed  in  Portuguese  to  Casa  Sucena,  Ave- 
nida  Rio  Branco,  76-86,  Rio  de  Janeiro,  Brazil. 


THE  REAL  THING. 

The  cub  repoi-ter  saw  a  liearse  start  away  from  a 
house  at  the  head  of  a  funeral  procession. 

"Who's  dead?"  he  inquired  of  the  corner  store- 
keeper, who  was  standing  near  his  door,  gazing  at  the 
conveyances. 

"Chon  Schmidt." 

"John  Smith!"  exclaimed  the  cub.  "You  don't  mean 
to  say  John  Smith  is  dead?" 

"Veil,  by  golly,"  said  the  grocer,  "vot  you  dink  dey 
doing  mit  him — practising?" 


PROFESSIONAL  NOTES 

The  contract  for  the  building  of  a  new  morgue  in 
connection  with  R.  J.  Reid's  furniture  and  undertaking 
establishment  at  Kingston,  Ont.,  has  been  let.  The 
morgue  will  be  easily  the  most  up-to-date  in  Canada  in 
every  respect.  "White  cement  and  white  enamel  will 
constitute  the  interior  and  the  doors  and  windows  will 
be  fitted  with  prism  glass.  It  will  be  the  first  of  its 
kind  in  Kingston  and  but  speaks  of  the  growth  of  the 
business  of  which  R.  J.  Reid  is  head.  The  plumbing 
will  be  done  by  Taylor  &  Hamilton  ;  the  mason  work 
by  Harry  Watts;  carpenter  work  by  Mr.  Peters,  and 
Savage  &  Wightman  will  do  the  painting.  Everything 
will  be  according  to  the  most  sanitary  lines  and  the 
building  will  be  proof  against  rodents,  etc. 

Slater  &  "Vance  have  sold  their  undertaking  business 
at  WaterdoAvn. 

I.  Watkinson,  formerly  of  Brandon  and  Saskatoon, 
has  taken  over  the  business  of  Colin  Wood,  at  Port 
Arthur,  Ont. 


BIPLANE  AS  A  HEARSE. 

Ivan  Sopornowski.  a  millionaire  of  St.  Petersburg. 
Russia,  who  during  his  life  refused  to  even  enter  an 
automobile,  inserted  a  clause  in  his  Avill  beqi;eathing 
$100,000  to  any  airman  who  would  convey  his  coffin  to 
the  graveside  in  an  aeroplane.  A  young  aviator  named 
Posoff  undertook  the  task.  He  placed  the  coffin  in  his 
biplane,  flew  to  the  cemetery  with  the  body,  and  made 
such  a  bad  landing  at  the  grave  that  he  nearly  killed 
himself.  Sopornowski 's  relatives  reluctantly  paid  him 
the  $100,000  out  of  the  estate. 
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Dominion  Casket  Co.,  Limited 


Telephones  : 


f  Day  No.  1 020.  Niehtt,  Snndays 
Land  Holidays  Nos.  1069-1101 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


Our  designs  are  the  latest.  The  quality 
of  our  goods  is  the  best.  Shipping 
facilities  from  our  factory  are  such  that 
we  can  supply  your  requirements  days, 
nights  and  Sundays.  Try  us  and  you  will 
be  convinced  that  our  service  is  right. 


No.  368 


PL.ANT"  OF  

C  \\'\nA  C'ASklT 


A  new  line  of  Un- 
dertakers' Supplies 
from  our  modem  and 
well  equipped  plant. 

Casl^ets 

Robes 

Linings 

Casl^et- 

Hardware 

Etc. 

Prompt  Service 
Day  and  Night 


Write  for  our  New 
Calendar- Booklet 


Canada  Casket  Company,  Limited 


Wiarton,  Ontario 


Toronto  Office  :  309-10-11  Confederation  Life  Building 
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The  Origin  of  Some  Funeral  Customs 

Prom  " Mciiiiiers,  Customs,  and  Observances,"  an  in- 
teresting old  book  publisiicd  in  Ensjland,  are  taken  the 
following  ])aragraphs  i-elating  1o  Ihe  origin  of  man.y 
customs  relating  to  dealii  and  funerals  which  still  sur- 
vive at  the  present  day  : 

The  custom  of  flying  a  flag  at  half  mast  as  a  mark 
of  mourning  and  respect  arose  out  of  the  old  luival  and 
inilitary  ])racticc  of  lowering  the  flag  as  a  sign  of  sub- 
mission in  time  of  War.  The  van(|uished  always  lower- 
ed his  flag  while  the  victor  fluttered  his  own  flag  above 
it  from  the  same  sitatT.  To  lower  a  flag,  therefore,  is,  a 
token  of  respect  to  one's  superior,  and  a  signal  of 
mourning  and  distress. 

Tolling  the  church  bells  on  the  death  of  a  distinguish- 
ed person  arose  out  of  the  passing  bell  formerly  tolled 
in  the  parish  church,  the  moment  any  member  of  the 
congi-egation  passed  away,  to  invite  the  prayers  of  all 
the  other  parishioners  for  the  repose  of  his  soul,  and 
also  to  drive  away  wicked  spirits,  who  could  not  bear 
to  hear  the  sound. 

Why  does  the  judge  in  a  criminal  court  assume  the 
black  cap  when  pronouncing  sentence  of  death?  This 
is  because  the  covering  of  the  head  from  the  earliest 
times  has  been  regarded  as  a  sign  of  mourning.  Numer- 
ous examples  of  this  o^ccur  in  the  Sci'ii)turcs  and  in  the 
classics,  and  in  modern  literature.  "The  ancient  Eng- 
lish," says  Dudley  Fosbrooke,  in  his  monumental  work 
on  archaeology,  "drew  their  hoods  over  their  heads  at 
funerals."  We  also  read  in  Peck's  "Di.ssertata  Curi- 
osa"  of  the  congregation,  a  very  great  one,  sitting  in 
the  choir  to  hear  the  funeral  sermon,  "all  covered,"  at 
the  burial  of  Bishop  Cox  in  Ely  Cathedral  in  the  year 
ir)81.  Not  only  do  the  Jews  keep  their  hats  on  their 
heads  at  funerals,  but  in  some  countries  they  still  wear 
black  caps  at  weddijigs.  in  token  of  mourning  for  the 
destruction  of  the  temple.  Another  reason  is  that  the 
black  cap  forms  part  of  the  full  dress  of  a  judge  which 
\^  worn  only  on  extraordinary  occasions.  When  the 
Lord  Mayor  is  presented  in  the  Court  of  Excliequer  on 
the  9th  of  November,  the  judges  receive  him  with  their 
heads  so  covered. 

The  black  flag  hoisted  upon  prison  walls  as  a  signal 
that  the  last  sentence  of  the  law  has  been  carried  out. 
was  first  employed  by  Tamerlane  Khan,  of  the  Tartars, 
in  the  fourteenth  century.  Whenever  a  beleaguered  city 
refused  to  surrender  after  a  certain  period,  he  display- 
ed a  black  flag,  to  proclaim  that  "the  time  for  mercy  is 
now  past,  and  the  city  is  given  to  destruction." 

Widows'  caps  are  accounted  for  in  this  way.  The 
ICgyptians  and  Greeks  shaved  off  their  beards  and  cut 
off  their  hair  in  times  of  mourning.  The  Romans  did 
not  cultivate  beards,  but  cutting  off  the  hair  as  a  sign  of 
m'Ourning  was  common  to  both  sexes.  To  supply  the 
want  of  a  natural  head  covering,  the  men  Avore  wigs 
and  the  women  caps.  This  practice  fell  into  disuse  af- 
ter the  Romans  aibandoned  Britain ;  nevertheless  wid- 
ows studiously  concealed  their  hair  during  the  whole 
period  of  mourning. 

The  piece  of  crepe  worn  on  the  sleeve,  which  has  lat- 
terly superseded  the  hat  band  as  a  sign  of  mourning,  is 
derived  from  the  scarf  tied  by  each  "sovereign  lady" 
round  the  left  arm  of  her  chosen  knight,  in  the  days  of 
chivalry,  to  bind  him  to  her  faithful  service.  No  good 
knight  and  true  was  ever  known  to  part  with  his  lady's 
kerchief  except  at  the  cost  of  his  life. — Cemetery  Beau- 
tiful. 


BUYS  COFFINS  TO  SUIT  HERSELF 

"And  when  the  good  Ijord  fleems  it  advisable  to  call 
me  from  this  worbl.  He  shall  not  find  me  unprepared." 

In  this  wa.y  Mrs.  Elizabeth  Watt,  85  years  old,  ex- 
plained the  presence  in  the  parlor  of  her  little  home,  on 
the  top  floor  of  No.  450  West  Forty-second  St.,  New 
York  City,  of  an  expensive  mahogany  eotfin. 

"Why'did  T  buy  it?"  she  said.  "Before  the  death 
of  my  husband,  Andrew,  twenty  years  ago,  we  had 
saved  up  (juite  a  bit  of  money.  T  have  still  some  of 
it.  Certain  of  my  husband's  relatives  have  been  trying 
to  get  it  away  from  me,  and  1  know  that  when  I  die 
they  will  get  it  T  came  to  the  conclusion  that  if  I 
wanted  to  make  certain  of  decent  burial,  I  would  have 
to  see  to  it  myself  before  f  died.  Therefore,  I  visited 
an  undei'taker  and  had  the  coffin  brought  to  the  house. 
Isn't  it  beautiful?" 


AN  UNTIDY  "UNDERTAKER" 

A  grocer  in  a  certain  city  recently  ])urehased  an 
undertaking  business.  Not  being  competent  to  pre- 
pare bodies  for  interment,  he  has  to  employ  those  who 
are.  He  is,  however,  anxious  to  become  competent,  and 
when  he  gets  an  order  to  conduct  a  funeral,  he  accom- 
panies his  men  to  the  home  of  the  deceased.  But  un- 
fortunately he  has  not  yet  learned  that  a  clean  and 
tidy  ajipearance  is  one  of  the  requisites  of  an  up-to-date 
undertaker.  As  a  matter  of  fact  an  untidy  appearance 
is  this  particular  man's  outstanding  characteristic. 
His  employes  are  naturally  somewhat  ashamed  when 
he  accompanies  them,  but  they  swallow  their  chagrin 
and  say  nothing. 

Some  candid  friend  should  give  him  a  bath  and  a 
few  lessons  in  the  art  of  neatness. 


THE  THRIFTY  WIDOW 

The  following  is  from  one  of  the  country  weeklies: 
iVIr.  Editor:  I  desire  to  thank  the  friends  and  neigh- 
bors most  heartily  in  this  manner  for  their  co-operation 
(hiring  tiie  illness  and  death  of  my  late  husband  who 
escaped  from  me  by  the  hand  of  Death  last  Saturday. 
To  my  fi'iends  and  all  who  contributed  toward  making 
the  last  minutes  comfortable  and  the  funeral  a  success. 
1  desire  to  remember  most  kindly,  hoping  that  these 
few  lines  will  find  them  enjoying  the  same  blessing.  T 
have  also  a  good  milch  cow  and  a  roan  gelding  horse 
eight  years  old  which  I  will  sell  cheap.  God  moves  in 
a  mysterious  way  His  wonders  to  perform.  He  plants 
His  footsteps  on  the  sea  and  rides  upon  the  storm.  Also 
black  and  white  shoat  cheap. 


It  is  a  standing  shame  against  the  humanity  of  the 
present  day  that  no  provision  is  made  for  the  proper 
enclosure  of  the  remains  of  the  brave  fellows  who  lose 
their  lives  in  battles.  As  for  centuries  past,  the  bodies 
of  those  who  are  slain  in  the  great  battles  are  gathered 
together  in  rows  and  buried  in  long  trenches,  without 
ceremony,  and  often  without  even  the  formality  of 
rolling  in  a  blanket.  Even  in  some  cases  the  bodies  are 
gathered  together  in  piles  and  biirned.  Along  with  the 
agitation  for  the  proper  burial  of  those  who  die  on  ship- 
board in  mid-ocean,  should  be  carried  a  provision  that 
caskets  should  be  provided  for  the  encasement  of  those 
who  give  up  their  lives  for  their  country.  No  attempt 
has  ever  been  carried  out  for  the  embalment  of  the 
dead  on  the  battlefield,  although  this  would  relieve  the 
situation  of  much  danger  to  the  living  and  nuMital  .suf- 
fering for  the  friends  who  might  thus  hope  to  secure 
the  remains  at  some  time  in  the  future,  for  more  decent 
interment. — Western  Undertaker. 
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Patronize  The  Line  of 
^^Established  Quality^' 

The  features  of  the  Central  Line  are  features  that  make  good  business  everywhere — 
honest  quality,  fair  prices  and  efficient,  prompt  service.    We  specialize  on 

Mahogany^  Oak,  Plush  and 
Cloth  Covered  Caskets 

We  can  also  supply  anything  desired  in  Casket  Linings,  Burial  Robes,  and  a  general 
line  of  Undertakers'  Supplies. 

Orders  given  our  Canadian  Representative,  or  sent  to  our  factory 
at  Bridgeburg  by  mail,  telegraph  or  telephone  will  receive  prompt 
attention. 

CENTRAL  CASKET  COMPANY 


1    Bridgeburg,  Ont. 


Telephone  126 


RO  FT'l  *  1  Canadian  Representative :  = 
.    O.    r  lint   241  Fern  Ave.,  Toronto  M 

Telephone  Parkdale  3257 


RE-Concentrated  DIOXIN 

Contains  more  ounces  of  preservation  to  the  bottle  than  any  other  fluid 
ever  manufactured.  Each  sixteen  ounce  bottle  will  make  a  full  g-allon 
of   fluid    of   standard    strength.       RE-Concentrated    Dioxin,   in  fact 


Is  DOUBLE  DIOXIN  - 

Double  in  strength,  double  m  preservation,  double 
in  cosmetic  effect  %nd  double  in  satisfaction.  The 
embalmer  who  uses  it,  therefore,  pays  for  the 
very  best  fluid  chemical  science  can  provide  only 

at  Half  the  Usual  Cost 

Let  us  send  you  a  trial  shipment  under  our  most 
liberal  guarantee — if  you  try  it  and  don't  like  it 
ship  back  what  remains.  We  will  pay  freight 
both  ways  and  will  make  no  charge  for  fluid 
used  in  trial. 


We  Strongly  Urge 

That  you  take  advantage  of  this  opportunity  to 
put  to  a  test  this  famous  double-base  fluid — 
either  purified  formaldehyde  or  peroxide  of  hydro- 
gen, according  to  the  quantity  of  water  you  add. 

An  Immediate  Order 

Will  insure  your  getting  the  fluid  promptly  and 
putting  its  preservative  and  cosmetic  properties 
to  a  test.  It  costs  no  more  than  concentrated 
fluid,  is  much  better  and  decidedly  more  econ- 
omical. 


Send  it  To-day !   NOW ! 


HQ  "Frr^T^tHTQ  91t  r^OTVT'P  a  ISTV  i922  arch  street,  Philadelphia,  Pa. 
•         J-'^aVi_,i^o  Oc  v^WiVlrriiN  I    241  fern  avenue,  Toronto,  Canada. 
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Conditions  Produced  by  Drowning 

By  Professor  Charles  A.  Renouard 

The  external  appearance  of  the  body  where  death  is 
the  result  of  drowning  presents  many  peculiar  condi- 
tions caused  by  the  generally  gorged  venous  system 
containing  dark-colored  blood.  The  blood,  while  of  a 
dark  color,  is  usually  found  liquid  for  a  number  of 
hours  after  death.  This  rule  may  be  altered  by  finding 
the  blood  coagulated  in  some  eases,  but  it  is  generally 
liquid  in  the  cases  of  those  who  go  into  the  water  living 
and  die  by  drowning. 

The  epiglottis  is  found  to  be  raised,  the  windpipe, 
bronchial  and  small  air  tubes  in  a  recently  drowned 
subject  are  filled  more  or  less  with  water  as  a  result 
of  the  last  violent  efforts  of  breathing,  when  the  mouth 
has  sunk  below  the  level  of  the  water.  Many  embalm- 
ers  labor  under  the  idea  that  the  lungs  contain  large 
quantities  of  liquid,  but  this  is  not  the  ease,  as  these 
tubes  usually  hold  from  four  to  eight  ounces,  and  they 
are  not  always  filled.  The  stomach  will  also  be  found 
to  contain  water,  which  enters  this  organ  by  the  act  of 
swallowing  during  the  struggle  for  life.  The  quantity 
is  subject  to  great  variation,  sometimes  being  large  and 
at  other  times  small,  and  in  some  cases  no  water  is  to 
be  found. 

The  absence  of  water  may  indicate  a  rapid  death,  as 
there  could  have  been  no  power  to  swallow,  as  in  the 
case  where  death  was  caused  and  the  body  afterwards 
thrown  in  the  water. 

In  many  cases  where  recovery  of  the  body  takes 
place  shortly  after  drowning,  the  external  appearance 
does  not  differ  from  an  ordinary  case  of  death,  except 
as  regards  the  gorged  condition  of  the  arteries  and 
veins.  In  those  cases  where  the  body  is  submerged  in 
the  water,  the  process  of  putrefaction  takes  place  more 
slowly  than  in  the  atmosphere,  owing  to  the  low  tem- 
perature and  the  free  access  of  air  being  cut  off.  The 
skin  covering  the  palms  of  the  hands  and  soles  of  the 
feet  is  found  thickened  and  white,  especially  when  the 
body  has  remained  in  the  water  several  days.  Owing 
to  this  cause,  ecchymosis  and  other  marks  of  violence 
during  life  are  not  always  apparent  in  a  body  recently 
removed  from  the  water,  for  it  is  only  when  the  skin 
has  lost  the  greater  part  of  tb-^  water  by  evaporation 
that  ecchymosis  and  other  marks  of  violence  begin  to 
show  themselves. 

The  influence  of  air  upon  the  skin  of  a  body  which 
has  been  submerged  for  some  days  is  chiefly  seen  after 
its  removal  from  the  water  especially  in  the  face  and 
chest.  In  a  few  hours,  if  the  temperature  of  the  atmos- 
phere is  moderately  high,  the  face  will  be  found  bloat- 
ed and  either  livid,  black,  or  reddish  purple.  The  fea- 
tures are  often  so  distorted  that  they  cannot  be  recog- 
nized by  even  those  who  knew  them  intimately  during 
life.  The  change  chiefly  consists  in  the  skin  becoming 
first  livid  brown  and  afterwards  passing  to  a  deep 
green. 

When  putrefaction  takes  place  in  bodies  which  have 
been  lying  in  water  the  discoloration  of  the  skin  is  first 
seen  in  the  face  and  lower  part  of  the  neck.  It  then 
spreads,  successively,  over  the  shoulders,  chest,  abdo- 
men and  legs.  In  bodies  exposed  to  air,  the  discolora- 
tion is  first  seen  on  the  abdomen,  arid  then  spreads  to 
the  chest,  neck,  face,  upper  and  lower  limbs.  These 
discolorations  are  chiefiy  apparent  in  those  parts  which 
are  freely  exposed  to  the  atmosphere.  They  are  not 
commonly  found  on  surfaces  which  have  been  in  close 
contact,  as  in  the  armpits,  upper  and  lower  limbs,  when 
the  former  have  been  closely  applied  to  the  sides  of  the 
body,  and  the  latter  have  remained  in  close  proximity 


to  each  other.  For  the  same  reason  the  discolorations 
are  not  commonly  met  with  at  the  back  of  the  body 
or  on  those  parts  which  have  been  closely  wrapped  in 
clothes. 

Gaseous  putrefaction  takes  place  in  bodies  immersed 
in  water,  as  well  as  in  those  exposed  to  the  air.  The 
abdomen,  chest,  and  cellular  membrane  beneath  the 
skin  are  thereby  distended,  the  body  acquires  buoyancy 
and  rises  to  the  surface.  It  re(iuires  but  a  very  .slight 
expansion  of  the  cavity  of  the  abdomen  for  this  effect 
to  follow,  since  the  human  body  is  only  slightly  heavier 
than  its  bulk  of  water. 

The  position  in  which  the  dead  human  body  floats 
is  commonly  with  the  abdomen  or  back  on  the  surface 
and  the  head  with  the  upper  and  lower  extremities  de- 
pending. The  period  of  time  required  for  the  body 
to  rise  to  the  surface  from  gaseous  putrefaction  must 
depend  on  many  circumstances.  It  is  stated  to  happen 
usually  from  the  third  to  fifth  day  after  death  from 
submersion.  The  gases  may  be  then  liberated  and  the 
body  will  sink,  they  may  again  generate,  and  it  will 
again  rise  to  the  surface. 

The  temperature  of  the  water  in  which  the  body  is 
submerged  exerts  a  powerful  influence  upon  the  genera- 
tion of  gas,  and  consequently  the  great  length  of  time 
elapsing  before  the  body  makes  its  appearance  upon 
the  surface  of  the  water.  In  one  instance  this  condition 
was  drawn  to  my  attention  in  the  case  of  a  'longshore- 
man who,  while  intoxicated,  fell  into  the  river.  This 
body  was  not  recovered  for  six  days,  when  it  was  found 
to  have  the  same  appearance,  with  the  exception  of  the 
head,  neck,  and  upper  part  of  the  chest,  which  was 
badly  discolored — the  same  appearance  as  if  it  had 
been  placed  in  cold  storage  for  that  length  of  time. 

The  cause  of  this  discoloration  on  the  upper  parts  of 
the  body  was  the  result  of  the  position  the 
body  occupied  in  the  water,  for  when  the  body 
was  found  it  was  sticking  in  the  mud  head  first,  which 
caused  the  gravitation  of  blood  to  these  parts,  produc- 
ing the  above-mentioned  discoloration.  The  season  of 
the  year  in  which  the  above-mentioned  ease  was  exam- 
ined was  in  summer,  and  the  weather  very  warm,  the 
temperature  of  the  water  at  the  bottom  of  the  river 
must  have  been  quite  low  in  order  to  retard  putre- 
faction. 

The  discoloration  above  mentioned  was  easily  remov- 
ed by  the  use  of  the  improved  basilic  vein  tube,  and 
the  injection  of  fluid  that  changed  the  color  of  the 
blood  upon  contact  to  a  light  pink  color,  thus  impart- 
ing a  natural  color.  And  while  the  body  was  flexible 
it  was  kept  in  perfect  condition  for  six  days. 

If  *'\e  body  has  been  submerged  for  some  weeks  or 
months,  or  has  remained  exposed  for  a  considerable 
length  of  time  before  being  found,  the  skin  will  be 
found  of  a  dark  blue,  black,  or  green  color,  the  muscles 
soft  and  discolored,  or  the  fatty  parts  may  have  Veen 
converted  into  adipocere.  The  blood  becomes  decom- 
posed, acquires  a  darker  color,  and  produces  conges- 
tion in  the  brain,  lungs,  right  side  of  the  heart,  and 
other  parts  of  the  body.  The  superficial  and  deep-seat- 
ed veins  will  be  gorged  with  blood.  The  superficial 
veins  will  be  plainly  visible,  and  discoloration,  as 
the  result  of  putrefaction,  will  first  manifest  itself  in 
their  immediate  vicinity  quicker  than  in  other  parts  of 
the  body. 

The  removal  of  blood  and  the  washing  of  the  arteries 
will  relieve  this  condition;  while  the  injection  of  fluid 
into  the  discolored  parts  with  the  cutaneous  and  parie- 
tal needle  will  quickly  restore  this  green  skin  to  its  na- 
tural color.  The  cavity  work  must  always  be  done  with 
the  utmost  care  in  this  case. — The  Casket. 
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ONTARIO 

AmherstTjurg — 
J.  H.  Sutton. 

Aurora — 

Dunham,  Cliarles. 

Barrie — 

Smith,  G.  G.,  &  Co. 

Bobcaygeon — 
Byng,  G.  C. 
Bracebridge — 

Kins-ey,  W.  W.,  'Phone  54. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Brooklin — 

Disney,  R.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 
Campb^lford— 

Irwin,  James. 
Campden — 

Hamsel,  Albion. 
Clinton — 

Walker,  Wesley. 

Cobalt — 

McNabb  &  Co.,  Ltd.,  J.  C. 

Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.    'Phone  68. 
Dutton — 

Schultz,  B.  L. 

Elmira — 

Dreisinger,  Chris. 

Fenelon  Falls — 

Deyman,  L.,  &  Son. 

Fenwick — 
H.  A.  Metier. 

Fergus — 

Armstrong,  M.  F. 

Thomison,  John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

MicLay  &  Muiuro. 
Hamilton — 

Green  Bros.,  124  King  St  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Normian. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 


Ihwood — 

Lorriman,  E.  S. 
Kemptville — 

McOaughey,  Geo.  A. 
Kenora — 

Horn  &  Tiaylior. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Lakelield —  ^ 

Hendren,  Geo.  G. 

Lucknow — 

A.  T.  Davison.   'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  Scflraett. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wlilson,  J.  R. 
North  Bay — 

Miartyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wais'on.    'Phone  40. 

Oakwood — CMardposa  Station 
G.T.R.)  Wilmot  F.  Webster. 

Ohsweken —  ^ 

Johnson,  F.  L. 
Orillia — 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 
Luke  Bros. 
Ottawa — 

Ch.  R.  Woodburn,  586  Bank 
St.  Tel.  Oarling  600  and 
1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  HUl— 

Foster  &  McPhee. 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Oollin  Wood,  36  Arthur  St. 

Morris,  A. 

Prescott — 

Rankin,  H.,  &  Son. 

Benfrew — 

O'Connor,  Wtm. 
St.  Catharines — 

Grabb  Bros. 

144-146  St.  Paul  St. 
St.  Marys — 

L.  A.  Ball. 

N".  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 

Holmes,  S.  T. 


Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.   'Phone  102. 

Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 
Henry,  J.  G. 
Moyle,  J.  E. 
Toronto — 

Cobbledick,    N.    B.,  2068 

Queen  St.  East  and  1508 

Danforth    Ave.  Private 

Ambulance. 
Rlapor,  Wiashington,  Fleury 

Burial  Co.,  731  Queen  St. 

East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
boume  St. 
Vaneamp,  J.  C,  30  Bloor  St. 
West. 
Waterloo — 

Klipper  Undertaking  Co. 
Welland— 

Patterson  &  Dast. 
Sutherland,  G.  W. 
Woodstock — 

Meadowis,  T.  &  Sons. 
Mack,  Paul. 
Wingham — 
Currie,  R.  A 
alker,  J. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Ju'dson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Oadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Giougeon,  Jos. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Joniah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Go. 
Halifax — 

Sniow  &  Co.,  90  Argyle  St. 


Sydney  Mines — 

D.  A.  McRae,  Clyde  Ave. 

Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 

MANITOBA 

Brandon — 

Oamipbell  &  Campibell. 
Vincent  &  McPherson. 

Souris — 

McCulloch,  Wm. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 

Bardal,    A.    S.,    834  Sher- 

brooke  St. 
Thompson,  J.  C,  501  Main. 
Clark-Leatherdale  Co.,  Ltd., 

232  Kennedy  St. 

SASKATCHEWAN 

Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Yioung,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfo'ot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 

Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Hiaynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


Every  Furniture  Manufacturer 

install?  new  equipment  in  his  plant  from  time  to  time— 
the  old  must  go !  There  is  a  way  to  dispose  of  it — econ- 
omically and  etFectively.   Let's  tell  you 

Canadian  Furniture  World,  ^^^igNxo 
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Keystone  Hedding  Co  i.f.c. 

Knechtcl  Furniturn  Co..  Iti 

Kohn.  .1.  &  J  .10 

L 

Lloyd  Maiiufactui  ing  Co  17 

Legg  Bros   IS 

M 

McLagan  Furniture  (  o.,(ieo   ft 

Mundell,  J.  C.  &  Co  i.f.c 

N 

N.  A.  Bent  Chair  Co   S 

N.  A.  Furniture  Co   8 

0 

Old  Hickory  Chair  Co   14 

Onward  Manufacturing  Co  12 

S 

Shaw  Correspondence  School  17 

Sidway  Mercantile  Co   8 

.Standard  Trusts  Co  ■S7 

Stratford  Chair  Co   7 

Stratford  Mfg.  Co  15 

Stratford  Davenport  Co  13 

T 

Textileather  Co   i.b.c. 

W 

Waller  &  Co.,  B  54 

Want  ad.s  54 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertioa 
Four  lines  once  for  $1.00.  three 
times  for  $2.00. 

Cash  nnust  accompany  the  order 
No  accounts  booked. 

MINIMUM  50  CENTS 


FOR  SALE — LiffTit  amljulance  in  froofl  fomlition,  ]iole  and 
shafts.    A|>|.ly  R.  .1.  Craij;-,  i:!57  Quppii  St.  W..  Toi-oiito,  Out. 


FOR  SATjE — Blaek  heaise,  sqinare  fflass,  good  shapo,  at  a 
liarjjiain.  I'hoto  on  a'])i>lication  to  W.  C.  Browne  &  Son,  Alvin- 
ton,  Ont. 


WANTED — Commission  salesmen  to  handle  a  well  known 
line  of  folding  go-carts  in  the  following  provinces:'  British 
Columbia,  Alberta,  Saskatchewan,.  Mianitoha.,  and  Ontario. 
Would  like  to  hear  from  anyone  interested  in  taking  this  line 
on  com.mission  for  a.ny  part  of  this  territory.  Reply  with  refer- 
ences, to  Box  134,  Canadiian  Furniture  World.  151513 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongeit  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 

Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  np  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  than  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  is  equipped  with  Special  Machinery 
which  enables  us  to  make  SLI DES,— BETTER  and 
CHEAPER  than  the  furniture  manufacturer. 


Canadian  Table  makers  are  rapidly 
adopting  WABASH  SLIDES 

D  ( They  ELIMINATE  SLIDE  TROUBLES 

D6Ca.USe«Are  CHEAPER  and  BETTER 


Reduced  Costs 
Increased  Out-put 


BY  USING 

WABASH 

SLIDES 


Made  by 


B.  WALTER  &  CO. 


Wabash,  Ind. 


Thm  Larettt  EXCLUSIVE  TABLE-SLIDE  Manufacturer* 
in  America 

ESTABUSHED-1887 


May,  1915 
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Textileather— 

An  artificial  leather  that  gives  bet- 
ter service  than  any  other  furniture 
covering  made.    All  shades. 


Textileather 


Possesses  all  the  characteristics  of  genuine  solid  leather, 
w^ears  longer  and  costs  much  less. 


IVrilc  for  a  sample 
of  Textileather  and  put 
it  to  the  test.  Jlddress: 


212  Fifth  Avenue 
New   York  City 

or  Frank  Schmidt,  Berlin,  Ontario 


Textileather  Co. 


Show  Business  Courage 

A  world  crisis  must  affect  every  country. 

While  this  continent  is  not  the  theatre  of  war,  Canada,  being  an  integral 
part  of  the  Empire  body,  feels  the  jerk  of  the  strong  arm  that  wields  the  sword. 

But  times  need  not  be  hard  unless  we  make  them  so.  Millions  of  Dollars 
are  being  spent  in  Canada  for  war  supplies  and  foodstuffs.  That  money  will 
circulate  in  Canada. 

Canada's  biggest  customers  and  her  largest  sources  of  supply  are  Great 
Britain  and  United  States.  Her  total  trade,  import  and  export,  with  these  two 
countries  for  eleven  months  in  1914,  amounted  to  $885,323,025  against  $134,352,- 
029  with  all  the  rest  of  the  world.  And  $550,000,000  of  the  first  figure  was 
business  with  our  next  door  neighbor.  Over  fourteen  millions  in  imports  came 
from  Germany  last  year.  Much  of  this  business  will  go  to  Canadian  firms  now. 
Our  crops  will  be  good.  Our  farmers  will  have  money  because  of  a  ready 
market  and  good  prices.  We  have  immense  natural  resources,  unlimited  food 
supplies  and  a  peaceful  neighbor.   Canada  is  in  good  shape.   Keep  her  sound. 

Talk  business,  not  war,  and  we  will  be  displaying  the  truest  patriotism. 


From  Cosmopolitan  Magazine  May  Issue 

III  Nation-Wide  Special  Sale  lil 

Ostermoor 

[Till  May  30th  only] 

*23.i2  Hotel  Style  Mattress  *16.S2 


REGULAR 


SPECIAL 


4  feet  6  inches  wide  by  6  feet  3  inches  long— weighing  50  pounds. 

A  Mattress  Bargain  For  You ! 

Built  (not  stuffed)  layer-wise,  in  the  Ostermoor  way,  and  nincli 
better  even  than  the  regular  Ostermoor. 

They  contain  !)  pounds  more  hand-laid,  sheeted  filling_than  regular, 
and  are  much  thicker,  plumper,  softer  and  even  more  luxuriously 
comfortable.  Coverings  are  the  finest,  most  durable  and  most 
expensive  tickings  made,  with  dust-proof  satin  finish. 
Finished  with  boxed  borders,  bound  edges,  round  corners  and 
close  tuftings,  their  construction  is  both  the  daintiest  and  most 
substantial  possible. 

Regular  Price,  $23.50   Madeineither    Special  Price,  $16.50 

 S  LZ.   One  or  Two  parts  — £-  —i-  

DELIVERED  ANYWHERE 

Act  quickly  now,  while  the  opportunity  lasts.  ?:ven  thoiigh  you  have  no  imme- 
diate use  for  a  mattress  now,  we  know  you  will  never  regret  your  purchase  of  so 
real  a  bargain.  We  are  so  sure  of  pleasitig  you,  we  sell  it  with  our  guarantee  of 
"Money  back  if  not  satisfied"  during  thirty  clays'  trial. 

All  genuine  Ostermoor  Mattresses  have  the  name  worked  in  every  bit  of  the  edge 
binding  — be  sure  to  .see  it  when  buying. 
Mattrcs.scs  are  shipped  carefully  wrapped 
In  leatlierette  paper  and  burlap.  They 
come  to  you  directly  from  our  work-room, 
ab.solutely  untouched  and  unhandied.  A 
postal  brings  you  our  Free  Book  descriptive 
of  Mattresses,  Springs,  Cushions,  Divans, 
AC,  and  Samples  of  Coverings.  Write  now. 

OSTERMOOR  81  CO., 

NEW  YORK 

Canadian  Agents 

Alaska  Feather  A  Down  Co.,  Limited 


The  Ostermoor  Mattress  is  made  in  Canada  by  the  Alaska  Feather 
&  Down  Co.  Limited.  We  have  made  arrangements  with  them  which 
enable  us  to  give  our  customers  the  benefit  of  the  above  unusual 
Bargain  at  New  York  prices,  notwithstanding  the  extra  war  taxes. 
All  Ostermoor  guarantees  are  endorsed  by  us.  See  this  and  our 
other  up-to-date  Bargains  on  our  floors  to-day. 


THIS  SPECIAL  OFFER  AND  CUT  IS  MADE  TO 
OSTERMOOR  AGENTS  FOR  THE  MONTH  OF  MAY 


Alaska  Feather  &  Down  Co.,  Limited 

Montreal 


Vol.  5    No.  6 


JUNE,  1915 


FUKNITUSE^ORW 
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Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

Who  also  Publish  :  The  Retail  Grocer  and  Prooisioner,   The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-  Worker,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse,  Motoring 


Exclusive  Designs 

IS  AN  IMPORTANT  FEATURE  OF 

Stratford  Chairs 


The  designing  in  Stratford  Chairs, 
with  their  many  other  excellent  sale 
creating  advantages,  has  always 
proven  a  popular  subject  for  admira- 
tion both  with  the  dealer  and  the 
ultimate  user. 

Write  us  about  our  inexpensive  line 
of  dining  room  and  bedroom  furni- 
ture.   It  is  a  line  which  is  well 
worth  your  investigation. 


STRATFORD  CHAIR 

COMPANY,  LIMITED 

STRATFORD  -  ONTARIO 


CANADIAN  FIIRNITURIO  WORTiT)  AND  THE  rXDERTAKER 


June.  IDl.") 


On  page  22  of  our  new  catalogue  you  may  see  the  settee  to  match  this  chair  and  rocker,  also  an  un- 
usually low-priced  library  table,  making  a  living-room  suite  which  is  proving  even  more  popular  than 
we  anticipated.  If  you  have  not  received  a  copy  of  the  catalogue  let  us  send  you  one.  You'll  find  it 
interesting — and  profitable. 


3lnl|n  d.  Mun&pU  $c  (Ha.,  tairi 

ELORA  -  ONTARIO 


The  hygienic  principle  is 
the  most  pronounced  factor 
in  bedding  sales.  Antiseptic 
Bedding  attains  the  highest 
degree  of  excellence  in  all 
that  is  healthful  and  resting. 


Antiseptic 
Bedding 


The  close  attention  we  pay  to 
tfie  wearing  qualities  of  Anti 
septic  Bedding  guarantees  per- 
fect sa  isfac  ion  in  every  sale,  yet 
tfie  prices  are  low  enough  to  be 
popular  with  the  great  middle 
class  of  people. 


The 


Antiseptic  Bedding  Company 


187-189  Parliament  Street 
Toronto,  Ont. 


Write  for  prices 
and  complete  in- 
formation cov- 
ering our  lines. 


June,  1915 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room' 
Pallor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholitered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office. 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  CheSoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered'  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports. 


Make  the 
Chimney  Draw 


^  If  the  fire  of  trade  in  your  store  is  not 
burning  brightly  you  should  endeavor  to 
discover  the  reason. 

^  Possibly  your  advertising  is  not  aggres- 
sive enough,  or  along  the  right  lines. 
May  be  the  lines  of  furniture  on  your 
floor  could  be  made  more  appealing  to 
your  customers. 

^  This  is  an  excellent  time  to  go  over 
your  stock  and  clean  out  the  unsaleable 
articles  and  prepare  the  way  for  such 
attractive  and  fast  selling  lines  as  are 
offered  to  you  by  the  group  of  furniture 
manufacturers  who  make  Stratford  their 
headquarters. 

^  Year  after  year  our  circle  of  customers  in- 
creases, and  the  oft  repeated  orders  placed 
with  Stratford  manufacturers  by  cu6tomers  cf 
many  years'  standing  is  an  evidence  of  our  desire 
to  produce  the  highest  possible  quality  of  goods 
at  the  price  asked  and  to  back  this  up  with  the 
best  service  in  packing  and  shipping. 


A  glance  over  the  accompanying  direct- 
ory will  show  a  wide  variety  of  furniture 
"Made  in  Stratford,  Canada",  which  can 
be  shipped  in  mixed  carloads  when  desired 
by  customers  in  Western  Canada. 
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BUY  THE  ELMIRA  LINE 


Aside  from  our  large  line  of 
Chairs  we  have  a  good  assort- 
ment of  tables  for  Library,  Den 
or  Bedroom,  Card  and  Writing 
Tables. 

Order  by  Mail 

We  carry  large  stocks  of  all  our  lines 
and  mail  orders  secure  our  prompt  and 
careful    attention.    Get  our  catalog. 

THE  ELMIRA  LINE 


The  Elmira  Furniture  Company,  Limited 

Elmira  -  Ontario 


MADE  IN  CANADA 


Business  Expansion  in  Sight 


Canada  has  stood  the  shock  of  war — of  business 
depression  following  the  collapse  of  a  boom  in 
Western  real  estate. 

Business  has  been  contracted  all  along  the  line. 
Railways,  Banks,  and  even  Governments  as  well 
as  ordinary  business  houses  have  had  to  re- 
arrange their  basis  of  financing"  because  of 
reduced  earnings. 

The  turn  of  the  tide  has  come.  Bank  clearings 
are  increasing ;  railway  net  earnings  are  better ; 
factories  that  were  shut  down  are  starting  oper- 
ations again ;  the  farmers  of  Canada  have  from 
20  to  25  per  cent,  larger  acreage  under  crop 
and  prices  will  be  higher  than  for  years,  even 
if  the  war  is  ended  before  harvest. 
This  means  that  furniture  dealers  in  the  cities, 
the  towns  and  the  villages  of  Canada  will  do 
a  bigger  business  this  year  than  last,  next  year 
than  this. 

Furthermore,  stocks  on  retailers'  floors  are 
low;  lower  than  for  ten  years. 


Not  only  will  the  retailers  do  a  bigger  business 
but  they  will  be  increasing  their  stocks. 

Start  a  Campaign  for 
Bigger  Business 

Now  is  the  time  to  consider  the  question  of 
advertising  your  goods  to  Canadian  furniture 
dealers  for  an  increased  fall  trade. 

The  Canadian 
Furniture  World  is 
the  Medium 

through  which  you  can  reach  the  live-wires  in 
the  furniture  trade  all  over  Canada. 
Ask  us  for  rates  on  advertising  space. 


COMMERCIAL  PRESS  LIMITED,  32  COLBORNE  ST.,  TORONTO 
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McLagan  Parlor 
Furniture 


The  McLagan  line  of  parlor 
furniture  is  the  best  and  most 
extensive  line  offered  to  the 
trade  in  Canada. 

If  you  are  not  now  handling 
the  "McLagan"  line  it  is  time 
you  got  in  touch  with  us. 


DESIGNS 
of 
MERIT 


Write  Us  To-da^ 
THE 

GEORGE  McLAGAN 

FURNITURE  CO.,  LTD. 

STRATFORD  ONTARIO 


HIGH-CLASS 
in 

QUALITY 
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The  bed  with  a 
Reputation 


Klndd  line  of  Divanettes  and  De 
Luxe  Davenports,  contain  just  the 
qualifications  you've  wanted  for 
dominating  the  Divanelte  and 
Parlor  Bed  business  in  your 
community. 

There  is  everything  in  these  beds 
to  do  it. 

The  mndtt  name,  worth  more 
than  could  be  accurately  computed, 
as  a  merchandising  "assist." 

The  ISlndet  quality. 

The  HQnd^t  principle  of  con- 
struction. 

And  all  at  a  price  that  makes  it 
possible  to  meet  every  financial 
and  taste  demand. 


The  Kndel  Bed 

Company,  Limited 

TORONTO         :-:  ONTARIO 


Sanitary  Mattresses 


REST  CURE 

REGAL 

FOREST 


^  Three  of  our  well  known  brands  of  felt 
Mattresses  that  contain  quality  which  will 
guarantee  your  customers  the  best  of 
satisfaction. 

^  Our  combination  Mattresses  include : — 
Hair  and  Felt,  Keystone,  Erie  Rest  and 
other  lower  grades  of  mixed  Mattresses. 


LOOK  FOR  THIS  TRADE  MARK  ON 
YOUR  MATTRESSES  AND  PILLOWS 


Health 


WARRANTED 


^  h  has  taken  years  of  careful  study  to 
bring  these  mattresses  to  their  present 
state  of  perfection,  and  in  the  opinion  of 
experts  they  embody  superior  quality 
seldom  found  in  Mattresses  sold  at  the 
same  price. 

^  You  are  assured  of  a  good  profit  and 
satisfied  customers  if  you  handle  the 
"Keystone  Line"  of  Mattresses  and 
Pillows. 

^  Our  Feather  Pillows  are  thoroughly 
sterilized  and  positively  dustless. 

^  All  our  goods  are  guaranteed.  Return- 
able if  not  as  represented. 


Keystone  Bedding  Co. 


London 


Ontario 


June,  1915 
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The  Globe -Wernicke  Line  is  Complete 

^  The  advantage  of  Securing  Complete  Lines  From  a  Single  Source  is  of  Great 
Importance  to  the  Dealer.  The  Globe- Wernicke  Company  is  the  Single  Source 
Which  Can  Furnish  You  Complete  Lines. 

^  Globe  Wernicke  Sectional  Bookcases  are  supplied  in  many  designs  and  finishes  to 
harmonize  with  the  furnishings  of  any  room  at  the  home  or  office. 


rmr 


^0 


i 'f^'ik^'^  '■ 1  f^^" ""'•'^ -vssir-^y^ — 1  -  / 


^  Made  in  the  Following  Styles  in  Several  Woods  and  Many  Finishes : 


Colonial  Style 
Art  Mission  Style 
Ideal  Style 
Utility  Style 


Sheraton  Style 
Mission  Style 
Standard  Style 


LINK  UP  WITH  THE  GLOBE- WERNICKE  WORLD  WIDE  PUBLICITY. 


STRATFORD 


ONTARIO 
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The  Most  Attractive  Line 


Ever  on  the  market  in  Canada 

^  Notable  and  distinctive  in  design — 
exceptionally  fine  construction,  em- 
bodying many  points  of  merit  at 
prices  which  enable  the  dealer  to 
meet  the  demand  of  his  trade. 

€|  In  every  point,  construction,  durability 
and  appearance,  it  is  at  least  the 
equal  of  the  imported  goods  you  have 
been  buying  and  the  prices  will  suit 
you  well. 

Write  U8  for  prices. 

The  North  American  Bent  Chair  Company 

LIMITED 

Owen  Sound  Ontario 


No.  1830 


The  Sidway  Sellers  for  1915 


\Vill  soon  be  shown  to  your  buyer.  You  know  the  success  you  have  had  with  the  Allwin 
and  Sidway  of  past  seasons.  The  new  line  represents  all  the  features  which  made  that 
success  plus  NEW  DKSIGNS,  IMPROVEMENTS  that  will  to  the  mother  and 

help  the  baby  and  VALUES  which  spell  substantial  profits  fdi-  the  ilcilei'.  Don't  handicap 
your  baby  carriage  department  by  ahnsty  selection.    Awnit  tlie  <-all  from 


Our   Canadian  Sales 
Organization 


Canadian  Factory,  Coderich,  Ontario, 


F.  R.  HODGENS,  Manager 


REPRESENTATIVES 
In  Quebec,  J.  J.  Neander,  97  Drummond  St.,  Montreal. 
In  Ontario,  C.  A.  Coryell,  llS  Wells  .'Street,  Toronto. 

In  Manitoba,  Saskatchewan  and  Albert.a,  Miller  Morse  Hardware  Co.,  Winnipeg. 
British  Columbia,  C  onkey  Bros.,  Vancouver.  ^   _ 

Sidway  Mercantile  Co.,  Elkhart,  Ind. 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


''STORE  MANAGEMENT  COMPLETE^' 

272  p.,e.       ONL  Y  ONE  DOLLAR     13  ch.pt.r. 

Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 


COMMERCIAL  PRESS,  Ltd.,  32  Colbome  St.,  Toronto 
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Living  Room  Furniture 

of  Sterling  Merit 


The  Farquharson-Gifford  line  of  Davenports  and 
Upholstered  Furniture  contain  real  merit  and  it 
will  pay  you  to  get  in  touch  with  us. 

The  attractive  appearance,  wearing  qualities  and 
easy  operation  of  F-G  Davenports  and  Divanettes 
will  make  them  popular  with  your  customers. 


No.  1001 


Made  in  select  quartered  Oak  and  Mahogany. 
Divanette  style  No.  1001 


FARQUHARSON-GIFFORD  CO.,  LIMITED 

STRATFORD  -  ONTARIO 


WHEN  ORDERING  DAVENPORT  BEDS  FROM 
STRATFORD,  REMEMBER  TO  ORDER  F-G 
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GIVE  YOUR  CUSTOMERS  THE  BEST  IN  BED  SPRINGS 

The  Royal  Patent  Twin  Link  Spring 


Guaranteed  Ten  Years 


The  most  comfoftable,  noiseless,  and  lightest  Bed  Spring 
of  this  character  ever  devised. 

Small  mesh  openings,  longitudinal  double  wire  links  of  just  the  proper 
size  for  flexibility,  resilience,  comfort  and  strength.  There  are  no 
loose  connecting  links  cross-wise  to  become  displaced  and  noisy. 
The  straight  pull  of  the  twin  links  on  the  helical  springs  means  great 
comfort  for  both  occupants  of  a  double  bed  a*  there  can  be  no 
sagging  whatever.     Write  for  our  Bool^let. 

The  Canadian  Feather  &  Mattress  Co.,  Limited 


TORONTO 


OTTAWA 


No.  4306 


The  Charm  of  Good 

Bentwood  Furniture 

Is  to  find  that  every  screw  is  countersunk  flush  with  the 
surface ;  every  joint  and  seam  is  rubbed  down  to  a  smooth, 
perfect  finish. 

Every  leg  is  braced  with  a  curved  piece  that  insures  absolute 
strength,  and  you  never  find  a  rickety,  wobbly  Kohn  Bentwood  Chair. 

IVrite  To-da^for  Catalog 

Jacob  &  Josef  Kohn,  Incorporated 

215-219  Victoria  St.  TORONTO 


No.  119iB 


|F  you  know  a  Furniture  Dealer  or  Funeral 

^  Director  in  Canada  who  is  not  receiving  the  Canadian 
Furniture  World  and  The  Undertaker  as  a  subscriber  you 

will  favor  the  publishers  by  sending  the  address  to  32  Colborne  St.,  Toronto. 


June,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


11 


Perfection's  Pinnacle 


^  Many  strive  for  it — none  reach  it,  but 
it's  the  striving  that's  making  the  Stratford 
Line  of  Revolving  Seat  Bed  Davenports, 
the  most  popular  line  in  Canada. 

^  Our  slogan  is  "Stratford  Quality"  and  it's 
just  another  way  of  saying  "BEST". 


^■f  *  i|  ^ 


^  The  Stratford  Line  is  made  by  men  who 
have  had  many  years'  experience  in  manu- 
facturing Revolving  Seal  Bed  Davenports, 
and  offers  you  a  wide  range  of  designs, 
finishes  and  coverings. 


The  Stratford  Davenport  Company,  Limited 

Stratford  -  Ontario 
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Lee-Burrell, 

Rex, 
Regent  and 
Invictus  Mattresses 


Whichever  grade  you  buy  you 
are  assured  the  best  value  for 
the  money  you  can  possibly 
secure. 

Made  up  in  layers  of  pure,  re- 
silient cotton  felt,  and  encased 
in  a  strong  attractive  ticking. 

These  mattresses  are  abso- 
lutely sanitary  and  durable, 
and  the  methods  adapted  m 
"Make  Up"  ensure  the  maxi- 
mum comfort. 

While  the  economic  admin- 
istration of  our  plant  does  not 
permit  the  use  of  cheap  or 
inferior  materials,  it  enables  us 
to  cut  overhead  expenses  and 
so  offer  the  trade  high  grade 
mattresses  at  reasonably  low^ 
prices. 

Send  for  prices  to-day 

Standard  Bedding  Co. 

27-29  Da  vies  Ave.,  Toronto 


Elmira  "Special" 
Lines 


Cuts  shown  here  illustrate  two  of  the  high 
standard  Special  lines  which  are  included 
in  the  Elmira  line. 

Besides  our  well  known  lines  of  Mantels, 
Desks  and  Parlor  Frames,  we  are  manu- 
facturing   a    most    satisfactory    line  of 
"Specials"  such  as : — 

Costumiers 
Magazine  Stands 
Telephone  Stands 
Waste  Paper 

Baskets 

and  other  manufac- 
tures of  wood. 


IVrite  us  to-day 
for  injor  motion 
of  our  full  line. 


THE 


Elmira  Interior  Woodwork  Co., 


LIMITED 


Elmira 

C.  P.  R. 


Ontario 
G.  T.  R. 
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Rattan  Furniture 
Unequalled  in  Quality 


The  Imperial  Line  of  Rattan 
Furniture  possesses  everlast- 
ing qualities  which  you  will 
find  in  no  other  line. 


Imperial  Rattan  Company,  Limited 

Stratford  Ontario 


Stratford  Camp  Furniture 

Always  Satisfies 

You  cannot  go  wrong  when  you  order  "Stratford" 
Camp  Furniture.  It  is  most  satisfactory  in  every  way 
and  will  last  under  exceptional  usage. 
Send  your  order  in  now.  Your  customers  will  soon  be 
wanting  this  class  of  goods. 

Our  line  of  Folding  Tables  and  all  kinds  of  Folding 
Chairs  for  camp  purposes  also  contains  the  best  of  quality. 

The  Stratford  Manufacturing  Co.,  Limited 


Makers  of  Ladders,  Lawn  Swings,  Bayer's  Gliding  Settees,  Folding 
Chairs  and  Tables,  Chairs  for  Assembl}^  Seating,  Lawn,  Camp  and 
Verandah  Furniture,  Kitchen  Cabinets,  Woodenware  Park  Seats,  etc. 


STRATFORD 


ONTARIO 


WRITE  FOR 
OUR  NEW 
CATALOGUE 
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These  Cabinets  will  be 

GREAT  SELLERS 


Besides  possessing  new  and  exclusive  features 
of  fjr-(';it  importance  to  the  housewife,  these 
"Knechtel"  Cabinets  are  being  advertised  ex- 
tensively in  the  leading  home  papers  and  maga- 
zines of  the  country. 

We  also  provide  dealers  with  a  complete  set  of 
explanatory  show  cards  for  window  displays. 
Line  up  with  the  "Knechtel"  line  and  make 
your  next  six  months  a  record  breaker. 


No.  67,  plain  oak.  Open. 


The  above  trade  mark  stands  for  "the  best  Cab- 
inet in  America  for  Canadians." 


Some  of  the  Features  that 
make  the  sale. 

Improved  cylindrical  flour  bin  (patented) 
with  sifter  attached.    Tilts  forward  for  fill- 
ing, and  has  heavy  bent  glass  front  6  ins.  by 
12  ins.  to  show  contents.    Ts  removable  for 
cleaning.    Has  no  corners  for  flour  to  stick 
and  become  mouldy. 
Glass  sugar  bin  in  swinging  bracket. 
Crystal  glass  Coffee,  Tea,  and  five  Spice  Jars 
with  nickelplated  screw  tops. 
Order  form  pad  and  daily  reminder. 
Handy  racks  on  door  for  holding  extract 
bottles,  etc. 

Large  roomy  cupboard  for  storing  cooking 
utensils,  packages,  etc.  Has  a  shelf  across 
the  back. 

Complete  set  of  high-grade  bearing  casters. 
Nickelplated  towel  or  linen  holder  on  left 
gable. 

Bottom  sliding  tray  allowing  contents  to  be 
drawn  with  easy  reach. 

Nickeloid  sliding  extension  top.  Has  a  gut- 
ter at  the  back  to  drain  off  any  licpiids  acci- 
dently  spilled,  thus  preventing  same  from 
entering  inside  of  the  cabinet. 


No.  38,  plain  oak.  Open. 


KNECHTEL  KITCHEN  CABINET  CO. 


HANOVER 


ONTARIO 
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Stock  Weis-Knechtel  Sectional  Book- 
cases and  get  some  New  Business. 


Our  Enamelled  Bedroom  Suites  are 
"  Everyday  Sellers." 


KnechteFs  Empire 
Mahogany  Still  Leads 


No.  53%  Suite,  see  catalog  pages  44  and  45. 


IVe  refer  with  pride  to  our  Empire  Mahogany  finish, 
we  are  told  and  we  beHeve  that  it  is  the  best  imi- 
tation of  genuine  mahogany  on  the  Canadian  market. 
The  deep  reddish  brown  tone  and  rich  satin  finish 
match  perfectly  the  finest  genuine  mahogany,  while  the 
designs,  though  simple,  are  classically  correct  and  in 
pleasing  proportions. 

Being  made  of  selected  Canadian  Birch,  you  will  be 
enabled  to  enrich  the  appearance  of  your  store  with  a 
Knechtel  Empire  Mahogany  Suite  at  comparatively 
small  cost.    Besides — It  sells. 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  -  ONTARIO 
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Why  is  Meaford  Busy? 


This  is  a  question  which  has  been  asked 
by  many  who  have  noticed  that  our 
factory  has  been  running  full  time,  with 
a  large  force  of  men,  when  so  many  of 
our  competitors  are  so  badly  in  need  of 
business.  The  reason  is  apparent.  Our 
goods  are  popular  in  design  and  our 
prices  are  right. 

These  things  you  can  tell  by  examining 
our  large  catalogue  distributed  last 
month,  but  there  are  facts  which  can 
only  be  found  out  by  examining  the 
goods  themselves,  viz  the  construction, 
the  extraordinary  care  that  has  been 
taken  in  finishing  and  the  various  other 
other  points  which  are  only  found  in 
good  furniture. 


TBuno 

Qumtt 

tFlAKESi 

L 

RICE 

No.  836  Kitchen  Cabinet.  Open. 


No.  635  Office  Wardrobe.  Open. 

Bath  Room  Mirrors. 
Buffets  and  China  Cabinets. 
Beds. 

Bedroom  Tables. 

Parlor  Tables  and  Pedestals. 

Combination  Boards. 

Chiffoniers. 

Clock  Shelves. 

Costumiers. 

Dinner  Wagons. 

Dining  Room  Chairs. 

Dressers  and  Stands. 

Dressing  Tables, 

Desks  and  Bookcases. 

Office  Desk. 

Extension  Tables. 

Hotel  Dressers 

Hall  Seats  and  Mirrors. 

Hall  Racks. 

Jardiniere  Stands. 

Kitchen  Cabinets. 

Kitchen  Cupboard. 

Library  Tables. 

Medicine  Cabinets. 

Music  Cabinets. 

Sideboards. 

Smokers'  Sets. 

Somnoes. 

Wardrobes. 

The  Meaford  Mfg. 

Company,  Limited 
Meaford  Ontario 
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l^diusfo 


^he  per  fee 


of  tress. 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE 

MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  6  MATTRESS  CO., 


LONDON  •  • 


•  •  CANADA 


The  Outing  Sulky 

No.  65.  French  Giay  or  Brown 
List  Price  $7.50.  Write  for 
discounts.    Immediate  shipments. 


HaDt  You  Handled 

THE  "OUTING"  LINE> 

There  were  more  "Outings"  sold  last  year  than  all 
other  sulkies  combined.    Did  you  get  your  share  ? 

All  Steel,  Collapsible,  Coil  Springs  under  Seat,  Reclining 
Backs,  Adjustable  Handle.  Write  for  catalog  of  complete  Ime. 

THE  JENNINGS  CO.,  ST.  THOMAS,  ONT. 


This  Table  Sells  Itself 


A  RE,  you  selling  as  much  Summer  Furniture  as  you  can  conveniently 

handle  ?    Are  you  ready  to  take  care  of  a  larger  volume  of  sales  ?         -  |!' 


Then  you  want  to  know  the 


f^ELITE 


FOLDING  TABLE 

— the  table  that  sells  itself.  Put  one  in  your  show  window — call  attention  to 
it  in  your  local  ads — then  watch  your  sales  mount  up. 

PViile  for  Booklet  "IV" 


HOURD  &  CO,  LIMITED 

Sole  Licensees  and  Manufacturers 
LONDON  ONTARIO 
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NEW  HALL  FURNITURE 

of  HIGH  QUALITY 


Which  will  be  fast  sellers  if 
handled  by  you.  Our  No. 
1  95  and  1  96  Hall  Seat  and 
Mirror,  Oak  finish  in  Jaco- 
bean Design,  designed  by 
our   own    designer.  No. 

195,  Glass  14x30,  British 
Bevelled  Plate  Mirror.  No. 

196,  18x24,  British  Bevel- 
led Plate  Mirror. 

W rite  Us  For  Catalogue  and  Prices 


You  can  make  this  one  of  the 
most  profitable  seasons  you 
have  ever  experienced  by 
making  your  selection  from 
our  offerings. 

We  manufacture  a  most 
comprehensive  line  and  the 
prices  are  set  to  meet  the 
popular  demands  in  every 
branch  of  your  trade. 


THE  LIPPERT  FURNITURE  COMPANY,  LIMITED 

BERLIN  -  ONTARIO 
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Go  to  Chicago  With 
Your  Ad  Man 

Attend  with  him  the  big  Convention  of  Associated 
Advertising  Clubs  of  the  World,  June  20  to  24,  1915 


You  will  assimilate  more  knowl- 
edge of  modern  methods  of  Adver- 
tising, Selling,  Distribution,  and 
Management  during  these  five 
days  than  could  be  obtained  in  a 
lifetime  of  book  study. 

You  will  be  brought  in  touch 
with  the  men  who  have  done  and 
are  now  doing  the  big  things  of 
business.  You  will  participate  in 
Ihe  biggest  business  meeting  the 
world  has  ever  known.  You  will 
listen  to  the  expressed  thoughts  of 
distinguished  Americans  concern- 
ing present  day  and  future  busi- 
ness movements. 

You  will  enjoy  Chicago's  won- 
derful park  system,  boat  rides  on 
Lake  Michigan,  modern  hotels, 
theatres,  and  other  amusements, 
including  the  big  street  pageant, 
and  the  Gridiron  Show  given  at 
the  Auditorium  Theatre  by  150 
Chicago  Advertising  men. 

Distinguished  Speakers.  Presi- 
dent Wilson,  State  conditions  per- 
mitting, will  head  the  notable  ar- 
ray of  speakers.     Hon.  William 


Jennings  Bryan,  George  Horace 
Lorimer,  Arthur  Brisbane,  John 
IT.  Fahey  and  Henry  Watterson 
are  among  the  others  who  will  be 
heard. 

Advertisers  in  and  publishers 
of  trade  and  technical  journals 
will  hold  special  Departmental 
meetings  to  discuss  their  own 
problems  and  learn  how  they  can 
co-operate  to  better  advantage. 
Other  departmental  meetings  will 
take  up  such  subjects  as  cata- 
logues, engraving,  printing,  mail- 
ing lists,  sales  plans  and  kindred 
subjects. 

The  Ladies  are  wanted  too. 
Special  entertainment — teas,  lun- 
cheons, automobile  trips,  etc. — is 
being  arranged  for  them  by  Mrs. 
Chas.  H.  Porter  and  her  committee. 

Clear  up  your  desk.  Take  a  five 
days'  vacation  in  a  lake-cooled 
city.  Mix  with  the  business  build- 
ers. You  will  return  a  better  busi- 
ness man  ;  a  better  physical  man  ; 
and  a  better  thinking  man. 


For  further  information,  programme,  rates,  etc.,  address 
Convention  Bureau,  Advertising  Building,  Chicago,  III. 


The  Commercial  Press,  Limited,  32  Colborne  St.,Toronto 


June,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


21 


JoHNS- 
lANVlUE 

1  SERVICE 


Asbestos,  the  mineral,  is  as  old  as  time;  hut  asbestos 
utilities  for  home  comfort,  convenience  and  economy, 
are  contemporary  with  the  service  identified  by  this 
symbol  of  J-M  Responsibility . 


COVERS 
THE  CONTINENT 


Every  housekeeper  is  a  prospective  customer  for  J-M 
Asbestos  Table  Covers  and  Asbestos 

Table  Mats 

Covers  made  in  sections,  in  shapes  and  sizes  to  fit  all 
tables,  round  or  square;  also  with  expansion  leaves.  Special 

composition  so  smooth  it  can't  scratch,  with  asbestos  centers  that  cut 
off  heat.  Better  than  a  silence  cloth  for  noiseless  serving-.  Firm  yet 
elastic  ;  strongly  made,  securely  bound — no  wearing  out  for  them.  They 
sell  on  explanation  and  pay  well  for  handling. 

Send  for  Literature,  Prices  and  Terins. 

The  Canadian  H.  W.  Johns-Manville  Co.^  Limited 


Toronto 


Montreal 


Winnipeg 


Vancouver 


3158 


QlBRIKQij 

REQ.U.S.  PAT.Orr. 

CRAFTSMAN  QUALITY 

^  Guaranteed 

FOR  ONE  YEAR 

Not  to  Peel 

Nor  Crack 

■pABRIKOID  is  the  only 
widely  advertised  uphol- 
stery  material  guaranteed 
superior  to  coated  splits. 

Its  richness  and  elegance,  with 
our  guarantee,  is  the  dealer's 
assurance  of  sales. 

Made  in  red,  green  and  brown  in 
popular  grains  and  Spanish  leather 
finish  and  in  plain  black  and  r  egular 
grains.    Samples  on  request. 

DU  PONT  FABRIKOID  CO. 

TORONTO 
ONTARIO 


For  Every  Furniture  Man 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students — The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  MS  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 
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RECLINING  CHAIRS  of 
ASSURED  SUCCESS 


^  Even  if  it  were  really  wonderful  merchandise  from  the  stand- 
pomt  of  the  materials  in  it  and  the  way  those  materials  were  put 
together,  if  the  finished  article  was  not  something  that  appealed  to 
the  public  it  would  better  not  be  made.  For  it  would  have  no  sale. 

^  Rest  Fast  and  Rex  Reclining  Chairs  are  really  excellent  mer- 
chandise to  begin  with  and  possess  the  other  attribute  of  salability 
that  makes  them  profitable  for  the  retailers  to  handle. 

^  They  are  Reclining  Chairs  that  operate  without  rods,  ratchets, 
push  buttons  or  other  such  device.  The  frames  are  designed  in 
good  taste  so  as  to  harmonize  with  other  furniture  in  a  room  rather 
than  appearing  as  "oddities"  in  otherwise  harmonious  settings. 


THE  CHAIR  CRAFT  COMPANY 

TRAVERSE  CITY.  MICHIGAN 
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Make  Strong-  Drive  The  dealer  should  by  this  time 
for  Summer  Trade,  have  his  plans  prepared  and 
everything  in  readiness  for  a 
strong  drive  for  summer  trade.  It  behooves  the  dealer 
who  would  come  out  a  winner  at  the  end  of  the  season 
to  undertake  an  aggressive  campaign,  and  it  is  about 
time  for  the  firing  of  the  opening  gun,  and  the  calling 
up  of  the  full  force  of  selling  agents.  Advertising 
and  window  display  are  big  guns  that  should  play  a 
prominent  part  in  the  first  line  of  battle,  and  should 
have  the  backing  of  an  aggressive  sales  force. 

It  is  well  to  make  a  strong  drive  on  the  very  start — 
just  as  soon  as  weather  conditions  become  favorable. 
The  use  of  increased  advertising  space  at  this  time  is 
advisable.  A  big  opening  ad.  will  prove  the  gun  that 
will  put  dull  trade  on  the  run,  and  by  following  this 
up  by  smaller  space  used  to  good  advantage  and 
backed  up  by  aggressiveness  all  along  the  line,  the  good 
old  flag  of  business  will  be  able  to  make  steady 
progress. 

There  is  no  denying  that  conditions  in  some  instances 
are  not  as  advantageous  as  they  might  be  for  the  on- 
ward march  of  sales,  but  if  any  dealer  is  finding  that 
the  case,  there  is  even  greater  reason  for  the  increased 
effort  and  aggressiveness.  As  in  the  case  of  troops 
on  the  battle  front,  any  contingencies  arising  that 
might  stay  progress  should  not  be  regarded  for  a  sign 
for  slackening  up,  but  should  prove  a  stimulus  to  effort, 
that  the  obstacle  may  be  overcome  and  the  way  to 
good  business  cleared. 

Plan  Shorter  Hours  The  season  is  now  at  hand  when 
During  Summer.  one  begins  to  feel  the  need  of 
shorter  business  hours,  and  to 
the  providing  of  same  the  dealer  should  now  give  his 
earnest  consideration. 

Especially  during  the  heat  of  summer  those  engaged 
in  the  retail  trade,  both  clerks  and  employers,  feel  the 
need  of  more  time  for  reereation  and  rest  from  business 
cares.  That  working  hours  can  be  eurtailed  consider- 
ably without  any  serious  effect  on  business  is  demon- 
strated by  the  experiences  of  dealers  who  in  past  years 
have  provided  the  necessary  relaxation  for  themselves 
and  clerks  during  the  summer  months  without  a  cur- 
tailment of  trade. 


Too  much  work  without  play  dulls  the  brain  and 
makes  a  person  unable  to  carry  on  business  in  a  really 
aggressive  manner.  The  dealer  who  expects  to  do  the 
best  work,  and  wishes  his  clerks  to  give  him  the  best 
service,  would  do  well  to  provide  for  regular  periods 
of  rest  from  work. 

*    *  * 

Daylight  Saving  in  The  return  of  long  days  brings 
Western  Canada.  to  mind  the  question  of  daylight 
saving  once  more.  Most  readers 
are  acquainted  with  the  scheme,  which,  in  short,  is  to 
turn  the  clocks  on  an  hour  during  the  summer  months, 
so  that  people  in  reality  rise  an  hour  sooner  in  the 
morning  and  have  an  hour  more  daylight  in  the  evening. 

The  advantage  of  this  is  that  it  affords  an  oppor- 
tunity for  daylight  recreation  after  the  stores  and  fac- 
tories have  closed.  This  is  one  feature  of  the  plan  that 
appeals  to  the  retail  merchant  and  his  clerks.  Another 
reason  advanced  in  support  of  the  idea  is  that  it  leads 
to  a  saving  in  the  cost  of  artificial  light. 

That  the  latter  argument  is  one  of  importance  is 
demonstrated  in  the  case  of  Regina,  which  tried  out  the 
plan  successfully  last  summer.  When  the  writer  was  in 
that  city  last  June  the  superintendent  of  the  city's 
power  plant  stated  that  as  a  result  of  turning  the  clocks 
on  an  hour  •'filOO  a  day  was  being  saved  to  users  of 
electric  lights.  This  would  mean  an  immense  saving 
during  the  summer,  as  in  Regina  the  plan  is  operated 
for  seven  months  of  the  year — April  1  to  November  1. 

Several  other  "Western  towns  and  cities  tried  out  the 
plan  last  year,  and  the  movement  went  so  far  as  to 
le^d  to  a  proposal  that  the  daylight  saving  scheme  be 
..nade  compulsory  in  all  communities.  This  would  have 
been  a  drastic  step,  however,  and  it  is  still  a  matter  of 
local  option  with  each  municipality. 

The  ehief  objection  to  the  scheme  comes  from  the 
hotels  and  traveling  public,  as  the  difference  between 
local  and  railroad  time  frequently  causes  complications. 

In  Eastern  Canada  there  have  been  some  attempts 
to  inaugurate  the  plan.  Orillia  tried  it  out  a  couple 
of  years  ago,  but  with  poor  results.  Nowhere  has 
there  been  so  much  success  with  it  as  in  Western 
Canada,  due  to  the  extraordinarily  long  and  bright 
days  there. 


24 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


June,  1915 


A  PERSONAL  TALK  TO  FURNITURE 

:       :       MANUFACTURERS       :  : 

By 

D.  O.  McKINNON 

Presidenl 

The  Commrrriol  Prr^%,  t.fd. 

Business  Must  Improve 

The  time  of  uncertainty  as  to  business  conditions  in 
Canada  is  now  gone.  All  the  indications  now  clearly 
point  to  a  steady,  even  if  slow,  improvement  in  all  sec< 
tions  of  the  Dominion. 

To  begin  with,  the  money  situation  in  Canada  is  im- 
proving; banks  have  more  money  on  deposit  on  savings 
account  and  less  engaged  in  commercial  loans  than  a 
year  ago.  The  money  must  be  put  to  use.  Retailers 
are  in  better  shape  financially  than  for  several  years, 
for  the  simple  reason  that  manufacturers  and  jobbers 
have  lately  been  compelled  to  restrict  credits.  Stocks 
are  also  low,  due  to  the  same  causes. 

Another  important  factor  is  !he  high  prices  of  farm 
products,  due  largely  to  war  conditions.  This  should 
be  supplemented  this  fall  by  the  greater  production 
due  to  an  increase  of  about  20  jt.c.  acreage  under  crop. 

Moreover,  manufacturers  are  busier.  Orders  placed 
in  Canada  for  materials  and  munitions  for  war  pur- 
poses will  total,  it  is  estimated,  ^.'^nO.OOO.OOO.  Even 
more  important  than  this — big  as  it  is — lies  the  fact 
that  the  demand  for  home  consumption  of  all  classes  of 
goods,  plus  the  replacing  of  stocks  in  jobbers'  and  re- 
tailers' hands,  has  caused  many  plants  that  were  shut 
down  to  start  operations,  and  has  increased  the  activity 
ill  hundreds  of  others. 

In  short,  in  both  cotintry  and  city  there  is  a  definite 
turn  for  the  better  in  business. 

Reach  Out  Now 

The  time  to  expand  business  is  at  a  time  like  this — ■ 
after  a  period  of  depression,  and  when,  according  to 
past  experience,  a  cycle  of  six  or  seven  years  of  pros- 
perity can  be  counted  on. 

A  year  from  now  everybody  will  be  reaching  out — 
the  best  time  to  do  it  is  "Before  the  Other  Fellow 
Does." 

These  conditions  prevail  to-day.  Prepare  your  plans 
to  reach  out  for  bigger  business  and  get  after  it  now. 

To  Get  the  Ear  of  the  Trade 

Have  you  ever  been  on  the  road?  Have  yon  called 
in  one  town  on  Monday  and  found  your  best  customer 


away  to  a  funeral  ;  in  another  town  on  Wednesday  and 
found  the  good  buyer  there  away  to  the  city;  in  another 
town  on  Friday,  expecting  to  make  up  for  wasted  effort 
by  making  a  clean-u{),  and  found  your  man  away  to  his 
cottage  over  Sunday? 

Don't  blame  your  traveler  if  he  draws  a  blank  for 
an  entire  week  once  in  a  while. 

Moreover,  don't  feei  that  your  chance  of  doing 
business  in  these  towns  is  gone  until  your  salesman 
gets  back  to  these  towns. 

Keep  iij)  ;i  campaign  of  aggressive  advertising,  show- 
ing to  the  tr;i(lc  e;ich  iikuiIIi  illustrations  of  your  newest, 
best-selling  lines,  and  you  can  depend  on  getting  a 
nice,  running  steam  of  mail-order  business  to  supple- 
Mient  lhat  sent  in  by  your  salesmen. 

At  the  same  time  such  a  campaign  of  advertising 
makes  it  easier  for  your  salesmen  to  sell,  and  thus  in- 
creases the  total  of  business  sent  in  by  them. 

The  big  element  in  successful  personal  salesmanship 
is  personal  iiiagiK'tism  backed  up  with  thorough  knowl- 
edge of  the  goods  one  is  selling.  The  best  time  to  influ- 
ence many  retailers,  however,  is  when  he  is  alone, 
away  from  rush  and  distraction — even  from  your  own 
men. 

It  is  when  he  sits  down  to  read  his  trade  paper  and 
to  find  out  what  plans  other  merchants  are  finding  suc- 
cessful, to  get  what  help  and  suggestions  he  can  to 
make  his  store  more  attractive. 

A  paper  like  the  Canadian  Furniture  World,  full  of 
helps  and  suggestions — not  of  news  only — gets  the 
furniture  dealer  at  the  right  time  to  consider  business 
policy — the  i-iglit  time  to  advertise  to  him. 

In  short : 

Business  must  improve. 

Now  is  the  time  to  reach  out  for  more  business. 

Get  the  furniture  dealers'  good-will  and  you  will  get 
the  business. 

The  trade  paper  offers  the  best  way  to  reach  the 
I'lirniture  merchant. 

Start  your  campaign  in  The  (.'aiiadiau  Furniture 
World  now. 
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Methods  for  Getting  the  Summer  Furniture  Trade 


By  IV.  L.  EDMONDS 


IT  is  by  taking  advantage  of  opportunities  that  men 
attain  success.  The  early  months  of  the  summer 
are  generally  accounted  periods  of  ({uietness  in  the 
retail  furniture  trade.  But  as  each  year  rolls  by  it  is 
becoming  more  and  more  recognized  that  these  months 
bring  with  them  opportunities  for  maintaining  the 
volume  of  business. 

With  the  advent  of  summer  now  comes  a  demand  for 
summer  furniture  just  as  the  appearance  of  winter 
brings  a  demand  for  house-heating  app'liances. 

This  demand  may  not  be  as  general  as  that  for  certain 
other  lines  of  merchandise,  but  it  is  becoming  much 
more  so  than  it  was  even  a  few  years  ago.  First  because 
of  the  increasing  ability  of  Canadians  to  purchase  that 
which  to  some  extent  was  formerly  considered  to  be 
somewhat  in  the  nature  of  a  luxury.  And  in  the  second 
place  because  of  the  increasing  tendency  toward  out- 
door life  during  the  summer  months. 

The  Greater  the  Cultivation  the  Better  the  Results 

Naturally,  the  more  this  tendency  is  cultivated  the 
greater  will  be  its  development. 

The  articles  which  appear  from  time  to  time  in  the 
magazines  and  daily  newspapers  are  doing  a  great  deal 
to   excite   the   desire  of 


housekeepers  for  summer 
furniture.  But  notwith- 
standing this  the  burden 
of  educating  the  public 
must,  fall  chiefly  upon  the 
retail  dealer.  It  is  he  who 
gives  the  ocular  demon- 
strations. That  is,  he 
shows  the  goods  on  the 
floor  of  his  store  and  in  his 
windows. 

With  summer  approach- 
ing, the  time  is  now  here 

when  dealers  should  prepare  their  campaign.  Withoiit 
preparation  very  little  can  be  accomplished.  Hap- 
hazard business  only  comes  to  those  who  work  without 
system.  It  is  the  dealer  who  perfects  the  best  plan  of 
campaign  who  obtains  the  best  results. 

Staff  Conferences 

Just  as  the  officer  commanding  an  army  calls  liis  staff 
together  for  consultation,  so  retailers  should  call  their 
selling  staff'  together,  even  if  that  staff  consists  of  one 
solitary  man,  when  he  is  preparing  his  plans  for  a  spe- 
cial campaign.  Many  do  this;  but  unfortunately  all 
do  not. 

Occasionally  one  hears  of  an  instance  in  wbich  the 
clerks  know  nothing  of  the  contents  of  advertisements 
until  a  customer  enters  the  store  and  asks  to  be  shown 
the  goods  dealt  with  in  the  announcement.  Such  ab- 
sence of  co-operation  in  an  army  would  bring  disaster. 
And  in  business  it  hinders  rather  than  helps  matters. 

If  dealers  who  have  never  spent  an  evening  or  tAvo 
with  their  clerks,  studying  the  columns  of  their  trade 
papers,  the  pages  of  the  manxifacturers'  catalogues,  and 
discussing  selling  methods  generally,  would  at  this  time 
do  so  in  regard  to  the  summer  goods  campaign,  tliey 
would  soon  become  persuaded  of  its  value.  Where  two 
or  more  are  assemlbled  with  a  definite  pui-pose  in  mind 


HAPHAZARD  methods  will  at- 
tract but  a  modicum  of  summer 
furniture  trade.   The  maximum  of 
business  is  only  obtained  by  the  maxi- 
mum of  intelligent  and  aggressive  effort 
on  the  part  of  dealers. 


ideas  are  sure  to  be  developed  which  otherwise  would 
probably  lie  dormant. 

While  special  summer  furniture  sales  are  being  con- 
ducted the  store  should  be  made  to  assume  an  air  in 
keeping  with  the  season. 

Window  Displays 

Particiilar  attention  should  be  given  to  the  window. 
It  is  the  window  that  focuses  attention  on  the  store. 
A  window  that  is  Avell  and  seasonably  dressed  arrests 
tlie  attention.  It  brings  many  people  up  with  a  sharp 
turn  who  probably  had  not  given  a  thought  to  summer 
furniture.  And,  fortunately,  there  is  no  line  of  goods 
better  adapted  for  artistic  and  attractive  window  dis- 
plays than  summer  furniture. 

Verandah,  porch,  garden,  tea  room,  breakfast  room 
furniture,  in  the  hands  of  a  man  of  taste  and  ingeniiity, 
I'cadily  lend  themselves  to  displays  Avhich  are  certain 
to  receive  sympathetic  attention  from  passers-by. 

Reed  and  Willow  Furniture 

Upholstered  or  willow  furniture  is  a  particularly 
good  line  for  the  summer  trade,  possessing  as  it  does 
utility  as  well  as  decorative  value.    It  is  also  good  for 

all  seasons.  A  chair,  for 
example,  is  suitable  for 
living  room,  parlor,  or  ver- 
andah, and  can  readily 
be  transferred  from  one 
part  of  the  house  to  an- 
other. Tea  tables,  maga- 
zine racks,  curates,  flower 
boxes,  bird  cages,  lamps, 
and  other  novelties  in  the 
same  materials  are  also 
particularly  good  lines  for 

  the     summer  furniture 

trade. 

Writing  tables  work  in  well  with  summer  furniture, 
either  for  interior  or  verandah  purposes. 

Artificial  Decorations 

A  liberal  use  of  artitieial  plants,  flowers,  and  creepers, 
particularly  in  displaying  verandah,  porch,  and  out- 
door furniture  generally,  will  greatly  enhance  the  dis- 
plays. AVax  figures  grouped  in  natural  and  easy  pos- 
tures will  still  further  increase  the  attractiveness  and 
effectiveness  of  the  display.  Dealers  who  have  not 
figures  of  their  o^vn  may  possibly  be  able  to  borrow  one 
or  more  from  a  local  drygoods  store  seasonably  cos- 
tumed. A  card  placed  at  the  feet  of  each  figure  saying 
who  had  supplied  the  figure  and  costume  would  com- 
pensate the  drygoods  man  who  had  loaned  and 
equipped  it.  Occasionally  the  drygoods  man  might  bor- 
row a  piece  or  two  of  furniture  to  aid  in  perfecting  his 
displays  of  costumes.  By  co-operating  in  this  way  mer- 
chants in  a  town  can  help  each  other  materially. 

Furniture  for  Camps  and  Cottages 

Provision  shoidd  be  made  during  the  summer  months 
for  window  displays  of  camping  furniture  and  appui-- 
tenances.  These,  like  all  other  displays  of  summer 
goods,  should  be  given  as  natural  appearance  as  pos- 
sible.  This  can  be  readily  done  by  setting  up  a  small 
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tent  on  thn  floor  of  the  window  with  forest  surround- 
iugs.  In  displays  of  this  kind  an  artificial  camp  fire, 
ilhiniinafed  with  electric  lights,  shrouded  in  colored 
material,  should  be  provided  for. 

In  view  of  the  large  number  of  people  in  nearly 
every  commnnity  who  live  in  summer  cottages  during 
three  or  four  months  of  the  year,  a  display  or  two  de- 
voted to  their  special  necessities  should  create  business. 
In  displays  of  this  kind  it  should  be  possi})le  in  many 
instances  to  fix  up  a  miniature  summer  cottage,  if  not  in 
the  wiridoAV,  at  least  in  flic  interior  of  the  store.    In  the 


wcU  in  connection  wnth  campaigns  for  the  sale  of  sum- 
mer furnitui-e.  They  are  becoming  increasingly  pop- 
ular, and  one  of  the  machines  kept  running  would  prove 
a  factor  in  attracting  peo|)le  to  the  store. 

Refrigerators  and  Freezers 

An  oecasioiuil  window  dis])lay  of  refrigerators  should 
be  made.  These  readily  lend  themselves  to  attractive 
displays.  Being  a  liousehokl  necessity,  a  refrigerator 
disj)lay  would  interest  a  great  many  people.  Ice  cream 
freezers  are  a  line  to  which  some  attention  might  be 


JUNE  BRIDES 

Will  (ind  wlcclirik'  lli'"!'  "housckecpiny  oulfih    at  this  slor*-  far  \v.\  ^'xpensur^  ,ind  r 
*ati5/atlor>  mjke  a  specialty  of  (urnishing  fiomrs  complrtr  and  are  oll-'rim 

special  prices  and  olher  atttactivc  indutcmenls  during  tlii^  month 


Extratrdinary  Good  News 
on  Genuine  English 
Perambulators 


Chack  Glass 
Towelling 


* *  $10.00 
SQUAue  rot  ut  so 

"•S  $24.50 

SQOAXES  FOK  113  W 

-•'"S32.S0 
$3.50 

I  Uc  YD 

" "4s'c 
' 22c 

'     IQ  TAID 

"•*"■""  '27i'ic 


VERANDAH 
ROCKERS 


OOLOBED  BEDSPREADS 


$1.00 


BIAKCELLA   SFBBAD  * 


TAPESTRY  TABtE  C0VXE3 


HEMSTITCHED  SHEETS 


$2.00 


54  Price  on  Fancy  Nursery  and  Work  Baskets 

Hampers,  Batinettvi,  CoAincli,  Stands  and  Table  Baiheti 


See  the  Grand  Array  of  Summer 
Furniture  in  the  Furniture 
Building 

Come  and  choose  while  the  variety  is  at  its  best.    These  few  items  listed  from 
the  big  selection  give  an  idea  of  some  of  the  splendid  values  offered. 


Refriaerators 


OlCr  lilt,  lid  ^«ul"<  r,...i. 


Davenports 

Djitciiport  Sofa  rtriU.',  rul  o.il 
fumed  finiah,  optUi  u|i  fur  dou 

crrfl  ID  hronn'M'irroco]inr  lefllho.  CWtt 


Camp  Cots,  Chairs  and  Mattresses 


-'T.  EATON  C°... 


Take  It  Easy 

'>f  I  hcse  Hammock  Couchc>,  l,a«n 
Swing  or  Hammocks 

Hammocks 


Go-Carts 
21.15         Prices  7. 20  Up 

0€feM°P    WRIGHT'S  Ltd. 

:      -.J.  ~:  :   '■  f-  u-.-aUit-'   jL^a  Carp-'-. 

p.'  _"  1  CQ  ■       Charlotte  St.  Sydney,  N  b 


store 
Open 
Till  lO 


Make  the  Verandah  Feel 
as  Comfortable  as  it  Looks 


Scime  examples  of  tlie  advertising  methods  done  by  Canadian  furniture  dealers  to  get  summer  furniture  business. 


window  a  representation  of  the  front  of  a  summer 
cottage  might  suffice. 

During  the  hot  weather  months,  partieuiarly,  such 
lines  as  cots,  stretchers,  camp  chairs  and  other  similar 
lines  should  be  brought  to  the  front.  Hot  weather 
stimulates  the  demand  for  hot  weather  goods. 

There  are  some  nice  lines  of  folding  lawn  chairs  on 
the  market.  They  .should  prove  ffuick  sellers.  By  get- 
ting in  touch  with  local  park  boards  or  committees 
dealers  might  greaitly  increase  their  sale  of  putdoor 
goods. 

When  possible,  outdoor  goods  might  be  (lis|)laycd  on 
the  sidewalk  in  front  of  the  store. 

In  displays  of  verandah  and  outdoor  furnitiiic  ham- 
mocks of  various  kinds  should  be  Avorked  in. 

Talkijig  machines,  to  which  furniture  dealers  appear 
to  be  gradually  giving  more  attention,  ought  to  sell 


given,  'i'rue  there  are  not  many  furniture  dealers  who 
handle  this  line,  but  it  might  be  worth  while  for  those 
who  are  not  doing  so  to  consider  the  matter. 

Suggested  Selling  Methods 

Some  dealers  are  said  to  have  got  good  results  from 
faking  a  load  of  summer  furniture,  and  particularly 
wicker  and  fibre  goods,  to  points  where  summer  cot- 
tages are  located.  Others  have  obtained  like  results 
from  touring  suburban  districts.  Still  others  have  for 
a  week  or  two  rented  a  cottage  in  districts  where  a 
number  of  summer  cottages  are  located,  and  fitted  it  up 
as  ;i  sales  room. 

Advertising  Suggestions 

Any  plan  of  cam])aign  for  summer  furniture  which 
did  not  include  advertising  would  be  a  one-sided  affair. 
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Newspaper  advertising  should  certainly  be  done.  But 
it  should  not  end  there.  Letters,  circulars  and  booklets 
should  also  have  a  place  in  the  plan  of  campaign.  In 
such  localities  as  the  Muskoka  and  Northern  lakes  dis- 
tribution of  literature  might  possibly  be  made  to  some 


Flower  box  with  bird  cage  liangiug  from 
arcli  and  Englisli  ivy  climbing  over  the 
trellis.  One  of  many  novelties  produced 
by  the  Imperial  Rattan  Co.,  Ltd.,  Strat- 
ford. 


extent  by  the  supply  boats  which  regularly  ply  be- 
tween different  points. 

On  special  sale  days  lemonade,  biscuits,  and  cake 
might  be  served  to  customers.  In  fact,  this  might  be 
done  every  day  during  the  hot  months.  It  will  help  to 
create  a  friendly  feeling  for  the  store. 


SHOWING  SUMMER  SPECIALTIES. 

Planning  for  a  pleasing  display  of  summer  furniture 
specialties  is  a  fascinating  pursuit,  because  this  is  one 
of  the  very  rare  occasions  when  detorative  accessories 
can  be  consistently  used  in  showing  the  goods.  As  a 
general  rule,  the  Avisest  window  trimmers  having  to 
do  with  furniture  omit  all  those  elaborate  details  that 
are  properly  employed  with  other  lines.  Everyone  con- 
cedes that  furniture  is  too  substantial,  permanent  and 
solid  a  commodity  to  be  treated  lightly  or  fantastically 
as  to  the  surroundings  in  which  it  is  shown.  SiTn.mf>r 
specialties,  however,  present  a  different  opportunity, 
and  the  prevailing  rule  can  be  advantageously  broken 
in  this  ease.  The  plan  which  has  been  studied  iip  for 
recommendation  at  this  time  is  to  indicate,  as  far  as 
possible,  a  Avell-furnished  porch,  largely  because  it  can 
be  made  adaptable  for  either  a  small  window  or  one  of 
large  proportions.  One  of  the  first  points  of  pernnent 
interest  that  comes  to  mind  is  that  of  correct  lighting, 
and  a  series  of  experiments  were  accordingly  made  in 
this  field.  In  the  same  way  that  no  store  is  too  small 
to  have  its  show  Avindow  given  watchful  care,  in  just 
the  same  way  is  no  store  too  obscurely  located  to  ha.ve 
its  windows  well  lighted  at  night,  regardless  of  Avb ether 
or  not  the  establishment  is  kept  open  after  dark. 


FURNITURE  STYLES  QUIETER  IN  PATTERN. 

The  day  of  the  "loud"  figure  in  furniture  is  believed 
by  many  who  have  followed  the  trend  of  the  business 
to  have  passed.  At  one  time  the  furniture  manufactur- 
er required  his  material  to  have  striking  effects  as  to 
figure.  The  larger  the  figure  and  the  more  spectacular 
its  appearance,  the  better  it  was  liked.  In  recent  years, 
however,  the  public  has  turned  away  from  these  ex- 
tremes, probably  for  the  same  reason  that  it  has  shown 
a  disposition  to  use  wall  paper  designs  which  are  quiet 
rather  than  violent — the  latter  are  not  so  easy  to  live 
with.  Thus  one  sees  quartered  oak  and  mahogany  be- 
ing purchased  from  the  manufacturers  with  the  proviso 
that  the  figure  shall  be  small  in  order  that  the  finished 
piece  may  look  rich  without  being  garish,  and  elegant 
without  the  suggestion  of  loudness. 


BULLETIN  BOARDS  FOR  CUSTOMERS 

A  bulletin  board  through  which  you  can  talk  to  the 
public  who  daily  walk  by  your  store  is  a  mighty  good 
thing.  For  if  this  bulletin  board  has  interesting  mes- 
sages it  will  not  only  be  read  by  the  passing  public  but 
also  by  your  own  customers.   And  one  of  the  best  ad- 


New  hall  seat  and  mirror  made  by  The  Geo.  McLagan  Furni- 
ture Co.,  Ltd.,  Stratford. 


vertising  men  who  ever  lived  gained  much  of  his  fame 
by  pointing  out  to  the  manufacturers  of  this  country 
the  important  fact  that  it  is  just  as  vital  to  keep  your 
present  customers  "sold"  as  it  is  to  get  new  ones. 
What  is  a  truth  for  the  manufacturers  is  a  truth  for  the 
dealers. 
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Opportunities  in  Graphophones 
and  Records 


The  nniiiber  of  reasons  why  fni-Miturc  dealers  should 
handle  graphophones,  talking  machines  and  records 
are  many.  One  of  them  is  the  wide  iipplication  of  the 
talking  machirie.  This  is  emphasized  by  the  number 
and  the  variety  of  the  places  in  which  it  is  used. 

An  interesting  demonstration  of  its  educational  value 
is  a  campaign  inaugurated  in  Kansas  for  teaching 
people  by  means  of  the  phonograph  to  know  and  appre- 
ciate good  music.  A  course  of  leetui'es  on  nuisic  appre- 
ciation with  appropriate  phonograph  records  was  pre- 
pared by  Prof.  Frank  A.  Beach,  head  of  the  music  de- 
partment of  the  Kansas  State  Normal  School,  the  Talk- 
ing Machine  World  informs  us.  This  is  made  the  basis 
for  a  movable  school  which  circulates  about  the  State 
and  is  expected  to  reach  as  many  as  'i.lO.OOO  ])ersons 
during  the  season. 

It  is  a  circle  proposition.  A  group  of  jjersons  in  any 
community  ask  for  the  course  and  contribute  enough 
to  pay  the  expense  of  shipping  the  records.  The  circles 
meet  regularly,  one  series  of  songs  or  instrumental  num- 
bers being  given  each  evening.  One  of  the  group  reads 
the  lecture  prepared  on  each  number  by  Prof.  Beach 
and  then  the  selection  is  played.  The  members  of  the 
circle  discuss  the  selection,  the  manner  of  construction, 
the  relation  of  the  various  parts  of  the  composition,  the 
characteristics  of  different  voices  and  instruments,  the 
different  forms  or  moulds  in  which  music  is  cast,  and 
other  interesting  features  of  the  music  that  would  give 
the  listener  an  understanding  of  the  music. 

This  phonograph  music  appreciation  course  Avas 
taken  before  more  than  2,000  groups  of  Kansans  during 
its  first  year.  The  demand  this  year  is  much  heavier 
than  ever  before.  The  course  is  entirely  free,  except 
the  expense  of  shipping  the  records. 

Just  here  is  where  the  furniture  dealer  should  become 
interested.  Instead  of  people  paying  a  small  sum  to 
hear  occasional  graphophone  music,  why  not  induce 
them  to  pay  that  little  to  own  a  machine  themselves. 
The  soil  is  cultivated  for  sales  and  it  is  up  to  the  dealer 
to  do  the  rest.  What  is  or  could  be  done  in  Kansias 
should  be  done  here  in  Canada,  too.  Dealers,  are  you 
alive  to  your  opportunities? 

That  the  talking  machine  makes  its  appeal  to  dif- 
ferent classes  of  people  is  shoAvn  by  the  e(|uipment  of 
fast  trains  with  the  machine.  Recently  on  the  best 
train  of  the  Rock  Island  Railroad  ten  gramophones  of 
the  latest  type  were  installed,  one  in  each  car,  and  are 
carried  together  with  a  complete  library  of  records  on 
every  trip.  These  serve  to  make  the  trip  between 
Chicago  and  California  much  more  enjoyable.  Here 
again  is  an  agency  doing  missionary  work.  Are  the 
furniture  dealers  of  the  country  watching  these  things 
and  are  they  following  them  up? 


COLUMBIA  GRAPHOPHONE  CO.'S  SERVICE 

The  Columbia  Graphophone  Company  is  issuing,  each 
month,  a  supplement  containing  all  the  newest  records 
and  best  selections.  The  company  alpo  furnish  a  win- 
dow hanger  listing  such  records,  and  operates  a  system 
intended  to  place  records,  supplements  and  hangers  in 
the  hands  of  dealei-s  by  the  date  on  which  the  records 
should  be  placed  on  sale.  The  hangers  may  be  obtained, 


free  of  charge,  by  specifying  them  on  initial  order  for 
the  records  or  by  placing  a  standing  order  with  jobber. 
The  sup])lements  (with  blank  space  for  imprint)  are 
furnished  to  dealers  free  of  charge.  Dealers  should 
specify  in  their  orders  for  initial  stock  of  new  records 
the  (|uantity  of  supplements  wanted.  Standing  orders 
for  sample  records  are  maintained  for  the  benefit  of 
those  who  desire  to  hear  the  "eeords  before  ordering. 
If  a  standing  order  for  sample  records  is  maintained 
for  dealer's  account,  the  jobber  should  be  notified. 
This  is  a  very  advantageous  arrangement,  and  dealers 
are  urged  to  place  such  orders. 


The  Vanophone  Co.,  Ltd.,  Toronto,  has  been  incorpor- 
ated with  a  capital  of  ii^200.000  to  make  and  deal  in 
talking  macliines  and  musical  in.strument.s.  This  eom- 
|)any  is  believed  to  he  a  Canadian  subsidiary  of  the 
P>ritish  Grramophone  Co. 


BABY  VEHICLES— A  PROFITABLE  LINE. 

Not  all  dealei-.s  in  furniture  carry  baby  carriages, 
or  anything  of  the  sort,  although  it  is  the  almo.st  uni- 
versal testimony  of  those  who  do  that  whether  times 
are  good  or  are  bad,  the  demand  for  something  in  which 
the  little  ones  can  ride  is  steady,  and  that  the  stock  is 
a  profit  making  stock,  which  should  not  be  overlooked 
by  the  furniture  dealer.  Certainly  this  must  be  so  if 
the  dealer  is  to  develop  his  juvenile  or  children's  de- 
partment, as  it  would  seem  is  likely  to  be  more  and 
more  the  case  with  dealers  who  realize  the  value  of 
this  department.  Particularly  in  the  early  summer 
days  is  there  a  good  call  for  baby  carriages.* 

If  you  do  not  carry  baby  carriages  and  are  contem- 
plating doing  ISO;  if  you  have  carried  a  line  and  intend 
to  continue  to  do  so,  the  sooner  you  place  your  orders 
the  better.  There  will  be  a  steady  call  for  them,  for 
the  crop  of  babies  never  fails,  and  you  can  give  first 
place  in  your  purchases  to  the  real  baby  carriages, 
there  will  be  calls  for  the  baskinet,  for  the  folding 
sulky,  for  the  go-cart,  for  the  collapsible  go-cart — for 
about  everything  which  is  made  for  the  transportation 
of  the  kiddies,  and  you  should  carry  all  of  these  things. 

Keep  track  of  the  births  in  your  community.  Have 
ready  to  mail  suitable  literature.  Keep  a  memorandum 
of  the  date  of  the  different  births.  Gather  worldly 
wisdom  from  the  mothers— and  the  fathers,  too — upon 
what  time  the  little  strangers  will  need  to  be  gotten 
out  of  doors  and  be  put  somewhere  over  a  set  of  wheels; 
study  the  weather  bulletins  in  the  spring — and  then 
fire  the  specially  prepared  literature  at  the  parents. 

Find  your  way  into  the  hearts  of  the  mothers  if  you 
can.  See  that  it  is  some  one  person's  business  to  do 
all  these  things — and  never  forget  that  come  what  may 
— good  times  and  poor  times — there  will  be  a  demand 
for  babies'  vehicles  and  that  nothing  you  can  handle 
will  make  you  steadier  or  better  profit,  than  will  the 
goods  in  this  pai-ticular  dejiartment.  The  handling  of 
babies'  and  children's  things  will  also  be  sure  to  bring 
women  to  your  store— and  the  women  are  the  ones  who 
buy  7nost  of  the  furniture. 


NEW  FURNITURE  FACTORY  AT  STRATFORD 

The  Diebel  Fui'niture  Co.,  Ltd..  a  new  concern  re- 
cently incorj)orated,  will  shortly,  says  C.  Diebel,  presi- 
dent, open  up  their  factory  at  Stra+ford.  They  intend 
making  parlor  frames  for  the  upholstery  trade.  Their 
building  is  150x50  feet,  three  storeys  high,  and  is 
equipped  with  up-to-date  machinery. 
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Planning  For  Seasonable  Furniture  Trade  Campaigns 

By  Wm.  G.  COLGATE,  Advertising  Manager,  Toronto  Furniture  Co. 


TOO  long  it  has  been  the  custom,  I  am  afraid, 
for  the  retailer  in  the  town  to  regard  the 
mid-year  as  a  period  of  intermission,  which 
had  to  be  bridged  over  somehow;  to  be  eked  out 
possibly  by  occasional  purchases,  when  the  voice  of  the 
casual  customer,  enquiring  for  a  folding-bed  or  piece 
of  gift  furniture,  would  shatter  the  tomb-like  stillness 
of  the  store.  For  all  he  was  needed,  the  proprietor 
might  just  as  well  have  shouldered  his  rod  and  gone 
fishing,  or  dropped  into  Jeb  White's  general  store  to 
contest  the  county  checker  championship. 

So  it  was  with  the  bat  trade  not  more  than  a  decade 


the  'tween-season's  felt — designed  primarily  for  that 
l^eriod  when  it  is  too  warm  to  wear  a  hard  hat  comfort- 
ably and  too  cool  to  wear  a  straw.  With  different 
styles  for  spring  and  fall,  the  trick  was  done.  And 
now,  between  changing  styles  and  seasonable  advertis- 
ing, your  batman  is  enabled  to  hang  out  the  S.R.O. 
sign,  where  he  once  felt  tempted  to  use  the  S.O.S. 

Now,  when  T  think  of  this,  the  question  naturally 
arises  in  my  mind,  "Why  can't  the  retailer,  assisted 
of  course  by  the  manufacturer,  do  something  of  the 
same  sort  1 ' ' 

So  far  as  blanks  in  the  business  calendar  are  con- 


From  a  sketch  made  by  the  desien  department  of  the  Toronto  Furniture  Company. 
An  attractive  interior,  showing  popular  bungalow  bed  and  suggesting  a  bedroom  window  display. 


ago.  Until  some  wiseacre,  musing  over  his  after-dinner 
cigar  one  day,  figured  out  a  scheme  calculated  to  keep 
the  batman  on  the  move  most  of  the  year.  He  didn't 
do  it  as  easy  as  that  though.  Dear  me,  no ;  it  required 
some  heavy  thinking,  but  Avhen  he  had  the  plan  doped 
out,  its  argument  ran  something  like  this: 

A  man  buys  a  hat  in  January  and  continues  to  wear 
it  until  such  time  as  the  frequent  applications  of  a 
moist  rag  (erstwhile  handkerchief),  to  his  fevered  brow 
impels  him  to  exchange  it  for  a  straw.  In  turn  the 
straw  is  worn,  until  the  small  boy,  more  forcibly  than 
kindly,  reminds  him  that  the  open  season  for  straws 
has  closed.  "That's  all  right,"  reasoned  our  Thinker, 
"as  far  as  it  goes,  but  two  sales  a  year  to  the  individual 
aren't  going  to  mean  any  additions  to  the  sales  force 
of  a  retail  store,  to  say  nothing  of  overtime  at  the 
factory."  He  deduced,  therefore,  that  if  a  man  was 
approached  in  the  right  way  he  could  be  educated  to 
accept  changes  in  styles  and  with  it  changes  in  head- 
gear.   As  a  logical  eventuation  came  the  soft  hat — 


cerned,  the  furniture  dealer  is  in  pretty  much  the  same 
condition  to-day  as  his  friend  the  batman  of  a  few 
years  ago.  As  it  is  now,  the  furniture  man's  busy 
months  occur  during  the  first  quarter  of  the  year,  which 
is  followed  by  a  period  of  stagnation,  or  immunity  from 
customers,  that  might  well  be  represented  by  a  sheet  of 
white  paper ;  then  com,e  the  post-vacation  days,  when 
returning  families  and  weddings  supply  the  principal 
sources  of  revenue.  This  lasts  until  the  Christmas  sea- 
son, with  its  demands  for  odds  and  ends  of  furniture, 
commonly  designated  as  gift  furniture,  which  supplies 
an  opportunity  which,  by  the  way,  has  only  recently 
been  utilized. 

Obeisance  to  tradition  may  make  this  program  cus- 
tomary, but  that  is  no  particular  reason  why  it  should 
continue.  In  order,  then,  that  the  furniture  man  may 
be  enabled  to  make  some  entries  on  the  blank  spaces 
referred  to,  the  following  revision  of  his  calendar  is 
suggested : 

January,  February,  March,  April,  May — Bedroom, 
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The  Retailer  and  the  June  Bride 
By  W.  L.  E. 

It  is  retailers  who  s/miv  (iltcntion  to  the  June 
bride  and  her  friends  who  get  their  orders  for  fur- 
nishings a)id  p?'ese?tts. 

Keep  you r  windows  dressed  wit/i  merchandise  that 
will  remind  June  newly-weds  of  tJieir  house  furnish- 
ing necessities. 

Brides,  grooms  and  their  friends  scan  advertise- 
ments appearing  in  their  local  papers  for  purchasing 
suggestions.  He  is  a  wise  retailer  who,  realising 
this,  makes  his  June  advertising  cater  to  their 
wants. 

Dont  allow  tarnish  to  accumulate  on  your  silver- 
ware when  the  Jtine  bride  and  her  friends  are  on 
their  prospecting  tours. 

Dealers  who  will  compile  lists  of  articles  suitable 
for  June  weddings  will  find  it  helpful  to  themselves 
as  7wll  as  to  their  customers. 

It  is  dealers  who  keep  their  store  before  June 
brides  that  are  reine^nbered  when  merchandise  is 
being  ptirchased ,  and  are  not  forgotten  when  the 
newly-weds  begin  housekeeping. 


(lining  room  and  living  room  furniture. 

May,  June,  July,  August — Porch  and  verandah  fur- 
niture, sunroom  furniture,  baby  carriages,  refriger- 
ators, wedding  gifts. 

September,  October,  November — Bedroom,  dining 
room  and  living  room  furniture. 

November,  December — Furniture  for  Christmas  gifts, 
prizes,  and  general  presentation. 

June  and  September  weddings  will  naturally  create 
a  demand  for  dining  room,  bedroom  and  living  room 
furniture,  but  the  bulk  of  the  demand  in  June  is  bound 
to  be  for  goods  of  a  seasonable  nature,  such  as  has  been 
outlined. 

In  connection  with  any  plan  to  promote  the  sales  of 
summer  furniture,  the  value  of  newspaper  and  direct 
advertising  should  not  be  overlooked.  Newsy,  chatty 
announcements  in  the  local  paper,  followed  up  by  a 
persistent  canvass  of  prospects  by  letter  will  be  found 


efiPective  in  educating  people  to  the  more  extensive  use 
of  summer  furniture.  Appropriate  window  displays, 
in  which  the  predominant  features  are  coolness  and 
comfort  would  undoubtedly  attract  attention  and 
create  desire  for  the  goods  so  advertised. 

These  are  merely  one  or  two  ideas  which  have  oc- 
curred to  me  as  the  result  of  some  thought  given  to 
the  subject  since  receiving  your  card.  And,  although 
they  have  just  been  jotted  down  without  regard  for 
order,  it  is  barely  possible  that  you  may  find  amongst 
the  "chaff"  one  or  two  grains  of  wheat. 


SEA  GRASS  FURNITURE  HOLDS  ITS  OWN 

In  spite  of  Ihe  slight  advance  in  ccjs^t,  due  to  war 
talk,  sea  grass  furniture  is  even  more  in  demand  than 
last  season.  The  beauty  of  design  and  durability  of 
this  furniture  make  it  most  attractive  for  verandah 
and  sunroom  use.  Dampness  has  no  effect  on  it,  as 
there  is  no  varnish  required  to  preserve  the  fibre. 

The  Jennings  Co.,  St.  Thomas,  is  showing  something 
new  in  what  is  called  linen  fibre.  This  fibre  resembles 
sea  grass  in  appearance,  but  is  much  finer  and  smoother 
woven.  It  comes  in  all  patterns,  and  has  a  pleasing 
light  brown  hue. 


OUTING  SULKIES  STOCKED  IN  CANADA 

"Outing"  sulkies  are  now  kept  in  stock  in  all  pat- 
terns in  Canada,  and  shipments  can  be  made  promptly 
from  the  Canadian  warehouse  at  St.  Thomas,  The  Jen- 
nings Co.  there  being  agents.  These  sulkies  were  most 
popular  last  year,  and  the  new  patterns  show  several 
new  improvements.  Rubber-tired  trailer  wheels  and 
coil  spring  seats  and  reclining  backs  were  original  with 
the  "Outing."  The  finish  is  exceptionally  attractive, 
all  steel  parts  being  bicycle  enameled.  The  new  all- 
steel  handle  is  now  adjustable  to  two  positions.  The 
Outing  folds  compactly  in  a  simple  motion  and  stands 
alone.  The  new  line  embodies  three  attractive  wicker 
bodies  in  French  grey  and  brown. 


CARPET  MEN  SAVED  ON  LUSITANIA 

]\Ir.  Kempton,  managing  director  of  Woodward, 
Grosvenor  Co.,  Ltd.,  carpet  manufacturers,  Kidder- 
minster, England,  visited  Canada  and  the  United  States 
recently.  While  in  Toronto  he  was  looked  after  by 
Thomas  Bros.,  Canadian  agents  for  the  firm.  Mr. 
Kempton  returned  to  England,  accouipanied  by  H.  G. 
Colebrook,  carpet  bviyer  for  The  Robert  Simpson  Co., 
Toronto,  on  the  Lusitania.  Both  of  them  were  among 
the  survivors  of  that  ill-fated  ship. 


Baby  'b  sleeping  hammock,  made  by  Gait  Kobe  Co. 


Verandah  or  porch  table, 
made  by  the  Elmira  Furni- 
ture Co.,  Ltd. 


Lawn  Ljliiliii;;-  iiig  Imi-  .  luidron  or 
adults,  made  by  The  Stratford  Mfg. 
Oo.,  Ltd. 
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Collins'  Course  in  Show  Card  Writing 


/  9th  of  a  aeriea  of 
articles  specially  prepared 
for  this  journal.  A  con- 
venient work  table. 


In  an  earlier  lesson  we  suggested  that  an  ordinary 
kitchen  table  was  suitable  for  a  card  writer's  work 
table.  For  tliose  who  may  wish  a  special  table  for  their 
work  we  give  herewith  a  drawing  of  one  that  is  easily 
made  and  is  adjustable  to  any  desired  position. 

The  top  should  be  well  made  of  ^-inch  clear  lumber, 
well  jointed  and  glued  together,  and  battened  on  the 
back  with  %  by  2-inch  pieces  screwed  on  edgeways. 
The  top  may  be  any  desired  size,  but  should  not  be  less 
than  30  by' 36  inches.  It  should  have  a  little  strip  or 
ledge  at  the  bottom  side  of  the  table  to  keep  the  cards 
from  sliding  off  when  used  in  a  slanting  position. 

If  %-inch  lumber  is  used  for  the  under  framework 
the  uprights  should  be  about  41/2  inches  wide,  and  the 
sliding  uprights  attached  to  the  table  should  be  about 
2i'2  inches  wide,  the  lower  crosspiece  about  4  inches 
wide,  and  the  upper  crosspiece  and  the  two  braces 
about  21/2  inches  wide.  The  feet  should  be  about  2  ft. 
6  inches  long  by  about  7  inches  wide.  %  by  1-ineh  pieces 
should  be  used  as  guides  on  each  side  of  the  sliding 
upright  pieces.  Butterfly  or  thumb  nuts  should  be  used 
with  bolts  to  hold  these  sliding  pieces  in  position.  Screw 
a  half-circle  of  cast  iron  on  the  underside  of  table  for 
adjusting  the  top  to  any  desired  position  or  angle.  The 
bolt  for  this  should  go  through  from  one  side  to  the 
other  and  one  biitterfly  nut  used  to  hold  the  top  in  posi- 
tion when  tilted  or  when  used  flat.  Should  it  not  be 
possible  to  get  these  half-circle  pieces  conveniently, 
straight  pieces  of  %  by  %  inch  iron  can  be  attached 
to  the  front  of  the  battens,  one  on  each  side,  and  thumb 
nuts  and  bolts  used  to  hold  them  in  place.  The  dotted 
lines  show  how  these  pieces  can  be  attached.  Let  them 
pass  over  the  top  of  the  bolts  and  use  a  washer  to 
tighten  the  thumb  nut  against  these  pieces. 

The  small  drawing  will  show  how  to  attach  the  up- 
rights to  the  battens  on  the  underside  of  the  table. 
The  top  of  the  uprights  should  be  rounded  to  permit 
the  table  to  tilt.  Slots  cut  in  the  uprights  will  permit 
the  table  to  be  adjusted  to  any  height  desired.  The 
object  of  this  is  to  lower  it  so  one  may  sit  down  to  work 


or  raise  it  sufficiently  to  stand  while  working  full  sheet 
cards. 

It  will  add  to  the  appearance  of  the  table  if  the  en- 
tire framework  is  painted  or  stained  some  dark  color, 
but  the  top  or  board  on  which  you  do  your  work  should 
be  left  the  natural  color  of  the  wood.  A  table  of  this 
kind  will  be  found  a  most  convenient  accessory  for 
doing  your  work,  and  as  you  should  be  able  to  make  it 
yourself  its  cost  will  be  trifling. 

Colors  for  Outdoor  Use 

Every  card  writer  will  be  called  upon  to  letter  cards 
for  outdoor  use.  These,  when  not  protected,  should  be 
done  in  colors  that  will  not  "run"  with  the  wet. 

There  are  two  blacks  that  are  in  general  use.  Pos- 
sibly the  more  convenient  one  is  the  ordinary  stovepipe 
varnish,  which  in  reality  is  nothing  but  black  japan  or 
asphaltum.  This  can  be  obtained  in  10-cent  and  15- 
eent  tins.  It  usually  needs  a  little  thinning,  which  can 
be  done  with  gasoline.  This  is  preferable  to  turpentine, 
but  should  be  handled  with  care,  on  account  of  its 
inflammableness.  It  should  not  be  exposed  to  a  fire  in 
any  way.  Care  should  also  be  exercised  in  keeping 
the  japan  or  varnish  tin  covered  when  not  in  use,  as  it 
hardens  when  exposed  to  the  atmosphere. 

The  other  black  is  the  ordinary  coach  painters'  drop 
black  ground  in  japan.  This  may  be  had  in  any  paint 
store.  It  should  be  thinned  with  gasoline  and  have  a 
little  "drier"  added  to  it.  Mix  onlj^  a  sufficient  quan- 
tity for  your  immediate  use,  as  japan  and  oil  colors  will 
not  keep  the  same  as  water  colors  will. 

For  red,  mix  dry  vermilion  with  driers,  oil  and  gaso- 
line in  about  the  following  proportions :  One  table- 
spoonful  of  driers,  half  tablespoonful  of  oil,  and  two  or 
three  tablespoonfulls  of  gasoline.  Use  enough  red  to 
make  a  good  workable  color  that  will  cover  well  and 
not  be  streaky.  The  oil  is  added  to  prevent  the  color 
from  drying  too  quickly,  and  in  this  small  proportion 
will  not  ' '  grease  out ' '  around  the  letters.  With  a  little 
practice  you  will  soon  learn  the  different  amounts  to 


1  \M  IC  ^  1^8  j^^^ 
^^^^  ^  "^^^1^^^^^ 


Plate    39 — Upper   case,    two-color   design,    rapidly-made  alphabet. 
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Plate  40 — Lower  case,  two-color  design,  rapidly-made  alphaliel. 


use.  The  amounts  given  above  are  only  approximate 
and  a  little  more  or  a  little  less  of  either  will  not  make 
much  difference.  You  may  use  your  own  judgment  as 
to  the  amounts  after  you  have  experimented  some  with 
the  colors.  The  small  quantity  is  given  above  because 
it  will  be  necessary  to  mix  fresh  color  each  time  you 
use  it  if  much  time  intervenes. 

For  other  colors  use  dry  green,  chrome  yellow,  burnt 
sienna,  burnt  umber,  blue,  etc.  For  white  use  white 
lead  ground  in  oil,  but  add  no  oil;  simply  mix  with 
driers  and  gasoline.  These  colors  will  dry  almost  imme- 
diately, and  if  sufficient  oil  and  driers  are  used,  they 
will  not  run  even  though  subjected  to  rain. 

After  using  your  brushes  in  this  color  do  not  let  them 
remain  without  cleaning.  You  can  clean  them  best 
by  dipping  and  rinsing  them  in  "Paint  Take-off." 
Clean  them  well  in  this  and  then  wash  in  soap  and 
water.  The  "Take-off"  can  be  used  over  and  over 
again.  You  can  use  the  same  brushes  that  you  do  for 
your  water  color  work. 

Alphabets 

The  alphabets  this  month  are  particularly  interest- 
ing as  they  are  very  easy  to  execute  and  are  suitable 
for  a  quick  job  that  you  may  want  to  rush  out.  The 
top  or  open  part  may  be  in  any  bright  color,  preferably 


MUNDELL-MADE  FURNITURE. 

An  ornate  and  fully  illustrated  catalogue  of  furni- 
ture has  just  been  brought  out  by  John  C.  Mundell  & 
Co.,  Ltd.,  Flora,  Ont.  This  company,  which  was  estab- 
lished in  1850  to  build  in  Canada  furniture  that  is  dis- 
tinctively Canadian,  is  carrying  out  its  programme  as 
even  a  cursory  glance  at  the  catalogue  shows.  The  line 
is  a  large  one,  too.  embracing  nearly  a  thousand  items. 
The  styles  shown  typify  simplicity  of  line  and  strength 
of  construction,  every  detail  being  carefully  looked 
after.  Period  styles  find  a  place  in  the  many  illustra- 
tions shown,  and  a  great  many  novel  items  are  depicted 
among  the  hall  and  den  lines.  Knock-down,  uphol- 
stered and  all-w'ooden  easy  chairs  and  rockers  are  a 
big  line,  but  there  are  a  large  number  of  other  articles 
illustrated  which  give  a  slight  idea  of  the  extent  and 
variety  of  Mundell-made  furniture,  A  request  for  the 
catalogue  will  bring  a  copy. 

Just  at  this  time  it  might  be  opportune  to  state  that 
the  Mundell  Furniture  Company's  factories  are  entirely 
Canadian  in  every  sense,  employing  Canadian  artisans 
and  laborers,  and  making  Canadian  furniture  out  of 
Canadian  lumber  sawn  from  Canadian  timber  in  their 
own  mills.  The  catalogue,  too,  is  of  wholly  Canadian 
production — all  the  work  being  done  in  Canada  and 
printed  on  British  paper. 


Card   writer's   convenient   work  table 

fed.  This  color  may  be  put  on  first  almost  in  a 
dauby  way.  Then  the  letter  is  outlined.  The  irregu- 
larity of  the  formation  of  the  letters  permits  of  very 
rapid  work.  You  are  not  held  to  a  conventional  form, 
or  to  many  straight  lines.  After  outlining,  fill  in  the 
lower  parts  with  black  and  the  blending  of  the  two 
colors  may  be  done  in  different  ways  as  suggested  in 
the  different  lines  of  letters. 


NEW  YORK  STORES  STILL  TUMBLING. 

Another  big  New  York  retail  store  has  failed.  The 
J.  B.  Greenhut  Co.,  operating  "The  Big  Store,"  one  of 
New  York's  largest  retail  enterprises,  went  into  the 
hands  of  receivers  last  month.  The  action  was  the 
result  of  an  equity  suit  brought  against  the  company 
by  the  Monmouth  Securities  Co.,  and  based  on  claims 
for  over  $200,000  for  loans. 

The  "Big  Store"  was  opened  September  12.  1896. 
and  a  few  years  later  the  Greenhuts  purchased  the  con- 
trolling interest  and  consolidated  the  store  with  their 
own  located  on  the  opposite  side  of  Sixth  Avenue. 
Both  buildings  have  been  used  for  the  business  of  the 
company  since.  The  firm  name  was  changed  last  year 
when  the  trouble  of  the  Henry  Siege!  stores  caused 
many  to  connect  the  then  Siegel-Cooper  Co.  stores  with 
the  bankrupt  concerns. 

The  Simpson-Crawford  Corporation,  organized  about 
a  year  ago.  to  carry  on  the  business  of  the  Simpson- 
Crawford  dejjartraent  store  which  collapsed  along  with 
other  Henry  Siegel  enterprises  in  the  East,  is  now  in 
the  process  of  licfuidation.  The  company  is  solvent,  but 
the  business  has  not  been  conducted  profitably  and  in 
order  not  to  acquire  additional  losses  the  board  of 
directors  determined  that  the  business  be  voluntarily 
liquidated  by  retail  sales  without  further  delay.  The 
assets  of  the  company  of  January  81  last,  were  approxi- 
matelv  $1,800,000,  and  the  liabilities,  it  is  said,  are  less 
than  $600,000. 
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Beds  and  Bedding 


SACRIFICING  RETAIL  PROFITS. 

By  an  Old  Dealer 

The  dealer  should  get  out  of  his  head  the  idea  of 
sacrificing  his  profits,  that  his  competitor  may  not  make 
a  sale.  Instead,  he  should  get  into  his  head  the  idea 
that  he  should  sell  his  goods  at  a  profit  that  will  provide 
for  his  family,  and  secure  for  them  a  share,  at  least, 
of  the  good  things  of  life.  It  is  much  more  to  the 
credit  of  any  dealer  that  he  provide  well  for  his  family 
than  it  is  that  he  should  be  the  cause  of  his  competitor 
failing  in  business. 

Tou  may  not  think  that  you  are  your  brother's 
keeper,  but  your  family  has  a  claim  on  you  and  a  right 
to  expect  your  support,  and  if  you  spend  your  time  sell- 
ing goods  without  a  profit,  you  are  doing  your  com- 
petitor an  injury;  at  the  same  time  you  are  doing  vour 
family  a  greater  injury. 

Many  times  the  only  reason  that  dealers  do  not  get 
a  fair  profit  is  because  they  do  not  ask  for  it ;  that  is, 
they  do  not  name  a  price  that  will  show  a  profit.  The 
fact  is,  they  do  not  know  the  delivery  cost  plus  the  cost 
of  doing  business. 

At  the  close  of  the  year,  when  I  found  that  my  assets 
were  no  greater  than  when  I  began,  I  commenced  to 
look  for  the  cause;  the  more  I  investigated,  the  more 
surprised  I  was  to  find  the  total  amount  of  my  cost  to  do 
business.  When  I  located  the  trouble  I  advanced  the 
price  of  the  goods  I  sold ;  then  it  was  that  I  found  I 
did  not  get  a  profit  because  I  did  not  ask  for  it.  I  con- 
tinued to  sell  goods ;  in  fact,  I  increased  the  volume  of 
my  business,  because  I  knew  that  I  was  getting  a  net 
profit,  and  it  enthused  me  with  my  work.  This  is  the 
time  that  I  did  the  thing  that  was  the  greatest  value  to 
me  in  my  business.  This  was  the  time  in  my  business 
when  I  figured  out  for  myself,  in  a  crude  way,  what  it 
cost  me  to  do  business. 

Tou  have  at  times  had  propositions  made  to  you  as  a 
dealer  that  appeared  too  large  for  you,  and  you  passed 
them  up;  later  you  decided  it  was  necessary  that  you 
should  take  them  up.  After  you  had  gotten  into  them, 
and  found  out  all  there  was  in  them,  you  have  thought, 
"How  different  when  you  are  on  the  inside  looking  out 
from  what  it  was  when  you  were  on  the  outside  looking 
in."  So  with  this  subject,  "Cost  of  doing  business;" 
when  you  get  into  it,  you  will  look  out  and  think  how 
very  simple  it  is. 


OWNERSHIP  CHANGE  IN  KINDEL  BED  CO. 

Chas.  J.  Kindel,  president  of  the  Kindel  Bed  Co., 
has  sold  to  P.  E.  Kroehler  and  Frank  J.  Seng,  of  Chi- 
cago, his  controlling  interest  in  the  corporation.  The 
deal  involves  the  Kindel  Bed  Co.,  of  Illinois,  capi- 
tal, $70,000,  with  factory  in  Grand  Rapids  employing 
150  hands  and  warehouse  in  Chicago:  the  Kindel  Bed 
Co.  of  New  York,  capitalized  at  $70,000,  with  factory 
in  New  York  employing  100  hands ;  and  the  Kindel 
Bed  Co.,  of  Toronto,"  capital  $100,000,  with  factory  in 
Toronto,  employing  80  hands. 

For  the  present  Mr.  Kindel  will  remain  in  active 
association  with  the  company  and  he  has  no  definite 
plans  as  to  the  future.  Mr.  Kroehler  is  one  of  the  big 
men  in  the  furniture  manufacturing  industry  in  the 
United  States.   He  holds  controlling  interest  in  a  num- 


ber of  factories  in  the  Central  States.  Mr.  Seng  is  at 
the  head  of  the  Seng  Mfg.  Co.,  of  Chicago,  maker  of 
furniture  hardware  specialties.  Besides  the  Kindel  in- 
terests it  is  understood  that  associated  interests  are 
also  included  in  the  transaction. 

Chas.  J.  Kindel  started  in  business  as  a  manufacturer 
of  mattresses  in  Denver.  In  1905  he  went  to  St.  Louis 
and  engaged  in  the  manufacture  of  davenport  beds. 
Later  he  moved  to  New  York,  organized  the  New  York 
company  and  built  a  factory.  Then  he  established  a 
company  in  Toronto  to  take  care  of  Canadian  business 
and  still  later  on  in  Chicago.  On  comj^letion  of  the 
Grand  Rapids  factory  the  Chicago  business  was  closed, 
though  a  warehouse  was  maintained  in  that  market. 
The  company's  business  has  grown  rapidly,  reaching 
it  is  stated  nearly  a  million  dollars  a  year,  and  has  been 
very  successful.  No  immediate  change  will  be  made 
in  factory  operations. 


BEDDING  NOTES. 

A.  H.  Keene,  London,  Out.,  the  new  proprietor  of 
Keene  Bros.,  house  furnishers  of  that  city,  recently 
purchased  a  large  consignment  of  beds,  springs,  mat- 
tresses and  bedding.  To  emphasize  the  purchase  a  sale 
on  a  large  order  was  conducted  through  the  aid  of 
advertisements  in  the  local  dailies.  The  sale  was  a 
success. 

One  of  the  large  makers  of  brass  beds  in  the  United 
States  advanced  prices  on  this  line  of  goods  five  per 
cent,  on  May  1.  It  is  quite  likely  that  other  makers 
will  do  likewise.    The  reason  given  is  the  higher  cost 


A   home-made  wooden   display   rack   for  holding  and 
.showing  mattresses 


of  copper  and  spelter.  Since  January  1  the  price  of 
all  metals  has  advanced  sharply,  due  in  a  measure  to 
increased  domestic  consumption,  the  cutting  off  of 
supplies  of  Belgian  and  German  spelter  and  to  the 
heavy  foreign  demand  growing  out  of  the  unprece- 
dented export  of  munitions  of  war — arms,  cartridges, 
shells,  power  trucks,  etc.,  into  the  manufacture  of 
which  metals  largely  enter. 
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BIG  BEDDING  FACTORY  FIRE 

Fire  in  the  factory  of  the  National  Mattress,  Felt  & 
Batting  Co.,  at  Toronto,  caused  a  damage  of  $40,000  to 
the  building  and  contents  on  May  18.  A  general  alarm 
was  rung  in  so  tierce  was  the  blaze,  and  it  took  an  hour 
to  get  the  fire  under  control. 

The  fire  started  on  the  second  floor  in  a  picking 
machine,  caused,  it  is  suggested,  by  a  spark  produced 
by  part  of  the  machine  striking  some  metallic  siibstance 
in  the  cotton  pa  sing  through.  It  spread  rapidly  in  the 
inflammable  wool  and  cotton  stored  on  the  top  floor 
and  manufactured  into  felt  and  batting  on  the  second. 
When  the  firemen  arrived  the  building  was  burning  on 
all  sides  and  a  dry  black  smoke  made  it  difficult  to 
fight  the  flames.  Piles  of  material  against  the  upper 
windows  and  on  the  floors  impeded  the  work  of  the 
fire-fighters.  It  was  necessary  praciieally  to  flood  the 
building. 

Seven  men  were  working  in  the  factory,  but  they  got 
out  without  injury.  The  loss  from  damage  to  stock 
and  machinery  mainly  will  amount  to  about  $20,000, 
and  is  covered  fully  by  insurance,  according  to  W.  W. 
Gumming,  manager  of  the  company,  which,  he  says, 
will  resume  business  as  soon  as  the  damage  can  be 
repaired. 


CURTAILING  RETAILERS'  CREDIT  IN  ALBERTA. 

A  diminution  of  credit  to  retailers  throughout  Alberta 
was  foreshadowed  at  a  big  banquet  given  in  Calgary 
recently  to  Calgary  wholesalers  by  the  Canadian  Credit 
Men's  Trust  Association,  and  the  United  Commercial 
Travelers,  when  over  350  guests  were  present,  includ- 
ing all  of  Calgary's  leading  wholesalers.  F.  M.  Black, 
treasurer  of  the  P.  Burns  Company,  was  the  speaker  of 
the  evening,  and  he  frankly  declared  that  the  people  of 
the  West  had  come  to  regard  the  use  of  credit  as  a 
right,  not  as  a  privilege.  S.  S.  Savage,  of  the  wholesale 
house  of  Plunkett  &  Savage,  asserted  that  credit  had 
been  too  cheap  in  Western  Canada  during  the  last 
twenty  years,  and  advocated  the  formation  of  an  Al- 
berta organization  that  would  put  the  province  on  what 
he  termed  a  sound  and  proper  basis  so  far  as  credit  was 
concerned. 

Other  speakers,  many  of  whom  adopted  a  similar  at- 
titude, included  R.  J.  Hutchings,  of  the  Great  West 
Saddlery  Co. ;  W.  H.  Berkinshaw,  president  of  the  board 
of  trade;  W.  A.  Georgeson,  founder  of  Calgary's  first 


wholesale  house ;  T.  0.  Baldwin,  vice-president  of  the 
Alberta  board  of  the  Credit  Men 's  Association ;  J.  D. 
MacDonald,  president  of  the  Alberta  board  of  the 
Northwest  Travelers'  Association,  and  many  other 
leading  men  in  Calgary  commercial  circles.  W.  G.  Fow- 
ler, president  of  the  Credit  Men's  Association,  presided 
at  the  banquet. 


SASKATCHEWAN  NEWS  ITEMS 

Definite  steps  are  being  taken  with  a  view  to  consum- 
mating the  "Closer  Community"  scheme  outlined  by 
the  Regina  Board  of  Trade.  A  big  convention  was  held 
in  Regina  recently,  when  representatives  from  all  parts 
of  Western  Canada  were  present.  The  objects  of  the 
Closer  Community  scheme  are  to  bring  about  the  closer 
settlement  of  farm  lands  on  a  community  plan  similar 
to  that  worked  out  in  European  countries.  All  land 
held  by  speculators  and  not  now  cultivated  may  be  reg- 
istered by  a  central  organization,  which  will  act  as 
agents  to  sell  or  rent  land  as  required  to  parties  who 
desire  to  farm  it. 

The  ladies  of  Regina  have  now  started  on  a  unique 
scheme,  aiming  to  popularize  "Made  in  Regina"  wares. 
A  meeting  of  the  ladies  was  called  in  the  Y.W.C.A.  re- 
cently, when  prepared  foods  from  Regina-made  flour, 
etc.,  were  served.  Regina-made  candies  were  also  passed 
around.  All  firms  manufacturing  in  Regina  had  wares 
on  display,  these  including  furniture,  bricks,  iron  work, 
steel  work,  soaps,  prepared  meats,  mineral  waters,  ex- 
tracts, vinegar,  ironing  boards,  and  portable  granaries. 

A  movement  to  favor  the  settlement  of  Belgian  farm- 
ers on  Saskatchewan  lands  in  the  vicinity  of  Regina  has 
taken  definite  form. 


OPENING  OF  UNITED  STATES  CARPET  SEASON. 

The  New  York  fall  carpet  and  rug  season  opened 
under  auspicious  conditions  during  the  latter  part  of 
April,  when  two  auction  sales  instead  of  the  customary 
one  brought  buyers  from  every  section  of  the  country. 
15oth  sales  came  to  a  satisfactory  conclusion  with 
estimated  total  receipts  of  $5,000,000.  The  carpet  and 
rug  market  has  shown  great  activity  this  year. 


The  second  annual  convention  of  the  Federation  of 
Furniture  and  Fixture  Manufacturers  was  held  at 
Chicago  on  May  12  and  13. 


Three  new  furniture  items  from  the  Hreaford  Mfg.  Co.'s  line. 
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Annual  Convention  of  the  Saskatchewan  R.  M.  A. 

Held  at  Saskatoon  on  May  1 1 ,  12,  and  13.  Many  subjects 
of   importance    to    retailers    discussed    and    dealt  with. 


THE  second  annual  convention  of  the  Saskatehewan 
Retail  Merchants'  Association  was  held  in  Saska- 
toon on  May  11,  12,  and  13,  with  a  good  attend- 
ance from  various  parts  of  the  province.  Many  ques- 
tions of  importance  to  the  retail  trade  were  brought  up 
and  discussed.  Among  those  present  from  a  distance 
was  B.  W.  Ziemann,  of  Preston,  Ont.,  Dominion  presi- 
dent of  the  association. 

Addresses  of  Welcome 

At  the  opening  session  addresses  of  welcome  were 
delivered  by  Mayor  Harrison,  President  Murray,  of  the 
University;  M.  Isbester,  president  of  the  Board  of 
Trade,  and  C.  T.  Woodside,  grocer,  who  is  president 
of  the  local  R.M.A. 

On  Wednesday  lafternoon  a  number  of  the  delegates 
visited  the  local  plant  of  the  Quaker  Oats  Company,  re- 
turning for  the  afternoon  session  from  3  to  6. 

G.  A.  Maybee,  of  Regina,  in  his  presidential  message, 
emphasized  the  necessity  of  merchants  getting  together 
with  the  farmers  in  an  attempt  to  solve  some  of  the 
problems  confronting  them. 

The  Small  Debt  Act 

He  instanced  particularly  the  Small  Debts  Act,  which 
the  association  was  successful  in  getting  on  to  the 
Statute  Book,  and  pointed  out  that  this  Act  enabled 
the  collection  of  aeeounts  up  to  $50  to  be  made  at  very 
little  expense,  and  enabled  the  merchant  to  serve  his 
own  summons  and  conduct  his  own  case.  This  legisla- 
tion, while  very  satisfactory,  was  far  from  all  that 
they  wanted,  and  they  had  already  approached  the 
Provincial  Government  for  certain  amendments  to  it. 
One  was  the  raising  of  the  limit  to  $100  and  the  con- 
tinuous garaishee  proceedings  'and  adjourned  sum- 
monses. 

Another  very  important  matter  which  the  association 
had  taken  steps  to  arrange  was  an  alphabetical  list  of 
property  owners  to  be  kept  at  the  registry  offices.  At 
the  present  time,  in  order  to  trace  whether  an  indi- 
vidual owned  property  they  must  know  its  location,  but 
if  they  had  a  system  by  which  an  alphabetical  record 
was  kept  it  would  be  easy  to  find  out  who  owned  cer- 
tain property  and  what  property  they  owned. 

Credit  Reporting  System 

The  credit  reporting  system  of  the  association  was 
also  touched  upon  by  the  president,  who  informed  the 
members  that  they  had  no  need  to  pay  any  fee  in  ad- 
vance, as  the  association,  by  its  system,  was  now  col- 
lecting their  debts  without  any  charge  other  than  the 
membership  fee,  and  far  more  successfully  than  any  col- 
lection agency,  which  would  charge  them  probably  50 
per  cent,  of  what  it  obtained. 

The  association  was  also  endeavoring  to  obtain  legis- 
lation making  accounts  for  the  necessities  of  life  pre- 
ferred claims  against  an  estate  on  the  ground  that  it 
was  impossible  to  take  a  lien  note  on  such  commiodities. 
The  Transient  Traders'  Act  and  the  Hawkers'  and 
Peddlers'  Act  were  also  referred  to. 

"The  Retailer" 

Secretary  Raymond's  report  was  also  read.    It  re- 


ferred in  detail  to  the  large  amount  of  work  which  has 
been  accomplished  during  the  year.  He  referred  to  the 
latest  venture  of  the  association  in  the  publishing  of 
"The  Retailer,"  the  object  of  which  was  to  keep  the 
members  advised  of  what  was  being  done  each  month 
and  also  to  deal  with  the  many  subjects  of  interest  to 
the  members.  Mr.  Raymond  advised  thalt  the  branch 
associations  should  endeavor  to  pay  salaries  to  their 
local  secretaries,  when  he  thought  the  services  they 
would  receive  would  be  far  more  beneficial. 

Association  Finances  j 

J.  L.  S.  Hutchinson,  provincial  treasurer,  also  gave 
his  annual  report,  which  showed  the  association  to  be 
in  a  very  satisfactory  financial  position,  but  demon- 
strated that  the  expenses  were  running  so  close  to  the 
income  that  it  would  be  a  wise  policy  in  the  interests 
of  future  work  to  raise  the  provincial  fee  from  $10  to 
$20  per  year.  Mr.  Hutchinson  also  paid  testimony  to 
the  valuable  work  being  done  by  the  provincial  staff. 

Many  Subjects  Dealt  With 

A  big  range  of  subjects  having  a  direct  bearing  on 
the  retail  merchants  of  the  province  were  discussed 
during  the  convention.  On  Tuesday  and  Thursday 
evenings,  instructive  addresses  on  business  subjects 
were  delivered  by  Paul  H.  Neystron,  who  took  the 
place  of  Prank  W.  Stockdale,  of  Chicago,  who  was 
unable  to  be  present. 

On  Wednesday  evening  a  banquet  was  given  to  visit- 
ing delegates,  at  which  short  speeches  were  made  by 
various  members  of  the  trade  and  organization. 

A  committee  of  ladies,  representing  the  wives  of  the 
retail  merchants  of  the  city,  held  an  afternoon  tea  in 
honor  of  the  visiting  ladies  on  Wednesday. 

In  the  evening  they  attended  the  Daylight  Theatre, 
and  on  Thursday  morning  enjoyed  an  auto  tour  of  the 
city. 


Charles  Rogers,  president  of  Charles  Rogers  &  Sons, 
furniture  manufacturers,  Toronto,  died  on  May  9,  aged 
71  years.  He  leaves  a  widow,  four  sons  and  four 
daughters.  W.  B.  Rogers,  postmaster  of  Toronto,  is  a 
brother. 

The  Kemp  Furniture  Company,  Amherstburg,  Ont., 
contemplate  an  addition  to  their  factory. 

The  CoUie-Cockerill  Mfg.  Co.,  Ltd.,  makers  of  office 
furniture,  etc.,  Ottawa  and  Aurora,  Ont.,  are  succeeded 
by  Office  Bureau,  Litd. 


OFFICERS  OF  SASKA.TCHEWAN  E.M.A. 

The  officers  lof  the  Sasfcatc'lieiwian  Brancili  of  the 
E.M.A. ,  elected  a;t  the  annual  ■convention  dn  Siaskato'Cn, 
are  as  f  olloTv«: 

President — G.  A.  Miaybee,  Moose  Jiaw. 

Ist  Vice-Presidenit— W.  W.  Cooper,  Swift  Current. 

2nd  Vice-Presidenit — H.  D.  Macpherson,  Regina. 

TreasuTer — J.  L.  S.  Hnitelhinson,  Sagkaitoon. 

Secretary— F.  E.  Baymjond,  Saskiatoon. 

Next  year's  oonvention  will  be  held  in  Eegina. 
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Boston  rocker  in  white  enamel. 
A  comfortable  and  good-looking 
porch  chair.  The  Kiiechtel  Furni- 
ture Co.,  Hanover. 


\  .strong  and  handsome  cane- 
«pntP(l  oak  chair,  well  constructed 
and  finished.  The  North  American 
Bent  Chair  Co.,  hU\..  Owen  Sound. 


Pleasing  design  of  dresser  with  colonial- 
shaped  standard,  with  14x24  mirror.  The 
kiirchtfl    iMiniiture   Co..  Tlnnovi-r. 


'""'Wi'/ir  — 

One  of  the  new  1915  hammocks  made  hy  the  Gait  Rohe  Cn. 


I  i 

Cedar  bedroom  hox,  decidedly 
seasonable  for  storing  and  hijlilinS 
clothes  in  summer.  D.  L.  Shafer 
k  Co.,  St.  Thomas. 


'if' 


One  of  The  Ham  &  Nott  Co.,  Ltd., 
"Quality"  refrigerators.  It  comes 
lined  in  opal  glass,  porcelain,  or  white 
enamel. 


Summer  porch  table  and  chair  of  sea  grass    made  by  The  W.  B. 
.Tennings  Furniture  Co.,  St.  Thomas. 


A  page  of  new  summer  furniture  aud  furnishings,  made  by  some  Canadian  manufacturers. 
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**i5icf  Thirteen-Nineteen-  Chicagp''i3K)'" 

J\ilyoi<)t5  •  tWenQr-ag^di  Season 

Ttie  successful  Bimiture 
buyecs  realize  mat  a 
vidt  wtuffis  a  profit- 
a])le  education  Q  latest 

desfeps  fix>m^  best  knowa&cto- 
ties  m  America  'Will  be  <ai  edulntion 
here  in]u^.  No  dealer  can  afford 
to  miss  seeing  tfaem. 


Manufacturers  Inhibition  Building  Company •  1319  Michigan  Ave,  Chicago 
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Knobs  of  News 


The  Chatillon  Furniture  Co.,  Ottawa,  has  changed  its 
name  to  the  H.  Chatillon  Furniture  Co. 

W.  P.  Stanton  &  Co.,  office  furniture  dealers,  Mont- 
real, have  sold  their  business. 

The  Du  Pont  Fabrikoid  Co.,  Inc.,  announce  the  re- 
moval of  their  New  York  of¥ices  from  90  West  St.  to 
the  Equitable  Building,  120  Broadway. 

E.  J.  Williams  has  succeeded  W.  Montgomery  in  the 
furniture  and  hardware  business  at  Stonewall,  Man. 

The  Standard  Trust  Co.  are  calling  for  tenders  for 


Interior  of  Solomon's  new  store  on  opening  day.    The  white  and  black 
arrows  point  out  two  of  the  Solomon  brothers. 


the  furniture  business  conducted  by  the  late  John  Les- 
lie, at  Winnipeg. 

Jacob  Moscovitch  has  discontinued  his  furniture  and 
hardware  business  at  Winnipeg. 

C.  W.  Mapes,  of  C.  W.  Mapes  &  Son,  furniture 
dealers,  Strassburg,  Sask.,  is  dead. 

The  Universal  Furniture  Exchange,  Montreal,  has 
been  registered. 

Jas.  A.  Whitaker  has  opened  up  a  furniture  store  at 
71  Laurier  Avenue  West,  Montreal.  Mr.  Whitaker  was 
formerly  manager  and  buyer  for  Henry  Morgan,  art 
department  salesman  with  the  Metropolitan  Furniture 
Company,  and  organizer  and  manager  of  the  Scroggie 
furniture  department. 

J.  A.  Berthiaume,  Ltd.,  Ottawa,  has  been  incorpor- 
ated with  a  capital  of  $50,000,  to  make  and  deal  in  beds, 
mattresses,  furniture,  and  household  utensils.  Richard 
and  J.  0.  Berthiaume,  Ottawa,  are  interested. 

Articles  of  incorporation  were  filed  recently  at  Port- 
land, Ore.,  by  the  International  Hardwood  Co.,  by  S.  E. 
McCallum,  of  Victoria,  B.C. ;  D.  J.  McCallura  and  C.  E. 
Moore,  with  a  capital  stock  of  $25,000.  The  company 
plans  to  import  in  large  quantities  to  Portland  birch 
and  maple  timber  from  Eastern  Canada,  where  the  Mc- 
Callums  are  interested  in  large  bodies  of  timber  in 
which  they  have  now  started  operations.  The  company 
has  already  orders  for  2,000,000  feet  of  material  that 
will  figure  largely  in  the  manufacture  of  furniture. 
The  material  will  be  brought  in  steamers  via  the 
Panama  Canal.  John  McCallum,  father  of  S.  E.  and 
D.  J.  McCallum,  is  interested  in  a  large  way  in  hard- 
wood timber  in  Eastern  Canada.  A  mill  will  probably 
be  installed  in  British  Columbia  to  resaw  the  timber 
upon  arrival. 

W.  P.  Ball,  Thorold,  Ont.,  has  commenced  work  on 
the  erection  of  a  furniture  factory  to  be  l^/^  storeys 
high,  25  X  50  ft.,  of  frame  construction, 


Lande's,  Limited,  Montreal,  capitalized  at  .$49,000, 
has  been  incorporated  to  carry  on  business  as  manufac- 
turers, importers,  anrl  wholesab;  and  retailers  of  house- 
hold, office,  and  factory  furniture. 

There  is  a  probability  of  an  addition  being  built  to 
the  Coomb  Company's  furniture  works  at  Kincardine, 
Ont. 

Fire  recently  destroyed  the  furniture  store  of 
Wright's,  Limited,  at  Sydney,  N.S.  With  character- 
istic enterprise  the  firm  immediately  advertised  in  the 
local  press  that  they  had  taken  temporary  premises  in 
a  building  opposite  their  burnt  store  on  Charlotte 
Street.   They  were  thus  out  of  business  but  a  few  day.s. 

A.  O.  Skinner,  carpet  dealer  and  house  furni.sher.  at 
St.  John,  N.B.,  has  been  elected  president  of  the  New 
Brunswick  Retail  Merchants'  Association. 

Small  &  Smiles,  hardware  dealers,  Macklin,  Sask., 
have  added  a  furniture  department  to  their  store. 


MONTREAL  FIRM  OPENS  THIRD  STORE 

There  was  a  striking  illustration  of  business  growth 
in  Montreal  .shown  a  short  time  ago,  when  H.  Solomon 
&  Company  opened  their  new  furniture  store  at  1488a 
St.  Lawrence  Boulevard.  This  new  store  gives  them 
three  stores  in  the  metropolis,  the  others  being  at  725 
Notre  Dame  West  and  1617  Notre  Dame  West. 

The  accompanying  photographs  give  some  idea  of 
the  crowd  which  attended  the  recent  opening,  and 
which  was  a  big  event  in  the  business  life  of  Montreal. 
The  decorations,  and  in  fact  the  whole  of  the  new 
premises,  are  in  keeping  with  the  standard  of  the  firm, 


Crowds  waiting  to  enter  new  store  on  opening  day. 


which  consists  of  four  brothers,  who  launched  it  in 
1907.  Rapid  advance  has  marked  the  growth  of  the 
business. 

On  the  opening  souvenirs  in  the  .shape  of  hand  mir- 
rors were  given  every  lady  who  visited  the  store  to 
look  over  the  display  of  furniture,  the  whole  three 
floors  being  given  over  to  a  real  exhibition  of  the  latest 
ideas  in  furniture  and  home  furnishings. 
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Columbia 
Graphophone 

Company 

365  Sorauren  Avenue 

Toronto,  Canada 


Get  this  Trade 
Mark  on  Your 
Store  Front 

It's  an  asset.  It's  an  assurance  of  profit.  It's  a 
mark  of  prestige.  It's  a  bank  balance.  It  means 
that  you  have  the  agency  for  the  best  proposition 
in  the  field  of  sound  reproduction.  The  Colum- 
bia "  Note  the  Notes"  on  your  store  front  shows 
the  people  that  you  are  headquarters  for  enter- 
tainment, education,  amusement,  and  recreation 
such  as  can  be  brought  to  their  homes  in  no  other 
way-and  YOU  MAKE  A  GOOD  PROFIT. 

There  are  no  "  seasons"  for  the  Columbia  man. 
His  season  is  all  the  time — every  business  day 
in  the  year.  Columbia  advertising  has  made 
and  is  always  increasing  Columbia  demand — 
a  franchise  that  pays  rent,  light,  taxes,  salaries — 
AND  A  PROFIT. 

The  Col  umbia  line  helps  furniture  sales.  If 
you  sell  the  Grafonola,  you  still  have  the  prospect 
on  your  list  for  a  furniture  sale  at  a  later  date. 
You  are  in  touch  every  month  through  the 
record  end  of  the  proposition.  You  can  sell 
the  Columbia  on  time  as  well  as  for  cash. 

We  tell  you  all  about  this  wonderful  proposition 
in  "  MUSIC  MONEY  "  a  book  every  merch- 
ant ought  to  read.  A  copy  will  be  sent  you  free, 
upon  application  to  Trade  Promotion  Department. 
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Prompt 
Service 
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TRADE  MARK 


"Quality"  Line 


Fair 
Prices 


The  Newest  and  Best  in 

Polished  Oak  and  Mahogany  Caskets. 
Cloth  and  Plush  covered  Caskets.  Ex- 
clusive designs  m  the  latest  fashions  in 
Ladies'  Dresses,  Gentlemen's  Suits 
and  Casket  Linings.  Wesfield  Plate 
Hardware. 

No  less  a  feature  than  the  well  known 
"Evel"  Quality  is  our  prompt  and 
efficient  service.  Write  for  our  prices 
and  concentrate  on  the  "  Evel  "  line. 

The  Evel  Casket  Company,  Ltd., 


Hamilton 


Ontario 


Has  no  affiliation  with  any  other  firm  in  the  Trade 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Fundamentals  in  Embalming 

B\)  'Professor  H.  S.  Eckels,  Dean  Eckels  College  of  Embalming, 
'Philadelphia,  'Pa. 

FAUI/TY  embalming  causes  far  more  trouble  than 
faulty  embalming  fluid.  As  we  go  about  our  work 
day  after  day,  we  find  ourselves  developing  a  dis- 
position to  assum'e  that  everything  is  right  until  it 
proves  to  be  wrong.  Then  we  have  that  old  standard 
excuse  to  fall  back  upon — ^the  fluid  was  bad.  Assuming 
that  all  is  right  until  it  proves  to  be  wrong  is  a  dan- 
gerous practice  for  any  embalmer.  Far  better  assume 
that  it  is  wrong  until  it  proves  itself  to  be  right. 

The  proof  is  easy  to  obtain  because  we  have  four 
signs  of  embalming  upon  which  we  can  rely.    The  in- 
jection of  the  fluid  should  not  be  stopped  until : 
Sign  1 — The  surface  of  the  body  becomes  dry. 
Sign  2 — The  flesh  becomes  firm. 

Sign  3 — A  mottle  caused  by  the  fluid  spreads  over 
the  body. 

Sign  4 — Fluid  escapes  with  the  blood  thi'ough  the 
draining  tube. 

Here  are  fundamental  rules  for  procedure  in  normal 
eases.  ■ 

Insert  the  Genung-Eckels  draining  tube  in  the  axil- 
lary vein ;  allow  blood  to  pass  out  until  the  color  of  the 
body  is  lifelike  and  natural,  injecting  fluid  through  an 
artery,  preferably  the  axillary.  It  is  a  good  plan  for 
the  beginner  to  inject  toward  the  hand  enough  fluid 
to  cause  the  arm  to  become  firm  and  dry  and  otherwise 
show  all  of  the  four  signs.  Then  inject  the  fluid  through 
the  same  artery  toward  the  trunk  of  the  body,  not 
faster  than  one  quart  in  ten  minutes,  until  the  four 
signs  appear  there. 

Rem'ove  the  draining  tube  when  the  first  three  signs 
appear  over  the  body  up  to  the  neck  and  ears,  provided 
the  color  is  normal.  If  the  color  is  still  too  dark,  allow 
blood  to  continue  to  pass  out  of  the  draining  tube  until 
the  exposed  parts  of  the  body  are  lifelike  in  color.  Then 
remove  the  draining  tube  and  ligate  vein.  Stop  inject- 
ing fluid  only  when  the  fourth  sign  appears. 

Leave  the  arterial  tube  in  the  artery  directed  toward 
the  body  until  you  can  examine  the  body,  say,  ten  hours 
after  the  first  injection.  Remove  the  artery  tube 
directed  toward  the  arm  at  the  same  time  you  remove 
the  draining  tube  at  the  completion  of  the  first  injec- 
tion, ligating  the  arteiy  when  you  remove  it.  After 
approximately  ten  hours,  examine  the  body.  If  it  is 
dry  all  over  the  surface,  and  a  firmness  of  tissne  is 
everywhere  apparent,  it  will  not  need  any  more  fluid 
for  a  preservation  of,  say,  one  week.  Shonld  any  parts 
of  the  body  be  soft  and  damp,  inject  enough  fluid  to 
cause  these  parts  to  become  dry  and  firm.  When  all 
parts  of  the  body  are  dry  and  firm  remove  the  arterial 
tube. 

Should  you  be  called  upon  to  hold  the  body  longer 
than  one  week,  I  would  advise  a  second  injection  of 


fluid  at.  from  ten  to  twenty  hours  after  the  first  injec- 
tion. This  I  would  do,  no  matter  what  the  condition 
of  the  body. 

After  the  entire  body  is  dry  and  firm — and  not  until 
then — use  a  hollow  needle  in  all  of  the  cavities,  if  you 
feel  that  this  is  absolutely  necessaiy,  removing  gases  or 
any  secretions  from  them,  and  injecting  them  with 
fluid.  It  will  be  found  unnecessary,  however,  in  most 
cases.  The  amount  of  fluid  needed  to  produce  the 
four  signs  will  vary  from  one  quart  to  fifty  pounds  of 
body  weight,  to  one  quart  to  fifteen  pounds  of  body 
weight. 

If  an  old  line  raw  formaldehyde  is  used,  the  use  of 
the  larger  ((uantity  is  pretty  sure  to  cause  trouble  and 
burn  the  body.  Always  close  the  mouth  and  eyes 
properly  before  embalming. 

Rule  Two  will  be  called  into  requisition  in  all  cases 
where  purging  from  the  lungs  or  from  the  stomach  is 
caused  by  fermentation  of  the  secretions  contained 
therein  or  from  leakages  of  the  embalming  fluid  into 
those  eavities,  or  from  the  secretions  and  leakages  of 
fluid  in  the  stomach  or  alimentary  canal,  forced  from 
thence  by  gases. 

This  purging  may  be  stopped  by  producing  pressure 
of  the  cavities  (the  thoracic  or  abdominal  cavity),  so 
as  to  drive  the  secretions,  gases  or  fluids  into  the  throat, 
and  from  there  they  may  always  be  aspirated  into  a 
bottle. 

When  such  pi;rging  occurs,  aspirate  through  an 
Eckels  nasal  tube.  This  can  be  bent  into  such  shape 
that  it  may  in  all  cases  be  inserted  into  the  throat 
through  the  nostrils,  the  embalmer  manipulating  the 
epiglottis  by  pressing  it  first  to  the  right  and  then  to 
the  left. 

The  treatment  will  always  allow  the  secretions  and 
gases  which  have  been  forced  up  from  the  alimentary 
canal  or  bronchial  tubes  to  pass  into  the  throat,  and 
fi'om  thence  they  may  easily  be  aspirated. 

This  latter  result  is  best  produced  by  elevating  the 
foot  of  the  embalming  board  or  couch,  while  pressure 
is  applied  to  the  body  as  above  described. 

This  method  is  far  better  than  the  old  trocar  method, 
because  by  using  it,  no  rupture  of  the  systemic  circula- 
tion can  occur,  though  all  can  be  accomplished  in  this 
way  that  could  possibly  be  accomplished  by  the  use 
of  the  hollow  needle  or  trocar. 

When  bodies  purge  after  the  four  signs  of  Rule  One 

So  live  that  when  thy  summons  comes  to  join 
The  innumerable  caravan,  which  comes 
To  that  mysterious  realm,  Avhere  each  shall  take 
His  chamber  in  the  silent  halls  of  death. 
Thou  go  not  like  the  quarry-slave  at  night. 
Scourged  to  his  dimgeon,  but,  sustained  and  soothed 
By  an  unfaltering  trust,  approach  thy  grave 
Like  one  who  wraps  the  drapery  of  his  couch 
About  him,  and  lies  down  to  pleasant  dreams. 

— William  CuUen  Bryant 
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appear,  there  is  no  objection  (excepting  in  eases  when 
long  time  preservation  is  desired)  should  the  embalmer 
desire  to  use  the  hollow  needle.  Even  here,  however, 
it  is  not  desirable,  the  removal  of  secretions  and  gases 
by  pressure  of  the  cavities  being  mneli  to  bo  preferred. 


•■  In  almost  every  part  of  the  world  can  he  found 
tombs  and  mausoleums  containing  the  remains  of 
distinguished  personages  of  all  ages  and  all  nations. 
A  visit  to  England  is  considered  not  complete 
without  a  call  at  Westminster  Abbey,  a  building 
beautiful  in  point  of  architecture  and  inspiring  by 
reason  of  the  notable  characters  that  sleep  within 
its  silent  crypt.  The  above  is  an  illustration  of 
Grant's  tomb  on  Riverside  driveway,  New  York 
City. 

In  the  foregoing  I  have  outlined  the  methods  of  em- 
balming by  the  use  of  the  axillary  artery  and  vein. 
These  are  almost  always  much  to  be  preferred  to  any 
other — certainly  in  all  normal  cases.  The  reasons  for 
this  are : 

1st — The  axillaries  lie  nearer  the  surface  and  are 
more  easily  reached  than  any  other  prominent  blood 
vessels  in  the  body. 

2nd — One  incision  will  suffice  for  both  vein  and 
artery.  It  need  not  be  more  than  one  inch  long,  and  is 
located  in  the  most  obscure  part  of  the  body,  the  arm[)it. 

;^rd — The  axillary  artery  is  larger  than  the  brachial, 
and  through  it  the  arterial  tube  may  be  inserted  all  the 
way  to  the  arch  of  the  aorta,  thus  giving  a  natural 
pressure  to  all  parts  of  the  body. 

4th — From  the  axillary  vein  the  tube  may  be  inser- 
ted past  the  last  valve  in  the  innominate  vein  and  thus 
drain  the  blood  from  the  superior  ven'a-cava,  the  great 
blood  reservoir  into  which  empty  all  of  the  veins  from 
those  parts  of  the  body  which  it  is  desirable  to  beautify 
for  funeral  purposes. 

5th — By  the  use  of  this  method,  the  barbarous  stab- 
bing the  heart  with  the  trocar  is  avoided,  nor  does  the 
neck  or  chest  of  women  whom  it  is  desirable  to  clothe 
in  low-neck  dresses  have  to  be  marred. 

6th — The  control  of  blood  withdrawal  is  entirely  in 
tlie  hands  of  the  operator  and  may  be  stopped  and 
started  at  any  time  as  the  necessities  of  the  ease  may 
demand. 

7th — Reflushing  and  putty  color  are  absolutely  pre- 
vented if  proper  embalming  fluid  be  used. 


Fire  at  Colborne,  Ont.,  damaged  G.  M.  Peebles'  un- 
dertaking establishment  recently. 


MONTREAL  UNDERTAKERS'  ANNUAL  DINNER. 

The  funeral  dii-ectors  of  Montreal  recently  held  a 
dinner  in  the  Queen's  Hotel  in  that  city  to  promote  a 
spirit  of  sociability  among  the  members  of  the  profes- 
sion in  the  metropolis.  In  addition  to  the  undertakers 
a  number  of  manufacturers  and  wholesalers  were  also 
present,  some  32  in  all  sitting  down  to  an  elaborate 
spread. 

Richard  Tees,  of  Tees  &  Co.,  was  chairman  and  toa.st- 
master  and  Mr.  Henderson,  representing  The  Globe 
Casket  Co.,  was  the  honored  guest.  Others  present 
from  out  of  town  were  F.  W.  Coles,  general  manager 
of  Dominion  Manufacturers,  Ltd.,  Toronto :  Hector  L. 
Godin,  Girard  &  Godin,  Three  Rivers;  D.  M.  Andrews, 
secretarv-treasurer  Dominion  Manufacturers,  Ltd.,  To- 
ronto;  R.  S.  Flint,  H.  S.  Eckels  &  Co.,  Philadelphia, 
and  Walter  S.  Evel,  Evel  Casket  Co.,  Hamilton,  all  of 
whom  spoke  highly  of  Mr.  Henderson,  who  for  so  many 
years  has  been  the  friend  and  adviser  of  the  members 
of  the  profession  with  whom  he  has  come  in  contact. 

Wm.  Tracy,  one  of  the  oldest  undertakers  in  Mont- 
real, at  an  appropriate  break  in  the  programme,  en- 
tered the  room  followed  by  a  waiter  carrying  two  mag- 
nificent roses  which  he  presented  to  Mr.  Henderson, 
emblematic,  said  Mr.  Tracy,  of  "the  honored  guest's 
purity  of  soul  and  sweet  disposition."  Mr.  Hender- 
son, lovingly  known  as  the  "deacon,"  acknowledged 
the  compliment  and  replied  feelingly. 

Other  speakers  were  Alderman  Geo.  Yandelac,  J. 
Whelan,  of  the  Co-operative  Funeral  Society  of  Mont- 
real, Fred  Vincent,  who  spoke  in  both  English  and 
French,  Wm.  Armstrong  and  Fred  Wray.  Songs  were 
contributed  by  F.  Ferron  and  J.  Warner,  J.  Whelan 
accompanying  on  the  piano.  Throughout  the  dinner 
an  orchestra  played. 

The  toasts  of  the  evening  were  "The  King,"  "The 


The  Royal  Mausoleum,  near  Windsor  Castle.  It 
was  built  by  Queen  Victoria  in  memory  of  her  hus- 
band, Prince  Albert.  His  body  and  the  bodies  of 
Queen  Victoria  and  the  late  King  Edward  are  rest- 
ing there.  The  two  pictures  on  this  page  are 
reprinted  through  the  cimrtesy  of  the  International 
Mausoleum  Co.,  Toronto. 

Committee"  and  "Our  Guest."  A  majority  of  the 
vspeakers  laid  stress  on  the  point  that  Mr.  Coles  had 
journeyed  to  Montreal  specially  for  the  event,  and  it 
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First  •      •  JkM  P         m  Prompt 

Quality     Uominion  Manuracturers  service 

=============================  Limited  ====^== 


SEMMENS  &  EVEL 

The  name  that  implies  Quality 
Goods  and  Prompt  Service  for  the 
modern  undertakers  in  high  grade 
funeral  furnishings 


Circassian  Walnut 


Standard  of  Perfection"  style  and  quality.  Ask 
our  travellers  about  this  one. 


WE  NEVER  MISS  A  TRAIN 


The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton  Winnipeg 

Telephones:  517,  3316.  Nights  and  470  Ros«  Avenue 

Sundays,    517,    3319,    and    3353  Chas.  Crossland,  Manager 
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Juno,  U)l.-j 


Quality     Dominion  Manufacturers 

Service 

===================  Limited  ======================== 


OUR  LOCATION 


on  the  lines  of  three  great  railways  makes 
it  possible  for  us  to  give  quick  and 
efficient  service  to  dealers  all  over 
Canada. 


No.  537.  Mahogany 


We  excel  in  High  Grade  Polished 
Mah  ogany  and  Oak  Caskets.  The 
"National"  reputation  for  quality  goods 
has  stood  for  years  and  particular  Funeral 
Directors  look  upon  "National"  Lines  as 
the  standard  for  design  and  finish. 


The  National  Casket  Company,  Limited 

93-109  Niagara  Street  Telephones-Adelaide  454 

^  Adelaide  455 

loronto     Ontario  North  5085 
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Quly     Dominion  Manufacturers  ^"rJ 

■=  Limited  = 


GLOBE  CASKETS  and  CASKET 
HARDWARE  are  UNEQUALLED 


No.  505  K  Panel 


Our  solid  Oak  and  Mahogany  Caskets 
and  Casket  Hardware  meet  every  de- 
mand in  design,  quality  and  finish. 

All  orders  executed  promptly  and  every  care  is 
used  in  packing  and  shipping  to  ensure  safe  delivery. 

Our  Service  to  Dealers  all  over  Canada  is  the  Best 

THE  GLOBE  CASKET  COMPANY 

LONDON  ONTARIO 
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First 
Quality 


Dominion  Manufacturers 


Prompt 
Service 


Limited 


Undertakers^  Supplies 

of  the  Highest  Quality 


The  D.W.T.  Line  of  High  Grade 
Undertakers'  Supplies  offers  you  a 
"Service"  which  can't  be  beat. 

Our  line  always  contains  the  newest 
and  best  for  the  undertaker  and  our 
goods  are  reliable. 


Telephones  : 
ADELAIDE  454 
and  NORTH  5085 


The 


D.  W.  Thompson  Co, 


Limited 


93-109  Niagara  St.,  Toronto 


Caskets,  Robes 
and  Linings 


We  can  supply  undertakers 
throughout  Canada  with 
the  best  for  every  purpose. 

Our  shipping  facilities  guar- 
antee you  perfect  deliveries. 


Write  or  phone  us 
next  time 

James  S.  Elliott  &  Son 

Limited 

Prescott  Ontario 


Best  Service  For 
Quebec  Undertakers 


Our  location  at  Three  Rivers, 
Que.,  allows  us  to  give  to 
undertakers  in  Quebec  and 
the  East  the  best  service 
possible. 

Our  plant  is  the  finest  and 
most  modern  in  Canada  and 
all  our  goods  are  guaranteed. 

GIRARD  &  GODIN 

Limited 

Three  Rivers,  Que. 


Best  Quality 
Reasonable  Prices 


We  carry  a  complete 
Ime  of  Burial  Caskets, 
Hardware,  etc.,  and 
our  service  to  under- 
takers in  the  Maritime 
Provinces  is  unex- 
celled. 


We  tolicit  your  orders  by  letter,  telegram 
or  telephone 


CHRISTIE  BROS.  &  CO. 

Limited 

Amherst,  N.S. 
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Dominion  Casket  Co.,  Limited 


J,.    ,         (Day  No.  1020.    Nights,  Sundays 
eep  """.-  ^^j  Holidays   Nos.  1069-1101 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


Our  designs  are  the  latest.  The  quaHty 
of  our  goods  is  the  best.  Shipping 
facilities  from  our  factory  are  such  that 
we  can  supply  your  requirements  days, 
nights  and  Sundays.  Try  us  and  you  will 
be  convinced  that  our  service  is  right. 


Champion  Embalming  Fluid 

IS  the  Very  Best 


Our  knowledge  and  experience  in  the  compounding  of  a  first- 
class  and  reliable  fluid  makes  it  safe  for  you  to  rely  on  ' '  Champion. ' ' 
For  over  thirty-five  years  we  have  been  diligently  laboring  to  com- 
pound a  fluid  that  will  give  the  best  possible  results  in  the  greatest 
number  of  cases. 

The  proof  of  our  success  is  the  great  and  constantly  increasing 
demand  for  Champion.  This  demand  has  been  much  greater  each 
successive  year  since  1878. 

Priced  as  follows: 

$18.00  per  case  of  24—16  oz.  Bottles 

There  is  No  Du\,^  to  pay  on  Champion  Fluid. 
It  is  manufactured  and  shipped  from  our  Canadian  plant. 

Send  Order  Direct  to 

The  Champion  Chemical  Company 

Springfield,  Ohio 
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{Continued  from  page  42) 

came  out  that  Mr.  Coles  was  one  of  the  oldest  casket 
travelers  in  the  Dominion,  having  made  his  first  call 
on  the  Montreal  undertakers  46  years  ago. 

The  dinner  was  the  second  ga  thering  of  the  Montreal 
profession,  and  it  is  hoped  to  make  it  an  annual  func- 
tion. B.  Tees,  J.  Whelan  and  Fred  Vincent  were  the 
committee  in  charge.  Those  appointed  for  the  1916 
dinner  are  Geo.  Vandelac,  chairman,  and  Fred  Vincent, 
secretary. 

L.  C.  Webster,  president  of  Dominion  Manufacturers, 
Ltd.,  sent  a  letter  of  regret  at  inability  to  be  present, 
he  being  at  the  time  on  a  trip  to  the  big  fair  at  San 
Francisco. 


CASKET  MAKING  IN  THE  MARITIME. 

The  manufacture  of  coffins,  caskets,  boxes  and  shells 
stands  twelfth  on  the  list  among  the  wood-using  indus- 
tries of  the  Maritime  Provinces,  states  a  Forestry 
Branch  bulletin.  No  large  firms  are  engaged  in  the 
industry,  which  has  merely  a  local  field  of  trade.  Most 
of  the  expensive,  highly  decorated  caskets  used  are 
imported  from  the  other  provinces  or  from  the  United 
States,  and  the  industry  in  the  Maritime  Provinces  is 
largely  confined  to  the  manufacture  of  cloth-covered 
cofiSns,  rough  boxes  and  shipping  cases. 

The  woods  used  are  mostly  softwoods,  with  pine, 
spruce,  hemlock  and  balsam  fir  forming  together  86.6 
per  cent,  of  the  total.  For  coffins  and  caskets,  woods 
are  used  that  hold  their  shape  well,  are  fairly  durable 
and  take  paint  or  stain  well.  Rough  boxes  are  made  of 
the  cheapest  and  most  abundant  lumber  obtainable. 

The  wood  is  purchased  in  the  form  of  rough  boards 
and,  with  the  exception  of  basswood  and  oak,  is  all 
native  material.  Oak  is  the  most  expensive  wood  used 
and  hemlock  the  cheapest.  The  average  price  of  $21.16 
is  a  little  above  the  general  average. 


PROFESSIONAL  NOTES 

A  building  permit  has  been  issued  for  a  two-storey 
and  basement  brick  and  stone  building  to  be  erected  at 
the  corner  of  Cormorant  and  Quadra  Streets,  Victoria, 
B.C.,  for  J.  Wenger.  The  building  will  be  occupied  by 
the  Sands  Funeral  Furnishings  Co.,  Ltd.  The  structure 
will  be  strictly  modern  in  every  respect,  and  will  have 
four  large  stone  columns  on  the  Quadra  Street  front. 
The  cost  of  the  building  will  be  in  the  neighborhood  of 
$9,000. 

The  Western  Mausoleum  Company,  Winnipeg,  have 
secured  a  site  for  their  projected  mausoleum,  in  River- 
side Cemetery. 


WHAT  HE  REALLY  DID  SAY. 

One  morning  Gifford  met  his  old  friend  Hall.  After 
they  had  greeted  each  other  under  pretense  of  study- 
ing each  other,  Gifford  said: 

"Say,  Will,  I  heard  to-day  that  your  son,  Thomas, 
was  an  undertaker.  I  thought  you  told  me  he  was  a 
physician  ?" 

"Oh  no,"  replied  Hall,  positively,  "I  never  told  you 
that." 

"I  don't  like  to  contradict  you,  old  friend,"  insisted 
GifTord,  "but,  reall.y,  I'm  positive  you  did  say  so." 

"No,  you  probably  tnisunderstood  me,"  explained 
Hall.  "I  told  you  he  followed  the  medical  profession." 


In  the  Undertaker's  Study 

At  the  funeral  of  P>aron  Lionel  de  Rothschild,  father 
of  the  recently  deceased  Lord  Rothschild,  a  poor  old 
man  wept  loudly  and  bitterly. 

"Why  are  you  crying?"  incjuired  a  bystander.  "You 
are  no  relation  of  Rothschild." 

"No,"  howled  the  mourner,  "that's  jusit  why  I'm 
ciying." 

«    *  * 

Mrs.  Timkins  was  taking  her  son  to  school  for  the 
first  time,  and  after  impressing  the  schoolmaster  with 
the  necessity  of  his  having  a  thorough  education  fin- 
ished up  by  saying:  "And  be  sure  he  learns  Latin." 

"But,  my  dear  madam,"  said  the  schoolmaster, 
"Latin  is  a  dead  language." 

"All  right,"  said  Mrs.  Timkins;  "he'll  want  it.  He's 
going  to  be  an  undertaker." 

*  «  * 

It  is  related  of  a  Westerner  that  many  years  ago  he 
held  the  offices  of  coroner  and  .iustice  of  the  peace, 
and  that  .shortly  after  receiving  these  appointments  a 
coi-pse  was  found  floating  down  the  river.  At  the  in- 
(juest  a  revolver  and  a  $10  bill  were  found  on  the  de- 
ceased's person,  and  after  the  usual  verdict  of  "Found 
drowned"  had  been  returned,  the  official,  acting  in  the 
capacity  of  J.P.,  arraigned  the  corpse  on  the  charge  of 
carrying  concealed  weapons,  found  him  guilty,  and 
fined  him  the  $10. 

Housekeeper  (at  the  telephone) — Can  you  send  some- 
one around  to  Doctor  Gardner's  at  once  with  three 
pounds  of  butter  and  twelve  bars  of  laundry  soap? 

Answering  Voice  (over  the  wire) — There's  nobody 
here  who  can  go,  ma  'am — this  is  the  morgue ! 

*  *  « 

"When  you  grow  up  I  suppose  you  will  be  an  under- 
taker, like  your  father?"  "Naw,  I  am  gonter  be  a 
shofer,  so  I  kin  help  me  paw's  business." 

A  doctor,  according  to  the  story,  saw,  late  one  night, 
a  fine  automoibile  halted  outside  a  cemetery.  He  hid 
behind  a  tree,  for  he  suspected  that  body-snatchers 
were  at  work;  and,  sure  enough,  in  a  few  minutes  he 
saw  two  ugly  characters  stagger  from  the  cemetery 
carrying  a  body.  They  placed  it  upright  in  the  auto- 
mobile, as  though  it  were  alive,  propping  it  securely  in 
the  back  seat,  and  then  they  hurried  back  to  the  ceme- 
tery to  fill  the  violated  grave  again.  The  doctor  in 
their  absence  lifted  the  body  out  of  the  automobile,  hid 
it  under  a  hedge,  and  took  its  place  himself.  Soon  the 
scoundrels  returned.  One  seated  himself  at  the  wheel 
and  the  other  fixed  himself  in  the  back  seat  beside  the 
body,  so  as  to  support  it.  Then,  in  the  darkness,  they 
glided  off.  After  a  while  the  man  in  the  rear  seat  said 
in  a  rather  awed  tone :  "This  body  seems  mighty  warm 
for  a  corpse."  The  chauffeur  reached  back  his  hand 
and  touched  it.  "Don't  it,  though!"  he  muttered,  be- 
tween pei"plexity  and  fear.  Then  the  corpse,  in  deep, 
sepulchral  tones,  exclaimed:  "Warm?  Of  course  I'm 
warm!  And  if  you  had  been  where  I've  been  for  the 
last  two  days  you'd  be  warm,  too!"  With  loud  yells 
of  horror  the  body-snatchers  leaped  from  the  automo- 
bile and  fled.  The  doctor  seized  the  wheel  and  drove 
it  home.  He  has  it,  they  say,  still. 
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New  Canada  Casket  Line 

Prompt  Service  Day  and  Night 

The  latest  ideas  in  Cloth  Covered  Caskets,  Robes,  Linings, 
Casket  Hardware  and  Undertakers'  supplies. 


No.  233,  made  with  satin  Puffing  and  Rayed  Panel 


Write  us  for  our  new  catalogue,  if  you  have  already  re- 
ceived one  read  carefully  the  enclosed  letter.  It  has  valuable 
information  for  you. 


No.  83 


Canada  Casket  Company,  Limited 

Wiarton,  Ontario  Toronto  Office :  309-10-11  Confederation  Life  Building 
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Burial  Customs,  Rules  and  Recommenda- 
tions of  the  Protestant  Episcopal 
Church 

By  Rev.  Lefford  M.  A.  Haughwout,  M.  A. 


The  office  of  Christian  burial  is  the  last  sacred  rite 
which  Holy  Church  prescribes  for  her  children,  and 
with  which  she  commends  them  into  the  eternal  keeping 
of  their  Heavenly  Father.  It  is  fitting  and  right,  there- 
fore, that  this  service  should  be  conducted  reverently 
and  in  such  a  way  as  to  emphasize  its  deeply  religious 
character.  The  following  simple  suggestions  are  offer- 
ed as  conducive  to  this  end,  and  as  representing  the 
usage  which  is  commonly  recommended  by  our  bishops 
and  other  clergy. 

Like  all  other  Christian  rites  with  which  our  earthly 
sojourn  is  hallowed — baptism,  confirmation,  holy  com- 
munion, and  jnatrimony — the  burial  offiiee  is  appointed 
to  be  said  in  the  church.  As  it  is  to  this  holy  place 
that  we  make  our  first  earthly  pilgrimage  as  infants,  to 
be  received  into  the  memibership  of  Christ's  flock,  so 
every  Christian  person  should  desire  to  start  from 
there  upon  that  longer  and  final  journey  from  which 
there  is  no  return.  Such  is  the  church's  order.  She 
has  never  given  her  sanction  to  the  house  funerals 
which  have  become  so  common,  and  which  have  done  so 
much  to  rob  the  last  rite  of  its  comforting  religious 
character. 

To  the  consideration  of  religion,  moreover,  there  are 
added  other  and  weighty  reasons:  the  comfort  and 
health  of  those  desiring  to  honor  the  dead,  and  the 
privacy  of  the  bereaved  household.  The  crowded  house 
funeral  is  a  sanitary  danger,  especially  in  winter  when 
colds  and  other  diseases  are  prevalent,  and  when  it  is 
necessary  to  keep  doors  and  windows  closed.  To  the 
family,  worn  with  watching  and  with  sorrow,  it  is  a 
burden  which  they  are  little  able  to  bear. 

How  much  better,  then,  to  obey  the  church's  in- 
junction by  burying  our  dead  from  that  place  which  is 
hallowed  by  the  divine  presence,  and  which  has  al- 
ready witnessed  so  many  of  the  most  solemn  passages 
of  life !  The  church  is  at  all  times  available  without 
charge  of  any  kind.  If  so  desired,  the  body  may  be 
allowed  to  rest  there  from  the  time  of  its  preparation 
to  the  day  of  burial. 

The  day  and  hour  of  burial  should  he  determined 
in  consultation  with  the  rector ;  in  order  that  he  may 
hold  himself  free  from  other  engagements.  Unless 
conditions  imperatively  demand  it,  the  funeral  should 
not  be  set  for  Sunday. 

As  for  the  casket  and  its  adjuncts,  simplicity  and 
refinement  should  govern  every  detail.  Unduly  ex- 
pensive or  elaborately  decorated  caskets  are  to  be 
avoided.  The  only  adornment  needed,  aside  from  the 
name  plate,  is  a  simple  cross  or  crucifix  of  the  same 
metal,  as  a  silent  testimony  of  Christian  faith.  A  few 
choice  flowers  are  beautiful  and  appropriate,  but  any- 
thing bordering  upon  display  is  in  bad  taste.  The  use 
of  lights  about  the  body,  both  before  and  during  the 
service,  is  an  old  and  very  beautiful  Christian  custom, 
symbolizing  the  lig'ht  of  the  life  eternal.  The  necessary 
fixtures  are  usually  provided  by  the  undertaker. 

Friends  who  desire  to  view  the  remains  of  the  de- 
parted one  should  call  at  the  house  before  the  time  of 
leaving  for  the  church.    An  appointed  hour  may  be 


indicated  in  the  newspaper  notice.  The  farewell  of  the 
family  is  made  last  of  all,  after  which  the  casket  is 
finally  closed,  and  is  not  to  be  reopened  at  church  or 
grave.  To  make  in  any  way  a  public  spectacle  of  our 
dead,  or  to  expose  them  needlessly  to  the  gaze  of  the 
morbidly  curious,  is  unseemly  and  irreverent.  In  some 
parishes  the  casket  itself  is  shrouded  with  a  pall,  a 
purple  or  white  embroidered  cloth  of  some  rich 
material. 

Arrangements  for  the  service  itself  should  be  made 
in  consultation  with  the  rector,  who  is  governed  in  this 
matter  by  the  laws  of  the  church.  Music  at  a  church 
funeral  is  always  appropriate  and  comforting;  but 
hymns  may  be  selected  only  from  the  church  hymnal. 
If  preferred,  there  need  not  be  music  of  any  kind.  An 
appropriate  hymn  is  sometimes  read.  Brief  prayers 
may  be  said  with  the  family  before  leaving  for  the 
church,  if  so  desired.  It  is  customary  to  toll  the  bell 
as  the  funeral  cortege  enters  and  leaves  the  church. 

When  rites  of  a  secret  order  are  used  at  the  grave  in 
addition  to  the  burial  rites  of  the  church,  the  latter  in- 
variably take  the  precedence  of  honor.  The  rector 
should  be  consulted  about  this  before  any  arrangements 
are  made.  The  use  of  any  substitute  for  earth  in  the 
committal  is  not  permitted,  as  it  obscures  the  proper 
symbolism  of  the  act. 

Wherever  possible  the  dead  should  be  buried  with 
feet  to  the  east,  in  conformity  with  the  universal  Chris- 
tian sentiment  which  associates  the  sunrise  with  the 
thought  of  the  resurrection. 

"For  a  space  the  tired  body 

Lies  with  feet  toward  the  dawn, 
Till  there  breaks  the  last  and  brightest 
Easter  morn. " 

A  requiem  celebration  of  holy  communion,  either  in 
connection  with  the  service  or  at  some  other  appointed 
time,  before  or  after,  is  an  ancient  and  deeply  signifi- 
cant custom.  It  is  specially  appropriate  where  the 
deceased  was  a  devout  communicant  of  the  church, 
emphasizing,  as  it  does,  the  unbroken  communion  of 
all  who  have  been  received  into  Christ's  mystical  body, 
both  here  and  in  paradise. 

The  house  funeral  is  sometimes  unavoidable.  Where 
a  deceased  adult  has  not  been  baptized,  has  died  ex- 
communicate, or  has  laid  violent  hands  upon  himself 
or  herself,  it  is  implicitly  required.  In  such  cases  a 
speejal  form  must  he  used  instead  of  the  regular  burial 
service.  Sometimes,  moreover,  a  member  of  the  family 
IS  so  ill  that  it  seems  necessary  to  have  the  service  at 
the  house.  If  these  or  other  sufficient  reasons  prevail, 
the  follo\'sing  suggestions  will  be  in  place: 

In  so  far  as  they  apply,  the  recommendations  already 
given  should  be  followed. 

All  farewells,  both  by  friends  and  family,  are  made 
before  the  hour  of  service,  and  the  casket  finally  closed. 
Under  no  circumstances  should  the  morbid  procession 
about  the  bier,  with  its  ill-advised  invitation,  be  toler- 
ated. Refinement  and  revertmce  alike  forbid  it.  Friends 
will  think  it  no  hardshij)  to  call  before  the  service,  and 
others  need  not  be  considered. 

As  the  burial  service  is  in  part  a  commendation  of 
the  departed,  and  in  part  a  ministry  of  comfort  to  the 
bereaved  family,  it  is  said  over  the  body  and  in  the 
immediate  presence  of  the  family.  The  "all  too  com- 
mon custom  of  banishing  the  sorrowing  ones  to  a  remote 
part  of  the  house,  with  the  officiating  minister  in  the 
hall  or  some  other  room,  and  the  saci-ed  body  of  the 
loved  one  in  the  midst  of  strangers,  is  contrary  to  every 
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Bronze,  Mahogany,  Oak,  Plush  and  Cloth  Covered  Caskets 

The  features  of  the  "Central  Line"  are  features  that  make  good  business  everywhere 
— honest  quality,  fair  prices  and  efficient,  prompt  service. 


..A^JBIIilllilr 

jmhhiif 


One  of  our  new  caskets.  No.  53.  In  Plain  Oak,  Quartered  Oak  and  Mahogany.  The 
best  value  ever  offered  to  the  Canadian  trade.     Both  in  quality  and  price. 


CENTRAL  CASKET  COMPANY  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  27  1  Fern  Ave,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


IT  IS  generally  the  man  who  doesn*t  know  any  better  who  does  the 
^  thing  that  can^t  be  done.  You  see,  the  blamed  fool  doesn't  know 
that  it  can't  be  done,  so  he  goes  ahead  and  does  it ! 


Vl/HEN  HENRY  FORD  announced  that 
he  would  put  an  automobile  on  the 
market  that  would  cost  about  one-third 
as  much  as  any  other  car  made,  the  Wise 
Men  all  declared,  "It  can't  be  done." 

But  the  Blamed  Fool  didn't  know  it 
couldn't  be  done,  so  he  just  went  ahead 
and  did  it. 

When  J.  Pierpont  Morgan  announced 
the  formation  of  a  billion-dollar  Steel 
Trust,  the  Wise  Guys  declared,  "It  can't 
be  done."  But,  once  more,  the  Blamed 
Fool  who  did  not  know  that  it  couldn't 
be  done,  went  ahead  and  did  it. 

When  Marconi  told  a  startled  world 
that  he  could  talk  across  continents  and 
oceans  without  the  use  of  wires  or  cables, 
every  Wise  Owl  who  thought  he  knew 
declared,  "It  can't  be  done,"  but  the 
Blamed  Fool  who  didn't  know  that  it 
couldn't  be  done,  went  ahead  and  did  it. 

And  so  it  has  been  since  the  beginning 
of  time.  Wise  Men  were  not  lacking  to 
tell  Caesar  what  he  could  and  could  not 
do,  Hannibal,  Alexander  and  Napoleon 
had  scores  of  voluntary  advisers  who  said, 
"It  can't  be  done,"  But,  somehow  or 
other,  the  Blamed  Fools  went  ahead  and 
did  it, 

Robert  Fulton,  Elias  Howe,  Morse  and 
the  Wright  Brothers  are  a  few  of  the 
others  of  the  Blamed  Fools  who  didn't 
know  it  couldn't  be  done,  and  conse- 
quently went  ahead  and  did  it. 

When  Professor  Eckels  announced  that 
he  had  devised  a  formula  for  making  a 
double-base     iluid     in  EE-Concentrated 


form,  a  bunch  of  Wise  Old  Jackasses 
stood  up  on  their  hind  legs  and  solemnly 
declared,  "It  can't  be  done" — and  it 
couldn't — BY  THEM.  But  Professor 
Eckels  didn't  know  that  it  couldn't  be 
done,  and  so  he  just  went  ahead  and 
did  it. 

Through  all  history  and  in  all  lines  of 
human  endeavor,  the  Wise  Old  Owls  have 
solemnly  rolled  their  eyes  and  hooted 
the  same  old  hoot,  "It  can't  be  done." 

Your  less  progressive  competitor  says 
the  same  thing  about  your  method.s  of 
conducting  your  business,  but  you  are 
Blamed  Fool  enough  to  go  ahead  and  do 
the  things  that  can't  be  done  just  the 
same. 

Now,  you  are  doing  these  things — be- 
cause you  are  DOING-  them,  Professor 
Eckels  is  making  a  fluid  with  a  double 
base  of  purified  formaldehyde  and  extra 
strength  peroxide,  even  though  a  lot  of 
goggle-eyed  competitors  say,  "It  can't 
be  done," 

After  years  of  unqualified  success,  dur- 
ing which  he  has  supplied  more  RE-Con- 
ceutrated  Dioxin  than  ever  before  had 
been  made  of  any  other  two  brands  com- 


bined, these  self-blinded  philosophers  still 
maintain,  "It  can't  be  done,'' 

It  CAN  be  done — IS  being  done — and 
YOU  can  prove  it  for  yourself.  If  you 
are  at  all  influenced  by  what  these  en- 
vious Wise  Ones  have  so  solemnly  as- 
serted about  RE-Concentrated  Dioxin,  put 
it  to  the  test. 

Mix  part  of  a  bottle,  according  to  the 
directions  for  making  a  purifled  For- 
maldehyde fluid,  and  the  other  part 
of  the  bottle,  according  to  the  direc- 
tions for  making  a  Peroxide  fluid — 
the  only  difference  being  in  the  amount 
of  water  you  add.  Inject  the  purified 
Formaldehyde  fluid  in  your  usual  manner, 
except  the  downward  injection  in  the 
arteries  of  the  arm. 

Use  the  Peroxide  fluid  here,  and  if  the 
difference  in  color,  the  purity  of  texture, 
the  lightness  and  clearness  of  the  skin, 
any  longer  leave  a  doubt  in  your  mind  as 
to  the  wonderful  bleaching  effects  and 
disinfecting  properties  of  Peroxide,  ship 
back  what  remains  of  the  case,  and  we 
will  pay  the  freight  both  ways  and  will 
make  no  charge  for  the  fluid  you  have 
used  in  the  trials. 


Put  the  wisdom  of  the  Solemn  Old  Owls  to  the  Test. 

f  ca1/r.  /eE-Concentrated  DIOXIN 

Then  you'll  find  how  little  they  know.    Do  it  TO-DAY!    Do  it  NOW! 


H.  S.  ECKELS  &L  COMPANY 


1922  ARCH  STREET,  PHILADELPHIA,  Pa. 
241  FERN  AVENUE,  TORONTO,  CANADA. 
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fooin  in  wliich 
exclusively  J'or  the 


sent iinciit  ol'  '('hristian  ])i'()pri('l y. 
the  body  lies  should  be  iTserved 
family  and  the  closest  friends,  and  the  officiating  min 
istei-  should  stand  near  t.lie  casket. 

There  are  other  niattei's  of  iinpoi'taiicc!  which  iiiiglit 
be  mentioned,  but  if  tlii'  |)rincii)les  embodied  in  the 
foregoing  suggestions  are  observed  there  will  be  little 
danger  of  going  Avroiig.  Reverence,  religious  feeling 
and  refinement  are  the  safest  guides;  and  in  all  tilings 
doubtful  the  rector  will  advise. 

Grant  Us  Thy  Peace 
"Lord  of  the  living  and  the  dead. 

In  whom  our  loved  ones  still  abide ; 
'Neath  us  thine  arms  of  comfort  spread 

And  draw  us  closer  to  Thy  side. 
And  while  we  lean  upon  Thy  breast. 

Enlarge  our  hope,-  increase  our  faith  ; 
And  whisper  of  that  perfect  rest — 
That  endless  life  that  follows  death. 

"Who  in  the  Cross  of  Jesus  trust, 
But  fall  asleep,  they  cannot  die; 
And  while  we  mourn  above  their  dusl 

They  dwell  with  Thee,  dear  Loi-d,  on  high! 
In  Thine  own  presence  grant  them  rest ; 

And,  from  the  radiance  of  Thy  thi-one, 
Shine  on  them,  Loi'd,  and  make  them  blest; 
For  Thou  hast  claimed  them  for  Thine  own." 

— From  Thoughts  on  the  Services. 

Grant  them  eternal  rest.  0  Lord,  and  may  light  per- 
petual shine  upon  them ! 


AMBULANCE  IN  UNDERTAKING  BUSINESS 

Did  it  ever  occur  to  you  thai  there  is  in  reality  no 
connection  between  the  ambulance  business  and  the 
undertaking  biisiness  ? 

One  of  Danville's  most  successful  undertakers,  says 
the  Danville,  ill..  News,  is  authority  for  the  assertion 
that  the  ambulance  business  is  about  as  appropriate  to 
an  undertaker  as  would  be  ;i  line  of  groceries  oi'  a  horse- 
shoer's  shop. 

"We  really  have  no  business  conveying  injured  oi- 
ill  people  to  and  from  the  hospital ;  our  concern  is  witli 
dead  bodies,"  said  the  undertaker. 

This  undertakei-  says,  furthernu)re.  that  hauling  ill  or 
injured  peo})le  al)nut  the  streets  is  not  oidy  bad  business 
tiiianeialh'.   but    is  \nii)rofessional — iu)t     ethical.  As 


a.  rule,  the  ambulance  is  used  to  advertise  the  under- 
taker who  owns  it,  when  ethics  of  the  undertaking 
business  will  not  permit  soliciting  for  business  after  the 
manner  of  a  street  [)arade,  with  a  ba.ss  drum. 

"Considered  in  a  business  way,"  said  the  undertaker, 
"the  ambulance  is  a  i)oor  investment.  Every  time  our 
ambulance  is  driven  up  in  front  of  our  establishment, 
I  am  reminded  of  the  financial  loss  it  is  to  us.  For  every 
trip  of  the  ambulance  we  must  pay  out  .$L75.  We 
would  not  lose  anything  if  persons  patronizing  our 
ambulance  would  pay  for  its  use,  but  not  quite  one  in 
three  pay.  Really,  our  ambulance  is  a  charity  institu- 
tion. We  operate  it  merely  for  the  reason  that  other 
undei'takers  keep  ambulances.  Our  business  advertises 
itself;  we  do  not  need  an  ambulance  for  that  purpose. 

"The  undertaker  who  does  the  largest  average  busi- 
ness in  the  United  States  keeps  no  ambulance;  and  he 
says  the  undertaker  who  does  keep  an  ambulance  is 
unprofessional.  This  man,  who  does  business  in  New 
York  City,  thinks  enough  of  Danville  to  have  a  sister 
living  here.  She  knows  what  I  say  on  the  subject  of 
ambulances  is  true. 

"Until  •comparatively  recent  years  ambulance  work 
was  no  part  of  an  undertaker's  business.  In  a  certain 
large  city  there  was  a  new  undertaker  who  wanted  to 
advertise  his  business.  He  bought  an  attractive  ambu- 
lance, painted  thereon  his  name  and  business  and  par- 
aded it  up  and  down  the  busy  streets.  In  self-defense 
other  undertakers  bought  ambulances,  and  now  almost 
all  persons  in  the  undertaking  business  own  these 
vehicles  that  cut  down  the  profits. 

"Years  ago — yet  not  so  many  years  ago — it  was  the 
l)usiness  of  cities  and  of  hospital  associations  to  convey 
the  sick  and  injured  to  or  from  hospitals.  The  under- 
takers had  nothing  to  do  with  it.  And  right  here  I 
want  to  say  that  I  would  gladly  give  away  our  ambu- 
lance to  either  of  the  hospitals  if  the  other  undertak- 
ing firms  in  Danville  would  thus  dispose  of  theirs.  I 
would  like  to  propose  to  the  other  undertakers  that  we 
turn  over  our  ambulances  to  the  hospitals  and  to  the 
city.  Undertakei's  in  other  cities  already  have  given 
u|)  their  ambulances  to  hospitals  and  municipalities. 
Where  cities  operate  ambulances,  calls  may  be  attended 
to  by  either  the  police  or  the  firemen,  this  depending  on 
which  is  the  more  convenient. 

"The  ambulance  business  is  neither  professional  nor 
|)i-()titable,  and  we  would  like  to  get  out  of  it.  The 
hospitals  might  not  be  anxious  to  get  into  the  ambu- 
lance business,  yet  it  is  a  business  in  which  the  hospitals 
ai-e  vitally  concerned.  Without  ill  and  injured  people 
as  patr'ons,  the  hospitals  would  have  no 
excuse  for  existence. 


undertakers  nuiy  contend 
are  realizing  a  profit  from  the 


"Other 
that  they 

aiiibubinee  business,  but  they  must 
show  me  the  figures.  I  do  not  thiidv  any 
of  them  are  more  successful  in  collect- 
ing than  myself.  If  any  one  of  them 
can  ])eat  me  collecting  on  ambulance 
ejills  there  is  a  good  job  waiting  for 
him  at  our  office. " 

What  do  the  Canadian  undertakers 
think  of  this? 


Kcw  uiubuluucc  supi'lit'd  tu  the  Uvpartuiciit  of  Public  Health,  Toronto. 


Mary  bad  a  little  lamb. 

r>ut  it  was  not  enough. 
According  to  the  present  style 

It  wouldn't  make  a  muff. 
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ONTARIO 

Amherstburg — 
J.  H.  Sutton. 
Aurora — 

Dunham,  Charles. 

Barrie — 

Smith,  G.  G.,  &  Co. 
Bo'bcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbaeh,   Geo.  E.,  162 
King  St. 
Brooklin — 

Disney,  E.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 

Campbdlford — 

Irwin,  James. 
Campden — 

Hamsel,  Albion. 

Clinton — 

Wialker,  Wesley. 

Cobalt — 

McNabb  &  Co.,  Ltd.,  J.  C. 

Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  "William 
Dunnville — 

H.  P.  Fry.    'Phone  68. 
Dutton — 

Sehultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Dayman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 
■  Thomson,  John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

McLay  &  Munro. 
Hamilton — 

Green  Bros.,  124  King  St  E. 

Eobinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 
Hastings — 

Howiard,  P.  N. 
Hepworth — 

Downs,  E.  J. 


Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McOaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Eeid,  Jias.,  254  Princess  St. 

Lakefield — 

Hendren,  Geo.  G. 
Lucknow — 

A.  T.  Davison.   'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  ScJhuett. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  E. 
North  Bay — 

Martyn,  F.  J.,  33  Miain  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 

Oakwood — f  Mariposa  Station 

G.T.E.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia — 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Ch.  E.  Woodburn,  586  Bank 
St.  Tel.  Oarling  600  and 
1009. 

Eogers  &  Burney,  283 
Laurier  Ave.  W. 

Park  Hill- 
Foster  &  McPhee. 

Petrolia — 

Steiadman  Bros. 

Port  Arthur — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 

Prescott — 

Eankin,  H.,  &  Son. 

Renfrew — 

O'Connor,  Wm. 
St.  Catharines — 

Grabb  Bros. 

144-146  St.  Paul  St. 
St.  Marys — 

L.  A.  Biall. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  E.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 

Holmes,  S.  T. 


Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ealph,  Jas.  'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 
Henry,  J.  G. 
Moyle,  J.  E. 
Toronto — 

Cobblediek,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 
Eiaper,  Washington,  Fleury 
Burial  Co.,  731  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 
Vancamp,  J.  C,  30  Bloor  St. 
West. 
Waterloo — 

Klipper  Undertaking  Co. 
WeUand— 

Patterson  &  Diast. 
Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 
Mack,  Paul. 
Wingham — 
Currie,  E.  A 
alker,  J. 
Whitby,  Ont. — 

Nicholson  &  Seldon. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Oadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 

Ferrona — 

Fraser,  D.  &  Co. 
Halifax- 
Snow  &  Co.,  90  Argyle  St. 


Sydney  Mines — 

D.  A.  McEiae,  Clyde  Ave. 

Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 

MANITOBA 

Brandon — 

Campbell  &  Camj[>bell. 
Vincent  &  McPherson. 

Souris — 

McCulloch,  Wm. 

Swan  River — 
Paul],  Geo. 

Winnipeg — 

Bardal,    A.    S.,    834  Sher- 

brooke  St. 
Thompson,  J.  C,  501  Main. 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN 

Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Eussell,  G.  E.  I. 
Lanigan — 

Eobertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 

Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming'  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIVIE 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


Cloth  Coverers  Wanted 


Caskel  manufacturer  wants  cloth  coverers  at  once.  Steady  work, 
good  pay.  No  booze  fighters  need  apply.  Address  Box  135, 
Canadian  Furniture  World  and  the  Undertaker,  32  Col- 
borne  St.,  Toronto,  Ontario. 
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Lippert  Furniture  Co  19 

McLagan  Furniture  Co.,  Geo   5 

Meaford  Mfg.  Co  KM" 

Mundell,  J.  C,  &  Co  i.f-c. 


A.  Bent  Chair  Co   8 

A.  Furniture  Co   8 


Ontario  Spring  &  Mattress  Co. ..  .18 

Sidway  Mercantile  Co   8 

Standard  Bedding  Co   12 

Stratford  Chair  Co  o.f.c. 

Stratford  Mfg.  Co  13 

Stratford  Davenport  Co  11 

Textileather  Co   i.b.c. 

Walter  &  Co.,  B  i.b.c. 

Want  ads   54 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  three 
times  for  $2.00. 

Cash  must  accompany  the  order. 
No  accounts  booked. 

MINIMUM  50  CENTS 


FOE  SALE — One  National  full  telescopic  lowering  device. 
Price  $50.00.    Blackford  &  Son,  Hamilton,  Ont. 


A  new  $1,200  hear.se,  the  very  latest  design.  I  must  sell.  No 
reasoniable  offer  will  be  refused.  Please  write  for  cuts  and 
description.    C.  A.  Decker,  Forest,  Ont. 


FOR  SALE — Undertaking  business  in  New  Brunswick  vil- 
lage (1,000  pop.)  and  surrounding  country.  No  comped;ition. 
Sale  account  of  ill  health.  Price  low.  to  cover  investment  only. 
J.  S.  Frost,  55  Smythe  St..  St.  John,  N.B. 

HRARSE  FOR  SALE— Good  rubber-tired  black  hoarse,  m 
good  ruuining  shape,  fully  equipped,  formerly  used  in  Toronto. 
Terms  reasonable.  Apply  Box  136,  Canadian  Furniture  World 
&  The  Undertaker,  32  Oolborne  St.,  Toronto. 


BUSINESS   FOR  SALE 

Wianted  to  sell  at  once,  furniture  business  in  a  very  good 
locality,  or  would  consider  manager  or  partner  that  woiild 
])ut  his  whole  interest  in  the  business,  as  some  of  my  family- 
have  gone  to  the  fro'nt.  E.  Oartwright,  2460  Park  Avei, 
Montreal,  Que. 


WANTED — Commission  salesmen  to  haadle  a  well  known 
line  of  folding  go-earts  in  the  following  provinces:  British 
Columbia,  Alberta,  Saskatchewan,  Manitoba,  and  Ontario. 
Would  like  to  hear  from  anyone  interested  in  taking  this  line 
on  commission  for  any  part  of  this  territory.  Reply  with  refer- 
ences, to  Box  134,  Ganadiian  Furniture  World.  15|5|3 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Stroneest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  otheri  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescotf,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


Splendid  Opportunity 


Large  floor  space  for  rent  for  first  class  furni- 
ture department,  on  fourth  floor  of  modern, 
new  building.  Express  passenger  and  freight 
elevators  connecting. 

The  location  is  in  one  of  the  best  manufac- 
turing cities  in  Ontario,  which  is  also  the 
centre  of  a  splendid  agricultural  district. 

Two  radial  roads  are  now  running  into  the 
city,  with  two  more  under  course  of  construc- 
tion, which  will  connect  with  a  large  number 
of  smaller  towns,  from  which  trade  is  now 
being  drawn,  but  will  greatly  increase  on  com- 
pletion of  these  roads. 

The  firm  making  this  offer  ranks  as  the  first  in 
the  city. 

There  are  only  two  furniture  firms  in  city  of 
any  importance. 

To  the  man  with  the  necessary  capital  and 
experience  this  is  indeed  a  golden  opportunity. 

Reasonable  rental  on  long  lease. 

Reply  in  first  instance,  giving  financial  refer- 
ences to 

Box  137 
Canadian  Furniture  World 
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Use  Textileather  Because 

— it  possesses  QUALITY — wears  longer  than  any  other  furniture  covering-  made. 
—  it  has  all  the  rich  graining  and  fine  appearance  of  genuine  solid  leather. 

— it  is  priced  low  enough  to  enable  you  to  use  it  on  the  cheaper,  as  well  as  on  the  best  lines. 


Write  for  samples  of  Textileather  and  convince  yourself.   Let  us  have  your  name  at  once. 

Textileather  Co,,  212  Fifth  Ave.,  New  York,  N,Y. 

Write  Direct  or  to  Frank  Schmidt,  Berlin,  Ontario 


Is  Yours  a  Growing  Store? 


BuUdint;  s 
furniture 

Business 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  rew 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

PuMishers  of  The  Canadian  Furniture  World  and  The  Undertaker 


Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  than  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  is  equipped  with  Special  Machinery 
which  enables  us  to  make  SLIDES, — BETTER  and 
CHEAPER  than  the  furniture  manufacturer. 


Canadian  Table  makers  are  rapidly 
adopting  WABASH  SLIDES 

HeCa.USe  '^^^^  eliminate  slide  TROUBLES 


lAre  CHEAPER  and  BETTER 


Reduced  Costs 


BY  USING 

,  WABASH 

Increased  Out-put  [  SLIDES 


Made  by 

B.  WALTER  &  CO. 

Wabash,  Ind. 

The  Largest  EXCLUSIVE  TABLE-SLIDE  Manufacturers 
in  America 

ESTABUSHED-1887 


Bungalow  Beds 

For  the  same  reason  that  these  are  appropriate  for  low  ceiling 
Bungalows,  they  are  also  appropriate  and  equally  charming  for 
the  great  majority  of  sleeping  apartments  in  modern  houses,  cot- 
tages and  flats.  Small  bed  chambers  with  medium  and  low 
ceilings  are  the  rule.  Bedsteads  must  correspond.  Then  there  are 
sleeping  porches,  attic  rooms,  nurseries — hundreds  of  places  where 
the  Bungalow  Bed  may  be  used  to  advantage,  singly  or  in  pairs. 
An  important  point  in  their  favor  is  that  they  are  easily  handled 
— that  saves  work.  We  illustrate  above  one  of  our  best  selling 
numbers,  to  wit: 

No.  404  Chilless  Twin  Bungalows 

Pillars  1  y\  inch  ;  fillers  s  inch;  top  rail  1 1\;  inch;  bottom  rail  s  inch.  Height,  head 
38  inches;  foot  32  inches.    Brass  Naps.    Shipping  weight  50  lbs.  each.    Size  3  0  only. 

List  Price,  $9.00  each.    Trade  Discount. 

The  Alaska  Feather  &  Down  Co.,  Limited 

MONTREAL 


Vol.  5    No.  7 


JULY,  1915 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish  :  The  Retail  Grocer  and  Prooisioner,  The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay- Worker,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse,  Motoring 


McLagan  Quality  is  of  the  highest 
standard  and  the  large  variety  of 
designs  and  prices  makes  it  easy 
for  the  dealer  to  satisfy  every 
customer. 


The  Geo.  McLagan  Furniture 
Company,  Limited 


Adam  Designs 


At  Reasonable 
Prices 


The  two  pieces  illustrated  are  taken 
from  McLagan's  cheaper  line  of 
Adam  designs  and  should  be 
included  in  your  stock  for  the  late 
summer  trade. 

This  line  is  very  attractive  in  both 
design  and  finish  and  the  low  price 
at  which  it  is  sold  makes  it  a  most 
popular  seller. 


STRATFORD 


ONTARIO 
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A  three-piece  bedroom  set  possessed  of  a  number  of  good  points, 
as  a  glance  at  the  illustrations  will  tell  you,  but  its  particular 
merit  is  that  it  is  of  a  design  which  will  h3imoni2e 
with  any  style  of  bedroom  furnishings. 

May  be  had  in  any  finish  of 
oak  or  mahogany 


Other 

designs  shown  in  our 
catalogue.   A  card  will  bring  it  to  you 


ELORA,  ONTARIO 


No.  554  Tea  Wagon  and  Tray 
of  clear  glass,  showing  the  cane 
panel  in  top  of  wagon  1 6  x  28. 
Equipped  with  rubber  tire  hickory 
wheels. 


Having  enjoyed  very  good  business  front  our  Canadian 
friends  in  the  past,  we  take  pleasure  in  announcing 
that  our  patterns  for  the  new  summer  season  are  now 
ready    an  inquiry  will  bring  Catalog  and  Price  List. 


DAVIES- PUTNAM  CO. 

Grand  Rapids,  Michigan 

Exhibit  in  Keeler  Bldg.,  Ground  Floor 


No.  974  Muffin 
St^ind,  36"  high, 
cane  shelves. 


Manufaclurer»  of  high  grade 
reproductions  and  novelties 
in    solid     Cuban  Mahogany. 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room 
Paiior,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

UphoUtered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chetterfieldi. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Cheffoniers. 

Globe- Wernicke  Co.,  Limited 

Globe  -  Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Scat  Davenports. 


"An  umbrella  will  ^eep  the  sun  off 
all  right,  but  you  can't  make  much 
of  a  living  holding  an  umbrella  in 
one  hand  and  working  with  the  other. " 

There  are  a  great  many  dealers  who  do 
business  during  the  montih  of  July  "with  an 
umbrella  in  one  hand."  They  say  to  them- 
selves: "Well,  July  is  a  dull  month,  ITl  just  let 
the  business  slide  along  and  take  care  of  itself." 

The  month  of  July  will  not  be  a  dull  month 
if  you'll  only  geit  down  to  brass  taeto  and 
hustle  a  little  for  business. 

One  link  of  your  selling  chain  which  should 
not  be  neglected  is  your  window  displays.  Your 
windows  are  too  valuable  as  sale  creators  for 
that,  and  especially  during  the  summer  months. 

The  maximum  number  of  probable  pur- 
chasers will  see  your  window  displays  at  this 
time,  beeause  of  the  large  number  of  people 
who  frequent  the  streets  during  the  summer 
months  and  who  are  willing  to  linger  before  an 
attractive  display. 

"Were  you  ever  in  a  country  town  on  Satur- 
day night? 

If  so,  did  you  ever  notice  the  young  couples 
from  the  neighboring  farms  go  up  and  down 
the  main  street? 

I  can  remember  well  how  I  used  to  call  for 
my  girl  and  drive  to  town  every  Saturday  night. 

All  the  young  folks  who  lived  within  a 
radius  of  ten  miles  of  the  town  would  be  there, 
and  it  was  mighty  few  of  them  who  wouldn't 
see  every  window  display  in  toAvn. 

This  instance  is  only  one  of  miany  reasons 
why  you  should  not  neglect  your  windows. 

Take  a  tip  from  Uncle  Si  and  put  in  a  "real 
good  one"  this  week,  and  then  follow  it  up 
with  another,  and — keep  it  up. 

Of  course,  you  know  as  well  as  I  do 
that  anything  "  Made-in-Stratford, 
Canada,"  will  go  a  long  way  towards 
making  a  display  attractive  and 
profitable. 

"Uncle  Si" 
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More  Chairs  From 

THE  ELMIRA  LINE 

Rapid  sellers  are  what  you  want  on 
your  floor.  This  is  why  Elmira 
Chairs  are  such  money  makers  for 
the  dealers.  Order  a  few  sets  for 
your  floor  at  once. 


WE  HAVE  A  LARGE  AND  VARIED  STOCK 


No.  185 


Quartered  White  Oak 
Slip  Seat  and  Upholstered  Back 


THE  ELMIRA  FURNITURE  CO.,  LIMITED 

ELMIRA         -  ONTARIO 


The  Elmira  Line  Never  Fails  to  Satisfy 

You  cannot  go  wrong  when  you  handle  the  "  Elmira  Line."  It  is  well  known 
for  the  high  grade  of  quality  which  it  contains  and  the  ease  with  which  it 

will  meet  with  the  approval  of  your 


customers. 


The  Elmira  Line  includes  a  wide  range 
of  designs  in  Telephone,  Magazine 
and  Hall  Stands,  Office  Desks, 
Chairs,  Filing  Cabinets  and  Sections 
and  Electric  Grate  Mantels. 


Drop  us  a  card  for 
further  particulars 


THE 


ELMIRA  INTERIOR 
WOODWORK  CO. 

LIMITED 
ELMIRA,  ONTARIO 
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Stratford  Chairs  Stand  Out  in 
Elegance  in  any  Company 


The  beauty  of  design,  choice  selec- 
tion of  materials  used,  and  the 
exquisite  finish  of  all  Stratford  Chairs 
are  sure  to  meet  with  the  utmost  ap- 
proval of  your  most  particular  cus- 
tomers. 


IVe  also  manufacture  an 
inexpensive  line  of  dining 
room  and  bedroom  furni- 
ture of  good  quality. 


Stratford  Chairs  are  within  the  means 
of  the  great  middle  class — for  those 
who  are  buying  for  to-morrow  and 
who  will  pay  a  little  more  than  the 
price  of  cheap  goods. 


STRATFORD  CHAIR  COMPANY,  LIMITED 


STRATFORD 


ONTARIO 
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Lines 


offer  you  good  advantages  in 
high  grade  of  construction 
and  wide  range  of  handsome 
design  and  finish. 

The  principle  of  construction 
involved  in  the  lElndH  Kind 
makes  good  design  a  realized 
possibility. 

IQtidH  lines  set  the  standard 
for  easily  and  noiselessly 
operated  beds  for  the  small 
room. 


Write  for  prices  io-da}) 


The  WinMX  Bed  Co., 

Limited 

Toronto  Ontario 


LOOK  FOR  THIS  TRADE  MARK  ON 
YOUR  MATTRESSES  AND  PILLOWS 


Healfh 


WARRANTED 


Bedding  that  Gives 
Comfort  and  Rest 
to  the  User 

^  The  quality  contained  in  Keystone 
Bedding  is  such  that  it  always  gives 
the  sleeper  utmost  in  comfort  and  rest. 

^  In  the  manufacture  of  Keystone 
Bedding,  every  thought  is  given  to 
producing  goods  which  will  give  satis- 
faction to  every  person  who  buys 
"  Keystone." 

^  It  will  pay  you  to  investigate  the 
merits  of  our  well  known  brands  of 
felt  mattresses,  viz:  — 

Rest  Cure, 
Regal  and  Forest 

^  We  also  make  the  following  combin- 
ation mattresses,  Hair  and  Felt,  Key- 
stone, Erie  Rest  and  other  lower 
grades  of  mixed  mattresses. 

^  Our  Feather  Pillows  are  thoroughly 
sterilized  and  positively  dustless. 

All  our  goods  are  Guaranteed.  Returnable 
if  not  as  represented 

Keystone  Bedding  Co. 


London 


Ontario 


Hi 
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THE  ART  MISSION  STYLE 

from  the  Globe -Wernicke  line  oj 

SECTIONAL  BOOKCASES 


This  Art  Mission  Style  (as  illustrated)  is  one  of  the 
best  sellers  and  most  attractive  styles  from  the  G-W. 
line.  It  is  made  in  Quartered  Oak  and  Real  Mahogany 
and  finished  in  Early  English  Oak,  Fumed  Oak 
and  Medium  Dark  Mahogany,  (all  dead  finishes.) 


I  STRATFORD  ONTARIO  | 

jj^iiiiiiiiiiiiililililiiiliiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

I 


8 


CANADIAN  FtJRNITURE  WORLD  AND  THE  UNDERTAKER 


July,  1915 


No.  680. 


Chairs  of  Unequalled  Quality 

WHICH  ARE  QUICK  SELLERS 

^  Illustration  shows  our  No.  680  Kitchen 
Chair  which  is  made  with  fancy  turned  front 
legs  and  pillars,  and  embossed  top  slat,  solid 
wood  seat,  with  golden  gloss  finish. 

^  Value  is  not  determined  by  price  alone. 
The  difference  in  design  and  finish,  obtained 
by  attention  to  details,  makes  our  chairs  a 
valuable  purchase  for  you. 

Write  us  for  Prices  and  Information  oj 
Other  Lines 

THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 

OWEN  SOUND   -  ONTARIO 


THE  "KAPOK " 


The  Fastest  Selling  Mattress 

The  "Kapok"  mattress  has  become 
very  popular  and  fast  selling,  owing 
to  it  being  of  high  quality  and 
moderate  in  price. 

"Kapok,"otherwise  known  as  the 
Queen  of  Bedding  Material,  is 
positively  the  lightest,  softest  and 
most  durable  and  comfortable 
mattress  known  to  the  bedding 
industry. 


ORDER  A  SAMPLE  MATTRESS 
TO-DAY  OR  WRITE  FOR  BOOKLET 


The  Canadian  Feather  & 

Mattress  Co.,  Ltd. 

Toronto  -  Ontario 


Above  ia  shown  a  Mattreit  prepared  for  tufting  and  finishing.  It  is  shown  as  36  inches 
thick  through  the  middle  and  when  it  is  compressed  to  6  inches,  as  when  finished, 
feme  idea  can  be  had  of  its  elasticity. 


The  above  shows  thp  finished  KAPOK  matlrrss.  Notice  its  symmetry  and  beauty. 
Ticking  and  coverings  of  the  best  quality  obtainable  are  used.  They  are  the  latest 
patterns  and  designs,  and  do  not  contain  any  finishing  substance  to  increase  the  body.  Our 
Imperial  edge  with  6  inch  border,  closely  stitched,  insures  that  our  mattresses  always 
retain  their  shape  and  cannot  break  on  the  edges  as  mattresses  made  of  other  materials  will. 
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j       For  Your  Fall  Trade 

1  ^  The  wise  dealer  this  year  will  inspect  the  F-G  line  before 

1  putting  in  his  Fall  stock. 

g  We  have  our  Fall  samples  ready  and  are  showing  many 

g  new  designs  this  year. 

1  ^  We  also  announce  that  our  permanent  show  rooms  are 

I  now  open  and  ready  for  your  inspection. 


^  Made  in  Oak  and  Mahogany. 
Davenport  style  No.  1018. 


FARQUHARSON-GIFFORD  CO.,  LIMITED 


STRATFORD 


ONTARIO 


WHEN  ORDERING  DAVENPORT  BEDS  FROM 
STRATFORD,  REMEMBER  TO  ORDER  F-G 


llllllllllllllllllllllllllllllllllllll 
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The  Original  Lloyd 

"PRINCESS 

Go-Cart  Sull^\)  and  Carriage  Line 


Write  for 
catalogue  or 
salesman 
to  call 


LLOYD  MFG.  COMPANY 


BERLIN 


CANADA 


No.  4713*5 


Kohn's  Bentwood  Furniture 

IS  SUITABLE  FOR  ALL  PURPOSES 

The  Kohn  line  includes  many  attractive  designs,  and  the 
quality  of  Kohn  construction  is  sure  to  produce  the  best  of 
satisfaction  wherever  sold. 

Kohn's  chairs  are  made  by  perfect  methods  with  specially 
seasoned  Beechwood,  and  are  built  so  that  they  will  undoubt- 
edly outwear  any  two  of  the  ordinary  sort,  as  they  are  rigid, 
strong  and  light. 

Our  Catalogue  will  be  Mailed  on  Request 

Jacob  &  Josef  Kohn,  Incorporated 

215-219  Victoria  Street.  TORONTO 


No.  4322 


TF  you  know  a  Furniture  Dealer  or  Funeral 

Director  in  Canada  who  is  not  receiving  the  Canadian 
Furniture  World  and  The  Undertaker  as  a  subscriber  you 

will  favor  the  publishers  by  sending  the  address  to  32  Colborne  St.,  Toronto. 
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Attractive  Values  in  Rattan  Furniture 


The  extensive  range  of 
designs  and  prices  which 
are  included  in  the 

IMPERIAL 
LINE 

makes  it  easy    to  select 
pieces  that  will  harmonize 
or  blend  with  any  furnish- 
ing or  color  scheme. 


i 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD  ONTARIO 


Our  New  Catalogue 

shows  in  colors  our  complete  line 
of  lawn  swings,  summer  (urniture, 
elc.  If  you  have  not  received  one, 
drop  us  a  card  to-day. 


THE 

Stratford  Lawn  Swing 

The  Strongest  and  Best  Lawn 
Swing  on  the  Marl^et 

The  "  Stratford  "  is  made  of  selected,  well 
seasoned  hardwood  stock.  The  seats  and 
backs  are  adjustable  and  the  foot  board  can 
be  placed  between  and  level  with  seats,  thus 
forming  a  hammock  or  bed.  The  foot  board 
can  also  be  placed  at  a  convenient  height 
for  children. 

Put  in  a  good  stock  of  the  Stratford  Line 
of  Lawn  Swings.  It  will  prove  to  be  one  of 
your  best  selling  lines  during  the  summer. 


STRATFORD  MANUFACTURING  COMPANY,  LTD. 

Makers  of  Ladders,  Laisn  Swings,  Bayer's  Gliding  Settees,  Folding  Chairs  and  Tables,  Chairs  for  Assemhl'^ 
Seating,    Lawn,    Camp   and    Verandah   Furniture,    Kitchen    Cabinets,    Woodenware,  Park  Seats,  etc. 


STRATFORD 


ONTARIO 
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■  ■  ■  ■  wX 


Sf.f  ^/^^^  Qy^af tress. 


Are  your  talking  points 
on  Mattresses  worn  and 
dull  ? 

Have  you  fenced  and  parried 
and  juggled  so  often,  in  or- 
der to  impress  different 
prospects,  that  your  argu- 
ments have  become  ineffec- 
tive ?  If  so,  order  a  few 
samples  of  the 

New  Adjusto  Mattress 

This  mattress  sells  itself^ — 
the  less  you  say  the  better 

it  makes  itself  heard,  and  proves  its  own  arguments.      All  you  need  to  do  is  explain  that  it 
cannot  spread  or  hang  over  the  sides  of  the  bed  and  a  sale  is  assured. 

Don't  use  your  blunt  old  arguments  any  longer 

Get  the  newest  and  best  in  mattresses — Adjusto-      Write  us  for  full  particulars  or  better  still 
ask  us  to  send  a  sample  and  be  convinced. 

THE  ONTARIO  SPRING  BED  &  MATTRESS  CO., 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 

MANUrACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  b  MATTRESS  CO.,^ 

LONDON  •  •  •  -  CANADA 


Makers  of  Ontario  Brass  anil  Iron  Beds,  Springs,  Mattresses  and  Pillows 

London  Ontario 


LIMITED 


Do  Your  Customers  Go 
Away  for  the  Summer? 

THEN  you  want  to  sell  them  something  in  a  handy,  com- 
pact foldinK  table— one  that  can  be  used  in  the  Summer 
Home  for  tea  parties,  garden  parties,  etc. 

ELITE  g 

FOLDING  TABLE 

is  the  handiest  and  most  convenient  folding  table  on  the 
market.  It  sells  on  sight. 

All  we  ask  you  to  do  is  to  put  in  a  small  stock  and  show 
them  in  the  window.  You'll  be  surprised  to  Heo  how  your 
furniture  sales  will  jump  this  summer. 

Write  for  Booklet  "W"  and  ask  about 
our  special  proposition  on  sross  lots. 

HOURD  &  CO.,  LIMITED 

Sole  Licensees  and  Manufacturers 

LONDON  ONTARIO 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 


Limited 


Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroorh,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


READ    THIS    ISSUE  FROM 
COVER  TO  COVER 

Then  you  will  agree  that  this  Paper 
is  worth  Several  times  the  price. 

$1.00  per  Year 
Send  Your  Subscription  in  to-day. 

THE  COMMERCIAL  PRESS,  LIMITED 

32  Colborne  Street,  Toronto. 
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LOCKS— UP  OR  DOWN 


I  The  KALOK  Drop  Leg  | 

I  It  provides  a  rigid  support  for  the  table  when  it  is  Extended  ■ 

I  — and  takes  the  place  of  the  troublesome  Dividing  Pedestal.  | 

I  The  soHd  pedestal  is  the  thing  after  all,  but  the  table  must  have  auxiliary  drop  leg  | 

M  supports  to  make  it  safe  when  extended  beyond  six  feet,  and  even  these  have  not  been  safe  J 

m  heretofore,  as  an  accidental  kick  on  the  ordinary  drop  leg  might  knock  it  out  from  J 

I  under  and  "  spill  the  beans."  g 

I  The  KALOK  Auto  Drop  Lock  Leg  cannot  | 

I  be  kicked  out  from  under.    It  is  rigid  | 

■  It  is  set  far  enough  in  from  the  edge  so  as  not  to  interfere  with  the  diners'  knees.  | 

a  It  has  a  nickel  plated  sliding  shoe  to  protect  the  carpet.    A  slight  pressure  under  the  g 

H  edge  of  the  table  rim  releases  the  lock  for  the  legs  to  go  up  or  down.  | 

H  All  of  our  8  and  10  ft.  tables  are  equipped  with  KALOK  legs  | 

I  THE  KNECHTEL  FURNITURE  CO.  i 

m  LIMITED  m 

I  HANOVER           -           ONTARIO  1 
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The  Business  of  Being 
in  Business 

^  No  merchant  can  long  remain  in  business  successfully  unless  he 
is  really  useful  to  the  community  in  which  he  lives. 

^  That  does  not  mean  subscribing  to  charities,  heading  civic  im- 
provement moves.  It  means  so  conducting  his  store  that  a  real 
service  is  sold  with  every  piece  of  merchandise.  It  means  service- 
able merchandise,  the  sort  that  fills  the  requirements  as  no  other 
could  at  a  similar  price. 

^  It  means  buying  such  merchandise  as  can  be  sold  for  a  profit 
but  that  is  a  good  value  to  the  customer  in  every  way. 

^  Rest  Fest  and  Rex  Recliner  Chairs  are  the  chairs  in  their  field  that  the 
careful  merchant  selects  to  meet  the  requirements  of  good  merchandising  and 
business  building.  The  one  illustrated  here  is  only  representative  of  the  line. 
They  are  made  in  a  wide  range  of  frames,  upholsteries  and  finishes  to 
harmonize  with  the  other  furnishings  of  a  home  whatever  they  may  be. 


THE  CHAIR  CRAFT  COMPANY 

TRAVERSE  CITY,  MICHIGAN 
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THE  MEAFORD  LINE 


Always  Ahead! 


Keeping  in  touch  with 
the  trade  requirements 
is  our  strong  claim.  It 
will  pay  you  to  keep 
in  touch  with  "  The 
Meaford  Line"  at  all 
times. 


These  pieces  in  selected  Elm,  carefully  finished 
in  that  rich  Black  Walnut  shade  our  grandfathers 
prided  themselves  on,  are  winning  favor  in  many 
quarters. 

Even  since  the  publication  of  our  recent  cata- 
logue, we  have  added  a  number  of  new  designs 

in  this  finish,  also 
modified,  but  truly, 
William  and  Mary, 
Louis  XVI.,  and 
Adams  period  pie- 
ces for  Library, 
Hall,  Dining-room 
and  Bedroom. 


The  Meaford  Manufacturing  Co. 

Limited 

Meaford  -  Ontario 
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No.  4437  T.  Cheffonier. 


Finished  in 

"Satin  Walnut  Natural 

Our  Beautiful  New  Finish 


"GINGER  UP"  BUSINESS 

By  putting  this  dandy  new  suite  of  selected  figured  Red  Gum  on  your 
floor.  Decorated  with  delicate  imitation  inlay  that  will  not  peel  or  rub 
off,  or  if  desired  can  be  supplied  without  the  inlay.  Either  way  it  is  a 
hummer,  and  will  get  you  some  business,  as  although  just  put  on  the 
market,  we  already  have  a  number  of  repeat  orders. 

THE  NEW  GOODS  ARE  THE  BUSINESS  GETTERS 


No.  4439  T.  Bed. 
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J-M  Service  aims  to  " asbestosize"  housekeeping  ;  just  as  in 
manufacturing  and  the  industries  it  has  made  asbestos 
universally  known  and  used.  In  this  it  is  backed  by  J-M 
Responsibility. 


COVERS 

THE  CONTINENT^v; 


Every  purchaser  of  a  dining  table  in  your 
Furniture  Department  is  a  ^Trospect^'  for 
J-M  Waterproofed  Asbestos  Table  Covers  and  Mats 

Every  woman  who  buys  a  dining  table  wants  to  protect  the  beauty  of  its  top  from  the  marring  effects  of  hot  dishes, 
also  from  the  nicks  and  knocks  of  dishes  carelessly  handled.  You  can  easily  sell  J-M  Waterproof  Asbestos  Table 
Covers  and  Table  Mats  because  they  are  perfectly  heat-proof  and  mar-proof,  and  are  practically  water-proof. 
Made  of  wool  felt  center  completely  enveloped  by  waterproofed  asbestos.  They  not 
only  insulate  against  the  heat  of  hot  dishes,  but  protect  table  from  the  moisture  of 
cold  dishes. 

In  sizes  and  shapes  to  fit  all  tables.  Bound  with  a  strong  tape  and  finished  with 
jacket  of  Canton  flannel  fitted  large  to  allow  for  shrinkage  and  to  protect  edge  of 
table.  The  Most  Practical  Table  Cover  Ever  Offered  for  Sale — and  at  Prices 
Lower  than  Ever  Before. 


Send  for  Descriptive  Literature,  Prices,  Terms,  etc. 


3192 


THE 


CANADIAN  H.  W.  JOHNS-MANVILLE  CO.,  Limited 

Toronto  Montreal  Winnipog  Vancouver 


1 


DU  PONT 


BEO.u.a.  BAT.orr. 


\  CRAFTSMAN  QUALITY 

I    Is  Twice  As  Strong  As 

SPLIT  LEATHER 


i 


A RECENT  machine  test,  made  by  a  leading 
department  store  of  Cleveland,  of  DU  PONT 
FABRIKOID,  Craftsman  Quality,  showed  it 
tore  at  370  pounds  strain,  whereas  the  quality 
of  split  leather  ordinarily  used 

FOR  UPHOLSTERING 

■parted  at  157  pounds  strain. 

Besides  its  double  strength,  FABRIKOID, 
Craftsman  Quality,  has  the  soft  "leathery"  feel 
needed  for  sumptuous  appearance.  Its  surface  is 
waterproof,  its  texture  is  uniform,  every  yard 
is  alike  in  finish  and  durability,  and  it  can  be 
cut  in  multiples  with  minimum  waste. 

Why  not  adopt  this  stronger  material  and  so 
make  your  upholstering  conspicuous  for  beauty, 
durability  and  popularity? 

For  sample*  and  fact*  about  split  leather 
state  your  requirements  and  write  to 

Du  Pont  Fabrikoid  Co.,  Toronto 


The  Colleran  Line 

of  Woven  Wire  Springs, 
Couches  and  Divans 

is  most  complete  and  if  dis- 
played by  you  will  prove  to 
be  a  very  satisfactory  line. 


There  is  no  better  line  made 
in  Canada  at  any  price  than 
the  "Colleran  All -Steel" 
line.  It  is  unrestrictedly  guar- 
anteed. 

IVrite  for  price  and  further 
particulars 

Colleran  Patent  Spring  Mattress 

Company 

Toronto,  Ontario 
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O.K.  Univ  c  -rs  al 
Corner  Lock 
1  Round  Pa5^ 


O  K. Universal  "Reve.-r3i"blc    5a<le  "Rail 


TTTTTTTTI 


EVERY  DAY  IT  BECOMES  EASIER  TO 
SELL  METAL  BEDS  WITH  THE  NEW 


^w4J^i^  Universal 
at  i\  loi  Reversible 


Side  Rails 


Corner  Locks 


Metal  beds  with  \Qf  conttruction 
are  tet  up  and  taken  down  in  a 
minute.  "No  hammering." 


The  simplest  form  of  reversible  side  rail  and  comer  lock  of 
marvelous  efficiency — a  combination  of  unbreakable  steel 
parts,  constituting  a  system  of  construction  whereby  a  metal  bed  is  made  lighter  and 
stronger  and  handsomer ;  whereby  it  is  made  more  permanently  rigid  and  symmetrical ; 
whereby  it  is  made  to  set  up  and  take  down  more  easily  and  quickly  ;  whereby  the 
dealer  is  saved  much  annoyance  and  expense  and  the  customer  gets  a  better  bed. 

An  Exclusive  Feature  of  the  Canadian  Mersereau  Line 

Atk  our  travellers  to  show  you  this  corn«r,  or 
better  still,  order  a  sample  bed  for  your  floor. 

Canadian  Mersereau  Company,  Limited 

119  Brock  Avenue       Toronto,  Ontario 
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The  Half-Holiday  The  weekly  half-holiday  is  a  eom- 
Movement.  mendable  foi-m  of  recreation  for 

those  in  retail  stores  because  it 
affords  an  opportunity  to  really  get  away  from  business 
worries  and  indulge  in  some  of  the  pleasures  of  life.  It 
is  pleasing  to  note  that  the  half-holiday  movement  is 
gaining  ground  in  both  the  large  and  small  centres, 
for,  after  all,  the  dealer  should  try  to  get  more  out  of 
life,  and  give  more  to  his  clerks,  than  the  continued 
grind  of  business  and  the  securing  of  financial 
progress. 

The  half-holiday  movement  is  frequently  handi- 
capped, and  sometimes  is  held  up  by  the  refusal  of  one 
dealer  in  the  town  or  district  to  fall  in  ,line.  Where 
the  dealer  does  not  close  because  he  feels  that  he  will 
be  able  to  coax  away  some  of  the  business  of  the  other 
dealers  when  they  are  closed,  he  is  certainly  playing 
unfair  to  his  brother  dealers,  and,  in  addition,  is  demon- 
strating himself  exceedingly  selfish,  and  this  is  liable 
to  be  noted  by  and  influence  a  good  many  customers. 
No  one  likes  to  patronize  a  dealer  who  does  not  play 
fair  with  his  elerks  or  his  brother  dealers. 

The  retailer  generally  finds  that  he  loses  little  or  no 
business  by  taking  a  weekly  half-holiday,  especially 
during  the  warm  weather,  while  he  gains  much  in  being 
able  to  better  carry  on  his  business  when  he  is  open. 

He  who  takes  a  hand  in  pushing  the  buy-a- 
piece-of-fui'niture  campaign  will  be  a  partici- 
pator in  the  prizes  that  result  therefrom. 

Careful  Checking  A  retail  firm  in  Medicine  Hat, 
Pays  Clerk's  Salary.  Alberta,  stated  to  the  writer  not 
long  ago  that  they  make  prac- 
tically the  wages  of  a  man  by  carrying  out  a  policy 
of  carefully  checking  in  the  various  departments  of 
their  business.  Invoices  that  come  in  are  compared 
with  orders  to  see  that  prices  charged  are  as  agreed 
upon,  while  additions  and  extensions  are  examined 
as  to  correctness.  Statements  and  other  bills  are  ex- 
amined as  to  the  same  particulars.  Shipments  and  de- 
liveries are  checked  off  to  ascertain  if  counts  are  right, 
while  tab  is  also  kept  on  freight  and  express  charges. 

The  amount  that  they  save  in  this  way  demonstrates 
the  value  of  the  practice.  It  is  something  that  many 
dealers  do  not  give  sufficient  attention  to,  and  as  a 


result  leaks  occur  from  time  to  time  that  make  a 
serious  cut  in  profits  that  could  easily  be  avoided  by  a 
competent  system  of  cheeking.  It  is  necessary  for 
ihe  safeguarding  of  profits  that  the  dealer  be  certain 
that  he  is  not  paying  more  than  he  should,  or  paying 
for  goods  that  he  does  not  receive.  Even  though  no 
mistakes  are  found,  the  very  assurance  that  no  such 
leaks  exist  is  of  value  to  the  dealer. 

Don't  stay  in  the  trough  of  the  sea  when  you 
can  ride  on  the  crest  of  the  buy-a-piece-of- 
furniture  wave. 

The  Mail  It  would  seem   as  if  the  mail 

Order  Way.  order  concerns  had  blazed  the 

.way  for  retailers  all  over  the 
country.  There  are  no  better  advertisers  than  the  mail 
order  people.  They  do  not  care  for  the  cost  so  they 
can  buy  the  space.  Having  made  the  contract,  they 
engage  high-salaried  men  to  prepare  their  advertising 
matter.  Their  advertisements  have  a  pleasing,  en.gag- 
ing  way  that  Avill  attract  attention,  or  they  are  so  plain 
in  the  matter  of  price  that  the  figures  themselves  sell 
the  goods. 

Have  you,  Mr.  Merchant,  ever  known  one  of  the  mail 
order  persuasion  to  suggest  calling  in  this  way  :  "Please 
give  us  a  call?"  They  have  taught  the  lesson  of  adver- 
tising prices,  and  the  merchant  who  has  not  learned 
this  lesson  is  not  up  to  date. 

Prior  to  the  eoming  of  the  mail  order  house,  the 
farmers  were  deep-dyed  in  the  habit  of  having  their 
purchases  charged,  save  where  they  "traded  it  out." 
Then  they  began  to  "send  their  money  to  the  city." 
Some  of  it  never  came  back,  but  they  were  not  discour- 
aged, and  finally  the  mail  oi^der  people  taught  them  to 
send  their  money  in  advance  for  goods  desired,  and  to 
make  the  local  merchant  carry  them  on  their  books  on 
home  purchases.  It  would  seem  that  here,  too,  the  mail 
order  people  have  advanced  the  best  way  of  doing  busi- 
ness. There  isn't  a  discount  they  are  not  in  a  position 
to  take  the  fullest  advantage  of;  there  isn't  a  harassed 
manufacturer  that  they  are  not  in  a  position  to  tempt 
Avith  cash. 

A  cash  basis  and  salesmanship  are  good  weapons  for 
holding  trade.  When  combined  with  a  happy  disposi- 
tion, a  helpful,  hopeful  nature,  honesty,-and  capabilities 
for  merchandising,  success  is  practically  assured. 
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System  in  the  Furniture  Store 


A  special  department  devoted  to  sys- 
tem methods  for  the  retail  dealer 


HE  greatest  success  in  any  line  of  endeavor  is    secured    by  going 


about  it  in  a  systematic  manntM-,  and  this  is  as  true  of  the  t'liniiture 


business  as  any  other  line.  When  system  is  introduced,  it  allows 
work  to  be  carried  on  in  a  much  easier  and  more  rapid  manner.  We  learned 
this  when  but  youngsters  at  home,  when  it  devolved  upon  us  to  do  the  chores 
about  the  house  or  farm.  We  found  that  to  go  at  it  without  any  definite 
scheme  of  action  produced  less  satisfactory  results  and  took  longer  than  if 
done  according  to  an  outlined  system. 

The  same  thing  is  true  in  the  retail  business,  only  to  a  more  noticeable 
extent.  The  dealer  who  courts  the  greatest  success  in  business  to-day  must 
be  systematic  in  all  his  work.  If  he  is  not,  he  will  not  make  the  progress 
that  would  otherwise  be  possible.  He  must  be  systematic  in  looking  after 
his  stock  and  serving  his  customers,  in  his  buying  and  his  selling,  in  his  ad- 
vertising and  display,  in  his  delivery,  collections,  bookkeeping  and  all  those 
other  things  with  which  he  has  to  do  in  conducting  his  business. 

True,  there  is  such  a  thing  as  carrying  system  too  far  and  causing  it  to 
develop  into  red  tape  that  is  a  burden  to  employees  of  the  store  and  an  in- 
convenience to  customers,  but  it  may  safely  be  said  that  there  are  fifty  stores 
suffering  from  lack  of  system  to  one  that  is  suffering  from  an  overdose.  If 
the  majority  of  dealers  would  use  more  system  in  their  work,  they  would  find 
results  a  great  deal  better  both  as  to  volume  of  sales  and  profits. 

This  is  the  age  of  system.  System  means  greater  success  for  the  dealer, 
no  matter  what  size  of  a  store  he  may  have.  It  is  needed  in  the  small  as 
well  as  the  large  establishment.  Business  methods  are  constantly  advancing 
to  a  higher  plane,  and  to-day  the  most  successful  men  are  those  who  are 
building  up  their  business  on  a  systematic  basis.  The  dealer  who  courts 
success  must  know  absolutely — not  guess  at  things.  In  these  days  of  higher 
expenses,  reduced  profits  and  keen  competition,  there  is  no  room  for  guess- 
work. 
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Buy  a  Piece  of  Canadian  Furniture  and  Buy  It  Now 

'Patriotism  in  business  assured  ij  buyers  purchase  Canadian-made  furniture,  and  they 
assist  doubly  if  they  buy  now — Co-operation  of  manufacturer,  dealer  and  consumer. 


"When  you  buy  goods  made-in-C'anada  you  are  help- 
ing your  fellow-countrymen;"  so  say  The  Ontario  Fur- 
niture Co.,  of  London,  Out.,  in  an  announcement  in 
their  local  press.  Everyone  cannot  go  to  the  front, 
but  do  not  overlook  the  fact  that  there  are  many  ways 
of  doing  valiant  service — by  enlisting — by  money  dona- 
tion— by  giving  employment — by  helping  the  needy — ■ 
by  buying  goods  made  in  Canada,  and  so  on.  One  of 
these  "patriotic  helps"  was  performed  by  The  Ontario 
Furniture  Co.  itself  at  the  suggestion  and  with  the  co- 
operation of  leading  Canadian  manufacturers. 

The  Ontario  Furniture  Co.,  in  order  to  assist  the  fur- 
niture industry  of  Canada,  and  keep  employed  heads 
of  families  and  othei"S  employed  in  the  making  of 
Canada's  best  furniture,  as  suggested  in  recent  issues 
of  Canadian  Furniture  World,  recently  inaugurated  a 
sale  of  Canadian-Made  Furniture  that  eclipsed  previ- 
ous efforts  in  the  offering  of  "low  prices  for  high  quali- 
ty." The  sale  was  unique  in  many  respects.  It  was 
backed  by  some  of  the  best  factories  in  Canada,  and 
the  sale  came  just  at  the  beginning  of  house-cleaning 
season.  It  offered  the  choice  of  the  very  best  goods  at 
particularly  low  prices,  besides  other  special  induce- 
ments. 

In  pressing  home  the  arguments  the  company  asked 
interested  readers  to  stop  and  consider  the  possibilities 
if  every  home  would  "  buy-a-pieee-of-Canadian-made- 
furniture. "  Think  of  how  busy  it  would  keep  the  fac- 
tories, they  said;  remember  the  men  and  their  families 
who  would  be  kept  in  employment ;  bear  in  mind  the 
money  that  would  be  kept  circulating.  After  you  have 
done  this^ — make  up  your  mind  to  co-operate  with  the 
Ontario  Furniture  Co.  and  the  enterprising  manufac- 
turers who  are  both  sacrificing  profits  in  order  that  the 
people  of  Western  Ontario  will  "buy-a-piece-of-Cana- 
dian-made-f  urniture. ' ' 

This  method  of  interesting  their  customers  made  of 
the  special  sale  a  complete  success.  They  interested 
the  people  in  the  buy-a-piece-of-furniture  campaign, 
the  made-in-Canada  movement,  and  in  doing  this  helped 
to  keep  in  their  circle  the  wheels  of  commerce  in 
motion. 

What  the  Ontario  Furniture  Co.  has  done,  others  can 
do.  If  all  the  furniture  dealers  in  Canada  would  but 
help  along  this  movement  the  resultant  benefits  accru- 
ing to  themselves,  to  the  industry,  and  to  the  country 
generally,  would  be  decidedly  helpful  and  in  line  with 
the  best  patriotic  effort. 

How  a  Toronto  Firm  Did  It 

Murray-Kay,  Ltd.,  Toronto,  recently  conducted  a 
sale  by  offering  to  their  patrons  special  values  in  made- 
in-Canada  furniture.  They  advertised  the  sale,  helped 
it  with  displays  and  used  all  legitimate  means  to  give 
it  prominence  and  when  the  results  were  counted  up 
found  it  beneficial  when  considered  both  from  the  selfish 
and  from  the  larger  idea  of  keeping  Canadian  Avork- 
men  employed. 

One  of  the  most  effective  movements  for  the  relief  of 
the  present  business  stringency  in  the  United  States 
is  the  campaign  inaugurated  through  the  farm  and 
small  town  papers  advocating  the  slogan  "Buy  It 


Now."  The  purpose  of  that  campaign  is  to  urge  the 
buying  of  goods  immediately  which  of  necessity  the 
consumer  will  need  or  must  have  during  the  coming 
few  months.  This  campaign  was  launched  among  the 
farmers  because  as  a  class  it  is  known  that  they  are 
more  prosperous  to-day  than  they  ever  have  been  in 
the  history  of  that  country.  T-lieir  present  situation 
and  future  prospects  are  such  that  they  can  well  afford 
to  pass  a  share  of  this  prosperity  along  to  the  business 
and  manufacturing  interests  by  extending  their  pat- 
ronage. 

' '  Buy  It  Now ' '  Campaign  Across  the  Line 

Pi'esident  Wilson  made  the  following  statement  in 
commendation  of  the  United  States  campaign : 

"If  you  are  going  to  buy  it,  buy  it  now.  That  is  a 
perfectly  safe  maxim  to  act  upon.  It  is  just  as  safe 
to  buy  it  now  as  it  ever  will  be,  and  if  you  to  start  to 
buying,  there  will  be  no  end  to  it — and  you  will  be  a 
seller  as  well  as  a  buyer." 

An  attempt  of  this  nature  to  help  bolster  up  the 
general  business  condition  of  the  country  should  re- 
ceive the  hearty  indorsement  and  assistance  of  every 
wide  awake  merchant.  Columns  of  valuable  space  have 
been  devoted  to  this  cause  by  papers  all  over  the  conn- 
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Made-In-Canada  Salei 

N  FURNITURE,  RUGS,  LINOLEUMS,  DRAPERIES,  W 

STOVES,  REFRIGERATORS,  WINDOW  SHADES 

CO-OPERATIIfG  WITH  US  Ul  THIS  GREAT  SALE  ARE  THE  LUDDIG  WAnUFACTURERS  Of  THE  VARIOUS  LfflES  .™ 

made  to  sell  fioodi  in'^ofdcr  lo 'cuin  rht  bes[  woikmca.'  "xhe  (''™uV/^!i"'p>«*d"ti?oM°hVv*1ia^ 

shipped  to  Ul  lot  ihii  sale  ai  prices  so  low  it  has  made  even  ua  nop  and  say  "HOW  CAN  IT  BE  DONE/  ' 
llfc         NOW.  MRS  llOUStKEEPER,  hcrc  s  your  opponunily  and  righl  al  the  bcamoma  or  houKClcanlos,  |uM  whtu 

you  can  liaurc  your  want.,  nrptkcs  so  low  we  hardly  "have  the  a«(ve"  to  prioi  ihem-ind  *o  couldo  i  It  tbo 
^         CsnadLan  Mapofactuferi  didn't  stand  back  ol  us.    For  ihii  sale  we  have  Ihe  (inost  di»pUy  wc  ever  had.    Our  50.000 

square  ieeioHloorspicc^ii  crowded  to  the  doors  with  fioods  at  sale  prices    No  olher  store  id  Western  Oolatio 

Prices  Have  Never  Been  So  Low  and  Probably  Never  Will  Be  Again! 


226-226230 
Ite  Dndas  Stieet 


The  Ontario  Furniture  Co. 

A   striking;   ad.   boosting   the  movement. 


LODdOD'S 

Laipsl  1^ 
Homeronlslius  |||^ 


try  and  it  should  be  easy  within  a  reasonable  possi- 
bility, for  each  merchant,  single  or  collectively,  to 
seci;re  help  from  the  puhlisher  in  his  community.  Every 
person  in  your  community  should  be  reached  with  this 
appeal  in  such  a  manner  that  he  will  feel  that  his  help 
in  advancing  the  prosperity  of  the  country  wall  come 
back  in  increased  prosperity  to  himself. 
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The 
Romance 
of 

Furniture 


A   Louis  XVI  interior 
display  made  by  the 
T.  Eaton  Co. 
Toronto 


From  the  year  3000  B.C.,  until  the  birth  of  Christ, 
the  tendency  among  the  makers  of  furniture  was  to- 
wards the  symbolic,  the  dainty  and  the  picturesque. 
But  in  the  beginning  of  our  era,  a  change  took  place 
and  sturdier  pieces  appeared. 

In  the  Scandinavian  coiintries,  Denmark,  Sweden 
and  Norway,  the  rugged  Vikings  hewed  out  great 
chairs  and  cots  in  confused  designs  after  dragons,  sea 
fights  and  rough  animal  life.  Their  workmanship  pro- 
duced specimens  which  are  even  to-day  extant! 

The  Celts  had  acquired  more  art  than  their  north- 
men  contemporaries,  and  showed  a  softer  mingling  and 
balancing  of  lines,  taking  the  birds  out  of  the  aii-  for 
their  designs. 

In  the  Byzantine  Empire,  the  extravagance  of  ma- 
terial and  methods  was  appalling.  The  Dagobert  chair 
was  made  of  gilt  bronze !  The  Indian  and  Chinese  Em- 
pires upholstered  their  masterpieces  with  wovoi  bro- 
cades and  silks.  On  the  other  hand,  tlie  early  Chris- 
tians, the  Goths  and  Spaniards,  Jio  doubt  influenced  by 
their  self-infiicted  piety,  made  the  simplest  sort  of  furni- 
ture, restricting  tJiemselves  only  to  the  bare  necessities. 
Russia  showed  no  individuality — the  Moors  resembled 
the  Orientals,  the  Flemish  developed  a  stodgy,  dwarf- 
ed article. 

But  everywhere  the  romance  of  furniture  and  furni- 
ture making  had  gripped  the  world  and  started  it  to- 
wards the  idealization  whidh  we  of  to-day  have  almost 
reached. 

PERIOD  OF  LOUIS  XVI.  FURNITURE. 

The  period  of  Louis  XVI.  (1774-1793)  saw  an  elimina- 
tion of  much  that  was  vulgar  and  overdone,  while  con- 
serving all  that  was  graceful  and  dainty  in  the  preced- 
ing reign  of  Louis  XV — a  reformation  due  chiefly  to 
the  good  taste  of  the  Queen,  Marie  Antoinette.  Sim- 
plicity and  delicacy  characterized  the  furniture  and 
were  expressed  in  the  straight  and  tai)ering — sometimes 
fluted — legs  of  chairs  and  tables,  in  the  refinement  of 
the  brass  mouldings  and  galleries,  in  the  really  elegant 
curved  lines,  and  the  restraint  shown  in  the  use  of 
carving.  Marble  tops  were  frequently  used  on  tables, 
and  worthy  of  special  notice  is  the  introduction  of  the 


lac(iuer  work  known  as  "Vernis  Martin,"  from  which 
may  be  dated  the  French  polish  of  modern  furniture. 

The  personal  emblems  of  Marie  Antoinette — the  true 
lovers'  knot,  torch,  and  (piiver  full  of  arrows,  laurel 
wreath  and  rose  festoon — appeared  not  only  in  the 
carvings  on  furniture,  but  inwoven  in  tapestries,  silk 
damasks  and  brocades,  velvets,  etc.,  and  in  the  Aubus- 
son  and  Savonnerie  carpets.  In  the  case  of  stuffs  and 
carpets,  floral  festoons  and  wreaths  with  medallions 
are  characteristic. 

Painted  walls  and  ceilings  embodying  the  same  de- 
signs, with  cupids  and  classic  scenes,  were  also  features 
of  the  time,  and  painted  panels  sometimes  alternated 
with  delicately  colored  tapestries  or  silk  panels.  Mod- 
ern Louis  XVI.  furniture  is  charming  for  boudoirs, 
drawing  rooms,  reception  rooms,  and  bedrooms.  Daint- 
ily tinted  draperies  in  the  correct  designs,  also  satin  or 
embossed  wall  papers  and  reproductions  of  Aubusson 
carpets  to  match  are  procurable. 

HOW  MAHOGANY  CAME  INTO  USE 

Like  the  use  of  a  great  many  of  the  factors  connect- 
ed with  the  arts  and  the  sciences,  the  discovery  of  the 
beauty  of  the  grain  of  mahogany  for  furniture  Vv'as  ac- 
cidental. 

The  story  goes  that  a  certain  West  Indian  captain 
who  had  brought  back  to  England  some  planks  of  ma- 
hogany as  ballast,  decided  to  give  the  wood  to  his 
brother,  a  Dr.  Gibbons,  then  building  a  house  in  King 
street,  Covent  Garden.  But  the  planks  were  so  hard 
tliat  the  carpenters  objected  and  the  plan  fell  through. 

Some  time  later,  Mrs.  Gibbons  wanted  a  small  box 
made,  and  the  doctor  sent  the  mahogany  to  a  eabinet- 
maker.  In  his  turn  the  cabinetmaker  objected  to  the 
hardness  of  the  wood,  but  the  doctor  persisted  so  much 
in  his  re(iuest  that  the  order  wavS  finally  executed. 

The  finished  box  polished  .so  nicely  that  the  doctor 
ordered  a  bureau  made  of  the  same  wood.  The  cabinet- 
i.iaker  displayed  that  in  his  shop  window  before  deliv- 
ei'ing  it.  The  Duchess  of  Buckingham  saw  it  and  beg- 
ged enough  wood  from  the  doctor  to  have  it  duplicated. 
Mahogany  furniture  soon  after  came  into  favor. 
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Selling  Methods  in  the  Furniture  Store 


■Some  Experiences 
and 

Suggesiions 


HAVE  you  ever  tried  an  auction  sale  as  an  adver- 
tising stunt?  People  like  to  deal  with  a  live 
storekeeper,  and  there's  no  better  way  of  show- 
ing you're  wide  awake  and  thinking  all  the  time  than 
doing  something  out  of  the  ordinary  now  and  again. 

A  novel  form  of  auction  sale,  which  we  shall  describe, 
was  tried  out  recently  by  a  Toronto  retail  store,  and 
the  scheme  is  of  such  a  nature  that  it  is  capable  of 
adaptation  to  the  circumstances  of  any  storekeeper. 

The  store  was  trimmed  with  some  fifty  articles. 
Each   article    bore    a   number,    and    cards  bearine 


ESSENTIALS  OF  A  SUCCESSFUL  SALE 

1 —  Arrange  the  stock  in  a  different  way — to 
give  the  sale  variety. 

2 —  Have  enough  new  merchandise  (especially 
if  you  are  overstocked) — to  give  the  sale  a  cutting 
edge. 

3 —  Name  some  prices  that  literally  burn  holes 
— to  give  the  sale  force. 

4 —  Advertise  right — to  let  the  people  know 
what  you  have  to  sell. 


the  following  announcement  were  pasted  on  the  win- 
dow glass : 

The  articles  in  this  window  will  be  sold  to  the  highest 
bidder  at  eight  o'clock  Saturday. 

To  make  a  bid,  write  your  name  and  address,  the 
number  of  the  article  bid  upon,  and  the  amount  you 
will  give  on  a  slip  of  paper,  and  place  it  in  our  letter 
box. 

Bids  will  be  shown  as  received  on  the  list  on  the  floor 
of  the  window. 

Rid  as  often  as  you  please,  when  you  please,  on  as 
many  articles  as  you  please,  and  as  little  or  as  much 
as  you  please. 

No  reserve  bid  is  placed  upon  anything. 

Our  employes  may  not  bid. 

Should  no  bid  be  received  upon  an  article  it  will 
remain  in  our  possession. 

No  bid  will  be  received  after  eight  o'clock  on  the  day 
of  the  sale. 

Come  in  and  ask  any  question  you  wish.  We  will  be 
glad  to  furnish  information. 

Do  not  leave  your  bid  till  too  late.  You  may  not 
pass  again,  and  it  has  been  the  case  at  previous  sales 
that  parties  received  unexpected  bargains  in  this  way. 

Do  it  now. 

On  the  floor  of  the  window,  as  indicated  above,  was 
a  numbered  list  of  the  articles  at  auction,  with  the  price 
bid  and  the  name  and  address  of  the  bidder  attached. 

Asked  as  to  the  effect  of  the  scheme  on  business  the 
storekeeper  told  the  writer  that  he  did  not  get  back 
the  actual  value  of  the  articles  in  cash.  He  was  more 
than  pleased  if  he  got  half.  At  the  same  time  the  value 
of  the  sale  was  not  to  be  measured  by  the  immediate 
monetary  return.  The  novelty  of  the  scheme  attracted 
great  attention  and  brought  strangers  to  the  store,  who, 


having  once  found  the  way,  would  probably  come 
again. 

It  is  easy  to  see  that  such  a  scheme  could  be  carried 
through  by  any  dealer,  and  that  it  would  be  valuable 
in  letting  him  know  what  articles  were  in  demand  by 
the  public,  as  the  majority  of  bids  would  naturally  be 
on  these.  This  method  of  sale  might  also  be  usefully 
employed  with  articles  on  which  a  dealer  is  overstocked. 

The  sale  conditions  state  that  bids  should  be  placed 
in  the  letter  box.  This  is  all  right  after  store  hours, 
but  when  the  store  is  open  it  would  be  preferable  for 
bids  to  be  taken  into  the  shop  and  given  to  the  store- 
keeper. 

The  scheme  is  one  that  lends  itself  to  many  modi- 
fications, and  it  is  apparent  one  of  these  is  circular 
advertising.  Circulars  with  the  names  of  the  articles 
and  space  for  bids  can  be  mailed  to  householders  who 
can  at  the  same  time  be  invited  to  come  and  see  the 
goods  themselves  in  the  store  window. 


MAIL  ORDER  COMPETITION. 

A  dealer  in  one  of  the  smaller  Ontario  towns  writes 
Canadian  Furniture  World  on  the  competition  of 
mail  order  houses  as  follows : 

"Some  retail  merchants  complain  from  time  to  time 
of  the  mail  order  houses  getting  so  much  trade  that 
should  belong  to  them.  Now,  this  is  generally  the  fault 
of  the  merchants  themselves  in  allowing  the  trade  to 
drift  from  them.  Why  not  fight  the  mail  order  houses 
with  their  own  weapons?  Advertise !  Let  people  know 
you  are  in  the  business.  Place  yourself  before  the  pub- 
lic. 

"The  mail  order  houses  do  not  sell  any  lower  than 
you  do  in  the  long  run,  only  the  people  don't  know 
your  prices.    Dress  your  show  windows  attractively, 


DON'T  LET  THE  WAR  INTERRUPT 
BUSINESS 

''^^^R  talk  is  in  the  air — it  is  rampant  every- 
where.  But  if  the  salesmen  spend  more 
time  discussing  the  war  and  reading  the  extras 
than  they  spend  calling  on  prospects  and  push- 
ing for  business  how  can  you  expect  that  the 
reports  at  the  end  of  the  month  will  equal  those 
of  a  year  ago? 

There  are  only  eight  or  ten  working  hours  to 
a  day  even  in  war-time.  And  they  must  be  put 
in  on  solid  work  if  the  ledger  is  to  read  right. 
Extra  hustle — extra  energy — higher  speed, 
"hitting  on  all  six"  is  the  demand  of  the  hour. 


change  them  frequently,  and  have  all  the  goods  so  dis- 
played plainly  priced.  Change  your  ad.  in  the  daily 
])apers  every  day  or  so,  and  advertise  just  what  you  are 
selling.  Don't  exaggerate  (too  much).  Don't  start  off 
with  an  attractive  headline,  and  disappoint  the  reader 
when  part  way  down  the  advertisement. 

"Keep  your  eye  on  what  the  mail  order  houses  are 
doing.  Watch  how  they  get  at  the  people  and  take  a 
cue  from  them." 
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HOW  TO  BUY. 

By  Charles  A.  Ireland 

I  believe  that  the  average  retailer  is  not  nearly  as 
good  a  buyer  as  he  should  be,  and  I  do  not  speak  in  a 
spirit  of  criticism,  neither  do  I  apply  to  your  business 
anything  that  I  do  not  apply  to  my  own.  The  buyer 
of  "your  store  should  have,  in  addition  to  all  of  the  other 
valuable  price  information,  the  catalogues  of  the  great 
mail  order  houses,  which  contain  much  valuable  infor- 
mation. Tn  ease  that  you  find  that  your  jobber  is  ask- 
ing any  more  money  for  goods  than  the  catalogue 
honses  are  selling  them  for,  there  is  something  radically 
wrong. 


GAVE  AWAY  ARTIFICIAL  BIRDS, 

The  Rhodes-Burford  House  Furnishing  Company,  of 
St.  Louis,  attracted  an  immense  amount  of  attention  to 
its  window  trims  with  a  plan  that  was  inexpensive,  and 
at  the  same  time  successful.  An  announcement  was 
made  that  some  artificial  birds  were  to  be  seen  flying 
in  the  coinnany's  display  windows,  and  that  on  each 
bird  would  be  a  street  address.  The  party  who  resided 
at  any  of  the  addresses  carried  by  the  birds  would,  by 
calling  inside,  be  presented  with  the  bird.  The  birds 
were  tied  to  strings  suspended  from  the  ceiling  of  the 
window  and  were  stationed  at  various  elevations.  They 
were  made  to  represent  pigeons,  red  birds  and  various 
others,  made  of  papier  mache  except  the  wings,  which 
were  natural  and  movable.  Seventy-five  birds  were  in 
the  window  and  were  kept  in  constant  motion  by  elec- 
tric fans.  The  birds  were  made  in  Japan  and  cost 
about  10c  each,  althougli  the  person  who  got  one  foi- 
the  trouble  of  going  in  and  claiming  it  wonldn't  part 
with  it  for  a  dollar. 

This  plan  was  kept  in  npiM'ation  one  wp(4<.  Thous- 
ands of  persons  stopped  to  watch  the  birds  and  to  read 
the  addresses  written  on  the  cards.  When  one  bird 
was  claimed  another  bird  with  a  new  street  address 
took  its  place.  The  street  addresses  vvere  taken  from 
the  telephone  directory,  and  as  each  address  was  writ- 
ten on  a  card  it  was  checked  in  order  to  guard  against 
duplications.  G.  W.  Moran,  vice-president  and  man- 
ager, said  the  plan  had  resulted  in  bringing  many  new 
faces  into  the  store.  Every  person  who  was  presented 
with  one  of  the  birds  certainly  found  his  first  meeting 
with  the  Rhodes-Burford  Company  a  pleasant  one,  and 
in  the  future  when  there  are  household  goods  to  be 
bought  the  bird  will  be  in  the  home — a  constant  re- 
minder of  where  the  goods  may  be  purchased.  Many 
who  walked  into  the  store  to  get  their  birds  found  such 
a  pleasant  salesroom  that  they  took  the  opportunity  to 
look  at  some  of  the  furniture  on  the  first  floor.  The 
plan  cannot  be  recommended  to  produce  direct  sales, 
but  it  certainly  is  a  good  window  attraction,  and  fur- 
nished the  merchant  with  an  opportunity  to  make  the 
acquaintance  of  people  he  had  never  heard  of  before. 
No  doubt  the  birds  furnish  one  of  the  most  fitting  arti- 
cles that  could  be  put  in  a  window  for  this  plan,  but  it 
isn't  necessary  to  have  the  birds.  Tt  seems  that  any 
good  novelty  would  get  about  the  same  results. 


GIFT  PLAN  THAT  INDUCED  CASH  PAYMENTS. 

For  a  gift  plan  an  Ohio  fii'in  advertised  that  *700 
would  be  given  away  absolutely  free  to  customers  be- 
tween a  certain  Monday  morning  at  eight  o'clock  and 
the  following  Saturday  evening  at  9. .30  o'clock.  This 
gift  plan  was  advertised    as  a  special  jnoney-saving 


benefit  to  those  {)eople  who  found  it  more  convenient 
to  buy  their  house  furnishings  on  credit  than  for  cash. 
Every  article  bought  on  an  instalment  basis  ref|uired 
an  initial  payment  in  proportion  to  its  value,  and  the 
scale  of  first  payments  ran  higher  than  when  the  goocis 
were  purchased  under  ordinary  conditions.  For  every 
dollar  a  customer  paid  as  a  first  payment,  the  buyer 
was  given  receipts  for  just  double  the  amount.  In  de- 
tail, if  a  customer  purchased  a  bill  amounting  to  $10 
and  paid  one  dollar  down,  a  receipt  was  given  for  $2. 
A  $25  purchase  required  a  payment  of  and  a  receipt 
was  given  for  $6,  and  so  on  up  to  a  $100  purchase, 
which  called  for  a  payment  of  $20,  entitling  the  cus- 
tomer to  credit  for  $40.  The  generous  rebate  offer 
brought  a  rush  of  buyers  and  a  large  amount  in  cash 
payments,  and  caused  a  <puck  distribution  of  the  $700. 


HOW  KITCHEN  CABINETS  WERE  SOLD 

A  furniture  dealer  in  one  of  the  semi-large  American 
cities  got  in  a  large  shipment  of  kitchen  cabinets  re- 
cently and,  announcing  the  fact  in  the  papers,  he  gave 
demonstrations  from  a  wagon  in  front  of  his  store  and 
in  several  different  locations  in  his  town.  He  interest- 
ed his  whole  community  in  kitchen  cabinets  and  made 
a  number  of  good  sales. 


A  BABY-WEIGHING  CONTEST. 

A  dealer  recently  created  a  good  deal  of  interest  by 
a  baby-weighing  contest.  The  manager  of  the  store 
decided  that  such  a  contest  would  be  more  satisfactory 
than  having  the  babies  judged  for  beauty,  as  there  is 
frequently  much  dissatisfaction  and  criticism  from 
parents  in  beauty  contests. 

In  the  contest  a  substantial  cash  prize  was  offered, 
part  going  to  the  five  heaviest  and  part  to  the  five 
lightest.  An  additional  prize  was  given  to  every  twin 
and  triplet  weighed.  The  only  restrictions  were  that 
the  babies  must  not  be  more  than  one  year  old,  that 
they  must  be  residents  of  the  town,  and  that  they  must 
be  weighed  at  the  store. 

The  contest  attracted  large  crowds,  and,  of  couisc. 
principally  women,  who,  every  dealer  knows,  form  a 
large  percentage  of  his  customers.  Altogetlirr.  :: 
proved  a  good  trade  stimulant. 


VALUE  OF  INTERESTING  THE  CHILDREN 

"There  is  a  big  value  in  interesting  the  children.'" 
was  the  statement  Wm.  Armstrong,  of  Hewitt  &  Arm- 
strong, of  Medicine  Hat,  Alberta,  made  recently.  "We 
had  this  driven  home  to  us  by  a  pony  contest.  It  in- 
terested the  children  immensely,  and  the  childi*en  bring 
the  mothers  in. 

"It  is  shown  also  by  the  fact  that  if  you  give  a  child 
a  cake  or  a  candy  the  store  is  remembered  by  that 
child,  and  that  fact  plays  an  important  part  in  bring- 
ing the  parents  in.  I  think  it  is  good  business  for  the 
dealer  to  interest  the  children." 


CATTLE  CLEANED  BY  VACUUM  PROCESS 

The  Onward  Manufacturing  Company,  Berlin,  Ont.. 
recently  sold  a  Eureka  vacuum  cleaner  with  a  special 

nozzle  attachment  for  cleaning  cattle  to  a  Goderich 
store.  This  suggests  the  thought  that  other  furniture 
dealers  could  make  good  sales  to  dairymen  and  farmers 
who  take  a  pride  in  the  care  of  their  horses  and  cattle. 
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From  Frame  Shack  to  Modern  House  Furnishing  Store 


THE  story  of  the  wonderful  growth  of  the  house  fur- 
nishing and  general  business  of  J.  F.  Cairns, 
of  Saskatoon,  Sask.,  is  like  a  page  from  a  fairy 
book.  Looking  back  at  the  little  two-storey  frame 
structure  of  1902,  and  turning  then  to  the  wonderful 
structure  of  to-day — a  modern  department  store  of  five 
floors  and  with  87,000  feet  of  floor  space — one  is  struck 
more  than  ever  with  the  possibilities  this  country  af- 
fords for  the  building  of  substantial  things  from  modest 
beginnings.  Saskatoon,  and  in  fact  the  whole  "West, 
has  made  wonderful  progress  in  the  past  decade,  but 
J.  F.  Cairns  has  indeed  kept  pace  with  it. 

The  Call  of  the  West. 

After  a  varied  experience  in  the  East  as  high  school 
teacher,  journalist  and  manager  of  an  opera  house,  Mr. 
Cairns,  like  many  others,  turned  his  face  to  the  West, 


home,  which  had  been  erected  on  the  south  side  of  the 
frame  building. 

Later,  when  the  old-time  complaint  of  growing  pains 
— which  had  been  attendant  on  the  otherwise  lusty  com- 
mercial infant  since  its  birth — became  acute,  the  build- 
ing was  extended  and  another  entrance  placed  on  21st 
street. 

Following  the  remarkable  increase  of  population  in 
the  years  succeeding,  it  became  apparent  that  the  Sec- 
ond avenue  store  would  have  to  be  superseded  by  a 
larger  structure.  In  1911,  therefore,  the  site  of  the 
present  building  was  secured,  and  construction  com- 
menced. 

The  New  Store. 

The  new  store  was  opened  in  February  of  last  year. 
It  is  a  handsome  structure  five  storeys  in  height.  A 
large  and  roomy  basement  running  the  full  extent  of 


This  view  in  the  basement  ot  Cairns'  store  at  Saskatoon  shows  but  one-quarter  of  the  stove  and  house  furnishings  department.  It 
gives  many  suggestions  to  furniture  dealers  as  to  possibilities  of  basement  arrangement.  It  is  flooded  with  daylight;  the  stoves 
and  ranges  are  set  out  in  groupings  of  house  furnishings,  and  there  is  plenty  of  demonstration  space.  Dealers  who  are  not  now- 
using  their  basements  may  get  some  hints  as  to  how  orderly  stock  may  be  arranged  from  a  study  of  this  picture. 


carrying  with  him  enthusiasm  and  business  talent 
which  apparently  only  lay  dormant  because  it  had  not 
found  its  proper  sphere.  In  those  days  Saskatoon  was 
little  more  than  a  half-way  house  on  the  trail  between 
Winnipeg  and  Edmonton.  Here,  accompanied  by  his 
wife,  he  set  up  in  business. 

A  Modest  Beginning. 

The  original  store  was  adequate  for  the  needs  of  Sas- 
katoon's population  in  1902,  but  with  the  influx  of  the 
Barr  colonists  Mr.  Cairns  began  to  realize,  not  only  that 
his  business  was  going  to  grow,  but  that  the  town  was 
destined  to  develop  into  a  great  city. 

In  1904  necessity  demanded  that  more  commodious 
premises  should  be  secured  if  the  increasing  business 
were  to  be  held,  and  so  the  second  home  of  the  Cairns' 
business — or  milestone  No.  2 — was  built. 

In  1906,  coincident  with  the  incorporation  of  Saska- 
toon as  a  city,  Mr.  Cairns  moved  into  his  new  business 


the  building  gives  six  floors,  and  in  this  basement  are  lo- 
cated the  stove  and  furnishings  departments.  Here,  as  a 
view  of  the  accompanying  illustration  will  show,  is  set 
out  an  immense  range  of  kitchen  items,  embracing 
everything  needful  in  the  home  that  can  in  any  way  be 
classed  as  related  to  house  furnishing  line  of  business. 

The  department  is  well  lighted;  the  groupings  of 
goods  show  at  a  glance  all  that  could  be  asked  for  by 
customers ;  they  are  arranged  to  be  convenient  for  cus- 
tomers and  to  facilitate  sales,  and  the  whole  layout  is 
one  that  might  well  with  profit  be  followed  by  other 
dealers  who  intend  to  improve  their  store,  or  who  have 
problems  on  their  hands  as  to  how  to  arrange  their 
basement  as  a  sales  floor,  or  how  to  lay  out  their  hard- 
ware stock  to  best  display  and  sales  advantage. 

The  new  building  is  equipped  with  passenger  and 
freight  elevators,  vacuum  cleaners,  telephones  and 
sprinkler  system  for  the  immediate  quelling  of  incipi- 
ent fires  among  stock  in  the  various  rooms.   There  is  a 
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central  pneumatic  tube  system  for  the  handling  of  cash 
in  all  departments.  The  heating  system  is  of  steam. 
There  is  a  spiral  parcel  chute  from  all  departments  to 
the  shipping  room. 

A.  J.  Burton  is  the  general  manager  of  the  store  and, 
as  Mr.  Cairns'  right-hand  man,  has  for  the  last  four 
years  helped  considerably  to  bring  the  store  up  to  its 
high  standard.  The  advertising  manager  is  J.  E.  Mac- 
Williams,  formerly  with  Simpson  Crawford  Co.,  New 
York.    Window  dressing  is  in  charge  of  C.  Vosburg. 

Value  in  Giving  Personal  Touch  to  Ads. 

"The  difiSeulty  with  which  we  are  confronted," 
states  J.  E.  McWilliams,  advertising  manager  of  the 
new  store,  "is  trying  to  conduct  a  store  on  a  metro- 
politan scale  in  a  small  city.  In  attempting  it  we  are 
liable  to  get  away  from  the  small  tovsm  spirit,  in  which 
the  personality  of  the  man  at  the  head  of  the  busines< 


plays  such  an  important  part."  In  writing  his  ads. 
Mr.  McWilliams  tries  to  give  a  personal  touch  by 
using  Mr.  Cairns'  name  quite  frequently. 

Space  is  used  in  both  morning  and  evening  papers. 
On  holidays,  instead  of  regular  advertisement,  a  stof 
editorial  is  generally  run,  dealing  with  some  phase  o'.' 
the  store's  service  or  policy. 

"The  big  necessity  in  a  city  of  this  size,"  says  Mr 
McWilliams,  "is  to  constantly  have  something  new. 
Interest  soon  dies  in  advertisements  if  a  set  form  is  con- 
tinually followed.  We  constantly  aim  to  have  a 
change,  instituting  special  features,  such  as  managers' 
sales,  first-of-the-month  sales,  etc."  To  give  a  dif- 
ferent appearance  to  ads.  borders  and  arrangement  are 
frequently  changed. 


Inducing  Lookers  to  Buy 

IT  is  impossible  to  sell  to  everj^  person  who  comes  in 
and  looks  at  the  goods.  It  has  been  estimated  that 
half  the  people  who  enter  the  department  stores 
have  no  intention  of  buying  anything  when  they  go  in. 
They  are  "lookers,"  and  it  remains  for  the  sales  force 
to  sell  this  looking  class  something.  The  "lookers" 
certainly  give  the  salesman  something  to  rehearse  on, 
and  when  business  is  dull  and  but  few  sales  are  being 
made,  the  salesmen  would  get  out  of  practice  were  it 
not  for  the  "lookers."  More  "lookers"  who  do  not 
buy  inspect  goods  in    the    department    stores  than 


they  do  in  the  exclusive  stores.  They  seem  to  feel  more 
at  liberty  in  the  dei^artment  stores.  Many  of  them  go 
to  these  stores  to  while  away  a  little  time.  Many  are 
satisfied  to  walk  through  the  various  departments  with- 
out taking  any  of  the  time  of  the  sales  force,  while 
others  ask  prices  and  lead  salesmen  to  believe  they 
actually  intend  to  buy,  when  they  have  no  such  inten- 
tions.  They  are  .just  "lookers"  in  disguise. 

The  Chance  for  the  Real  Salesman 

"Lookers"  are  apt  to  cause  some  salesmen  to  give  up 
hope.  They  are  too  apt  to  class  as  a  looker  every  per- 
son who  enters  the  store.  The  salesmen  who  give  up 
to  this  thought  are  not  salesmen.  As  has  often  bfen 
said — ^they  are  only  order  takers.  Salesmen  should  be 
glad  of  an  opportunity  to  talk  with  anybody  who  enters 
their  store.  Each  one  of  them  is  a  prospective  cus- 
tomer.   The  sale  may  not  be  made  to-day.  but  it  will 


Tho  fill  iiituie  department  in  Caiin^ 
store  at  SMskatoon.  One  whole  floor 
given  over  to  this  department. 


be  made  to-morrow.  The  things  a  "looker"  looks  at  he 
or  she  is  interested  in,  and  hopes  to  buy  some  time. 

Here  is  where  the  salesman  in  a  store  has  the  advan- 
tage over  the  traveling  salesman.  The  store  salesman's 
eustomers  come  in  to  give  him  a  chance  at  them,  and 
the  men  who  should  be  customers  of  the  traveling  sales- 
men sit  behind  a  mahogany  partition  and  send  out  word 
that  they  are  busy.  "Oh,  if  I  could  only  get  a  chance 
at  him,"  is  the  wail  of  the  traveler,  while  the  store 
salesman  is  apt  to  complain  because  the  men  and  women 
come  in  to  look.  The  traveling  salesman  believes  he 
has  his  battle  half  won  when  the  buyer  agrees  to  look 
at  his  samples. 

Some  Advice  for  Clerks 

Salesmen  employed  in  the  store  often  remind  one  of 
an  automatic  apparatus  that  hands  out  something  when 
you  drop  a  coin  in  the  slot.  It  often  happens  that  in 
order  to  ginger  up  the  store  owners  offer  prizes  to  the 
salesman  showing  the  greatest  percentage  of  increase 
in  sales  in  a  certain  time.  This  should  never  be  neces- 
sary. Every  salesman  should  enter  into  a  contest  with 
himself  every  day.  He  should  set  a  peg,  and  see  if  he 
can't  boost  the  peg  a  little  farther  the  next  day.  The 
m/an  who  enters  into  competition  with  himself  is  quite 
apt  to  be  the  one  the  others  will  want  to  hang  a  handi- 
cap on  when  the  real  contest  comes  off.  If  the  sales 
force  worried  half  as  much  about  the  pay  roll  as  the 
boss  does  the  pay  roll  would  be  larger.  No  pay  roll  can 
exist  long  unless  the  sales  force  does  its  share. 


July,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


27 


Collins'  Course  in  Show  Card  Writing 


20th  of  a  series  of 
articles  specially  prepared 
for  this  journal.  A  con- 
venient Toork.  table. 


COLOR  MIXING.    In  last  lesson  we  gave  formulae 
for  mixing  colors  for  outdoor  use.    These  are 
what  may  be  termed  "oil  colors,"  although  they 
do  not  contain  quite  so  much  oil  as  colors  used  for 
house  painting. 

As  every  card  and  sign  writer  will  find  it  necessarj^ 
to  have  different  tints  and  shades  of  color  for  the 
different  work  he  will  be  called  upon  to  do,  the  fol- 
lowing table  will  be  found  very  useful.  By  the  com- 
bination of  different  colors  various  shades  are  obtain- 
able. In  this  table  the  color  or  shade  required  is  men- 
tioned first  and  the  next  color  mentioned  is  used  as  a 
base  or  in  the  greater  quantity. 


Color  Required 
Pink 
Flesh 
Cream 
Blue  (light) 
Brown 


Green 

Orange 

Grey 


Purple 
Violet 


Colors  to  mix. 
White  and  red. 
White,  yellow  and  red. 
White  and  yellow. 
White  and  blue. 

Red  and  black.  Yellow  may  also 
be  used  in  considerable  quantity 
with  the  red  and  black. 

Yellow  and  blue. 

Yellow  and  red. 

White  and  black.    A  little  blue 

may  improve  it. 
Red  and  blue. 
Blue  and  red. 


The  above  tints  and  shades  may  be  lightened  or 
darkened  by  ad'ding  the  lighter  or  darker  colors.  With 
a  little  care  and  practice,  rich  effects  may  be  obtained, 
and  it  is  quite  necessary  to  know  how  to  make  these 
shades,  for  borders,  ornaments,  letter  shading,  etc., 
should  always  be  done  in  a  subdued  or  weaker  color. 
Grey  is  a  good  tint  to  shade  reds  and  black.  Pale  green 
for  black,  red,  blue  and  brown.  Pale  blue  for  dark 
blue,  black  and  red. 

Cotton  or  Muslin  Signs 

Card  writers  are  being  called  on  more  and  more  to 


produce  cotton  signs.  In  fact,  card  and  cotton  signs 
seem  to  go  hand  in  hand.  No  doubt  this  is  because  the 
cotton  sign  and  the  card  are  both  in  the  temporary  sign 
list.  As  a  rule  cotton  signs  are  wanted  in  a  hurry, 
and  the  card  writer  seems  to  be  in  the  best  position  to 
fill  these  rush  orders.  Cotton  signs,  if  neatly  lettered 
and  properly  put  up,  make  very  attractive  advertising. 
They  should  be  ,stretched  on  a  frame  made  of  2-inch 
by  %-inch  stuff.  Use  the  formulae  given  last  month 
for  outside  colors.  Sign  writers'  cotton  or  muslin  may 
be  obtained  now,  which  is  a  good  grade  of  cotton  with 
a  very  heavy  sizing  or  glazed  surface.  This  is  very 
eia'sy  to  work  on  and  givcis  excellene  results.  Should 
this  special  material  not  be  o'btainable,  use  ordinary 
Avhite  or  "bleached  cotton,  and  dampen  it  where  the 
letters  are  to  be  Avith  a  wet  sponge  just  before  paint- 
ing. Letter  at  once  while  the  cotton  is  damp.  There 
are  two  advantages  in  this.  One  is  that  the  oil  paint 
works  better  on  a  dampened  surface  of  cotton;'  as  dry 
cotton  extracts  the  moisture  from  the  paint,  prevent- 
ing it  from  working  freely.  The  other  advantage  is 
that  it  prevents  the  oil  in  the  paint  from  running,  or 
''greasing  out"  around  the  letters. 

The  general  method  for  painting  a  cotton  sign  is  to 
tack  it  on  some  wall.  This  may  be  a  good  Avay  if  a 
wall  is  convenient,  but  blank  Avails  are  not  always 
obtainable.  An  excellent  siAstitute  for  a  wall  is  to 
have  two  strips  of  wood  about  2^/2  inches  Avide  by  %  of 
an  inch  thick.  A  good  time  saver  is  to  have  brads 
driven  through  these  so  that  the  points  Avill  project 
a'bout  half  an  inch,  similar  to  those  on  curtain 
stretchers.  They  should  be  about  every  six  inches 
apart,  and  driven  so  those  in  the  upper  piece  will  slant 
upAvards  and  those  in  the  loAver  piece  slant  doAvuAvard 
Avhen  in  position.  They  should  be  about  %  of  an  inch 
from  the  edge  of  the  strips.  The  strips  can  be  clamped 
Avith  quilting  frame  clamps  to  unrights  of  about  the 
pj'me  si"'^.    Theoe  unriphts  should  be  about  6  feet  apart 


 li 


Alphabet  of  Tuscan  block  with  outline,  capitals. 
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Alphabet  of  Tuscan  block  with  outline,  lower  ca.se. 


and  the  frame  when  clamped  together  should  slant  out 
at  the  top.  The  object  of  this  is,  that  if  any  paint 
should  drop  from  the  brush  when  you  are  painting  it 
will  not  drop  on  to  the  sign.  The  strips  may  be  moved 
to  suit  any  width  of  cotton.  In  placing  the  cotton  on 
the  frame,  simply  hook  the  edges  over  the  brads,  which 
is  a  much  cpiicker  and  more  convenient  method  than 
tacking.    Place  the  end  uprights  so  that  the  ends  of 


for  iKe'^ricl<t-^ 


Simple,  but  effective,  window  card 


in  some  easily-executed  style  that  is  of  the  one-stroke 
type. 

Sample  Card 

The  sample  card  is  one  made  with  a  dark  mat  and 
an  oval  cut  in  it,  and  the  white  card  is  pasted  to  the 
mat  on  the  back.  The  lettering  is  then  done  on  the 
white  card.  The  price  is  the  main  feature  of  the  layout. 
The  lettering  is  in  black  and  the  figures  in  red.  The 
shading  and  ornamentation  are  in  a  grey,  to  harmonize 
with  the  grey  mat. 


PRESIDENT  OF  SIDWAY  MERCANTILE  CO,  DEAD 

C.  A.  Sidway,  president  of  the  Sidway  Mercantile 
Company,  of  Elkhart,  Ind.,  and  Goderich,  Ont.,  died  in 
New  York  on  June  3,  foll'owing  an  attack  of  pneumonia. 
The  announcement  came  as  a  shock,  as  Mr.  Sidway 
w^as  a  young  man,  and  had  always  been  strong  and  ac- 
tive. He  was  born  in  Jackson,  Miss.,  October  11,  1878, 
and  was  therefore  less  t'hian  37  years  of  age.  His  first 
connection  with  the  industry  with  which  his  name  has 
been  associated  was  as  that  of  a  .iobber.  When  the 
folding  go-cart  was  first  invented  and  put  on  the 
market,  he  was  engaged  in  the  manufacture  of  bedside 
tables.  He  saw  the  possibilities  in  the  go-cart,  and  ob- 
tained control  of  one  of  the  most  successful  devices  and 
manufactured  it  in  Chicago,  but  in  1905  he  removed  to 
Elkhart,  Tnd.,  and  establis'ked  what  was  known  as  the 
Sidway  Mercantile  Company,  and  opened  a  Canadian 
bi-anch  at  Goderich  a  year  ago.  The  original  plant  bad 
been  employing  a  force  of  about  50  men,  and  occup.ving 
a  floor  space  of  13.600  feet  and  produced  about  15.000 
carriages  annually.  He  interested  new  cajiital  and 
built  at  Elkhart  a.  plant  with  160.000  square  feet  of 
space  and  between  400  and  500  hands  were  employed, 
and  the  production  alone  rose  to  275,000  carriages,  go- 
carts,  etc..  per  annum.  When  this  task  had  been  ac- 
complished he  was  a  man  considerably  under  30. 

The  deceased  is  survived  by  a  widow,  three  children 
and  three  sisters.  Tbe  funeral  was  held  from  the  home 
of  his  sister.  Mrs.  E.  M.  Perkins,  of  Franklin,  Tenn. 
Deluges  of  flowers,  forwarded  from  many  places,  in- 
dicated in  a  measure  the  personal  friends  he  enjoyed 
at  the  hands  of  these  with  whom  he  had  come  in 
contact. 


the  cotton  may  be  tacked  to  them.  This  will  give  you 
a  nice,  taut,  smooth  surface  to  paint  on. 

The  alphabet  shown  this  month  is  one  suitable  for  the 
main  line  or  display  line  of  a  cotton  sign.  The  letters 
are  easily  formed  with  a  brush  and  if  done  in  red  with 
the  outline  in  a  light  blue  or  light  green  it  will  'be  very 
effective.  The  outline  should  not  be  less  than  %  of  an 
inch  if  the  letters  are  six  inches  high  or  over.  The 
other  lines  of  the  sign  may  be  in  smaller  letters  and 


A  HANDY  SOUVENIR 

A  little  "Christmas  package"  has  been  received  by 
Canadian  Furniture  World,  with  the  compliments  of 
the  Du  Pont  Fabrikoid  Co.  The  package  is  a  smoker's 
office  outfit  containing  a  cigar  cutter,  a  pipe,  and  a 
couple  of  little  stick  pins.  While  it  is  a  long  way  from 
Christmas  the  "package"  makes  a  handy  little  present, 
useful  in  the  warm  days  of  summer  as  in  the  long 
wintry  days. 
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Pure  Bedding  Law 

in  Massachussets 


A  new  sanitary  mattress  law  was  brought  into  force 
in  Massachusetts  in  May.  The  new  measure  is  en- 
titled: "An  Act  relative  to  the  manufacture  and  sale  of 
mattresses  and  certain  other  articles,"  and  the  full 
text  of  it  is  as  follows : 

Section  1.  No  person  shall  manufacture  for  purposes 
of  sale,  sell,  offer  or  expose  for  sale,  or  have  in  pos- 
session with  intent  to  sell,  any  mattress,  pillow,  cushion, 
muff  bed,  quilt  or  similar  article  having  a  filling  of 
hair,  down,  feathers,  wool,  cotton,  silk  floss,  or  other 
material,  unless  there  shall  be  plainly  marked  upon 
each  such  article,  or  upon  a  tag  of  some  durable  sub- 
stance sewed  thereon,  or  otherwise  securely  attached 
thereto,  a  statement  of  the  kind  of  material  used  for 
filling  in  the  manufacture  of  such  article,  and,  also,  if 
the  material  has  previously  been  used  the  word 
"second-hand."  If  anj^  such  article  or  articles  are  en- 
closed in  a  bale,  box,  crate,  or  other  receptacle,  there 
shall  be  plainly  marked  upon  such  receptacle,  or  upon 
a  durable  tag  securely  attached  thereto,  a  statement 
that  the  contents  of  the  package  are  marked  as  required 
by  this  Act.  It  shall  be  unlawful  for  any  person,  except 
a  purchaser  at  retail,  to  remove  or  efface  any  marking 
upon  any  article  or  receptacle,  or  any  tag  attached 
thereto,  under  the  provisions  of  this  Act. 

Sec.  2.  No  person  shall  use,  in  the  manufacture  of 
any  mattress,  pillow,  cushion,  muff  bed,  quilt,  or  similar 
article  for  purposes  of  sale,  or  shall  sell  or  offer  or  ex- 
pose for  sale,  or  have  in  possession  for  the  purpose  of 
such  use  or  for  sale,  any  material  which  has  previously 
been  used  in  or  about  a  hospital,  or  on  or  about  the 
person  of  anyone  having  an  infections  or  contagioiis 
disease,  nor  shall  any  person  sell,  or  offer  or  expose  for 
sale,  any  such  articles  containing  materials  which  liave 
previously  been  so  used. 

Sec.  3.  It  shall  be  the  duty  of  the  State  Depai'tmeut 
of  Health,  whenever  there  is  reason  to  believe  that  any 
provision  of  this  Act  is  violated,  to  cause  an  investign- 
tion  to  be  made  of  any  factory,  shop,  warehouse,  storf^, 
or  other  place  where  it  is  believed  that  the  Act  is 
being  violated,  and  for  this  purpose  any  member  of 
the  said  department,  or  any  duly  accredited  renresent;'- 
tive  thereof,  shall  have  authority  to  enter  any  building 
or  other  place  at  all  reasonable  times.  If.  upon  inves- 
tigation, mattresses,  pillows,  cushions,  muff  beds,  quilt^ 
or  similar  articles,  or  materials  for  use  in  th'^  manu- 
facture of  the  same,  shall  be  found,  which  have  been 
previously  used  in  or  about  a  hosnital.  or  on  or  abou^ 
the  person  of  anyone  having  an  infectious  or  eoiitagion^ 
disease,  such  materials  oi'  articles,  manufactured  or  in 
process  of  manufacture,  shall  be  marked  by  the  S^-^+p 
Department  of  Health  with  labels  bearing  the  word 
"unclean"  in  conspicuous  letters,  and  th^  State  De- 
partment of  Health,  Avith  or  without  notice  to  the 
owner  or  supposed  OAvner.  may  order  the  removal  and 
destruction  of  the  said  materials  or  articles,  or  may 
make  such  other  order  relating  to  the  said  materials 
or  articles,  as  the  circumstances  of  the  case  may 
require. 

Sec.  4.  The  State  Department  of  Health,  or  its  duly 
authorized  representative,  whenever,  in  the  opinion  of 
the  department,  it  is  necessary  to  ssafeguard  the  public 


health,  may  post  upon  any  building  or  part  thereof  con- 
taining such  materials  or  articles,  or  from  which  the 
same  have  been  removed,  notice  or  warning  of  the 
danger  of  contagion  or  infection  resulting  from  the 
violation  of  the  provisions  of  this  Act,  and  may  con- 
tinue such  notice  upon  the  said  premises  until  the  same 
shall  have  been  properly  cleaned  and  disinfected.  It 
shall  be  unlawful  for  any  person  to  remove  such  notice 
or  warning,  except  by  order  of  the  State  Department 
of  Health. 

Sec.  5.  It  shall  be  the  duty  of  any  police  oificer  or 
member  of  any  municipal  board  of  health,  or  other 
city  or  town  official,  who  has  reason  to  believe  that  the 
provisions  of  this  Act  have  been  or  are  being  violated, 
to  give  notice  thereof  to  the  State  Department  of 
Health. 

Sec.  6.  Whoever  manufactures  for  purposes  of  sale, 
sells,  offers  or  exposes  for  sale,  or  has  in  possession 
with  intent  to  sell,  any  mattress,  pillow,  cushion,  muff 
bed,  quilt,  or  similar  article  having  a  filling  of  hair, 
down,  feathers,  wool,  cotton,  silk  floss,  or  other 
material,  which  is  not  marked  in  accordance  with  the 
provisioUiS  of  this  Act,  or  Avhoever  uses  in  the  manu- 
facture of  any  of  the  said  articles  materials  previously 
used  in  or  about  a  hospital,  or  upon  or  about  the  person 
of  anyone  having  an  infectious  or  contagious  disease, 
shall  be  punished  by  a  fine  not  exceeding  $500,  or  by 
imprisonment  not  exceeding  six  months,  or  by  both 
such  fine  and  imprisonment.  Whoever  removes  or  effaces 
any  marking  upon  any  article  or  receptacle  or  any  tag 
attached  thereto,  or  any  notice  or  warning  posted  upon 
any  premises  by  the  State  Department  of  Health  under 
the  provisions  of  this  Act,  shall  be  punished  by  a  fine 
not  exceeding  $50  for  each  offence. 


New  Jacobean  hall  seat  and  miri  or  made  by  The  Lippei  t 
Furniture  Co.,  Ltd.,  Berlin,  Ont.  This  company  is  now 
making  a  full  line  of  hall  furniture  and  diners  in  Jacobean 
designs  along  lines  laid  out  by  their  own  designer. 
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Selling  Gas  Stoves  in  Early 
Summer 


The  present  is  a  very  good  time  to  push  hard  on  all 
gas  and  summer  stove  lines.  To  be  ready  for  this  busi- 
ness, however,  dealers  should  lay  their  plans  well  in 
advance.  During  the  quiet  days  of  winter  is  a  good 
time  to  prepare  for  the  trade,  and  some  novel  methods 
are  continually  coming  to  light  of  how  stove  men  have 
intea-ested  prospective  customers  in  the  lines  they  carry 
well  before  the  summer  season  comes  on. 

But  if  the  dealer  has  not  made  preparation  for  sum- 
mer stove  sales  it  behooves  him  to  work  double  time 
in  interesting  intending  and  likely  customers  in  his 
lines  now. 

The  moving  season  at  the  commencement  of  summer 
is  an  especially  good  time  to  get  after  the  newcomers 
in  the  neighborhood.    It  is  then  that  the  new  house- 


TorontOt  _  ;s/.. , 


To  A.  WELCH  &  SON 


/  agree  to  rent  from  A.  WELCH  &  SON  goods  as  specified  Mow. 

Order  No.  .  . 


Fttau  dtUvtr  to  m»  «l  M«.... 


Dtttot  DtUv§rf  a    191  : 


.  mt  ..A.H.    P.M.,  Advlu. 


i«y  Ih*  lam  at-          -  -   dnltart  at  Mlowi :  The  mM*  amoaiti  lo  bt  paid 

  ...tfayi  «r  C.O.D..  «M  ffovct  vdlncrf  al   ..Oollatt  and 

 OotUii  C<uA  ai  ttmt  ct  iaU  or  C.O.D.  on  dttivtty,  and  

Doll^ft  pit  <■-.    BtlUt  Iht  full  amoiial  of  thf  purehate  money  ha%  tttn  paid.    Tht  abovt  price 


I*  tabltel  In  a  diteount  of  . 
day*  from  datr  of  dtUvery. 


dollari  if  paid  In  fall  within 


3t  IS  futttxc  Satectt  » 

Hn6       htirhx*«(>«"ly  M 
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StoTe  lien  note  used  by  A.  Welch  &  Son,  Toronto.  They  state 
they  have  been  using  these  notes  "  for  a  good  many  years  and  so  far 
have  found  nothing  that  suited  our  purpose  better.  They  are  simple 
snd  easy  to  understand,  and  we  always  give  customer  a  copy  of 
■Same,  using  carbon  paper,  so  that  one  writing  makes  both  copies.  We 
think  the  Jien  will  explain  itself." 


keepers  are  in  a  mood  to  get  all  the  comfort  they  can 
out  of  their  new  home,  and  what  more  comfortable 
article  than  a  gas  stove. 

Another  and  a  strong  point  for  buying  a  gas  stove  in 
the  early  summer  is  the  fact  that  a  gas  range  for  cook- 
ing is  a  needful  article  during  the  warm  weather,  when 
the  heat  is  oppressive  in  the  house.  This  point,  if 
brought  to  the  attention  of  prospective  buyers  early 
in  the  season,  will  help  sales,  and  bring  them  the 
dealer's  way,  instead  of  letting  them  pass  by  to  a  rival. 

But  there  should  also  be  a  method  of  getting  a  list  of 
prospects.  To  do  this  a  number  of  schemes  could  be 
tried  out.  First  of  all  the  gas  stoves  should  have  a 
prominent  place  in  the  store.    An  occasional  window 


display  would  not  come  amiss.  Then,  if  a  .systematic 
canvass  was  made  of  every  person  entering  the  store 
by  asking  if  they  possessed  a  gas  stove,  it  would  be 
found  that  quite  a  large  proportion  of  those  entering 
the  store  had  nothing  of  the  kind.  This  would  give 
the  basis  of  a  list  of  prospects  on  whom  to  begin  work. 

A  personal  call  on  or  circular  letter  to  all  house- 
keepers in  the  neighborhood  is  another  plan  that  could 
be  adopted  to  secure  such  a  list  and  bring  to  their  at- 
tention that  you  had  a  splendid  range  of  gas  stoves  just 
suitable  to  their  needs. 

By  cultivating  such  a  list,  and  helping  on  the  gas 
stove  department  by  a  little  judicious  advertising  in 
the  press,  there  can  be  no  doubt  that  the  dealer  will  be 
well  satisfied  with  the  results  accruing  to  his  business 
through  pushing  for  sales  in  his  gas  stove  department. 


WIFE  HELPS  SELL  STOVE 

"I  do  not  believe  that  one-half  the  salesmen  know 
what  it  means  to  be  a  salesman,"  says  a  clerk 
in  a  communication  to  Hardware  Age.  He  thon  pro- 
ceeds to  tell  how  his  wife  helped  him  sell  a  stove. 

T  have  in  mind  a  lady  w^ho  wanted  an  oil  stove  but 
did  not  want  the  style  that  we  carry  in  stock.  I  l-'>amed 
that  she  was  going  to  buy  a  stove  and  I  began  to  work 
on  her  husband,  and  he  told  me  that  she  wanted  another 
style  of  stove.  I  had  been  obtaining  q^^ite  a  bit  of  busi- 
ness from  "Hubby"  and  had  always  satisfied  him.  so 
he  said  T  might  deliver  the  stove  and  show  his  wife  how 
it  worked  and  if  I  succeeded  in  persuading  her  to  keep 
it  he  would  "set  'em  up." 

I  loaded  "Mr.  Stove"  in  the  wagon  and  then  drove 
past  my  home  and  had  my  wife  go  with  me  to  deliver 
it.  Wben  T  left  the  store  the  "Boss"  and  the  book- 
keeper said  if  I  persuaded  the  customer  to  keep  the 
stove  it  would  be  a  feather  in  my  cap,  for  she  did  not 
want  that  make. 

Well,  my  "Better  Half"  and  I  delivered  the  stove 
and  had  the  lady  make  up  some  biscuit  and  we  baked 
them  in  just  a  short  time.  The  prospect  was  well 
pleased,  bought  the  stove,  and  has  been  a  good  customer 
ever  since.  She  says  she  certainly  is  glad  I  sold  her 
that  stove  for  she  would  not  give  it  up  for  any  other 
she  ever  saw. 

I  tell  you,  boys,  you  who  are  married  can  get  your 
wives  to  help  you  make  sales  sometimes,  and  they  are 
always  glad  to  help.  If  your  man  behind  the  counter 
is  the  man  behind  the  gun  and  if  he  will  do  his  very 
best  he  will  always  find  the  "Boss"  ready  to  back  him 
up,  and  when  pay  day  comes  the  salesman  feels  that 
he  is  entitled  to  what  he  gets  and  that  his  employpr  has 
received  his  money's  worth. 


THERE'S  A  REASON 

Mr.  Smith  came  home  very  late  for  supper  one  even- 
ing. He  called  to  his  wife  and  told  her  to  cook  every- 
thing there  was  in  the  house. 

"Why,  John,"  she  said,  "what  makes  you  so  terribly 
hungry  ? ' ' 

"I'm  not  hungry,"  he  growled,  "I'm  going  to  pawn 
the  stove." 


No  business  ever  higher  soars 

Than  he  who  rims  it  mounts. 
No  matter  what's  inside  the  doors, 
It's  the  man  who  counts. 
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Keeping  Tab  On 
Rug  Stock 


First  floor  carpet  showroom  of 
J.C.  Beveridge,  Ltd.,  Medicine 
Hat,  Aha. 


Admitting  the  absolute  necessity  of  keeping  some 
sort  of  track  of  the  goods  in  stock,  the  question  how  to 
do  it  becomes  important.  There  are  carpet  merchants 
of  long  standing  whose  "system"  consists  of  a  con- 
scientious effort  to  remember  just  how  the  stock  stands, 
and  who  claim  that  they  can  do  it.  Considering,  how- 
ever, the  large  number  of  pieces  which  enter  into  even 
a  comparatively  small  stock,  and  the  frailty  of  the 
human  memory,  it  may  be  safely  asserted  that  the 
stock  which  can  be  handled  in  this  way  must  be  a  small 
one  indeed,  and  that  even  so,  only  a  general  knowledge 
of  any  particular  line  can  be  had,  says  G.  D.  Crain,  Jr., 
in  the  "American  Carpet  and  Upholstery  Journal." 
The  ability  to  keep  the  necessary  investment  down  to 
the  minimum  by  means  of  being  able  instantly  to  re- 
plenish a  line  that  is  selling  rapidly  is  one,  and  only 
one,  of  the  advantages  to  be  gained  by  an  accurate  and 
practicable  system. 

Take,  for  instance,  a  rack  of  rugs.  They  are  of  uni- 
form size — 9x12  feet,  perhaps — but  of  different  designs 
and  makes.  Of  course,  the  manager  or  other  person 
handling  the  rugs  knows  in  a  general  way  hoAv  the 
stock  stands  as  to  this  size  and  make,  but  suppose  one 
of  these  rugs  just  referred  to  is  sold.  The  salesman 
makes  a  mental  note  of  the  fact,  but  no  one  else  appears 
to  be  informed,  and  the  salesman  usually  forgets  the 
transaction  in  a  day  or  two. 

Three  books  are  used  in  a  system  in  force  in  a  Middle 
West  carpet  store.  One  of  them  is  the  stock  book 
proper;  the  other  two  are  so  related  to  it  and  are  so 
useful  in  the  handling  of  the  work  of  the  department 
that  they  should  be  considered  in  the  same  connection. 
The  first  is  a  comparatively  small  blank  book  of  about 
200  pages,  ruled  ledgerwise,  into  which  are  copied,  as 
soon  as  received,  the  invoices  covering  all  shipments 
of  goods  which  go  into  the  stock. 

In  addition  to  the  information  carried  in  the  in- 
voices themselves,  there  are  entered  in  parallel  columns 
in  this  book  the  discounts,  selling  price  and  item  num- 
bers— the  items  being  numbered  by  the  position  of  the 
line  on  the  page.  This  last  is  for  use  in  making  refer- 
ence to  the  book,  which  is  done  by  means  of  a  number 
composed  of  the  page  on  which  the  invoice  appears,  as 
75,  a,nd  the  item  number  of  the  goods,  which  is,  say,  30, 
making  the  reference  number  which  that  item  subse- 
quently carries  in  all  records,  from  the  stock-book  to 
the  ticket  placed  on  it,  7530. 

The  second  book  is  the  stock-book  proper.  This 
book  has  an  index  in  front,  in  which  reference  is  car- 
ried to  the  pages  on  which  may  be  found  lists  of  rugs 
of  each  kind. 

The  pages  are  riiled  vertically  on  the  right-hand 
side  to  provide  spaces  in  which  may  be  indicated  the 


dimensions  of  each  rug;  and  that  is  about  all  the  spe- 
cial preparation  which  is  given  the  book. 

As  soon  as  a  lot  of  goods  is  received  and  cheeked 
with  the  invoice,  the  invoice  is  copied  into  the  first 
book,  from  which  the  goods  are  then  tagged  by  one  of 
the  salesmen,  no  supervision  whatever  being  neces- 
sary, as  all  information  necessary  for  this  purpose  is 
right  before  him,  and  there  can  be  no  mistake;  and 
from  either  the  invoice  or  the  book  the  goods  are  car- 
ried to  the  stock-book. 

Under  A,  in  the  index,  one  finds,  for  example,  that 
Axminster  rugs  occupy  pages  10  to  18.  Turning  here, 
any  new  rugs  of  this  kind  are  entered,  the  name  of  the 
maker,  with  the  date,  appearing  at  the  left-hand  side 
of  the  page,  followed  by  the  pattern  number,  the  store's 
stock  number,  and,  in  the  column  under  each  size,  an 
indication  of  the  number  of  rugs  of  that  size,  each  size 
in  a  line  to  itself.  At  the  right-hand  side  appears  then 
the  total  number  of  rugs  of  each  description.  That  is 
all  there  is  to  it. 

Book  the  third  is  a  fair-sized  ledger,  with  an  index  in 
the  front,  in  which  is  entered,  as  soon  as  a  sale  is 
made,  every  detail  thereof,  including  the  name  and 
address  of  the  customer,  the  full  description  of  the 
rug,  including  its  stock  number  and  price ;  the  name  of 
the  customer,  of  course,  being  carried  to  the  index,  in 
order  that  prompt  reference  may  be  made  to  the  memo- 
randa by  this  means. 

For  stock-keeping  purposes,  this  book  is  used  as  a 
sort  of  journal,  a  running  record  of  the  day's  business, 
from  which  at  the  end  of  each  day  proper  entries  are 
made  in  the  stock-book. 

The  record  kept  of  the  details  of  each  sale,  while  a 
part  of  the  stock-keeping  system,  has  other  uses  which 
are  quite  as  valuable.  It  enables  the  department  head 
or  any  of  his  salesmen  to  determine  at  once  all  details 
necessary  about  a  sale  for  any  purpose,  and  the  desir- 
ability of  this  will  at  once  be  understood  by  every  car- 
pet man  who  has  been  called  upon  by  a  customer  who 
purchased  a  rug  of  certain  description  eighteen  months 
ago  and  wants  to  duplicate  it  for  an  adjoining  room  in 
another  house.  Where  such  a  call  is  made  upon  a 
store  which  has  no  such  record  there  is  trouble  for 
everybody. 


DISPLAY  OF  CURTAIN  GOODS. 

In  the  furniture  department  of  the  F.  R.  MacMillan 
Co.,  of  Saskatoon,  curtain  goods  are  shown  on  a  table 
around  the  edge  of  which  is  a  rail  raised  about  one  foot 
above  the  table  surface.  The  bolts  of  curtain  goods  are 
stood  upright  and  the  ends  draped  over  the  rail.  It 
makes  quite  an  effective  display.  Other  lines  are  shown 
in  the  same  way. 
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Personality  of  a  Salesman 

By  Jacob  Wilhelm,  Salesman,  T.  Eaton  Co.,  Toronto 


The  supreme  worth  of  any  man  is  his  personality. 

.>ft.fe;:deicides  the  value  of  any  individual.  Tliat  this  is  a 
central  truth  is  illustrated  by  history,  for  it  proves 
that  the  greatest  men  in  nations,  no  matter  who  they 
were  and  what  positions  they  held,  were  the  men  who 

;  possessed  a  marked  degree  of  individual  personality. 

What  is  true  of  men  whose  national  influence  abides, 
is  likewise  true  of  men  who  occupy  lower  stations  in 
life,  for  neither  our  position  nor  location  will  affect 
one's  personality  in  the  least.  The  music  is  not  in  the 
violin,  but  in  the  one  who  plays  it,  and  our  success  in 
life  does  not  depend  so  much  on  our  location,  but  upon 
ourselves;  not  upon  our  dreams,  but  on  what  we 
actually  are  and  do;  not  upon  luck,  but  upon  pluck. 
Personality  has  wonderful  resources.  P>usiness  houses 
all  over  the  world  to-day  are  realizing  the  fact  more 
than  ever  ])efore  that  no  busine.'s  can  succeed  in  the 
truest  sense  of  the  term  independent  of  its  employes, 
and  it  is  therefore  of  vital  importance  to  them  that  the 
personality  and  earning  ability  of  an  employe  will 
prove  a  valuable  asset  to  their  business.  There  is  a 
vast  diflPerence  between  sales  persons.  The  writer  of 
this  article  has  been  connected  for  nearly  twelve  years 
with  Canada's  largest  retail  store  as  a  salesman,  and 
therefore  has  had  a  good  opportunity  to  obsei-vc  the 
striking  ditferences  in  the  personality  of  salesmen. 
While  scores  have  come  and  gone,  there  were  very  few 
who  had  the  right  conception  of  their  own  personality 
and  usefulness,  and,  as  'Sialesmen,  had  no  ambition  to 
shine  or  attain  success.  The  present  demands  of  a 
salesman  are  very  ditferent  from  what  they  were  ten 
or  twenty  years  ago.  We  have  {)assed  from  the  simple 
to  the  complex,  and  business  houses  call  for  men  of 
extraordinary  resources.  If  a  salesman  wants  to  com- 
pel his  environments  to  give  expression  of  his  useful- 
ness he  must  realize  that  intelligent  service  is  the  best 
test  of  his  personality. 

But  what  is  personality?  It  is  the  sum  total  of  our- 
selves, whether  good  or  bad.  Personality  is  originality. 
Your  character  is  reflected  in  your  personality,  and  in 
return  your  personality  reflects  your  character.  Tt  is 
indestructible;  its  power  of  operation  is  invisible,  and 
affects  the  mind  and  will  of  others,  either  persuading 
or  dissuading.  It  is  your  appearance,  your  address, 
your  style,  yoiir  speech,  your  manner  and  action,  your 
disposition  and  conduct;  in  fact,  it  is  youi'self.    In  a 


salesman,  all  his  good  qualities  should    be  properly 
balanced  in  all  these  parts,  and  in  the  right  proportion 
to  one  another,  and  then  fittingly  joined  together.  A 
salesman  that  does  not  reckon  with  his  personality,  as 
a  force,  and  endeavors  to  educate  himself  up  to  the 
highest  standard  of  efficiency,  by  making  a  study  of 
himself,  by  I'eiading  sound  literature,  by  keen  observa- 
tion, by  practical  experience,  in  order  that  he  may 
bring  out  the  best  that  is  within  him,  will  never  be 
anything  very  extraordinary,  and  if  he  fails  he  can 
only  make  his  failure  chargeable  to  himself.  A  w^ooden 
horse  never  won  a  race.    The  right  personality  of  a 
salesman  is  not  ordy  incalculable  in  its  final  result,  but 
it  proves  a  tremendous  force  in  dealing  with  a  cus 
tomer,  and  is  the  unanswerable  logic,  demonstrated  be 
yond  successful  contradiction,  that  therein  lies  the  sec- 
ret of  his  success.    The  central  reason  why  one  sales- 
man fails  to  sell  an  article  to  a  customer,  while  another 
takes  the  same  customer  and  under  the  same  circum- 
stances succeeds  with  very  little  time  and  effort,  is  to 
be  found  in  the  difference  of  their  personality.  The 
pleasing  personality  of  the  one  that  succeeded  insi)ired 
confidence  with  the  customer,  and  he  made  it  shine 
through  every  word  he  spoke,  every  action  and  smile, 
and  this  proves  his  winning  force.    Such  a  salesman 
makes  himself  memorable  to  his  customer.   He  respects 
his  opinion  and  with  it  shows  poise,  breadth  and  tact. 
In  his  speech  he  is  conclusive  as  well  as  inclusive,  in 
his   thought   coherent   and   logical,   in  his  style  and 
method  he  is  argumentative,  while  his  analysis  of  the 
goods  is  clear  and  incisive.    He  is  sharp  and  sees 
through  the  situation  of  a  deal  and  in  a  moment  he 
I'eali/ces  what  it  demands  and  how  to  express  himself 
ill  such  a  way  that  calls  for  instant  action  and  decision. 
The  value  of  such  a  salesman  and  the  splendid  service 
he  is  bound  to  render,  both  to  his  firm  and  the  cus- 
tomer, cannot  be  easily  overestimated,  and  deserves  to 
be  recognized.    Therefore,    develop   your  personality 
with  an  unselfish  devotion  to  perform  your  duty  effect- 
ively as  a  salesman,  and  strive  to  maintain  a  high  order 
of   uncomiuerable    determination  and  you  will  be  a 
force  and  success,  whatever  your  station  or  position 
mav  be. 


James  Simmonds,  president  James  Simmonds,  Ltd.. 
wliolesale  and  retail  dealers  in  furniture  and  hardware 
at  Halifax,  N.S.,  died  recently. 

The  Calgary  Furniture  Store,  Ltd..  Calyary.  Alta..  at 
a  recent  meeting  of  the  directors  and  shareholders  was 
voted  into  voluntary  licjuidation.  Marshall  St.  George 
Anderson  was  appointed  li(iuidator  and  an  announce- 
ment regarding  the  affairs  of  the  company  will  be  made 
in  the  near  future. 
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Med  icine  Hat  Retailers  Have  Credit  Association 

A  local  organization  among  the  retail  merchants  of  Medicine  Hat,  Alberta, 
that  is  doing  a  good  deal  to  protect  them  against  loss  through  bad  accounts. 

STAFF  CORRESPONDENCE  . ; 


AN  organization  has  been  formed  among  the  retail 
merchants  of  Medicine  Hat,  Alberta,  that  is 
doing  a  great  deal  to  reduce  outstanding  ac- 
counts and  protect  the  members  against  loss  by  the  fur- 
ther extension  of  credit  to  unreliable  parties.  It  is 
known  as  the  Medicine  Hat  Retailers  Credit  Associa- 
tion, and  is  made  up  of  merchants  in  various  lines  of 
business,  being  of  value  to  all  those  who  extend  credit 
or  have  outstanding  accounts. 

Association  Meets  Every  Week. 

This  association  meets  every  week  to  discuss  matters 
of  general  interest,  such  as  the  reliability  of  new  men 
in  town,  and  to  acquaint  one  another  with  those  who 
have  secured  credit  and  failed  to  pay  up  within  the 
stipulated  time.  This  puts  other  dealers  on  their 
guard. 

"The  big  trouble  in  the  past,"  explained  Secretary 
0.  C.  Frood  to  the  writer,  "has  been  that  a  person  who 
owes  one  merchant  a  bill  would  go  to  another  to  secure 
credit.  The  second  merchant,  not  knowing  of  his  other 
debts,  would  probably  allow  him  to  run  an  account.  The 
same  thing  might  occur  with  other  dealers,  and  before 
long  he  would  have  immense  debts  contracted  which 
he  would  be  unable  to  pay.  This  evil  of  the  credit 
business  is  eliminated  under  the  workings  of  our  asso- 
ciation. 

Issues  a  "Blacklist." 

The  association  gets  out  a  "blacklist"  of  those  peo- 
ple who  have  contracted  debts  and  failed  to  pay  them. 
This  list  at  present  contains  some  11,000  names,  and  as 
it  goes  to  each  member  of  the  association,  they  know 
those  people  to  whom  credit  should  not  be  given.  Fur- 
thermore, each  member  agrees  not  to  sell  to  any  of  the 
"blacklisters"  until  they  square  up  and  get  their  name 
removed  from  the  list.  This  shuts  right  down  on  the 
bad  pays,  and  they  are  practically  forced  to  do  some- 
thing in  regard  to  their  debts. 

Various  Accounts  Consolidated. 

The  association  has  also  inaugurated  a  plan  of  con- 
solidating all  the  accounts  due  its  various  members  by 
each  person  and  dealing  with  each  such  person  as  if 
there  was  just  one  account  against  him  or  her.  For  in- 
stance, if  a  man  owes  several  dealers,  they  each  send  in 
their  account  to  the  association,  which  deals  with  them 
all  as  one.  Money  that  is  collected  is  divided  among 
the  various  members  in  proportion  to  the  amount  due 
each. 

How  It  Works  Out 

The  method  of  operation  was  explained  to  the  writer 
by  the  secretary.  "Suppose  a  farmer  is  in  financial 
difficulties,  although  not  really  dishonest.  We  will  say 
that  he  owes  a  total  of  $2,000.  We  go  to  him  and  ask 
him  for  a  list  of  all  his  creditors.  Then  we  say  to  him 
'Now  you  will  have  a  crop  amounting  to  about  $6,000 
this  year.  We  will  take  a  mortgage  of  $2,000  and  agree 
that  none  of  our  members  will  take  action  against  you, 
but  we  will  expect  payment  when  you  sell  your  crop.' 
This  gives  us  some  security  for  what  is  due  us  and  is 


also  a  protection  to  the  customer  as  he  is  assured  that 
no  action  will  be  taken  against  him  by  any  of  his  credit- 
ors." 

Form  letters  are  issued  by  the  association  to  its  mem- 
bers, which  they  can  send  out  to  slow  pays,  and  which, 
on  account  of  being  typewritten,  and  on  the  letterhead 
of  the  association,  are  probably  given  more  attentin" 
by  those  who  receive  them. 

Collection  Letters  for  Members. 

One  form  letter  of  this  nature  reads  as  follows: 

Dear  Sir,— 

The  above  association  has  been  formed  by 
the  leading  merchants  of  this  city  with  a  view, 
if  possible,  of  forming  more  friendly  relations 
between  the  retailer  and  the  public  in  general 
and  incidently  for  the  protection  of  credit,  and 
no  doubt  in  the  near  future  it  will  be  proven 
that  it  is  a  benefit  to  all  parties  concerned. 

Delinquent  debtors  are  reported  at  each  and 
every  meeting,  and  as  we  notice  you  have  a 
small  bill  which  is  somewhat  overdue,  i.e.,  we 
hope  that  you  will  give  this  your  immediate  at- 
tention and  thus  avoid  our  placing  your  name 
before  the  board  at  the  next  meeting. 

Thanking  you  in  advance  for  your  prompt 
and  courteous  attention,  we  are 
Yours  truly. 
Member  Medicine  Hat  Credit  Men's 
Association. 

The  association  attempts  the  collection  of  all  those 
accounts  where  payment  is  asked  for  and  is  not  forth- 
coming. The  expenses  of  collection  are  borne  pro  rata 
by  all  members  of  the  association.  Members  of  the  as- 
sociation expressed  great  satisfaction  to  the  writer  dur- 
ing his  visit  to  Medicine  Hat  on  the  work  that  is  being 
done  for  them  by  the  association. 


J.  A.  Berthiaume,  Ltd.,  furniture  store  at  Ottawa, 
was  damaged  by  fire  recently. 

H.  A.  Compton,  Sumnierside,  P.E.I.,  has  moved  into 
his  new  store  situated  two  doors  south  of  his  old  busi- 
ness stand.  The  new  building  has  been  nicely  fitted 
up  and  finished  throughout  with  steel  ceilings,  beaver 
board  walls  and  hardwood  floors.  Mr.  Compton  has 
fitted  up  new  undertaking  parlors  in  the  Fanning 
building  next  to  his  furniture  store,  and  will  have  as- 
sociated with  him  in  this  department  his  son,  Keith, 
who  during  the  past  winter  has  taken  a  course  in 
embalming. 

Philias  Lavigueur  and  Henri  Romeo  Bourgie  have 
registered  as  undertakers  at  Montreal  under  the  fii-m 
name  of  H.  Bourgie  &  Cie. 

Wm.  Atkinson's  furniture  store,  t,t  Winnipeg,  was 
damaged  by  fire  recently. 

The  Alberta  Retail  Merchants'  Association  met  in 
convention  at  Red  Deer  on  Mav  18  and  19. 
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With 

the  Salesmen 

on  the 
Firing  Line 


GoDi.-RBV  Smith 
Of  .loliii  C.  MunclelI&(;o..Elora, 
Out.,  Kuttincr  ready  for  a 
game  of  tennis. 


"Godfrey''  Smith,  Elora,  not  only  longs  for  a'n  ex- 
citing game  of  tennis,  but  has  mastered  the  word 
"ovah"  to  perfection.  The  other  day,  after  sending  a 
bunch  of  orders  in  to  "Mundell's"  by  express,  he  was 
sauntering  around  this  certain  town  and  "spied"  two 
chaps  engaged  in  a  spirited  tennis  game.  He  watclu'd 
them  till  the  set  was  finished,  and  the  "winner"  invited 
"Smithy"  to  a  game.  Well,  you  know  the  usual,  "Oh, 
I-don  't-know-how-to-play,  never-played-it-more-than- 
onee-or-twiee"  expression.  That's  what  that  "winner" 
imagined  he  saw  radiating  from  this  invited  stranger. 
"But,  say,  even  with  my  heavy  boots  on  and  stand-up 
collar,  wh.y  he  never  had  a  ghost  of  a  show,  for  I  won 
every  set  hands  down,"  was  the  information  a  reporter 
to  the  "Elora  Firefly"  received  the  other  day  from 
one  of  Smithy's  friends. 


GRIPS  DO  NOT  MAKE  SALESMEN 

By  J.  Alexander 

Carrying  a  grij)  isn't  all  there  is  to  being  a  salesman. 

Ever  watch  a  man  in  a  ditch?  It's  that  little  turn 
of  the  .shovel  at  the  end  of  the  throw  that  lands  the 
dirt  just  where  he  wants  it. 

Ever  watch  a  sure-enough  salesman  at  his  work? 
It's  that  little  something — often  indescribable — at  the 
end  of  his  "spiel"  that  clinches  the  order  and  lands 
the  sale. 

But  you  can't  buy  these  clinches  for  $1.98  at  the 
Monday  morning  bargain  counter.  Each  one  has  to  be 
like  a  tailor-made  suit — built  to  fit.  What  will  be 
effectual  with  one  salesman  will  fall  flat  if  sprung  by 
another.  What  will  move  one  customer  won't  even 
touch  another. 

"Let  us  have  the  conclusion  of  the  whole  matter." 
Study — and  leaiTi  to  know — yourself,  your  line  and 
your  particular  customer. 


SEEING  THE  UNWILLING  BUYER. 

Tn  the  last  issue  of  Canadian  Furniture  World  we 
published  an  article  on  "Breaking  into  the  Sales 
Game."  Here  is  the  story  of  how  one  traveler,  after 
being  turned  down  times  innumerable,  at  last  got  a 


ti'ial  order.  This  traveler  had  called  upon  a  certain 
I'ctailer  for  months  without  selling  him  anything.  One 
day  as  he  approached  this  buyer  the  salesman  held  in 
his  hand  a  tiny  bottle  which  had  been  filled  with  water 
|)rior  to  entering  the  store.  As  he  talked  he  continu- 
ally turned  this  bottle  in  his  hands.  Finally  the  buyer's 
curiosity  was  aroused;  he  asked  what  was  in  the  bottle. 
"That,"  said  the  salesman  quickly,  "is  chloroform. 
I  decided  T  was  going  to  take  an  order  from  you  this 
I  rip  if  I  had  to  chloroform  you  to  do  it."  The  laugh 
that  followed  broke  the  crust.  ,A  small  order  was 
given  that  day  and  the  dealer  afterward  became  a  regu- 
lar customer. 

It  is  true  that  the  same  tactics  would  doubtless  fail 
ill  ninety-nine  cases  out  of  a  hundred,  yet  business 
continually  hinges  upon  such  slight  actions.  The  tem- 
peraments of  buyers  differ  not  only  in  each  case,  but 
vary  with  the  temperaments  of  the  various  salesmen 
who  call  upon  them.  Tn  other  words,  one  man  can  get 
away  with  something  that  would  prove  unsuccessful 
for  a  dozen  others. 


STAN'S  BIG  BITE  AND  WEE  FISHEY 

''Stanley"  Schrieter,  of  Schrieter's  Furniture  Em- 
j)orium,  Berlin,  can  not  only  muscle  a  buffet  out  on  the 
palm  of  his  right  hand  while  rolling  a  cigarette  with 
the  other,  but  he  is  Some  (capital  S)  fisherman.  Of 
course,  the  new  outfit  has  got  something  to  do  with  it 
for  he  presented  himself  with  a  new  rod,  hook  and 
line,  and  hiked  away  one  "beaut"  of  an  afternoon  with 
a  bottle  of  milk  and  soda  biscuits  to  a  stream  nearby. 
'I'o  hear  "Stan"  recite  how  he  enjoyed  himself  would 
do  a  heap  of  good  to  anyone  with  the  "blues,"  but  the 
"fine  catch"(?)  of  those  speckled  trout,  we  find,  after 
a  confidential  chat  with  "Schrieter  Senior,"  simmered 
down  to  the  one  "wee  fishey"  that  "Stan"  had  for 
breakfast  the  next  morning. 

The  employe  who  must  continually  be  urged  to  pay 
attention  to  his  work  will  occupy  enough  of  his  em- 
ployer's time  to  more  than  offset  the  profits  on  his 
sales. 


GREATNESS  OF  ENTHUSIASM. 

Enthusiasm  is  the  greatest  business  asset  in 
the  world.  It  beats  money,  and  power,  and  in- 
fluence. Single  handed,  the  enthusiast  convinces 
and  dominates  where  the  ivealth  accumulated  by 
a  small  army  of  workers  would  scarcely  raise  a 
tremor  of  interest.  Enthusiasm  tramples  over 
prejudice  and  opposition,  spurns  inaction,  storms 
the  citadel  of  its  object,  and,  like  an  avalanche, 
overwhelms  and  engulfs  all  obstacles.  Enthusi- 
asm, is  nothing  more  or  less  than  faith  in  action. 
Faith  and  initiative,  rightly  combined,  remove 
mountainous  barriers  and  achieve  the  unheard  of 
and  miraculous.  Set  the  germ  of  enthusiasm 
afloat  in  your  business;  carry  it  in  your  attitude 
and  manner;  it  spreads  like  contagion  and  influ- 
ences every  fibre  of  your  industry  before  you 
realize  it;  it  begets  and  inspires  effects  you  did 
not  dream  of ;  it  means  increase  in  residts  and 
decrease  in  costs;  it  means  joy  and  pleasure  and 
satisfaction  to  your  workers;  it  means  life,  real 
and  virile;  it  means  spontaneous  bed-rock  results 
— the  vital  things  that  pay  dividends. 
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Knobs  of  News 


The  Stratford  Davenport  Co.,  Ltd.,  Stratford,  Out., 
is  bringing  out  a  new  couch  bed. 

Merkovitch  Bros.,  furniture  and  groceries,  Edmon- 
ton, have  been  succeeded  by  Hanson  &  Pilin. 

The  Berlin  Interior  Hardwood  Co.,  Ltd.,  has  the  eon- 
tract  for  finishing  the  interior  of  the  customs  house  at 
Calgary. 

The  Stratford  Mfg.  Co.,  Stratford,  Ont.,  is  reported 
to  be  very  busy  at  present,  overtime  being  the  rule  of 
late. 

James  Cain,  furniture  dealer,  Lindsay,  Ont.,  has  now 
a  delivery  wagon  on  the  road  in  order  to  give  his  cus- 
tomers prompt  delivery  of  goods. 

The  Assiniboia  Furniture  Co.,  Ltd.,  with  head  office 
at  Assiniboia,  Sask.,  has  been  incorporated  with  a  cap- 
ital of  $20,000,  divided  into  2,000  shares. 

A  fire  at  St.  Laurent,  Quebec,  recently  destroyed 
sixteen  stores  and  dwellings.  The  shell-making  plant 
of  the  Canada  Stove  and  Furniture  Company  was  only 
saved  by  the  timely  work  of  the  employes  of  the  firm. 

The  McClary  Building,  at  Chatham,  Ont.,  owned  by 
the  MeClarys,  of  London,  and  occupied  by  the  Mc- 
Donald Furnishing  Co.,  furniture  dealers,  was  de- 
stroyed by  fire  recently  and  $20,000  damage  done  to  the 
stock. 

J.  Palmer,  of  Palmer  &  Sons,  furniture  dealers  and 
undertakers,  Aylmer,  Ont.,  and  one  of  that  town's  best 
known  residents,  dropped  dead  in  his  store,  just  after 
waiting  on  a  customer  recently.  A  son  and  two  daugh- 
ters survive. 

The  Hudson's  Bay  Co.'s  store  at  Winnipeg  recently 
conducted  a  "change  in  management  sale,"  to  mark 
the  rearrangement  of  department  heads  in  the  store. 
Fletcher  Sparling  is  general  manager;  Gt.  Allen  is  his 
chief  assistant ;  and  R.  E.  Lownds  is  in  charge  of  floor 
coverings  and  draperies. 

Wright's,  Limited,  home  furnishers,  Sydney,  N.S., 
whose  store  was  recently  destfroyed  by  fire,  intend  erect- 


ing a  new  building  to  be  devoted  entirely  to  furniture 
and  carpets.  The  building  is  to  have  a  frontage  of  54 
feet,  with  a  depth  of  100  feet,  and  to  be  three  storeys 
high. 

The  Meades  Upholstering  Company,  Ltd.,  Hanover, 
Ont.,  has  been  incorporated  to  manufacture  furniture 
with  a  capital  stock  of  $50,000.  Walter  Meades,  George 
A.  Rozel,  Archibald  B.  Taylor,  Ralph  Brunt,  Joseph 
Jagelewski,  and  John  Mills,  all  of  Hanover,  are  the 
incorporators. 

A  company  has  been  formed  at  Aurora,  Ont.,  under 
the  style  of  Office  Bureau,  Ltd.,  to  manufacture  furni- 
ture and  fixtures.  The  capital  stock  is  $250,000.  The 
provisional  directors  are  William  P.  and  Charles  C 
Grillespie,  F.  K.  Fish,  and  Harry  Melville,  all  of  To- 
ronto, and  Hubert  C.  French,  Windsor,  Ont. 

Notice  is  given  in  the  Manitoba  G-azette  that  the 
furniture  business,  at  Winnipeg,  of  the  late  John  Leslie 
is  in  future  to  be  carried  on  under  the  name  of  "T.  W. 
Leslie's,  Limited."  A  new  company  has  been  formed 
with  a  capital  stock  of  $100,000,  the  incorporators  being 
Thos.  W.  Leslie,  Harold  S.  Scarth,  barrister;  Charles 
S.  A.  Rogers,  barrister,  together  with  an  accountant 
and  a  student  at  law. 


FURNITURE  TRADE  CONDITIONS  IN  ENGLAND 

"In  the  course  of  conversation  with  a  well  known 
London  retailer  recently  with  reference  to  trade  pros- 
pects," says  the  Furniture  Record  of  London,  England, 
"he  remarked  that,  as  a  matter  of  fact,  it  was  harder 
to  buy  than  to  sell  just  now!  There  is  no  doubt  that 
some  of  the  most  difficult  trade  problems  at  the  present 
time  are  those  that  confront  the  wholesaler.  Raw  mater- 
ials are  not  only  very  high  in  price,  but  in  some  eases 
are  practically  unprocurable.  Good  labor  is  scarce 
and  transport  of  goods  is  attended  with  much  difficulty. 
Happy  is  the  manufacturer  with  a  big  stock!" 


W.  T.  Gibbard,  founder  of  the  Gibbard  Furniture 
Co.,  Napanee,  Ont.,  was  elected  mayor  of  that  town  by 
acclamation  recently,  to  fill  the  remainder  of  the  term 
of  the  late  Mayor  Alexander. 


Two  new  china  cabinets  made  by  the  George  McLagan 
Furniture  Co.,  Ltd.,  Stratford,  Ont. 
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THE  RISE  OF  TRADE-MARKED  GOODS 

A  certain  kind  of  manufacturer  has  come  into  the 
open.  These  men  turn  the  white  light  on  their  goods. 
When  a  man  puts  his  business  name  on  his  merchan- 
dise he  has  practically  signed  a  contract  with  the  pub- 
lic to  deliver  goods  worth  that  price.  His  success  de- 
pends upon  public  approval  of  the  quality  at  the  price. 
That  manufacturer  does  not  make  a  fortune  on  his  first 
sale.  If  he  makes  a  profit,  it  is  up  to  the  re-orders  that 
bespeak  public  trial  and  a  favorable  verdict.  If  he 
fails  to  make  profit,  it  is  because  the  public  has  tried 
the  goods  and  found  them  not  worth  the  money,  or  be- 
cause the  manufacturer  has  set  the  price  too  low.  In 
any  event  the  transaction  is  carried  on  in  the  open. 
There  is  another  set  of  manufacturers  who  prefer  to 
send  out  their  goods  with  no  brand  marked  on  them. 
In  many  cases  they  obliterate  their  own  names  and 
allow  the  dealer  to  sell  the  goods  under  his  name  and 
at  whatever  price  he  can  get.  Generally  these  manu- 
facturers do  not  advertise  their  goods  widely.  They 
ride  to  success  on  the  advertising  of  the  well-known 
goods.  When  the  consumer  asks  for  the  advertised 
brands  he  is  invited  to  accept  these  unknown  goods  at 
whatever  price  the  dealer  thinks  he  will  pay.  This  is 
the  substitution  canker.  It  is  one  of  the  most  malig- 
nant sores  on  the  commercial  body.  Nearly  every 
reputable  manufacturer  of  wide  fame  is  anxious  that 
the  dealer  sell  his  goods  at  the  same  price  to  everyone. 
But,  as  the  law  stands,  he  cannot  compel  the  dealer  to 
do  so.  Thus  it  is  that  the  unscrupulous  retailers  are 
able  to  juggle  prices  of  branded  goods— selling  too  low 
to  some,  too  high  to  others,  getting  their  profit  some- 
how or  other,  when  it  would  be  a  simple  and  more 
honest  matter  to  sell  at  the  reasonable  profit  set  by  the 
manufacturer  as  determined  by  the  merits  and  quality 
of  the  article. 


quire  superintendence  and,  therefore,  are  worth  more 
money  than  those  who  cannot  go  ahead  without  con- 
stantly consulting  someone  close  to  them  and  thus  tak- 
ing the  other  man's  time,  which  is  valuable  because  he 
has  initiative  or  leadership. 

Some  people  claim  that  initiative  is  bom  in  a  person. 
No  doubt  that  is  true  to  some  extent,  but  initiative  can 
also  be  cultivated  to  a  remarkable  extent.  This  is  dem- 
onstrated by  the  instances  where  men  have  made  little 
progress  until  they  put  forth  a  real  effort  to  make  good. 
Then,  their  initiative  began  to  develop. 

The  clerk,  no  matter  what  position  he  may  occupy, 
has  plenty  of  room  for  the  development  of  initiative — 
thinking  up  new  and  improved  ways  of  doing  things 
and  carrying  on  his  work  without  having  to  be  con- 
stantly directed  what  to  do. 


FURNITURE  FOR  GIFTS 

"The  Gift  Line"  is  the  appropriate  title  of  the  new 
catalogue  issued  by  the  Davies-Putnam  Co.,  Grand 
Rapids,  Mich.  The  company,  being  desirous  of  increas- 
ing their  business  in  Canada,  are  sending  on  request 
this  catalogue  to  dealers  in  the  Dominion.  The  line  is 
especially  adapted  for  fall  and  Christmas  business,  em- 
bracing, as  it  does,  an  extensive  range  of  mahogany 
items,  such  as  flower  holders,  candlesticks,  card  and 
bonbon  trays,  photo  holders,  candlesticks,  card  and 
book  ends,  mirrors;  smokers'  baskets,  stands  and  humi- 
dors; sewing  cabinets  and  tables,  waste  baskets,  kettle 
stands,  magazine  rests,  and  a  great  variety  of  fancy 
folding  tables,  bookcases,  desks  and  stands.  Some- 
thing new  in  this  line  is  a  breakfast  set — table,  chairs, 
and  flower  stand — for  bungalow  and  enclosed  porches. 
These  are  made  in  all  popular  oak  finishes. 

The  catalogue  is  full  of  helpful  gift  suggestions. 


THE  DEVELOPMENT  OF  INITIATIVE. 

Most  of  the  big  things  in  this  world  have  been  accom- 
plished by  men  with  initiative,  those  who  have  not  been 
content  with  doing  things  forever  in  the  same  old  way, 
but  have  used  their  brains  to  think  up  something  new 
and  at  the  same  time  practical. 

The  individual  who  is  always  dependent  upon  some- 
one else  to  bring  out  his  own  usefulness,  and  who  is 
lacking  in  original  ideas  of  his  own,  which  he  can  put 
into  force  all  by  himself,  lacks  initiative.  Men  with 
initiative,  on  the  other  hand,  can  pick  out  a  course  and 
go  ahead  without  waiting  to  be  told.   They  do  not  re- 

The       Universal  Corner  Locks  and  Reversible 

Side  Rails 


HINTS  FOR  THE  DEALER. 

Do  you  push  seasonable  goods? 

Constantly  study  new  methods  of  pushing  your 
goods. 

Have  you  an  ideal  regarding  your  store?  If  so,  how 
near  does  your  place  of  business  reach  that  ideal? 

Do  you  know  how  much  each  department  in  your 
store  is  making  for  you  in  profits?  Do  you  even  know 
it  is  paying  any  profit? 


INNOVATION  ON  MERSEREAU  BEDS 


Side  Rail  Enlerins  Lock  Side  Rail  in  Regular  Position  Side  Rail  in  Reveise  Potilion 

DIRECTIONS  FOR  SETTING  UP  THIS  BED 

Loosen  Wing  Nuts  on  Comer  Locks  and  insert  Side  Rails  in  regular  (T)  or  reverse  (L)  posi- 
tion as  desired.  After  bed  is  set  up  and  wing  nuts  are  tightened  all  around,  shake  the  bed  to 
develop  slack  and  then  go  around  again  and  give  the  wing  nuts  an  extra  turn,  getting  a  lever  pur- 
chase on  them  with  a  screw  driver,  a  large  nail,  or  other  convenient  instrument.  When  the  wing 
nuts  are  tight  the  bed  will  be  rigid. 

The  new  Mersereau  bed  feature. 


The  Canadian  Mersereau  Co.,  Limited, 
Toronto,  have  secured  for  exclusive 
use  in  Canada  the  "OK"  standardized 
construction  steel  corner  locks  and  re- 
versible side  rails  for  their  metal  beds. 
This  patent  is  a  simple  form  of  reversible 
side  rail  and  corner  lock  of  great  efifi- 
eiency — a  combination  of  unbreakable 
steel  parts  constituting  a  system  of  con- 
struction which  makes  a  bed  lighter, 
stronger  and  handsomer.  With  the  use 
of  this  construction  beds  may  be  set  up 
and  taken  down  more  easily  and  quickly, 
saving  the  dealer  much  annoyance  and 
expense  and  giving  the  customer  a  better 
bed.  Another  specially  strong  point  for 
the  dealer  is  the  fact  that  by  its  use  this  "OK"  con- 
struction allows  the  standardization  of  all  beds. 
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For  Summer  Cottage  and  Camp 
Music,  They  Need  Columbia 


MADE 
IN 

CANADA 


MADE 
IN 

CANADA 


From  the  Furniture  Dealers'  viewpoint  Colum- 
bia Graphophones  do  not  merely  produce 
bigger  profits  per  sale,  or  per  dollar,  or  per 
hour  than  almost  any  other  Ime  of  merchan- 
dise now  being  sold,  but  it  adds  to  the 
appearance  of  a  Furniture  Store  and  to  the 
standing  of  a  Furniture  Business.  Every  hve 
furniture  dealer  should  get  in  on  our  Grapho- 
phone  proposition. 


Every  Columbia  Graphophone  sold  brings 
you  one  big  profit  right  on  the  spot  and  then 
starts  off  on  a  steady,  non-stop  run  of  divi- 
dends to  you,  because  the  record  business 
which  is  created  with  every  sale  of  a  Graph- 
ophone in  your  territory,  is  not  only  constant 
— it  is  cash ;  and  cash  with  plenty  of  margin 
in  it  too.  Write  for  full  particulars  without 
delay. 


Graphophone  Co.,  365  Sorauren  Avenue 

Toronto  Canada 
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WHAT  ADVERTISING  HAS  DONE  FOR  TALKING 
MACHINES 

The  talking  machine  is  now  a  common  home  furnish- 
ing, but  it  was  not  so  many  years  ago  that  we  were 
charged  for  the  privilege  of  listening  through  ear  tubes 
to  the  strains  of  Sousa's  Band,  or  that  we  paid  an  ad- 
mission fee  to  hear  an  evening's  entertainment.  The 
voice  of  Caruso  and  the  technique  of  Paderewski  are 
now  as  available  to  the  man  in  Oraibe,  Arizona,  as 
they  are  to  the  resident  of  New  York  City.  The  large 
advertising  campaigns  of  the  talking  machine  com- 
panies pointed  out  an  economical  way  to  the  gratifica- 
tion of  our  inborn  love  for  music.  The  number  of  talk- 
ing machines  thereby  sold  throughout  the  country  in- 
sured the  sale  of  a  sufficient  number  of  records  to  war- 
rant the  employment  of  world-famous  artists  in  their 
making. — Ernest  V.  Madison,  in  The  Furniture  Journal. 


MOTOR  AND  RECORD  CLEANING  TIPS. 

Do  you  advise  letting  the  talking  machine  motor  re- 
main half  wound  up  when  not  in  use?  (2)  My  motor 
when  running  occasionally  makes  a  kind  of  grinding 
sound,  as  if  something  had  slipped  out  of  place.  The 
sound  only  lasts  for  a  second  or  so.  Also  I  have  noticed 
a  faint  tapping  sound.  What  is  the  cause  of  this?  (8) 
What  is  the  best  method  of  cleaning  records? 

These  three  questions  were  'as"ked  the  editor  of  the 
Doubts  and  Difficulties  column  in  Sound  Wave,  w'ho 
replied  as  follows:  (1)  It  is  advisable  to  let  motor  run 
nearly  down  when  not  in  use,  in  order  to  conserve  the 
power  of  the  springs  as  much  as  possible.  (2)  This  is 
due  to  uneven  binding  of  spring  leaves  for  want  of 
lubrication.    Either  the  graphite  grease  in  spring-box 


has  become  oxydized  or  it  has  oozed  out.  The  remedy 
will  be  obvious.  (3)  A  brisk  use  of  an  ordinary  hair- 
brush in  the  direction  of  the  record  track  will  be  found 
a  very  good  way  of  cleaning  dust,  etc.,  from  same.  A 
lather  of  soap  and  water,  afterwards  drying  with  cloths 
free  from  lint,  is  also  effective ;  but  drying  by  heat  is 
apt  to  distort  shape,  owing  to  the  .shellac  in  the  com- 
position. 


DISPLAY  WHICH  SOLD  RECORDS 

A  timely  window  trim  was  made  rccfritly  by  one  of 
the  branch  houses  of  the  Columbia  Graphophone  Co. 
The  display  exploited  one  of  the  latest  popular  songs 
which  has  made  a  decided  hit  and  received  great  popu- 
larity^— "Sister  Susie's  Sewing  Shirts  for  Soldiers."  In 
the  window  was  shown  "Sister  Susie"  actually  sewing 
the  shirts,  as  described  in  the  song,  and  the  interesting 
character  of  the  display  was  responsible  for  many  sales 
of  records  of  the  new  song. 

A  dummy  figure  of  Sister  Susie  was  seated  at  a  sew- 
ing machine,  making  the  shirts.    This  was  the  centre 


Sister  Susie's  Sewing  Shirts  for  Soldiers.— Striking  and 
timely  window  display  of  disc  records  made  by  one  of 
the  Columbia  Graphophone  Co.'s  agents.  It  sold  the 
records. 


piece  and  in  the  foreground  were  scattered  pieces  of 
shirting  and  records  of  the  song.  At  the  back  was  a 
grafonola  and  some  records  on  Columbia  display  stands. 
A  couple  of  suggestive  window  cards  completed  the 
picture.    It  was  a  timely  and  attractive  display. 


PHONOLA  PATENTS  SOLD  IN  UNITED  STATES 

A.  B.  Pollock,  president  of  the  Pollock  Mfg.  Co.,  Ltd.. 
Berlin,  Ont.,  returned  from  New  York  recently,  where 
he  concluded  the  sale  of  the  United  States  patents  of 
the  new  Phonola  that  his  firm  is  bringing  out. 

This  new  Phonola,  which  embraces  an  entirely  new 
idea  in  the  sound  reproducing  world,  is  the  invention 
of  A.  H.  Welker,  secretary-treasurer  of  the  company, 
who  has  made  a  special  study  of  tone  reproduction  and 
acoustics.  The  new  feature  of  the  Phonola  is  the  pipe- 
organ  principle  applied  in  a  manner  that  amplifies  and 
purifies  the  tones  being  reproduced,  the  series  of  cham- 
bers employed  being  of  varied  sizes  determined  by 
scientific  calculation.  Skilled  musicians  and  exper- 
ienced talking  machine  men  in  Canada  and  the  United 
States,  who  have  seen  the  new  Phonola,  have  promptly 
endorsed  the  idea  and  marveled  at  the  results. 

The  Pollock  Mfg.  Co.  are  having  a  suitable  cabinet 
made  from  special  designs  and  at  an  early  date  illus- 
trations will  be  placed  before  the  Canadian  trade. 


Splendid  Opportunity 


Large  floor  space  for  rent  for  first  class  furni- 
ture department,  on  fourth  floor  of  modern, 
new  building.  Express  passenger  and  freight 
elevators  connecting. 

The  location  is  in  one  of  the  hest  manufac- 
turing cities  in  Ontario,  which  is  also  the 
centre  of  a  splendid  agricultural  district. 

Two  radial  roads  are  now  running  into  the 
city,  with  two  more  under  course  of  construc- 
tion, which  will  connect  with  a  large  number 
of  smaller  towns,  from  which  trade  is  now 
being  drawn,  but  will  greatly  increase  on  com- 
pletion of  these  roads. 

The  firm  making  this  offer  ranks  as  the  first  in 
the  city. 

There  are  only  two  furniture  firms  in  city  of 
any  importance. 

To  the  man  with  the  necessary  capital  and 
experience  this  is  indeed  a  golden  opportunity. 

Reasonable  rental  on  long  lease. 

Reply  in  first  instance,  giving  financial  refer- 
ences to 

Box  137 
Canadian  Furniture  World 
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PHONOLA 

TALKING  MACHINES 

Give  the  Retailer  the  Unbeatable  Opportunity 
In  the  Talking  Machine   Trade  of  Canada 

It  is  made  in  Canada  by  Canadians,  and  there  is  no  duty  added 
to  the  price. 

It  will  play  any  needle  disc  record,  and  play  it  better  than  any 
other  machine. 

It  has  a  noiseless,  durable  motor  and  the  latest  improved  design. 
This  is  patented. 

It  is  made  in  seven  different  sizes,  the  price  ranging  from  $20 
to  $160. 

It  is  an  open  agency  proposition.  Handle  anything  else  you  like 
with  the  Phonola. 


Model  D 


Two 
Good 
Sellers 
For 

Summer 
Trade 


PHONOLA  DEALERS 


Model  B 


have  the  one  supreme  record  proposition  in  the  talking  machine 
field,  embracing  such  artists  as  John  McCormack,  Slezah,  Bonci, 
Amato,  Kubelik,  Zenatello,  de  Lucia,  Didur,  Irish  Guards  Band, 
Imperial  Infantry  Guards  Band,  Beechim's  Infantry  Orchestra. 

These  records  are  entirely  free  from  needle  scratch.  They  play 
longer  than  any  other  record  of  equal  size.  Every  record  has 
attractive  selections  on  both  sides.  There  is  never  a  blank  or  a 
poor  choice.  They  can  be  played  on  any  make  of  disc  talking 
machine  and  will  improve  the  tone  of  the  machine. 

THE  POLLOCK  MFG.  CO.,  Limited 


Manufacturers  of  the  PHONOLA 


BERLIN 

WHALEY,  ROYCE  &  CO.,  Ltd.,  Toronto 

For  Ontario  and  Maritime  Provinces 


CANADA 

Wholesale  Distributors 

THE  NATIONAL  TALKING  MACHINE  CO.,  Ltd.,  Winnipeg 

For  Western  Canada 
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Prompt 
Service 
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CASKET 


TRADE  MARK 


"Quality"  Line 


Fair 
Prices 


iniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


All  That  The  Name  Imphes 

There  is  not  a  defective  piece  of  material 
or  workmanship  in  any  one  of  our  caskets. 
In  design  they  are  rich  and  impressive, 
and  the  covering  material  is  of  a  quality 
and  texture  in  keeping  with  the  quality 
throughout.    Write  for  full  particulars. 

We  have  always  ready  for  immediate 
shipment  the  best  in  Pohshed  Oak 
and  Mahogany  Caskets,  Cloth  and 
Plush  Covered  Caskets. 

The  Evel  Casket  Company,  Ltd., 


Hamilton 


Ontario 


Has  no  affiliation  with  any  other  firm  in  the  Trade 
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Undertakers'  Department 


Problems  affecting  the  Undertaliing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  Views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Apoplexy  and  Bright's  Diseases 
Cases 

A  Continuation  of  T^rofessor  Eckels'  Helpful  Hints 

APOPLEXY  comparatively  seldom  occurs  in  per- 
sons under  forty  years  of  age,  and  usually  is 
caused  by  an  inflammation  of  the  blood  vessels 
of  the  brain.    Therefore  a  far  more  than  usually  im- 
portant part  in  successfully  preparing  such  easels  is 
taken  by  the  method  of  blood  draining. 

To  produce  a  good,  natural  appearance  in  such  cases, 
it  almost  always  is  necessary  to  drain  the  blood  from 
the  veins  while  the  fluid  is  being  injected.  This  is 
especially  necessary  when  thorough  embalming  is  to 
be  attained  and  a  sufficient  amount  of  embalming  fluid 
is  used  to  reach  all  parts  of  the  body  to  completely  and 
properly  disinfect  it. 

In  this  apoplexy  differs  little  from  other  sudden 
death  cases  in  which  arteries,  veins  and  capillaries  alike 
are  gorged  with  blood. 

Embalming  a  body  dead  of  apoplexy  is  best  done 
through  the  axillary  artery,  which  offers  the  greatest 
advantages  on  account  of  its  being  large  and  lying 
close  to  the  surface.  Prom  the  same  incision  the  axil- 
lary vein  is  raised  and  always  is  large  enough  to  enter 
a  fair-sized  vein  tube  for  the  withdrawal  of  the  blood. 
The  axillary  vein  has  the  advantage  of  being  closer  to 
the  trunk  of  the  body  and  easier  to  find  than  the  basilic 
vein,  and  also  of  being,  in  consequence  of  its  greater 
size,  somewhat  tougher  and  stronger  at  this  point. 

Another  advantage  of  using  the  vein  to  withdraw 
the  blood  is  that  there  is  no  danger  of  rupturing  the 
circulation,  as  when  using  a  trocar.  Therefore,  the 
drainage  of  the  blood  may  begin  at  the  time  of  the 
injection  of  the  fluid  into  the  arteries. 

We  frequently  find  in  apoplexy  eases  discoloration 
of  the  face,  neck  and  ears,  which  indicates  that  the 
capillaries  and  also  the  smaller  veins  are  full  of  blood, 
as  well  as  the  larger  veins  of  the  body,  which,  being 
already  filled,  will  not  receive  the  blood  which  natur- 
ally should  be  forced  by  the  fluid  from  the  capillaries 
everywhere.  The  circulation  of  the  embalming  fluid 
through  the  arteries  is  more  readily  obtained  when 
unobstructed  by  the  blood,  which,  if  properly  drained 
from  the  trunk  veins  during  the  time  the  embalming 
fluid  is  being  injected,  admits  blood  from  the  capil- 
laries into  these  larger  veins,  from  whence  it  is  drained 
by  your  vein  tube,  thus  allowing  for  the  accommoda- 
tion of  the  proper  amount  of  embalming  fluid  neces- 
sary to  disinfect  and  destroy  all  putrefactive  bacteria 
and  so  insure  preservation  as  well  as  removing  all  blood 
discolorations. 

The  use  of  the  vein  tube  is  advocated  more  at  this 
time  than  ever  before,  due  largely  to  the  fact  that  this 
process  is  more  successful  than  formerly,  when  the 


old-style  wire  or  silk  vein  tubes  were  the  only  imple- 
ments provided  for  the  purpose. 

The  silk  tube  frequently  became  stopped  up  before  a 
satisfactory  amount  of  blood  was  removed  by  it,  and 
therefore  was  a  source  of  constant  annoyance. 

Next  came  the  round  spiral  vein  tube,  which  was 
often  difficult  to  enter  in  the  vein  and  more  difficult 
to  remove  from  it.  Indeed,  the  latter  was  sometimes 
impossible,  and  it  was,  therefore,  necessary  to  break 
it  off,  leaving  it  in  the  vein,  and  destroying  the  vein  for 
further  use. 

But  since  the  newer  Eckels-Genung  tubes  have  been 
introduced,  their  use  is  found  to  be  practical,  clean, 
and  convenient.  These  vein  tubes  are  made  in  dif- 
ferent sizes,  so  that,  having  selected  the  proper  size 
to  fill  the  vein,  the  use  of  the  tube  thus  prevents  leak- 
age and  annoyance.  Its  use  is  strongly  advocated  when 
the  axillary  artery  is  selected. 

A  gallon  of  fluid  to  each  fifty  pounds  of  body  weight 
should  be  injected  into  the  arteries  and  as  much  more 
as  you  may  decide  to  be  necessary  to  produce  a  satis- 
factory appearance  of  the  face  by  clearing  the  tissue  of 
all  blood  discolorations  and  stains.  The  accomplish- 
ment of  this  result  is  due  quite  as  much  to  the  cir- 
culation of  the  fluid  through  the  tissue  (washing  the 
blood  away)  as  it  is  iby  the  bleaching  of  any  embalming 
fluid  that  can  be  made,  preferably  a  perox'de  fluid, 
which  is  highly  satisfactory  for  embalming  purposes. 

It  is  a  great  mistake  to  think  that  the  stronger  the 
fluid  the  less  quantity  may  be  used.  (This  idea  is  sim- 
ilar to  the  belief  that  the  thicker  and  stronger  the 
paint,  the  more  surface  it  will  cover.  The  contrary  is 
the  fact.) 

This  applies  in  all  eases,  particularly  in  apoplexy 
conditions,  where  the  discolored  condition  of  the  body 
causes  much  anxiety,  more  even  than  its  preservation. 
A  good  appearance  is  secured  to  a  greater  extent  by 
the  free  circulation  of  an  abundance  of  peroxide  em- 
balming fluid,  which  in  itself  will  produce  no  discolor- 
ation or  color  of  any  kind,  and  which,  by  its  thorough 


SALT  IN  YOUR  CHARACTER 
By  Henry  Van  Dyke 

Tlhere  is  a  loftier  amil^ition  thian  merel^y  to  stand  liigih 
in  the  world.  It  is  to  stoop  down  an^d  lift  mankind  a 
little  higher. 

Tlhexe  is  a  notolier  chiaracter  than  that  which  is  merely 
ineorrujitible.  It  i'S  the  character  which  aeits  as  an 
antidote  and  preventive  of  corriipition. 

Fearlessly  to  speiak  the  words  which  bear  witaiess  to 
righteousness  and  triiith  a.nd  purity;  patiently  to  dO'  the 
deeds  wkieli  sitrengthen  virtue  an'd  kin'dle'  hope  in  your 
fellow  men;  generously  to  lend  a  hand  to  those  who  are 
trying  to  clim'h  upward;  faithfully  to  give  your  support 
and  your  personal  help  to  the  efforts  wthiich  are  making 
to  elevate  and  purify  the  'social  life  of  the  world — ^that 
is  what  it  means  to  have  salt  in  your  character. 
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circulatioii  will  wash  all  of  the  blood  from  the  tissue, 
leaving  it  clear,  natural  and  beautiful. 

After  the  arterial  injection  of  an  apoplexy  case,  and 
when  the  surface  of  the  exposed  tissue  of  the  face  and 
hands  has  been  all  cleared  of  blood  stains,  and  has  be- 
come perfectly  natural  and  satisfactory  from  a  good 


A  corridor  in  the  Toronto  Mausoleum 

circulation  of  the  fluid,  the  tube  may  be  removed  from 
the  artery  and  the  artery  tied  up.  If  you  have  not 
previously  injected  this  arm  towards  the  hand,  this 
should  then  be  done,  because  in  such  cases  there  usually 
are  discolorations  in  the  hands,  the  fingers  are  dark 
and  the  nails  are  also  discolored. 

By  the  injection  of  the  axillary  artery  towards  the 
hand  and  with  proper  manipulation  during  the  injec- 
tion any  discolorations  are  removed.  This  produces  a 
natural  color  in  all  of  the  parts  exposed  for  funeral 
purposes  and  secures  the  most  desirable  results. 

I  might  here  add  that  the  manipulation  of  the  oppo- 
site hand  while  injecting  towards  the  body  is  impor- 
tant, and  after  the  nails  and  hands  are  entirely  and 
properly  cleared  of  all  blood  that  might  cause  discol- 
oration, they  should  be  laid  on  the  trunk  of  the  body, 
so  that  they  remain  free  from  blood  and  discolorations 
which  are  apt  to  settle  there  if  laid  beside  and  lower 
than  the  major  portions  of  the  body. 

During  the  injection  of  the  fluid  the  hands,  after 
being  properly  cared  for,  should  both  be  placed  over 
the  body  in  the  position  you  may  want  them  to  be  in 
at  the  time  the  body  is  posed  in  the  casket  for  the 
funeral.  The  arms  at  the  elbows  should  be  raised  about 
four  inches  from  the  embalming  board  or  couch  upon 
which  the  body  lies,  so  that  the  hands  may  have  a 
natural  pose  over  the  body.  When  dressed,  an  or- 
dinary arm  rest  or  even  an  empty  fluid  bottle  may  be 
used  to  raise  the  arm  to  the  proper  position.  Tying 
the  wrists  together  is  a  poor  way.  as  compared  to  the 
proper  adjustment  of  rests  placed  under  the  elbows. 
The  difference  always  is  apparent  when  the  body  is 
dressed  and  in  the  casket. 

In  apoplectic  conditions,  death  usually  is  sudden  and 


occasionally  occurs  after  the  eating  of  a  hearty  meal. 
In  these  eases  the  amount  of  fluid  or  vegetable  matter 
in  the  stomach  may  ferment  and  produce  gases  which 
need  to  be  removed  from  the  body  to  prevent  purging. 

Arterial  injection,  which,  in  the  course  of  circula- 
tion, disinfects  and  preserves  only  the  flesh  tissue  of 
the  organs  contained  in  the  thoracic  and  abdominal 
cavities,  may  not  disinfect  the  food  substances  in  the 
cavities  of  these  organs  (stomach  and  intestines). 
Therefore,  the  aspirating  of  these  gases  and  the  injec- 
tion of  the  fluid,  both  in  the  stomach  and  throughout 
the  intestines,  is  an  important  matter,  because  it  pre- 
vents fermentation  and  decay  and  thus  eliminates  and 
prevents  the  development  of  gases,  which  are  annoying 
to  the  undertaker,  and  which  produce  both  an  obnox- 
ious odor  and  a  bad  appearance  by  the  swelling  of  the 
body. 

The  trocar  should  be  used  in  the  abdominal  cavity 
at  a  point  near  or  at  the  umbilicus,  from  which  point 
both  the  upper  right  and  left  ahdominal  cavities  may 
be  thoroughly  disinfected,  as  also  may  the  lower  left 
and  right  cavities.  From  the  point  of  the  insertion  of 
the  trocar  a  thorough  distribution  of  the  fluid  through- 
out this  entire  region  results,  to  the  benefit  of  the  em- 
balmed body. 

In  badly  congested  or  reflu.shed  bodies  and  where  the 
draining  of  the  veins  has  not  removed  all  the  discolor- 
ations from  the  face,  the  use  of  the  common  carotid 
arteries  is  very  beneficial.  The  advantage  of  the  com- 
mon carotid  artery  is  that  it  is  large  and  easily  located, 
never  being  confused  for  a  vein.  It  is  so  close  to  the  be- 
ginning of  the  circulation  that  the  distribution  of  the 
fluid  easily  is  obtained. 

Injecting  the  common  carotid  artery  downwards  car- 
ries the  fluid  immediately  to  the  aorta.    This  artery 


Rotunda  and  Chapel  in  Toronto  Alausoleum 

becoming  filled  with  the  fluid  forces  it  to  all  of  its 
branches,  and  therefore  gives,  by  the  most  direct  means, 
a  splendid  circulation  throughout  the  entire  body,  with 
the  same  relative  pressure  to  each  that  the  heart  exerts 
in  life. 

{To  be  continued) 
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Limited 


SEMMENS  &  EVEL 


The  name  that  implies  Quality 
Goods  and  Prompt  Service  for  the 
modern  undertakers  in  high  grade 
funeral  furnishings 


No.  6024  SOLID  BRONZE 


"Standard  of  Perfection''  style  and  quality.  Ask 
our  travellers  about  this  one. 


WE  NEVER  MISS  A  TRAIN 


The  Semmens  &  Evel  Casket  Co.,  Limited 


Hamilton 


w 


Telephones:  517,  3316.  Nights  and 
Sunday..    517.    3319.    and  3353 


inmpeg 


470  Rosi  Avenue 
Chas.  Crossland.  Manager 
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Quality     Dominion  ]\4a,nufsictur6rs 

Service 

========================    Limited  ===================^============= 

OUR  LOCATION 


on  the  lines  of  three  great  railways  makes 
it  possible  for  us  to  give  quick  and 
efficient  service  to  dealers  all  over 
Canada. 


No.  539.    Quartered  Oak 


We  excel  in  High  Grade  Polished 
Mah  ogany  and  Oak  Caskets.  The 
"National'*  reputation  for  quality  goods 
has  stood  for  years  and  particular  Funeral 
Directors  look  upon  "National"  Lines  as 
the  standard  for  design  and  finish. 


The  National  Casket  Company,  Limited 

93  109  Niagara  Street  Telephones-Adelaide  454 

r-r.  ^  Adelaide  455 

loronto     Untario  North  5085 
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Quality      Dominion  ]\4a.nufa.cturers  Service 

—  —  Limited 

GLOBE  CASKETS  and  CASKET 
HARDWARE  are  UNEQUALLED 


No.  500  Quartered  Oak 


Our  solid  Oak  and  Mahogany  Caskets 
and  Casket  Hardware  meet  every  de- 
mand in  design,  quality  and  finish. 

All  orders  executed  promptly  and  every  care  is 
used  in  packing  and  shipping  to  ensure  safe  delivery. 

Our  Service  to  Dealers  all  over  Canada  is  the  Best 


THE  GLOBE  CASKET  COMPANY 

LONDON  ONTARIO 
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Undertakers'  Supplies 

of  the  Highest  Quality 


The  D.W.T.  Line  of  High  Grade 
Undertakers'  Supplies  offers  you  a 
"Service"  which  can't  be  beat. 

Our  line  always  contains  the  newest 
and  best  for  the  undertaker  and  our 
goods  are  reliable. 


Telephones  : 
ADELAIDE  454 
and  NORTH  5083 


The 


D.  W.  Thompson  Co. 

Limited 

93-109  Niagara  St.,  Toronto 


Caskets,  Robes 
and  Linings 


We  can  supply  undertakers 
throughout  Canada  with 
the  best  for  every  purpose. 

Our  shipping  facilities  guar- 
antee you  perfect  deliveries. 


Write  or  phone  us 
next  time 

James  S.  Elliott  &  Son 

Limited 

Prescott  Ontario 


Best  Service  For 
Quebec  Undertakers 


Our  location  at  Three  Rivers, 
Que.,  allows  us  to  give  to 
undertakers  in  Quebec  and 
the  East  the  best  service 
possible. 

Our  plant  is  the  finest  and 
most  modern  in  Canada  and 
all  our  goods  are  guaranteed. 

GIRARD  &  GODIN 

Limited 

Three  Rivers,  Que. 


Best  Quality 
Reasonable  Prices 


We  carry  a  complete 
line  of  Burial  Caskets, 
Hardw^are,  etc.,  and 
our  service  to  under- 
takers in  the  Maritime 
Provinces  is  unex- 
celled. 


We  solicit  your  orders  by  letter,  telegram 
or  telephone 


CHRISTIE  BROS.  &  CO. 

Limited 

Amherst,  N.S. 
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Dominion  Casket  Co.,  Limited 


-r  ,  I  fDavNo.  1020.  Nights,  Sundays 
/  elepnones :{ 

land  Holidays   Nos.  1069-1101 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


Our  designs  are  the  latest.  The  quality 
of  our  goods  is  the  best.  Shipping 
facilities  from  our  factory  are  such  that 
we  can  supply  your  requirements  days, 
nights  and  Sundays.  Try  us  and  you  will 
be  convinced  that  our  service  iis^right. 


No.  368 


Champion  Embalming  Fluid 

IS  the  Very  Best 

Our  knowledge  and  experience  in  the  compounding  of  a  first- 
class  and  reliable  fluid  makes  it  safe  for  you  to  rely  on  "Champion." 

For  over  thirty-five  years  we  have  been  diligently  laboring  to  com- 
pound a  fiuid  that  will  give  the  best  possible  results  in  the  greatest 
number  of  cases. 

The  proof  of  our  success  is  the  great  and  constantly  increasing 
demand  for  Champion.    This  demand  has  been  much  greater  each 
successive  year  since  1878. 
Priced  as  follows: 

$18.00  per  case  of  24—16  oz.  Bottles 

There  is  No  Duty  to  pay  on  Champion  Fluid. 
It  is  manufactured  and  shipped  from  our  Canadian  plant. 

Send  Order  Direct  to 

The  Champion  Chemical  Company 

Springfield,  Ohio 
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Community  Mausoleums 

B\)  W.  S.  HALLIDA  Y,  in  Mausoleum  E,a 

The  above  title  definitely  explains  the  business  of 
constructing  a  mausoleum  for  a  community;  a  busi- 
ness which,  at  this  time,  although  in  its  infancy,  has 
been  more  readily  adopted  than  any  other  new  line  of 
work  that  I  know  of,  and  at  the  same  time  is  less  under- 
stood by  the  general  puhlic. 

Mausoleums  of  a  private  nature  have  been  built  as 
far  back  as  we  have  any  record  of  time,  therefore,  the 
principle  in  itself  is  not  a  new  one,  but  the  sanitary 
appliances  and  the  mode  of  construction  used  at  this 
time  bring  this  method  of  burial  to  us  in  a  modem 
and  scientific  way,  giving  the  general  public  the  only 
perfect  humane  method  of  caring  for  their  beloved 
dead  at  a  reasona^ble -price  within -the  reach  of  all. 

After  .several,  years  of  careful  study  and  research,  I 
am  persoiTSlly.  convinced  by  its  ready  adoption  that 
comifiunity  mausoleums  solve  the  problem  of  future 
burial,  and  will  eventually  be  adopted  and  demanded 
by  all  thinking  people,  not  only  from  a  standpoint  of 
caring  for  the  dead,  but  as_  a. protection  for  the  living 
as  well.  "  -[■  -■'  ,    ',  - 

The  point  foremost  in  my  mind  to-day  concerning 
this  great  work  is  that  -of  furnishing  to  the  people  a 


faction  has  been  the  result.  Conditions  at  this  time 
are  improvijig;  better  men  are  taking  up  the  work, 
better  buildings  are  being  built,  the  general  public  are 
demanding  what  they  are  entitled  to — "value  for  their 
money."  Cemetery  boards  are  investigating,  and  these 
conditions  prove  to  me,  beyond  any  question,  that  com- 
munity mausoleums  have  come  to  stay  and  have  fur- 
nished a  method  for  the  care  of  our  dead  most  desired 
by  people  who  dislike  earth  interment  or  cremation. 

When  the  time  comes  that  cemetery  boards  inves- 
tigate construction,  patents,  materials  used,  etc.,  and 
give  their  people  what  they  are  entitled  to  and  have 
reason  to  expect  for  their  money,  instead  of  allowing  a 
poorly  constructed  building  on  account  of  their  ignor- 
ance in  the  matter,  at  that  time  the  community  maus- 
oleum will  be  adopted  by  all  who  desire  a  sanitary 
humane  burial,  which  includes  the  majority  of  the  gen- 
eral public. 

There  are  many  patents,  good  and  bad,  many  methods 
of  construction,  good  and  bad,  many  buildings  good 
and  bad,  so  to-day  the  cemetery  who  accepts  a  build- 
ing without  knowing  what  is  best  makes  a  serious 
mistake,  and  one  of  great  importance  to  their  future. 
There  is  no  proposition  that  I  know  of  at  this  time 
that  needs  greater  care,  greater  thought  and  more  ser- 
ious consideration  and  receives  less  than  that  of  the 
community  mausoleum. 


Forest  Lawn  Community  Mausoleum,  Toronto,  containing  1.000  compai  tnients 


building  worthy  of  their  patronage,  perfect  in  its  per- 
manency, perpetually  maintained,  and  a  protection  to 
the  community. 

Community  mausoleums  in  the  past  in  many  in- 
stances have  been  simply  a  line  of  profit  to  promoters 
or  a  seller  of  territory,  which  condition  has  placed  the 
purchasers  in  a  position  where  they  are  unable  to  fur- 
nish a  building  worthy  of  the  title  or  satisfactory  to 
the  purchasers,  which  would  allow  them  any  profit 
after  the  purchase  price  of  the  territory  or  rights  is 
deducted,  and  this  has  resulted  in  criticism  and  failure, 
and  in  most  cases  the  criticism  has  been  just. 

The  public  and  the  cemetery  boards  have,  in  many 
cases,  been  responsible  for  the  failures.  The  method 
appeals  to  the  average  man  who  thinks  and  cares  re- 
garding the  disposal  of  his  beloved  dead,  therefore, 
without  study  of  conditions,  knowledge  of  the  require- 
ments of  construction,  without  investigation  they  have 
accepted  the  flattering  promises  of  the  promoter,  at- 
tempted the  construction  of  a  building,  and  dlssatis- 


WILLOWS  AS  MOURNING  SYMBOL 

The  Babylonian  willow,  with  its  long  drooping 
branches,  has  come  to  be  the  symhol  of  mourning  the 
world  over.  Even  in  China  it  is  planted  as  such.  There 
seems  to  be  much  authority  for  believing  that  it  was 
upon  this  tree  that  the  Israelites  hung  their  harps  be- 
fore their  sorrowing  departure  from  Babylon,  whence, 
perhaps,  arose  the  symbolism  of  the  tree. 


AN  ANCIENT  CEMETERY 

A  hitherto  unknown  cemetery  of  large  extent  was 
uncovered  recently  in  Cracow  during  the  erection  of 
earthworks  for  fortifications.  In  their  diggings,  the 
sappers  suddenly  turned  up  graves,  ancient  urns  and 
bronze  objects  which  the  Cracow  experts  recognized  as 
of  great  scientific  interest.  A  representative  of  the 
Cracow  Academy  of  Sciences  is  to  be  present  at  the  re- 
maining excavations. 


July,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


49 


MANUFACTURE  OF  COFFINS  IN  BRAZIL. 

No  shipping  boxes  are  used  in  local  burials  in  Brazil, 
but  only  when  bodies  are  shipped  from  one  city  to 
another,  or  wlien  they  are  sent  abroad.  These  are 
made  of  pine  lumber,  very  simple  and  plain. 

When  a  person  dies  his  death  is  reported  to  the 
Registro  Civil  (Civil  Registry)  and  official  papers  are 
then  taken  to  the  Santa  Casa  da  Misericordia,  a  com- 
pany which  has  a  monopoly  on  the  manufacture  of 
coffins  and  the  conduct  of  funerals  in  Rio  de  Janeiro. 

Coffins  furnished  by  the  Santa  Casa  da  Misericordia 
are  divided  into  eight  grades,  in  every  case  the  coffins 
being  very  cheaply  constructed  of  pine  lumber  and  their 
cost  depending  upon  the  quality  of  the  trimmings.  The 
following  table  shows  the  items  of  expense  incident 
to  conducting  a  funeral  here: 


Adul  t  s .  Ohil  dr  en 

Cost  of  coffin               $1.62  to  $122.97  $0.97  to  $56  95 

Cost  of  hearse              2.62  to     58.25  2.62  to  32;36 

Burying                       2.27  to      9.71  1.62  to  7.12 

Rent                                       a80.90  b42.07 

Rent  in  perpetuity  ...              258.88  194.16 


a  Five  years.        b  Three  years. 


The  coffin  factory  of  the  above-mentioned  institution 
is  small,  consisting  of  a  carpenter  shop  where  the  pine 
boxes  are  made,  a  trimming  room  where  the  decorations 
are  added,  and  stock  and  store  rooms.  On  the  average, 
5D  coffins  are  made  per  day,  about  15  of  which  are 
simply  white  pine  boxes  for  the  burial  of  paupers. 

Beyond  the  jurisdiction  of  the  Santa  Casa  da  Miseri- 


cordia, there  are  other  small  coffin  factories  which  re- 
ceive their  supplies  from  a  Rio  de  Janeiro  importing 
house. 


ORDERS  FOR  SHELL  BOXES 

The  Chesley  Furniture  Co.,  Chesley,  Ont.,  has  finished 
an  order  for  2,000  boxes  for  shells,  and  the  Chesley 
Chair  Co.  has  completed  an  order  for  5,000.  Recently 
the  furniture  company  received  an  order  for  5,000  more 
boxes,  and  the  chair  company  an  order  for  a  similar 
quantity. 

The  foundry  of  the  bed  factory  at  Chesley  is  turning 
out  600  shrapnel  shells  a  day,  hut  these  will  not  last 
long  in  actual  warfare,  for  we  read  recently  that  the 
French  artillery  used  more  shells  in  one  day's  fighting 
in  the  Arras  region  than  have  been  made  in  Canada 
since  the  war  began. 


Peter  Krug,  founder  of  the  Krug  Furniture  Co., 
Chesley,  Ont.,  died  at  his  home  there  recently,  aged  79. 
His  sons  are  now  interested  in  the  business,  and  two  of 
them  were  mayors  of  that  town  in  recent  years. 

W.  N.  Knechtel,  proprietor  of  the  York  Burial  Co., 
Toronto,  has  added  a  new  motor  hearse  to  his  equip- 
ment. 


Nearly  every  woman  who  visits  a  cemetery  comes 
back  abusing  some  man  for  the  way  he  neglects  his 
wife's  grave. 


P...  CANADA  CASKET  LINE 


service 


We  can  supply  Undertakers  anywhere  in  Canada  with  the  latest  in  Cloth 
Covered  Caskets,  Robes,  L'nings,  Casket  Hardware  and  Undertakers'  supplies. 


night 


No.  204,  made  with  silk  Puffing  and^silkj^crushed:  cap  Lining.    Medium  Price. 

All  orders  executed  promptly  and  every  care  is  used  in  shipping  to  ensure  quick 
delivery.    Write  us  for  our  new  catalogue  unless  you  have  already  received  one. 

Canada  Casket  Company,  Limited 


Wiarton,  Ontario 


Toronto  Office :  309-10-11  Confederation  Life  Building 
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"  The  Man  Nobody  Envies'* 

From  the  American  Magazine 

There  are  more  than  twenty-five  thousand  under- 
takers in  the  United  States.  It  is  probable  that  not 
one  of  them  would,  as  a  boy,  have  chosen  the  caring  for 
and  burying  of  the  dead  as  his  life  work.  At  least  I 
never  heard  of  any  boy  aspiring  to  the  profession.  I 
am  certain  it  would  have  been  about  the  last  I  would 
have  chosen,  yet  I  have  been  an  undertaker  for  more 
than  a  quarter  of  a  century. 

My  father  and  my  uncle  were  physicians.  Their 
father  had  been  a,  physician,  and  they  planned  that  I 
should  follow  them.  Father  had  arranged  when  I  was 
nearly  seventeen,  a  year  or  so  before  his  death,  that  I 
was  to  go  to  Montreal  in  tlie  fall  and  study  medicine 
and  surgery  with  an  old  classmate  who  had  risen  high. 
I  had  planned  to  have  as  much  fun  as  possible  that 
summer  before  buckling  down  to  serious  business.  I 
read  a  little  medicine  and  studied  as  little  as  possible. 
One  day  father  came  late  to  dinner,  and  Uncle  Frank 
(called  the  "Young  Doctor,"  although  he  was  then 
past  his  seventy-fifth  year)  was  there  with  us.  I  heard 
him  say : 

"Davy's  getting  along,  Frank.  He's  a  sick  man.  He 
hasn't  been  the  same  since  he  buried  John  Frankel's 
wife  last  March.  The  cough  he  got  hangs  on.  The 
work  is  too  hard,  and  he's  getting  to  be  an  old  man." 

"He  ought  to  have  some  younger  man  to  help  him," 
said  Uncle  Frank.  "If  Jamie  Barclay  wasn't  such  a 
stupid  ass  Davy  might  take  him  in." 

Jamie  Barclay  was  of  the  stage  type  of  under- 
taker, a  solemn,  dough-faced  fellow  who  convulsed  the 
entire  village  by  declaring  his  intention  of  going  into 
the  undertaking  business.  He  looked  the  part  and  acted 
it.  Davy's  health  failed  so  steadily  that  father  and 
Uncle  Frank  arranged  for  hiiri  to  take  Barclay  into  the 
shop  on  a  salary  and  a  promise  of  a  partnership  when 
he  learned  the  business.  They  both  laughed  over  it  at 
home,  but  there  was  nothing  else  to  be  done,  and  no  one 
else  to  take  the  place. 

Two  or  three  weeks  later  father  returned  home  one 
morning  .just  in  time  for  breakfast. 

"Uncle  Charlie  Martin,  down  on  Briar  Hill,  died  last 
night,"  he  announced.  "I  stayed  to  the  end.  I  stopped 
to  tell  Davy  about  it  on  the  way  in  and  found  Davy 
sick  in  bed.   He's  wearing  out  fast." 

Father  appeared  worried  during  the  breakfast.  Or- 
dinarily he  was  cheerful  and  bright,  ignoring  his  cares 
and  worries  during  meal  times  as  part  of  his  system  of 
retaining  health.  I  noticed,  too,  that  when  he  asked 
the  blessing  he  invoked  Divine  mercy  upon  old  and 
faithful  servants.  We  all  knew  he  meant  Davy.  Father 
was  old-fashioned.  Many  times  since  I  have  heard  that 
physicians  and  others  who  are  in  constant  contact  with 
the  mysteries  of  life  and  the  body,  lose  faith  in  their 
Creator;  but  not  so  with  father.  He  who  stood  by 
more  than  a  thousand  deathbeds  never  wavered  in  his 
faith,  but  saw  in  each  birth  and  death  new  evidence. 
A  simple  man  he  was;  learned,  and  kindly  and  keenly 
humorous.  Now  that  his  old  friend  was  ill  he  was  dis- 
tressed in  mind.  He  nearly  had  reached  the  gate  after 
dinner  when  he  stopped,  seemed  to  ponder  some  matter 
in  his  mind  and  then  called:  "Jamie,  lad.  Would  you 
mind  doing  something  for  me?" 

I  instantly  dropped  the  ball  T  was  tossing  and  as- 
sured him  of  my  eagerness  to  serve  him. 

"It'll  no'  be  pleasant,"  he  said  thoughtfully;  lapsing 
into  the  quaint  half  brogue  as  he  did  at  times  when 


troubled.  "It'll  be  helping  that  thick-skulled  Barclay 
whilst  Davy's  sick." 

So  my  vocation  was  chosen  for  me,  although  neither 
of  us  imagined  it  at  the  time.  My  first  funeral  was  as 
assistant  to  poor  Barclay  in  celebrating  the  last  rites 
for  Uncle  Charlie  Martin. 

The  curse  of  a  funeral  director  is  humor;  his  salva- 
tion is  a  wonderful  control  of  facial  muscles  in  public. 
Incongruity  always  has  touched  me  keenly,  and  my 
first  test  was  to  be  the  first  day. 

UTi'cle  Charlie  was  ninety-two  years  old  when  he 
died,  had  been  ill  and  suffering  for  ten  years,  yet  his 
host  of  relatives  and  friends  spoke  of  his  "untimely" 
taking  off.  His  farm  home  stood  on  Charity  Knob, 
aljove  "Briar  College,"  as  they  christened  the  little 
country  school.  Everyone  knew  "Uncle  Charlie"  or 
"Orandpaw. "  The  house  was  white,  really  a  double 
structure,  divided  by  great  halls  running  entirely 
through  it,  and  the  fr'ont  porch  was  inset  between  the 
two  wings.  The  hall  doors  were  extremely  wide  and  the 
doors  leading  to  the  inset  porch  from  the  living-room 
on  one  side  and  the  parlor  on  the  other  were  narrow. 
While  making  the  preparations  T  suggested  to  Barclay 
that  it  would  be  a  good  idea  to  hold  the  services  in  the 
wide  lowei-  hall,  as  the  weather  was  pleasant  and  the 
doors  could  be  thrown  wide.  He  ridiculed  the  idea  of 
having  a  funeral  anywhere  except  in  the  parlor,  and 
declared  it  necessary  that  the  room  be  darkened  as 
much  as  possible.  I  rode  down  from  town  with  Bar- 
clay the  morning  of  the  funeral,  and  when  T  saw  his 
costume  T  laughed  until  he  grew  angry.  His  face, 
always  solemn  to  the  point  of  stolid  suffering,  was 
drawn  longer  than  ever.  The  man  was  acting,  actu- 
ally playing  a  part,  and  feeling  it,  because  his  concep- 
tion of  an  undertaker  was  a  kind  of  exalted  mourner, 
or  a  professional.  He  spoke  of  "the  grim  reaper"  and 
of  "Grandpaw  Martin's  untimely  taking  off"  in  deep, 
sepulchral  tones  as  we  drove  along  down  through  the 
beautiful  hill  country.  Ho  mourned  so  abysmally  it 
made  me  creepy,  until  I  could  not  take  joy  in  the  hawk 
soaring  overhead  or  in  the  little  quail  running  to  the 
mother's  shelter  as  the  shadow  swept  the  field,  or  in 
the  blossoming  apple  and  plum  trees.  He  gloomed  all' 
the  joy  out  of  the  day,  and  enjoyed  himself  in  doing  it. 

The  services  were  condiieted  with  all  the  added  hor- 
rors of  a  country  funeral.  The  minister,  a  man  of  sense 
and  taste,  tried  to  spare  the  familv.  but  failed.  Bar- 
clay's mournfulness  was  too  real.  Finally  it  was  over, 
yet  Barclay  refused  to  be  cheafpd  of  his  final  triumph. 
He  announced  that  friends  of  the  dear  departed  would 
now  form  in  line  and  pass  around  to  take  a  last  look  at 
the  beloved  features.  While  this  relic  of  barbaric  ages 
was  being  peroetrated,  T  collected  the  pallbearers,  told 
them  to  move  from  the  parlor  into  the  hallway  with  the 
coffin  and  thus  out  throusrh  the  Avidp  double  doors  onto 
the  porch.  Immediately  Barclay  countermanded  the 
order  and  told  them  to  take  the  coffin  through  the  side 
door  onto  the  porch. 

The  procession  started.  T  saw  many  of  the  practical 
farmers  shut  one  eye,  sight  at  the  door  and  shake  their 
heads.  The  coffin  went  part  of  the  way  through  the 
door,  then  stuck,  being  an  inch  too  wide  at  the  widest 
part.  The  bearers,  confused,  hot  and  red.  tried  to  jam 
it  through  and  it  stuck  harder.  In  that  crisi'i  Barclay 
rose  supreme.  "Dower  the  front  end,  gently,"  he  whis- 
pered hoarsely.   The  bearers  obeyed. 

"Now."  he  whispered,  "twist  a  bit." 

They  "twisted." 

"Now  upend  Grandpaw,  gently,"  he  ordered,  and, 
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Bronze,  Mahogany,  Oak,  Plush  and  Cloth  Covered  Caskets 

The  features  of  the  "Central  Line"  are  features  that  make  good  business  everywhere 
— honest  quality,  fair  prices  and  efficient,  prompt  service. 


One  of  our  new  caskets.  No.  53.  In  Plain  Oak,  Quartered  Oak  and  Mahogany.  The 
best  value  ever  offered  to  the  Canadian  trade.     Both  in  quality  and  price. 


CENTRAL  CASKET  COMPANY  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  24 1  Fern  Ave,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


IT  IS  generally  the  man  who  doesn't  know  any  better  who  does  the 
thing   that  can't  be  done.    You  see,  the  blamed  fool  doesn't  know 
that  it  can't  be  done,  so  he  goes  ahead  and  does  it ! 


WHEN  HENRY  FORD  announced  that 
he  would  put  an  automobile  on  the 
market  that  would  cost  about  one-third 
as  much  as  any  other  car  made,  the  Wise 
Men  all  declared,  "It  can't  be  done." 

But  the  Blamed  Fool  didn't  know  it 
couldn't  be  done,  so  he  just  went  ahead 
and  did  it. 

When  J.  Pierpont  Morgan  announced 
the  formation  of  a  billion-dollar  Steel 
Trust,  the  Wise  Guys  declared,  "It  can't 
be  done."  But,  once  more,  the  Blamed 
Fool  who  did  not  know  that  it  couldn't 
be  done,  went  ahead  and  did  it. 

When  Marconi  told  a  startled  world 
that  he  could  talk  across  continents  and 
oceans  without  the  use  of  wires  or  cables, 
every  Wise  Owl  who  thought  he  knew 
declared,  "It  can't  be  done,"  but  the 
Blamed  Fool  who  didn't  know  that  it 
couldn't  be  done,  went  ahead  and  did  it. 

And  so  it  has  been  since  the  beginning 
of  time.  Wise  Men  were  not  lacking  to 
tell  Caesar  what  he  could  and  could  not 
do.  Hannibal,  Alexander  and  Napoleon 
had  scores  of  voluntary  advisers  who  said, 
"It  can't  be  done."  But,  somehow  or 
other,  the  Blamed  Fools  went  ahead  and 
did  it. 

Robert  Fulton,  Elias  Howe,  Morse  and 
the  Wright  Brothers  are  a  few  of  the 
others  of  the  Blamed  Fools  who  didn't 
know  it  couldn't  be  done,  and  conse- 
quently went  ahead  and  did  it. 

When  Professor  Eckels  announced  that 
he  had  devised  a  formula  for  making  a 
double-base     fluid     in  RE-Concentrated 


form,  a  bunch  of  Wise  Old  Jackasses 
stood  up  on  their  hind  legs  and  solemnly 
declared,  "It  can't  be  done" — and  it 
couldn't — BY  THEM.  But  Professor 
Ecjcels  didn't  know  that  it  couldn't  be 
done,  and  so  he  just  went  ahead  and 
did  it. 

Through  all  history  and  in  all  lines  of 
human  endeavor,  the  Wise  Old  Owls  have 
solemnly  rolled  their  eyes  and  hooted 
the  same  old  hoot,   "It  can't  be  done." 

Your  less  progressive  competitor  says 
the  same  thing  about  your  methods  of 
conducting  your  business,  but  you  are 
Blamed  Fool  enough  to  go  ahead  and  do 
the  things  that  can't  be  done  just  the 
same. 

Now,  you  are  doing  these  things — be- 
cause you  are  DOING  them.  Professor 
Eckels  is  making  a  fluid  with  a  double 
base  of  purified  formaldehyde  and  extra 
strength  peroxide,  even  though  a  lot  of 
goggle-eyed  competitors  say,  "It  can't 
be  done." 

After  years  of  unqualified  success,  dur- 
ing which  he  has  supplied  more  RE-Con- 
centrated Dioxin  than  ever  before  had 
been  made  of  any  other  two  brands  com- 


bined, these  self-blinded  philosophers  still 
maintain,  "It  can't  be  done." 

It  CAN  be  done — IS  being  done — and 
YOU  can  prove  it  for  yourself.  If  you 
are  at  all  influenced  by  what  these  en- 
vious Wise  Ones  have  so  solemnly  as- 
serted about  RE-Concentrated  Dioxin,  put 
it  to  the  test. 

Mix  part  of  a  bottle,  according  to  the 
directions  for  making  a  purified  For- 
maldehyde fluid,  and  the  other  part 
of  the  bottle,  accordiilg  to  the  direc- 
tions for  making  a  Peroxide  fluid — 
the  only  difference  being  in  the  amount 
of  water  you  add.  Inject  the  purified 
Formaldehyde  fluid  in  your  usual  manner, 
except  the  downward  injection  in  the 
arteries  of  the  arm. 

Use  the  Peroxide  fluid  here,  and  if  the 
difference  in  color,  the  purity  of  texture, 
the  lightness  and  clearness  of  the  skin, 
any  longer  leave  a  doubt  in  your  mind  as 
to  the  wonderful  bleaching  effects  and 
disinfecting  properties  of  Peroxide,  ship 
back  what  remains  of  the  case,  and  we 
will  pay  the  freight  both  ways  and  will 
make  no  charge  for  the  fluid  you  have 
used  in  the  trials. 


Put  the  wisdom  of  the  Solemn  Old  Owls  to  the  Test. 

fc"/J:;^ /?E-Concentrated  DIOXIN 

Then  you'll  find  how  little  they  know.    Do  it  TO-DAY!    Do  it  NOW! 


H.  S.  ECKELS  8z:  COMPANY 


1922  ARCH  STREET,  PHILADELPHIA,  Pa. 
241  FERN  AVENUE,  TORONTO,  CANADA. 
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all  that  was  mortal  of  Uncle  Charlie  was  "upended" 
through  the  door,  and  the  procession  was  re-formed, 
while  I  fled  to  the  kitchen  and  hid  my  face  in  a  roller 
towel  through  fear  someone  would  see  me. 

Returning  home  in  the  dusk  of  that  evening  Barclay 
was  solemnly  pleased  with  his  success.  He  sat  silent 
mile  after  mile  as  the  sun  set  wonderfully,  not  seeing 
it,  but  thinking  deeply ;  and  as  we  crossed  the  bridge 
and  turned  up  the  hill  towards  the  lights  of  town  he 
shook  his  head  half  a  dozen  times  with  great  solemnity, 
and  remarked  in  tones  of  resurrected  hope:  "Mon, 
Jamie,  'tis  a  graund  thing  to  be  a  Prusbyterian." 


WHEN  A  MOTOR  OVERTAKES  A  FUNERAL 

A  reader  of  one  of  the  Toronto  dailies  having  asked 
the  law  regarding  autos  passing  funerals,  the  editor 
replied  as  follows : 

Section  17  of  the  Ontario  Motor  Vehicles  Act  says: 
"The  driveir  of  a  motor  vehicle  upon  any  highway  out- 
side the  limits  of  a  city  shall,  upon  meeting  or  over- 
taking a  funeral  procession,  stop  his  vehicle,  including 
the  motor,  or  where  practicable  shall  tuni  out  into  an 
intersecting  highway  or  lane  until  the  funeral  proces- 
sion has  passed."  There  is  no  difficulty  in  understand- 
ing that  part  of  the  law  which  refers  to  "meeting  a 
funeral  procession,"  but  in  the  case  of  a  motorist 
"overtaking"  one  it  would  1)6  necessary,  in  order  to 
comply  with  the  law,  for  the  procession  to  reverse  its 
direction.  As  soon  as  it  had  all  gone  past  him,  the 
motorist  could  proceed  on  his  journey.  Then  the  pro- 
cession could  again  reverse  its  direction,  following  the 
motorist,  and  escape  further  interruptions  on  the  way 
to  the  cemetery  unless  overtaken  by  another  motorist. 


caskets  which  betrays  very  great  ignorance  as  to  that 
industry. 

"We  think  our  firm  should  be  a  little  better  known 
than  this  item  gives  us  credit  for,"  the  letter  con- 
tinues. "We  may  say  that  for  over  thirty  years  we 
have  been  manufacturing  coffins  and  caskets  (not  im- 
porting them,  which  is  very  rare),  and  during  that 
time  have  supplied  the  major  portion  of  these  goods 
used  in  the  Maritime  Provinces,  and  in  addition  have 
been  exporting  to  the  West  Indies,  South  America,  and 
Newfoundland. 

"You  state  that  the  industry  in  the  Maritime  Prov- 
inces is  generally  confined  to  cloth-covered  coffins, 
rough  boxes,  and  shipping  cases.  We  say  that  we  have 
had  for  nearly  thirty  years  an  up-to-date  casket  fac- 
tory, in  which  we  make  varnished  and  polished  coffins 
and  caskets  in  imitation  and  natural  woods,  and  have 
earned  the  reputation  of  as  good  finish  and  workman- 
ship as  any  of  the  other  casket  factories." 


CANADA  CASKET  LINE 

The  Canada  Casket  Co.,  Ltd.,  Toronto  and  Wiarton, 
Ont.,  have  just  published  their  first  descriptive  list  of 
caskets.  Instead  of  putting  this  list  in  catalogue  form, 
about  two  dozen  sheets  illustrating  and  describing  the 
Canada  casket  line  are  being  sent  out  in  envelope  con- 
tainers. This  allows  of  the  company  sending  additional 
sheets  from  time  to  time.  Each  sheet  illustrates  a  cer- 
tain line,  all  of  them  being  cloth-covered  caskets  in 
broadcloth,  plush,  and  lambskin.  These  come  in  all 
colorings  and  sizes.  A  code  system  for  telegraphing 
orders  is  also  a  feature  of  the  list.  The  set  of  sheets  is 
comi^act,  neat  and  handy  for  reference. 


A  CORRECTION 

Christie  Brothers  &  Co.,  Ltd.,  Amherst,  N.S.,  in  a 
letter  to  the  editor  of  Canadian  Furniture  World  and 
The  Undertaker,  draw  attention  to  the  incorrectness 
of  an  article  published  on  page  48  of  the  June  issue,  an 
article  taken,  without  comment,  from  the  P)ulletin  of 
the  Dominion  Government's  Forestry  P)ranch  of  the 
Department  of  Agriculture,  entitled  "Casket  Making 
in  the  Maritimes. "  This  article,  says  Mr.  Christie, 
states  some  things  about  the  manufacture  of  coffins  and 


Announcement  is  made  by  the  Cole  Motor  Oar  Co. 
that  it  will  build  an  eight-cylinder  funeral  car  chassis. 
C.  P.  Henderson,  general  sales  manager,  asserts  that 
since  furnishing  a  few  eight-cylinder  chassis  for  this 
purpose,  a  demand  has  sprung  up  which  necessitates 
preparation  for  a.  regular  production.  The  funeral 
chassis  is  identical  with  the  regiilar  eight-cylinder 
chassis  with  the  exception  of  a  longer  wheel  base.  The 
new  car  will  be  146  inches  from  front  to  rear  Yinh 
cap.  The  length  of  the  present  pleasure  car  chassis 
is  126  inches. 


Handsome  motor  hearse  specially  designed  and 
installed  by  J.M.Taylor,  undertaker.  Broadway. 
Tillsonburg-,  Ont.  This  addition  to  his  already 
large  undertaking  equipment  enables  him  to 
supply  motor  conveyances  at  practically  the 
same  cost  as  former  funerals.  Mr  Taylor  has 
been  a  funeral  director  for  33  years.  Besides 
the  motor  he  has  an  equipment  of  three  other 
horse-drawn  hearses.  Mr  Taylor  is  said  to  be 
the  man  who  first  Bsed  a  grey  hearse  in 
Canada.  Since  installing  the  motor  hearse  he  has 
had  a  number  of  motor  funerals,  owners  of 
autos  in  town  loaning  their  cars  for  the  pur- 
pose when  nece  sary. 
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ONTARIO 

Amherstfeurg — 
J.  H.  Sutton. 

Aurora — 

Dunham,  Charles. 

Barrie — 

Smith,  G.  G.,  &  Co. 

Bohcaygeon— 
Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.   'Phone  10. 

Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirnihach,  Geo.  R.,  162 
King  St. 

Brooklin — 

Disney,  R.  S. 
Burks  Falls — 

Hillar,  Joseph.   Box  213. 
'Phone  17. 
Camphellford — 

Irwin,  James. 
Campdeu — 

Hamsel,  Albion. 

Clinton — 

Wialker,  "Wesley. 

Cobalt—  ^  ^ 

McNabb  &  Co.,  Ltd.,  J.  C. 

Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.    'Phone  68. 
Dutton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deymian,  L.,  &  Son. 
Fenwlck — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

MicLay  &  Munro. 
Hamilton — 

Green  Bros.,  124  King  St  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Doiwns,  E.  J. 


Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McOaughey,  Geo.  A. 

Kenora — 

Hiorn  &  Taylor. 
Kincardine — 

Miller,  B. 
Kingston — 

Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 

Lakefield — 

Hendren,  Geo.  G. 
Lucknow — 

A.  T.  Diavison.   'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  Sclhuett. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 

North  Bay — 

Martyn,  F.  J.,  33  Main  St. 
St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 

Oakwood — f  Mariposa  Station 
G.T.R.)  Wilmiot  F.  W.etoster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia — 

Bdn,glha.m,  H.  A. 

W.  A.  Sitraehan,  M,gr. 
'Phone  453. 
D.  Clark.    Tel.  159. 
Oshawa — 
Disney  Bros. 
Luke  Bros. 
Ottawa — 

Ch.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  MePhee. 
Petrolia — 

Sfceadmian  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.,  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Catharines — 

Grabb  Bros. 

144-146  St.  Taml  St. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 

Holmes,  S.  T. 


Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.  'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 
Henry,  J.  G. 
Moyle,  J.  E. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 
Raper,  Wiashington,  Fleury 
Burial  Co.,  731  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vancamp,  J.  C,  30  Btoor  St. 
West. 
Thedford,  Ont. — 

Woodihall,  J.  B. 
Waterloo — 

Klipper  Undertaking  Co. 
Welland— 

Patterson  &  Dast. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  R.  A 
alker,  J. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Oadorette,  Mongeau  &  Leary. 


St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  .Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Co. 


Halifax— 

Smow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McRae,  Clyde  Ave. 
Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 

Vincent  &  McPherson. 
Souris — 

McCulloch,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,    A.    S.,    834  Sher- 
brooke  St. 

Thompson,  J.  C,  501  Main. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 

Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 


R.  U.  STONE 

Principal 


32  Carlton  Street 


Toronto 


Cloth  Coverers  Wanted 


Casket  manufacturer  wants  cloth  coverers  at  once.  Steady  work, 
good  pay.  No  booze  fighters  need  apply.  Addresi  Box  135, 
Canadian  Furniture  World  and  the  Undertaker,  32  Col- 
borne  St.,  Toronto,  Ontario. 
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Klmira  Interior  Woodwork  Co....  I 
Kvel  Casket  Co  4U 

F 
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G 
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Globe- Wernicke  Co   7 

H 
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Imperial  Rattan  Co   11 

K 

Keystone  Bedding  Co  6 

Kindel  Hed  Co  6 

Knechtel  Furniture  Co  12 

Kohn,  J.  &  J  10 

L 

Lloyd  Mfg.  Co  ,10 

M 

McLagan  Furniture  Co.,  Geo. .  o.f.c. 

Meaford  Mfg.  Co   1.') 

Mundell,  J.  C,  &  Co  i.f.c. 

N 

N.  A.  Bent  Chair  Co   8 

N.  A.  Furnitilre  Co  12 

P 

Pollack  Mfg.  Co  39 

S 

Standard  Bedding  Co   12 

Stratford  Chair  Co   5 

Stratford  Mfg.  Co  U 

T 

Textileather  Co   i  b.c. 

W 

Walter  &  Co.,  B  l.b.c. 

Want  ads  54 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  three 
times  for  $2  00. 

Cash  must  accompany  the  order. 
No  accounts  booked. 

MINIMUM  50  CENTS 


"STORE  MANAGEMENT  COMPLETE" 


272  PacM 


ONL  Y  ONE  DOLLAR     i3  ch.p..r. 


Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 

COMMERCIAL  PRESS,  Ltd.,  32  Colbome  St.,  Toronto 


Every  Furniture  Manufacturer 

in.stalls  new  equipment  in  his  plant  fioin  time  to  time— 
the  old  must  go!  There  is  a  way  to  dispo.se  of  it— econ- 
omically and  effectively.    loot's  tell  you 

Canadian   Furniture  World,  ^^iEgwrB 


Invalid  Chairs  and  Tricycles 
of  every  description. 

Thi.s  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


FOR  SALE — Sixteen  casket  cabinets;  now  in  use.  Can  be 
seen  ait  our  office. 

Also  t!hree  sets  casket  ]>0'deistals.  All  reasonia^ble.  W.  H. 
Stone  '00.,  .32  Carlton  St.,  Toronto. 


FOR  SALE — Undertaker's  wagon,  single  deck,  almost  new, 
.'fil25.  Good  double  Broughiam,  English  make,  leather-lined  to 
top,  a  bargain,  $100.  Double  set  of  silver-mounted  harness,  .$25. 
W.  N.  Knechtel,  109.5  Yonge  Street,  Toronto,  Ont.  7|.5|:! 


WANTED — Position  as  cmbalmeT,  unmarried,  Protestant, 
tenijierate,  fi\e  .ye.ars'  city  experience,  wa.ges  rea.son.able,  par- 
ticulars in  first  letter.  Box  139,  Ganadiiau  Furniture  W'Orld  and 
Undertaker,  32  Colborne  St.,  Toronto. 


WANTED — Good  strong  lines  to  work  in  with  chair  line  for 
western  Ontario  territory.  Write  for  particulars  to  Box  No. 
138,  Canadian  Furniture  World,  32  Colborne  St.,  Toronto. 


WANTED — Commission  salesmen  to  handle  a  well  known 
line  of  folding  go-carts  in  the  following  provinces:  British 
Columbia,  Alberta,  Saskatchewan,  Manitoba,  and  Ontario. 
Would  like  to  hear  from  anyone  interested  in  taking  this  line 
on  coimimisision  for  any  part  of  this  territory.  Reply  with  refer- 
ences, to  Box  134,  Oanadiian  Furniture  World.  15|5|3 


SITUATION  WANTED — A  licensed  embalmer,  single,  good 
habits,  and  can  furnish  the  best  references.  Experience  in 
Canada  and  United  States.  Good  reasons  for  not  being  em- 
ployed at  present  time.  A  position  in  Canada  preferred.  Apjily 
John  Davis,  Watford,  Ont. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formola 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 
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Champion  Embalming  Fluid 

In  Great  Demand  In  Canada 


Arthur  W.  Miles 


E  COLUEGE  1752 


-.  College  2757 


Arthur  W.  Miles 


PRIVATE  MOTOR  AMBULANCE 


UNDERTAKER  AND  EMBALMER 


Toronto. 


June  17th.  1915- 


The  Champion  Chemical  Company, 
Springfield,  Ohio. 

Gentlemen; - 

Supplementing  ray  order  of  yesterday,   placed  with  your 
Dr . *G  .  W.  FerguBon,   for  30 0  gals . , . Champion  Concentrated  Fluid , 
to  be  shipped  July  1st,,   from  your  Canadian  Factory,  am  making 
this  special  request:  Rush  the  delivery. 

There  seems  to  have  been  some  confusion,  during  our  late 
busy  days,   in  which  a  few  empty  cases  were  mistaken  for  "filled" — 
therefore  after  this  discovery  we  find  our  stock  of  Champion  ?luid 
on  hand,   very  limited.     And  as  my  first  assistant,  Mr.  Eddington, 
insists  upon  Champion-  Concentrated  Fluid  in  order  to  obtain  the 
beet  results,   wnich  1  aemand  at  all  times,  you  canreadily  see 
our  posi ti on . 

Regarding  the  Champion  Double  Folding  Church  Truck, 
which  Dr.  Ferguson  insisted  upon  our   trying;  am  indeed  pleased 
with  such  a  convenience  and  you  may  expect  my  order  for  several 
more  '^rithm  n  short  time — no  undertaker  would  ue  without  a 
Champion  Truck  after  once  giving  it  a  trial. 

Kindly  mail  me  one  of  ybiir  latest  illustrated  catalogues 
at  your  earliest  opportunity,   and  oblige, 

Very  truly  yours. 


Proprietor  &  Owner. 


Champion  Fluid  is  Unquestionably  the  Very  Best 

Our  knowledge  and  experience  in  the  compounding-  of  a  first- 
class  and  reliable  fluid  makes  it  safe  for  you  to  rely  on  "Champion." 

For  over  thirty-five  years  we  have  been  diligently  laboring  to 
compound  a  fluid  that  will  give  the  best  possible  results  in  the  great- 
est number  of  cases. 

The  proof  of  our  success  is  the  great  and  constantly  increasing 
demand  for  Champion.  This  demand  has  been  much  greater  each  suc- 
cessive year  since  1878. 

Priced  as  follows:  i 

$18.00  per  case  of  24—16  oz.  Bottles 

There  is  No  Duty  to  pay  on  Champion  Fluid.  "  '  ! 

,      It  is  manufactured  and  shipped  from  our  Canadian  plant.  i 

Send  Order  Direct  to 


The  Champion  Chemical  Company 

Springfield,  Ohio 
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The  Board  of  Examiners 

Milverton        -  Ontario 

NOTICE 


The  Government  Board  of  Examiners,  under  the  Em- 
balmers'  and  Undertakers'  Act,  will  conduct  an  exam- 
ination in  the  Ar.r.tomical  Section  of  the  Toronto  Uni- 
versity Building,  cu  Friday,  Sept.  10th,  1915,  commenc- 
ing at  10  o'clock  in  the  morning.  Candidates  wishing 
to  take  the  examination  for  qualification  and  Govern- 
ment License  will  send  in  their  application  and  fee  to 
the  secretary  not  later  than  Sept.  1st,  1915.  Blank 
forms  of  application  can  he  had  on  application  to  the 
secretary. 

The  Canadian  Embalmers'  Association  will  hold 
their  usual  School  of  Instruction  commencing  Tuesday, 
Aug.  31st.  Students  who  intend  writing  on  Examina- 
tion are  advised  to  attend  the  lectures. 

JAMES  TORRANCE, 
Secretary, 

Milverton,  Ont. 

Milverton,  June  25th,  1915 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
In  Furniture 


A  Helpful,  Thoroughly 
Practical  F'ook,  Written 
iiy  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  niostrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students  The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
■price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


The  Canadian  Embalmers'  Association 


^  Will  meet  in  convention  in  Toronto  during  first  week  in  September. 

^  Funeral  directors  and  embalmers  from  all  sections  will  attend  this  convention. 

^  Papers  will  be  read  and  topics  discussed  of  interest  to  every  undertaker. 

^  A  practical  demonstration  will  be  given  by  a  leading  authority  on  embalming. 

Canadian  Furniture  World  and  The  Undertaker 

^  Publishes  in  every  issue  a  special  section  devoted  to  embalming  and  undertaking 
subjects  and  in  the  August  issue  will  give  full  information  regarding  the  forth- 
coming Convention. 

q  This  issue  will  reach  Canadian  Funeral  Directors  at  their  homes  and  be  care- 
fully read  before  leaving  for  the  Convention. 
^  It  will  be  worthy  of  your  especial  attention. 


THE  COMMERCIAL  PRESS,  LIMITED 

32  COLBORNE  ST.,  TORONTO 
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Textileather — 

Not  an  substitute,  but  an 
Artificial  Leather  that 
wears  longer  than  any 
other  furniture  cov- 
ering made. 


Textileather 


Has  all  the  fine  graining  and  the  rich 
appearance  of  genuine  solid  leather. 
Costs  less  and  wears  longer.    It  is  priced  low 
enough  to  enable  you  to  use  it  on  the  cheaper,  as 
well  as  on  the  best  lines. 

Write  for  Samples  and  convince  yourself 


Textileather  Co. 


212  Fifth  Ave. 
New  York  City 

or  FRANK  SCHMIDT,  Berlin,  Ontario 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
ia  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  "Written 
hy  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

_  Price,  $i:56~ 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  hook  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  hack. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  than  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  is  equipped  with  Special  Machinery 
which  enables  us  to  make  SLIDES, — BETTER  and 
CHEAPER  than  the  furniture  manufacturer. 


Canadian  Table  makers  are  rapidly 
adopting  WABASH  SLIDES 

R£»r»aiiCial^''^y  ^^"^"^"^^^  SLIDE  TROUBLES 
ljeCaUSe\Are  cheaper  and  BETTER 


Reduced  Costs  | 
Increased  Out-put  \ 


BY  USING 

WABASH 

SLIDES 


Made  by 

B.  WALTER  &  CO. 

Wabash,  Ind. 

The  Largest  EXCLUSIVE  TABLE-SLIDE  Manufacturer* 
in  America 

ESTABUSHED.1887 


Steel  Swinging  Crib  No.  101. 


Nothing  is  too  Good  for  the  Baby 


This  Swinging  Crib  is  a  Trade  winner.  Put  one  in  your  win- 
dow and  watch  it  bring  you  business. 

A  hinged  bracket  prevents  swing  and  makes  the  Crib  rigid, 
when  desired.    Size,  24  in.  x  36  in. 

List  Price  $11,00.       Trade  Discount. 


The  Alaska  Feather  &  Down  Co.,  Limited 

MONTREAL 


Vol.  5    No.  8 


AUGUST,  1915 


FOHilTUREWORlD 
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Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

Who  also  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,  The  Canadian  Clay-Worker,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Canadian  Nurse,  Motoring 


Jacobean  Furniture 


OF  THE  MOST  CHARMING 
DESIGN  COMES 


from  McLagans 


^  Designs  such  as  these  appeal 
to  those  of  taste  and  position 
who  make  the  more  desirable 
customers. 

^  Turn  your  thoughts  to  McLagan  s 
for  the  b  tter  grades  of  furniture  that 
win  the  popular  fancy. 

^  May  we  send  you  reproductions 
and  information  of  the  many  other 
effects  we  have  brought  out  for  the 
fall  season  ? 


The  Geo.  McLagan  Furniture 

Company,  Limited 

Stratford  .*.  Ontario 
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No.  175 


—  Look — 

At  These  Rockers 

  also  

At  Our  Catalogue 

 then  

Over  Your  Stock 

Order  Now 

before  you  forget.  It 
PAYS  to  always  have  a 
full  line  of  MUNDELL- 
MADE  Roll  Seats  and 
Cobblers  in  Stock. 


No.  122 


3oI|u  (C.  MmxMl  $c  (En.,  ICtrnttrft 


ELORA 


ONTARIO 


Luxury  Without  Extra  Cost  " 
The  Name  a  Guarantee 


Ready  without 
a  Fault 

"PEERLESS" 

FOLDING  DIVANETTES 
and  DAVENPORTS 


Peerless  Folding  Beds  fairly  teem  with  class  distinction  and  individuality  — 
excel  all  other  makes  in  appearance,  comfort  and  simplicity  of  action. 
They  are  really  sellers  and  great  profit-makers  to  the  Furniture  Dealer. 
Our  representatives  w^ill  call  on  you  in  due  course  and  we  herewith  extend 
to  you  an  invitation  to  our  Exhibit  at  the  Canadian  National  Exhibition, 
Industrial  Building,  August  28  to  September  13,  and  Ottawa  Fair, 
September  9  to  1 8lh,  in  Main  Building. 


ANTISEPTIC  BEDDING  CO. 


187-189  PARLIAMENT  ST. 
TORONTO 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limitad 

Medium  and  High  Grade  Dining  Room, 
Pallor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
ercry  description.  Upholitered  Living  Room 
Furniture  and  Cheiterlieldi. 

Stratford  Chair  Co.,  Limited 

Dineri,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Cheffoniers. 

Globe- Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports. 


"Make  Hay 

while  the 

Sun  Shines  ' 


Some  men  are  never  awake  when  the  train 
starts  and  then  lay  the  blame  on  their  watch 
for  missing  it. 

They  always  come  into  town  late  and  open 
their  wares  when  the  market  is  over. 

They  cut  their  wheat  when  the  fine  weather 
has  passed  and  lose  a  good  part  of  the  crop. 

That  reminds  me  of  a  trip  through  the  country 
last  week.  Such  splendid  crops  1  have  not  seen 
for  many  a  year.  Excellent  fields  of  wheat, 
healthy  looking  spring  grain,  and  the  busy 
farmers  were  chuckling  over  the  prospect  of  a 
big  yield  and  good  prices. 

A  rich  harvest  means  good  business  for  Furni- 
ture Dealers  this  Fall.  Looks  to  me  like  good 
harvest  weather  for  you  right  now. 

Sharpen  your  sickle  and  go  to  it. 

Lay  your  plans  early.  Stock  up  with  quick 
selling,  profitable  goods  and  line  your  pockets 
from  Canada's  good  crop. 

In  selecting  your  stock  remember 
Stratford  Lines  are  Saleable  Lines 
and  always  please  your  customers. 

"Uncle  Si" 
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No.  445— Quartered  Oak  and  Mahogany 


THE  ELMIRA  LINE 


(^HAIRS   for  the   Dining  Room, 
Parlor,    Bedroom,    Den,  Living 
Room,  Library,  etc.,  in   finishes  and 
prices  well  worth  your  attention. 

Keeping  in  close  touch  with  the  demands 
of  the  retail  trade  we  feel  that  such  a 
statement  as  the  one  made  above  is  a 
statement  of  simple  fact. 


Will  you  not  verify  this  claim  for  yourself  by  placing  a  line  or  two 
of  these  chairs  on  your  floor  and  prove  their  selling  qualities. 

THE  ELMIRA  FURNITURE  COMPANY,  LIMITED 

ELMIRA  ONTARIO 


iiiiiin 


ELMIRA  OFFICE  FURNITURE 


Contains 
Elegance  and 
Quality 


Elmira  goods  are  the  kind  that 
build  prestige  and  profits  while 
ordinary  lines  are  becoming 
shop  worn. 

The  Elmira  Interior  Wood- 
work Line  includes  Flat  Top 
Desks,  Filing  Devices  and 
Special  Office  Equipment  and 
is  well  worth  your  investigation. 

Drop  at  a  line  to-day  for  Catalog 
and  Price  Litt 


THE  ELMIRA  INTERIOR  WOODWORK  COMPANY,  LIMITED 


C.P.R. 


ELMIRA 


ONTARIO 


G.T.R. 


Illllllllllli 


iiiiiiiiiiiii;i!iiiiiiiiiii!iii;iii:i;i:i!iiiiiiiiiii!i!iiii|!.ni 


,lll!lSlilllilllll!IIHI;lllllllXMIIllllilil 


August,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Perfect 
Design 


STRATFORD" 

THE  GUAE^NTEED  LINE 


Perfect 
W orknianship 


High-Grade 

CHAIRS 
ROCKERS 

and 

SUITES 

at  Medium 
Prices. 


Stratford  Chairs  Mean  Profit  and 
Satisfied  Customers 


Write  us  for  information  of  our  full  line  which  includes 
Buffets,  Extension  Tables,  Dressers,  Cheffoniers  and  Stands 


STRATFORD  CHAIR  COMPANY,  LIMITED 

STRATFORD  -  ONTARIO 
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The  !EQnd(i  comprehensive  adver- 
tising campaign  to  consumers  is  a 
great  factor  in  boosting  your  sales 
when  you  display  XQnd^t  Beds  in 
your  store. 

In  many  cases  the  sale  is  made 
before  the  goods  reach  your  store. 

Slnd^  Beds  have  the  simplest 
mechanism,  the  easiest  movement, 
the  most  comfortable  seat  as  a 
davenport,  and  the  most  luxurious 
bed. 

BltldH  Davenports  and  Divan- 
ettes  are  made  to  match  furniture 
in  any  design,  wood,  finish  or 
coverings,  and  can,  therefore,  be 
secured  to  match  up  with  the 
furnishings  of  any  room  in  any 
house. 

Madm  in  Canada 


The  WOiMX  Bed  Co., 

Limiied 

Toronto  Ontario 


miiiiii 


Three  Weil-Known  Mattresses 

Rest  Cure 

Regal 

Forest 


Three  of  our  well-known  brands  of 
felt  mattresses  that  contain  quality 
which  will  guarantee  your  customers 
the  best  of  satisfaction. 

Our  combination  mattresses  include: — 
Hair  and  Felt,  Keystone,  Erie  Rest 
and  other  lower  grades  of  mixed 
mattresses. 


LOOK  FOR  THIS  TRADE  MARK  ON 
YOUR  MATTRESSES  AND  PILLOWS 


WARRANTED 


It  has  taken  years  of  careful  study  to 
brmg  these  n>attresses  to  their  present 
state  of  perfection,  and  in  the  opinion 
of  experts  they  embody  superior  qual- 
ity seldom  found  in  Mattresses  sold  at 
the  same  price. 

You  are  assured  of  good  profit  and 
satisfied  customers  if  you  handle  the 
"Keystone  Line"  of  Mattresses  and 
Pillows. 

Our  Feather  Pillows  are  thoroughly 
sterilized  and  positively  dustless. 

All  goods  are  guaranteed.  Returnable 
if  not  satisfactory. 


Keystone  Bedding  Co. 


London 


Ontario 
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For  Library  or  Den 

Globe -Wernicke  "Desk  Combination  * 


MADE  IN  CANADA 


I  COMPLETE  $27.50 

I  You  will  find  a  ready  sale  for  the  outfit  illustrated,  in  selected  Quarter 

1  Cut  Oak  in  Early  English  or  Fumed. 

i  Large  Drawer  in  Base  and  under  Desk ;  unit  will  hold  books  I  2  %  inches 

g  high  while  the  Desk  affords  all  the  convenience  of  a  separate  house  desk, 

1  having  adequate  provision  for  all  accessories  of  a  desk  in  the  way  of 

I  pigeon  holes,  drawer,  trays,  wide  writing  bed,  etc.,  and  in  addition  is  an 

1  artistic  piece  of  furniture  in  every  detail. 

g  Write  us  for  trade  discount 

3hz  9lobc^Vartiickc  CaX^d. 

I  STRATFORD  ONTARIO 

g  Sectional  Bookcases,  Filing  Cabinets,  Filing  Cabinet  Supplies.  Stationers'  Goods 

flllllllilllllllllllllllllllllllllllllllilllllllllllllllllllllllllllllllllh^ 
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ADJU5T0  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE 

MANUFACTUPED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  6  MATTRESS  CO  ., 

LONDON  •  ■  •  ■  CANADA 


The  Newest  and 
Best  in  Mattresses 


Do  you  remember  the  old  fash- 
ioned corn-husk  tick  whi<  h  mother 
used  to  stuff  every  spring  ?  She 
used  to  save  the  husks  during 
the  open  season  for  corn  and 
keep  them  until  next  year,  and 
they  made  great  beds  -nol. 
Now  think  of  the  very  best  mat- 
tress you  ever  sold.  Well,  there's 
as  much  difference  between  an 
"  Adjusto  Mattress"  anil  the  best 
you  have  ever  sold,  as  there  is 
between  the  best  and  the  corn- 
husk  tick  that  mother  made — 
and  that's  a  fact  that  proves 
out.  You've  never  seen  a  real 
mattress  if  you  haven't  seen  the 


New  Adjusto  Mattress 

which  sells  itself — which  makes  itself  heard,  and  proves  its  own  arguments.  All  you  need  to  do  is  explain  that  it  can- 
not spread  or  hang  over  the  sides  and  a  sale  is  assured.  Write  us  for  full  particulars  or,  better,  ask  us  to  send 
you  a  (ample  and  be  convniced.  ^ 


THE  ONTARIO  SPRING  BED  &  MATTRESS  CO., 


Makers  ot  Ontario  Brass  and  Iron  Beds,  Springs,  Mattresses  and  Pillows 

London  Ontario 


LIMITED 


Here's  a  Leader  ! 

■W/IDEAWAKE  furniture  men  are  making  a  leader  of 
"Peerless"  and  "Elite"  (oiding  tables.    Many  have 
found  it  profitable  to  make  a  window  display  of  theie 
tables.  The 

^PEERLESS 

'    FOLDING  TABLe- 

will  not  only  sell  like  hot  cakes  but  will  help  you  sell  other 
lines,  because  it  will  attract  customers  into  your  store. 

We  will  be  glad  to  send  free  of  charge,  electros  for  use  in 
your  local  advertising.  Write  for  proof  sheet  and  illustrated 
literature  of  the  "  Peerless  ''  and  "Elite"  folding  tables. 

Also  ask  for  special  proposition  on  gross  his. 

HOURD  &  CO.,  LIMITED 

Sole  Licensees  and  Manufacturers 

LONDON  ONTARIO  :»-a 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Rooin,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


"STORE  MANAGEMENT  COMPLETE" 


272  Pa««a 


ONL  Y  ONE  DOLLAR     is  ch.p,«. 


Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 

COMMERCIAL  PRESS,  Ltd.,  32  Colbome  St.,  Toronto 


« 
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Comfort— Om  of  the  Most 
Important  Sale-Making  Factors 

Comfort  is  one  of  the  first  considerations  with  all  of  us. 
There  is  nothing  that  can  replace  it,  because  it  is  neces- 
sary to  our  health  and  happiness.  Naturally,  as  F-G 
Davenport  Beds,  Couches  and  Living  Room  Furniture 
are  very  cosy  and  comfortable,  you'll  find  them  the 
easiest  selling  and  better  profit-making  lines  on  the  market. 


^  Made  in  Oak  and  Mahogany. 
Davenport  style  No.  1018. 


I  FARQUHARSON-GIFFORD  CO.,  LIMITED 

I  STRATFORD  -  ONTARIO 

1  WHEN  ORDERING  DAVENPORT  BEDS  FROM 

=  STRATFORD,  REMEMBER  TO  ORDER  F-G 

■uniuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiw 
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No.  554  Tea  Wagon  and  Tray 
of  clear  glass;  showing  the  cane 
panel  in  top  of  wagon  1 6  x  28. 
Equipped  with  rubber  tire  hickory 
wheels. 


Having  enjoyed  very  good  business  from  our  Canadian 
friends  in  the  past,  we  take  pleasure  in  announcing 
that  our  patterns  for  the  new  summer  season  are  now 
ready — an  inquiry  will  bring  Catalog  and  Price  List. 


DAVIES- PUTNAM  CO. 

Grand  Rapids,  Michigan 

Exhibit  in  Keeler  Bldg.,  Ground  Floor 


No.  974  Muffin 
Stand.  36"  high, 
cane  shelves. 


Manufacturer*  of  high  grade 
reproduction*  and  noveltie* 
in   solid     Cuban  Mahogany. 


How  Many  Hides  Has  a  Cow? 

A YEAR'S  extensive  advertising  of  this  unique  query  is  making 
it  difficult  to  sell  split  leather  upholstery. 
Because  of  this  exposure  thousands  of  people  are  certain  to 
buy  only  the  furniture  upholstered  in 


THE  IDEAL 
UPHOLSTERY 
MATERIAL 


OU  PDNT 

laPRIKQlJ 


Ko.u.i.MT.err. 


GUARANTEED 
SUPERIOR  TO 
COATED  SPLITS 


These  prospective  buyers  know  the  defects  of  split  leather  and  why  the  upholstery  sold  as  "genuine 
leather"  is  usually  inferior  to  the  guaranteed  FABRIKOID,  Craftsman  Quality. 


This  superior,  prominently-advertised  material 
is  guaranteed  for  one  year  against  cracking  or 
peeling.     And  back  of  this  guarantee  is  the 

MOST  WIDELY  ADVERTISED 

l'"ABRlKOir).  Cinftsman  Quality,  is  now  arlvcrtiKed  in  Satvr- 
ihni  Eriiiiiii/  fust.  Ctillier's.  Literary  I)if/rst,  Lrslir's,  Sundau 
M(ifl<i:ini  s,  Kn  ri/boil i/'s,  the  leading  agricultural  and  automo- 
bile ioiiriKils  and  trade  papers.  Extensive  plans  are  ftnance<l  to 
continue  and  eiilargre  this  advertising  campaign.  No  other  simi- 
lar product  is  being  given  the  stimulation  to  bigger  and  surer 
sales.  Get  your  store  in  line  for  this  assured  demand  for 
FABRIKOID  upholstery— the  popular,  guaranteed  kind. 


century-old  Du  Pont  reputation  for  integrity  of 
purpose,  superiority  of  product  and  financial 
responsibility. 

FOR  HOME  FURNISHINGS 

The  use  of  FABRIKOID  for  re-covering  furniture,  table-tope, 
window-seats  and  for  various  articles  of  service  and  ornament 
in  the  home  make  it  a  most  popular  material  to  stock  and  a 
quick  seller.  A  small  stock  of  standard  colors  and  patterns 
occupies  but  small  space.  Order  of  your  jobber.  Display  it  in 
your  window.  Make  your  stock  known  to  those  looking  for  the 
store  where  FABRIKOID  is  sold  and  recommended. 


For  Samples  of  Fabrikoid  and  Booklet  givin{  Facts  about  Leather,  write  to 


DU  PONT  FABRIKOID  CO. 


Toronto,  Ontario 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


11 


The  Most  Profitable  of  Rattan  Furniture 


These  lines  are  particularly 
seasonable  in  selling  power, 
though  their  sphere  of  useful- 
ness covers   the   entire  year. 

Imperial  in  Name 
and  Character 

Which  with  the  many  tasteful 
designs  make  it  easy  to  select 
pieces  that  harmonize  with  any 
furnishing  or  color  scheme. 


i 


f 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD  ONTARIO 


Keep  your  eye  peeled  for  our  big  September 
Number. 

It  will  be  crammed  full  of  real  live  Editorial 
stuff,  and  Fall  announcements  of  hustling 
manufacturers. 

CANADIAN  FURNITURE  WORLD 

32  Colborne  Street,  Toronto 


ilillllllllllllllllllllllllllllllliiililllllllllllilllilililllilililllililili^^ 
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The  Royal  Patent  Twin  Link  Spring 

IS  THE  BEST  YOU  CAN  SELL  OR  RECOMMEND  TO  YOUR  CUSTOMERS 


GUARANTEED  TEN  YEARS 


The  most  comfortable,  noiseless,  and  lightest  Bed  Spring  of 
this  character  ever  devised. 

Small  mesh  openings,  longitudinal  double  wire  links  of  jusl  the  proper 
size  for  flexibility,  resilience,  comfort  and  strength.  There  are  no 
loose  connecting  links  cross  wise  to  become  displaced  and  noisy. 
The  straight  pull  of  the  twm  links  on  the  helical  springs  means  great 
comfort  for  both  occupants  of  a  double  bed  as  there  can  be  no 
sagging  whatever.    Write  for  our  Bool^let. 

The  Canadian  Feather  &  Mattress  Co.,  Limited 

TORONTO  -  OTTAWA 


TWIH 
LINK 
FABRIC 

I  patented' 

May  9,  t9l1 

L.  F.  CO.  Of  A. 
ST.  LOUIS 


Trade  MarK 


THE    ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT  A    REASONABLE  PRICE 

THE  PRACTICAL  BOOK  OF 

Period  Furniture 


HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  230  illustHtions  that  illustrate 
RIGHT  FURNITURE 

This  book  will  he  wcleomctl  by  all 
dealers  in  Right  Furniture,  (An- 
tique or  Reproduced),  but  thoie 
who  wish  to  buy  it.  and  by  all 
makers  of  Coriect  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concite 
furniture  information. 

Whether  you  are  a 

Salesman  Manufacturer 
Dealer  Designer 
or  CoDnoissenr 

you  shouldbuy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  fact  is  becoming  more  and  more  important  every  day.  that  the  demand  for  "  Period  *'  furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themielvesj  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  ot  their  clerkscould  go  into  one  of  the  large  city  showrooms  where 
a  line  of  **  Period  '*  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  practically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 


CANADIAN  FURNITURE  WORLD,  32  Colborm  St.,  Toronto.  Canada 
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Here  it  is 

One  of  Our 
New  Designs  in 

"Receding  Door" 

Sectional  Bookcases 


No.  2052  Combination. 


The  Mission  Style  base  with  its  neatly  tapered  foot  and  heav.  coppered  drawer  pulls  com- 
bined with  the  fret  work  or  mullions  on  the  doors  make  one  of  the  best  balanced  designs 
that  it  is  possible  to  produce. 

The  Important  K.D.  Feature 

Because  it  folds  flat  for  shipment,  it  saves  about  40%  of  the  usual  freight  charges  and  is 
much  easier  packed  than  the  "set  up"  kind — note  that  it  is  absolutely  rigid  when  "set  up" 
for  use. 

The  Dust  Shield 

The  top  panel  or  dust  shield  and  the  correctly  fitted  door  form  an  air  cushion  which  prevents 
the  door  from  slamming  when  dropped,  besides  preserving  the  contents  of  case  from  dust — 
the  dust  shield  is  distinctly  a  Weis  Knechtel  feature. 

The  Weis-Knechtel  Patent  Equalizer 

The  only  really  perfect  door  controller — It  guides  the  door  so  that  it  can  travel  only  straight 
forward  or  back  in  the  recess  above  the  dust  shield.  It  is  riveted  through  the  dust  shield 
and  cannot  get  out  of  order. 

The  Mullioned  Doors 

They  cost  the  same  as  the  leade-d  glass.  The  mullions  are  solidly  fitted  to  the  door  frame 
and  cannot  work  loose  ;  we  recommend  them  for  appearance  and  durability. 

Our  New  Colonial  Design 

Besides  the  new  Mission  design  we  are  also  showing  a  new  Colonial  which  certainly  makes 
our  line  more  attractive. 

Dealers 

Who  are  alive  to  the  business  possibilities  of  reliable  sectional  bookcases  will  see  undoubted 
merit  in  the  W  K  line.  Let  our  salesmen  introduce  you. 


THE  KNECHTEL  FURNITURE  CO, 

LIMITED 

HANOVER  -  ONTARIO 
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TEXTILEATHER- 

An  Artificial  Leather  that  possesses  the  everlasting  qualities 
of  genuine  solid  leather  at  a  much  lower  cost. 

Textilealher  is  made  up  in  all  shades 
Write  for  a  sample  to-day 

TEXTILEATHER  CO.,   212  Fifth  Ave.,  New  York,  N.Y. 

Write  Direct  to  FRANK  SCHMIDT,  Berlin,  Ont. 


THE  WABASH  SLIDE 


MADE  BY 

B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articles. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  ujing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


MDTORMG 


The  Pioneer  Paper  in  the 
Automobile  Field  in  Canada 


^  We  tiave  made  this  journal  the  most  practical  automobile 
paper  in  Canada.  It  is  an  authority  on  the  subjects  of  vital 
interest  to  all  motor  car  owners  and  users. 

The  big'  editorial  features  each  month  are  striking  and 
timely  and  the  claim  is  easily  substantiated  that  it  is  more 
virile  now  than  at  any  period  of  its  long  record  of  progress 
and  achievement. 

If  you  have  a  pleasure  or  a  delivery  car  you  should  be  a 
subscriber  to  this  paper. 


^  A  monthly  magazine  oj 
real  interest  and  value  to 
every  motorist  in  Canada. 


The  Commercial  Press,  Limited 

32  Colborne  Street,  Toronto 
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No.  7-329 


^  The  retailing  value  of  the  distinctiveness  of  Rest  Fest 
and  Rex  Reclining  Chairs  is  the  most  prominent  and 
noteworthy  feature  of  the  many  possessed  by  the  line. 

^  Rest  Fest  Recliners  in  particular  are  utterly  unlike  any 
other  Reclining  Chair  offered  you  or  your  trade. 

^  Both  types  in  fact  belong  to  that  class  of  goods  that 
v^ould  be  termed  specialties  if  it  were  not  for  the  fact  that 
they  have  a  steady  all-year-'round  sale.  This  last  is  true 
because  they  make  their  appeal  to  the  most  susceptible  of 
all  human  traits — the  love  of  personal,  physical  comfort. 

^  In  any  store  catering  to  any  "class"  of  trade  there  is  a 
great  big  place  for  Chaircraft  Chairs  that  will  be  evident 
immediately  they  are  tried  out. 

^  Also  they  are  as  profitable  as  the  specialty  usually  is. 


THE  CHAIR  CRAFT  COMPANY 

TRAVERSE  CITY,  MICHIGAN 
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Adam  Design 

At  Moderate  Prices 


This  bedroom  suite  is  taken  from  our  line 
of  Adam  Design  furniture.  Furniture  critics 
agree  that  for  correctness  in  design,  richness 
in  appearance,  and  durabihty  of  finish,  the 
moderate-priced  Meaford  production  equals 
the  artistic  period  furniture  sold  at  many 
times  its  price. 


We  are  now  making  a 
great  variety  of  new  de- 
signs in  Period,  Colonial 
and  Modern  Furniture, 
and  at  a  price  within 
the  reach  of  those  with 
small  incomes. 


We  also  handle  complete 
lines  of  Dining  Room 
suites  and  Bed  Room 
Furniture  in  odd  Dressers, 
Cheffoners,  Dressing 
Tables  and  Wardrobes, 
or  suites  to  match  is  a 
special  feature  of  our  line. 


Write  us  for  full  Particulars 
and  Price  List 


The  Meaford  Manufacturing  Co. 

Limited 

Meaford  -  Ontario 


August,  1915 
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A  Time  for  The  economic  streak   that  has 

Gingfer  and  made  its  appearance  among  the 

Aggressiveness.  people  of  this  country  is  bound 
to  have  a  greater  or  less  effect 
on  the  purchaser  of  goods,  and  it  behooves  the  dealer 
at  this  time  to  put  forth  his  best  efforts  to  maintain 
sales  and  curb  any  inclination  of  profits  to  fall  off. 

Dealers  need  first  to  inject  more  ginger  and  pep  into 
their  work  of  going  after  business.  Aggressiveness 
should  be  their  watchword,  and  "business  as  usual" 
their  battle  cry.  Some  dealers  may  say  that  it  is  easy 
enough  to  talk  "business  as  usual,"  but  not  so  easy 
to  make  it  a  reality.  We  recognize  the  difficulty  that 
the  dealer  is  up  against  at  the  present  time,  but  it  is 
wonderful  the  much  better  results  that  can  be  secured 
by  adopting  the  fighting  spirit  of  those  on  the  battle 
line  instead  of  surrendering  in  the  manner  that  many 
listless  dealers  are  inclined  to. 

Impress  customers  with  your  ginger  and  enthusiasm. 
Work  the  show  window  to  the  limit— give  more  care- 
ful attention  to  your  advertising— suggest  additional 
articles  to  customers  over  the  counter  and  telephone — 
play  up  the  sidelines  prominently — in  short,  bring 
your  full  force  of  selling  agents  into  play  in  their 
best  form  in  order  that  victory  for  "business  as  usual" 
may  be  assured. 

A  little  more  business  can  usiially  be  obtained 
by  the  expetiditure  of  a  little  more  effort. 

Survival  of  the  Business  is  a  fight.  The  resources 

Fittest.  of  one  merchant  are  continuously 

pitted  against  those  of  his  broth- 
er merchant  across  the  street.  The  merchant  cannot  re- 
main in  the  game  if  he  does  not  bring  his  abilities  into 
active  requisition.  He  must  ever  have  ammunition  in 
his  gun  with  a  few  cartridges  in  reserve.  The  principle 
of  the  survival  of  the  fittest  is  just  as  applicable  to  com- 
mercial affairs  as  to  biology  or  society.  The  merchant 
with  superior  commercial  capacities  will  be  sure  to  sur- 
"<rive  the  fray.  His  moral  excellence  counts  for  much  as 
also  does  his  ingenuity,  perseverance  and  enduring 
power. 

It  is  fatal  to  underestimate  the  powers  of  the  other 
fellow.  The  man  who  does  is  liable  to  lose  the  battle. 
If  he  does  not  and  if  he  has  the  diplomatic  sense  to 


measure  it  in  its  fullness  and  make  ample  allowance 
for  its  activity,  he  is  very  apt  to  win  the  day. 

In  the  game  of  commercial  life  there  is  no  surer  way 
to  attack  the  other  man  at  the  opportune  moment  when 
his  hands  are  down  than  by  keeping  your  eyes  open.  If 
he  advertises  a  formidable  publicity  campaign  which 
looks  plausible  and  as  if  it  might  enhance  his  possibil- 
ity of  increasing  his  business  at  the  expense  of  yours, 
be  not  dismayed,  but  take  a  turn  through  your  mental 
stock  rooms  and  see  if  there  lurks  there  some  mighty 
idea  as  yet  unearthed,  and  bring  it  out  to  the  light.  It 
may  be  just  what  is  needed  to  disconcert  your  competi- 
tor. Ever  be  on  the  alert  for  new  ideas.  Have  your 
door  open  for  them,  give  them  a  glad  reception  and 
then  turn  about  and  make  them  serve  you  to  the  best 
advantage.  No  person  is  insensible  to  the  pleasurable 
sensation  he  experiences  when  he  has  outwitted  his 
competitor.  It  is  one  of  the  durable  satisfactions  of 
life.  One  cannot  expect,  however,  to  outwit  the  other 
fellow  every  time.  That's  impossible,  and  it  is  not 
necessary.  An  undisturbed  succession  of  victories  is 
not  good,  but  win  a  majority  of  victories  from  the  other 
fellow  by  keeping  your  eyes  open  for  new  ideas,  en- 
deavor to  conduct  your  business  on  a  perfectly  legiti- 
mate basis,  fill  your  newspaper  space  with  attractive, 
convincing  copy,  and  reap  well-deserved  success  and 
honor,  for  the  fittest  must  and  will  survive. 

To  push  Canadian-made  goods  is  to  help  the 
return  of  better  trade  conditions. 

Know  Your  At  a  recent  trade  convention. 

Own  Costs.  held  in  one  of  the  American  cities 

of  the  Middle  West,  it  was  de- 
cided that  the  average  cost  of  conducting  a  retail  im- 
plement business  was  15  per  cent,  of  the  gross  sales. 
It  was  stated,  also,  that  the  cost  of  doing  business  in 
individual  eases  varied  from  8  per  cent,  to  22  per  cent. 

Fifteen  per  cent,  is  just  half  way  between  these  two, 
it  is  true,  but  the  adoption  by  the  convention  of  15  per 
cent,  as  a  fair  average  does  not  protect  those  dealers 
whose  cost  of  doing  business  is  greater. 

It  is  a  notorious  fact  that  there  are  many  merchants 
in  all  lines  of  trade  who  do  not  know  how  much  it  is 
costing  them  to  do  business.  Possibly  not  a  few  dealers 
went  home  from  that  convention  satisfied  with  the 
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knowledge  that  it  costs  them  15  per  cent,  to  do  business. 
But  if  it  is  actually  costing  them  20  per  cent,  to  do 
business  they  are  just  as  badly  off  as  they  were  before. 

No  dealer  should  adopt  a  report  as  applicable  to  his 
own  case.  What  he  should  do  is  to  ascertain  exactly 
his  own  cost  of  doing  business.  We  merely  wish  to 
impress  upon  readers  of  this  paper  the  importance  of 
each  dealer  knowing  his  individual  costs. 

One  thing  the  report  has  shown  conclusively,  and 
that  is,  if  it  is  costing  a  dealer  more  than  15  per  cent, 
to  do  business  ten  chances  to  one  it  is  costing  him  too 
much.  He  must  conduct  his  business  as  economically 
as  his  competitors  if  he  expeets  to  be  able  to  compete 
with  them  profitably. 

Busitiess,  like  the  farm,  profits  by  a  little 
cultivation. 

Building  Operations  '{'bat  the  volume  of  business  in 
and  the  the  furniture  trade  is  regulated 

Furniture  Trade.  to  no  small  extent  by  the  build- 
ing operations  that  are  being  ear- 
ried  on  in  the  country  is  so  obvious  that  it  needs  no 
demonstration. 

According  to  a  recent  statement,  the  building  permits 
issued  during  the  first  six  months  of  the  year,  in  34 
cities  in  Canada,  were  in  aggregate  value  74.86  per 
cent,  less  than  for  the  corresponding  period  in  1914. 

If  the  details  were  available,  it  would  probably  be 
found  that  the  decrease  is  more  largely  due  to  the 
decline  in  permits  for  the  erection  of  large  industrial 
plants  and  oflfiee  buildings,  for  the  decrease  in  the  con- 
struction of  dwellings  has  not,  perhaps,  been  so'  marked 
relatively.  Should  this  supposition  be  correct,  it  would 
mean  that  the  larger  dealers  and  the  manufacturers 
who  supply  furnishings  for  the  larger  buildings  would 
be  the  ones  most  affected  by  the  decline  in  building 
operations.  While  this  may  not  afford  consolation  to 
anyone,  it  is  worth  referring  to  as  a  circumstance. 

The  relative  decrease  in  building  permits  was  the 
largest  in  the  West,  where,  in  twelve  cities,  it  was  87.71 
per  cent. 

In  the  faee  of  these  figures,  it  is  no  wonder  that  the 
volume  of  business  in  the  furniture  trade  of  the  West 
is  so  much  smaller  than  it  was  a  year  or  two  ago. 

The  situation  is,  however,  by  no  means  without  hope, 
for  not  only  are  crop  conditions  most  promising,  but 
immigration  from  the  United  States  is  again  assuming 
Larger  proportions.  In  a  year  or  two  we  shall,  in  all 
I)robability,  see  business  in  the  West  all  the  healthier 
and  better  because  of  the  period  of  liquidation  through 
which  it  has  been  passing. 

A  letter  to  the  new  occupant  of  a  dwelling 
often  secures  a  new  customer. 

Criticism  of  Made-  The  bargain  sales  conducted  by 
in-Canada  Campaign,  certain  retail  stores  a  few  months 
ago,  while  the  "Made-in-^Canada" 
campaign  was  being  carried  on,  came  in  for  some 
criticism  from  the  Canadian  Manufacturers'  Associa- 
tion during  its  recent  annual  convention  in  Toronto. 

"In  some  places,"  read  the  committee's  report,  "the 
retail  trade  was  organized  to  feature  a  made-in-Canada 
week,  with  resulting  benefits  of  lasting  value.  It  is  to 
be  feared,  however,  that  the  holding  of  such  sales  has 
sometimes  worked  more  harm  than  good,  because  of 
a  desire  to  make  them  the  occasion  for  oflfering  bar- 
gains in  medium  to  low-priced  articles,  thus  helping 
to  create  the  impression  that  nothing  biit  eheap  pro- 
ducts are  made  in  Canada,  and  that  for  articles  of 
siiperior  quality  consumers  have  to  depend  upon  what 


is  iinportfd  an  i iiijiression  which  is,  of  course,  far 
fr'oiri  refiecting  the  true  state  of  affairs." 

Tliere  is  no  doubt  that  the  featuring  of  made-in-Can- 
ada week  was  of  great  benefit,  as  far  as  the  furniture 
trade  was  eorlcerned.  It  transferred  a  lot  of  furniture 
from  the  factories  and  stores  to  the  homes  of  consumers. 
But  it  wias,  as  the  C.  M.  A.'s  report  points  out,  unfor- 
tunate that  the  special  sales  were  nearly  all  confined 
to  low-j)fieed  goods. 

In  other  words,  the  campaign  as  carried  on  in  the 
main  was  a  good  one  as  far  as  its  clearing  sale  features 
were  concerned,  but  it  was  not  a  good  one  as  far  as  its 
educational  features  were  concerned.  It  did  not,  except 
incidentally,  educate  the  public  in  regard  to  the  quality 
and  merit  of  Canadian-made  goods.  The  promoters  of 
the  campaign  intended  that  it  shoidd  be  an  educational 
as  well  as  a  selling  campaign.  But  their  efforts  were 
to  a  large  extent  nullified  by  manufacturers  and  re- 
tailers who  took  advantage  of  the  situation  to  inaug- 
urate a  series  of  clearing  sales. 

But,  perhaps,  after  all,  it  is  not  possible  to  nan  an 
educational  campaign  jointly  with  a  clearing  sale,  and 
the  results  have  shown  that  it  was  clearing  sales  that 
most  people  had  in  mind. 

A  campaign  to  educate  the  pu'blic  in  regard  to  the 
quality  and  merit  of  Canadian-made  goods  is  only  suc- 
eesisful  when  it  is  continuous.  It  is  not  too  late  to  do 
this. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Keep  your  selling  effort  mounting  with  the  tempera- 
ture. 

*  *  * 

From  your  costs  only  should  you  base  your  selling 
prices. 

*  *  * 

There  are  mighty  few  signposts  on  the  road  to 
success. 

»    *  # 

The  easiest  thing  in  the  world  to  make  is  a  mistake. 
The  next  easiest  is  trouble. 

*  *  * 

The  best  way  to  overcome  the  "dead  stock"  diffi- 
culty is  to  sell  goods  before  they  become  dead  stock. 

*  *  # 

Reading  in  the  trade  paper  about  a  good  window  dis- 
play isn't  going  to  help  business.  It  is  going  to  work 
and  making  such  a  window  display  yourself. 

*  *  # 

In  all  walks  of  life  it  is  commendable  to  put  up  a  good 
front,  and  this  is  especially  true  in  business.  The 
store  with  the  attractive  front  and  nicely  arranged 
window  has  an  asset  of  much  value.  All  the  time  and 
attention,  however,  should  not  be  given  to  the  windows 
and  none  to  the  interior  of  the  store.  It  means  dis- 
appointment to  the  customer  as  much  as  a  residence 
with  a  20th  century  front  and  a  Queen  Anne  interior 
would  give  to  the  house  hunter.  The  eye  is  caught  and 
the  interest  aroused  and  then  the  interior  fails  to  carry 
out  its  part  of  the  work.  Good  windows  should  be  ar- 
ranged, and  these  should  be  backed  up  by  good  inter- 
ior display. 
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Make  ''Made  in  Canada"  Appeal  Permanent 

By  W.  A.  Lydiatt 


First  of  all,  let  me  say  that  I  am  in  favor  of  a  persis- 
tent intelligently-directed  "Trade-at-Home"  propa- 
ganda. We  are  all  agreed  that  if  everybody  would  stop 
buying  imported  goods  and  buy  "Made-in-Canada" 
goods  instead,  a  great  deal  of  annoying  competition 
would  be  removed.  Nearly  every  retailer  I  have  met 
outside  the  big  cities  is  very  warm  on  this  "buy-at- 
home"  policy — as  a  policy  for  others.  As  for  himself, 
he  prefers  to  buy.  where  he  can  get  the  best  value. 

The  "Made-in-Canada"  movement  is  simply  a  broad 
expression  of  the  "Trade-in-Toronto,"  "6et-it-in- 
Guelph, "  "Buy-in-Brantford"  idea,  and  is  beset  with 
the  same  difficulties.  People  favor  it,  passively,  but 
unless  the  local  merchant  or  manufacturer  hustles  for 
business  and  gives  people  what  they  want,  as  good 
goods  or  better,  at  the  same  price  as  the  outsider,  the 
man  who  shows  the  most  interest  in  getting  the  order 
and  offers  the  "best  buy"  usually  gets  the  business. 

So,  in  most  cases,  this  "Trade-at-Home"  sentiment, 
no  matter  how  eagerly  encouraged,  does  not  "cut  much 
ice."  This  was  illustrated  in  an  Ontario  town  where 
the  retailers  and  Board  of  Trade  made  considerable  ado 
over  the  "buy-at-home"  advantages.  Much  warm  dis- 
cussion was  caused  by  a  big  out-of-town  purchase  by 
the  president  of  the  Board  of  Trade.  A  retailer  was 
criticizing  this  lack  of  loyalty  in  conversation  with  a 
local  printer,  when  the  printer  noticed  some  billheads 
on  the  retailer's  desk,  printed  out  of  town.  "You  can't 
kick  when  you  do  the  same  thing,"  remarked  the 
printer.  "You  know  that  we  can  do  this  printing  for 
you— as  good  work  at  as  low  a  price  as  you  get  it  done 
outside."  "Well,  did  you  ever  solicit  my  order  for 
this  printing?"  replied  the  retailer.  "No,  but  you  know 
we  do  the  work,"  said  the  printer.  "Yes,  but  this  out- 
of-town  firm  sent  a  salesman  up  here.  He  showed  me 
exactly  what  I  wanted  and  quoted  a  fair  price — and 
naturally  he  got  the  order." 

"Naturally,  he  got  the  order."  Isn't  this  the  crux 
of  the  whole  proposition  of  business-getting?  Isn't 
this  the  real  explanation  of  why  so  many  foreign  firms 
"beat  out"  Canadian  manufacturers  in  the  battle  for 
business?  Do  we  buy  imported  goods  because  they  are 
"made  in  U.S.A."  or  "made  in  Germany" — or  because 
someone  comes  to  us,  shows  us  what  we  want,  quotes  an 
attractive  price,  and  "naturally  gets  the  order?" 

Dangfer  of  "Trade-at-Home"  Movement 

The  danger  of  any  "trade-at-home"  movement  is  that 
the  more  it  seems  to  influence  people's  buying,  the 
more  do  business  men  "rest  on  their  oars,"  so  to  speak, 
and  depend  on  this  sentiment  to  get  business  for  them. 
Does  this  movement  appeal  to  business  men  because  it 
promises  to  make  it  less  necessary  for  them  to  hustle 
for  business  and  meet  the  foreign  competitor's  methods 
and  goods  and  prices?  Evidence  is  not  lacking  to  sup- 
port such  a  conclusion.  » 

It  has  been  remarked  that  a  large  percentage  of  the 
advertising  appearing  in  Canadian  publications  comes 
from  English  and  United  States  firms.  It  has  also  been 
noted  that  immediately  the  "Made-in-Canada"  cam- 
paign started  a  great  many  Canadian  manufacturers 
discontinued  or  curtailed  their  advertising.  If  this  was 
because  "the  business  was  not  to  be  had" — then  why 


the  "Made-in-Canada"  advertising?  And  why  do  our 
imports  from  the  United  States  continue  to  increase, 
even  since  the  war  commenced? 

Too  many  Canadian  manufacturers  seem  concerned 
with  efforts  to  fix  things  so  that  business  must  come 
to  them — while  the  foreigner's  method  is  to  go  after 
the  business  in  such  a  way  as  to  get  it.  More  Canadian 
manufacturers  might  well  consider  methods  of  getting 
business  instead  of  merely  trying  to  keep  the  other  fel- 
low from  getting  it. 

Every  day  we  are  buying  goods  that  are  imported, 
because  we  know  they  are  what  we  want.  There  may 
be  just  as  good  goods  made  in  Canada — but  we  don't 
know  it,  or  we  have  not  been  convinced  of  their  desir- 
ability. We  could  go  right  through  the  list  of  imported 
articles  and  find  one  thing  after  another  which  has 
gained  a  strong  foothold  in  Canada,  not  because  they 
are  foreign-made,  but  because  we  were  made  to  want 
them. 

Quality  Must  be  Combined  with  "Made-in-Canada" 

"Made  in  Canada"  cannot  be  successfully  advertised, 
or  have  any  lasting  influence  with  the  purchasing  pub- 
lic, until  it  is  known  to  signify  a  certain  desirable  stan- 
dard of  quality  or  value.  As  long  as  the  good,  bad, 
and  indifferent  can  all  be  marketed  under  a  "Made-in- 
Canada"  banner,  just  so  long  will  the  mark  carry  the 
odium  of  the  least  desirable  goods  so  marked. 

The  value  of  any  trade  mark  is  entirely  determined 
by  the  quality  or  degree  of  satisfaction  which  that 
trade  mark  is  known  to  represent.  If  the  Canadian 
Manufacturers'  Association  could  control  the  use  of  the 
"Made  in  Canada"  mark,  and  license  its  use  only  to 
manufacturers  whose  products  were  up  to  a  certain 
standard,  then  "Made  in  Canada"  might  eventually 
have  some  significance,  both  to  the  Canadian  public  and 
to  the  foreign  buyer.  As  long  as  this  is  not  done,  every 
unsatisfactory  article  so  marked  detracts  from  the 
value  of  the  mark  as  a  selling  argument,  until  it  soon 
becomes  a  hindrance,  rather  than  a  help,  to  the  sale  of 
goods.  This  is  the  corner  stone  of  success  in  all  adver- 
tising. No  advertising  campaign  can  be  a  permanent 
success  unless  all  goods  bearing  the  advertised  mark 
give  satisfaction  to  the  purchaser. 

Who  makes  the  goods,  and  how  they  are  made,  or 
what  they  are  worth  to  me,  is  more  important  to  the 
consumer  than  where  they  are  made.  If  you  deserve 
our  patronage,  tell  us  why,  and  you'll  probably  get  it. 
The  appeal  must  be  to  the  pocketbook,  not  to  senti- 
ment. Quality  is  the  only  thing  that  can  win  out- 
known  quality  and  known  value.  Prove  that  your  out- 
put is  better  than  the  foreigner's.  Make  your  name 
spell  something  desirable  to  every  Canadian — then  you 
will  benefit,  and  cannot  suffer  for  the  shortcomings  of 
those  who,  for  their  own  reasons,  prefer  to  keep  the 
soft  pedal  on  the  value-appeal,  and  appeal  to  sentiment 
rather  than  sense. 

"Made  in  Canada"  will  not  offset  the  appeal  of  better 
goods,  if  they  are  made  somewhere  else.  Temporarily, 
it  will  doubtless  appeal  to  our  patriotism  and  make  us 
willing,  for  a  time,  to  accept  something  less  desirable, 
for  the  economic  reasons  stated.   But  such  a  temporary 

(  Continued  on  page  27. ) 
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Business  Getting  Stunts  of  Retail  Dealers 


The  retail  dealers  of  Crescent  Heights,  a  section  of 
Calgary,  Alta.,  have  combined  to  publish  and  distribute 
to  every  home  in  that  suburb  a  little  weekly  paper 
called  "Crescent  Heights  Store  News."  It  is  one  of 
those  little  stunts  in  co-operation  that  mean  so  much 
to  build  up  and  foster  a  spirit  of  loyalty  among  the 
merchants  and  residents  of  small  centres — and  it  is 
working  well. 


GETTING  PEOPLE  TO  READ  CIRCULARS 

It  is  frequently  difficult  to  get  the  attention  of  cus- 
tomers by  letters  or  circulars.  The  customer  who  re- 
ceives them  is  likely  to  cast  them  aside  with  little 
attention  unless  there  is  some  outstanding  feature 
about  them  to  attract  attention.  A  plan  that  has  been 
used  by  dealers  in  various  lines  of  business  is  that  of 
paying  the  prospect  for  his  or  her  time  in  reading  the 
letter  or  circular.  The  adverti.sing  is  sent  out  to  those 
on  the  mailing  list  and  with  it  a  cheque  for  a  small 
amount,  say,  five  cents.  The  first  paragraph  of  the 
letter  reads: 

"We  know  your  time  is  valuable  and  we  are  will- 
ing to  pay  for  it  at  the  rate  of  $10  per  day.  We  .iust 
want  two  minutes  of  your  time,  and  although  this 
letter  is  of  itself  well  worth  your  while,  we  are  will- 
ing to  pay  you  for  the  two  minutes  it  takes  to  read  it, 
for  which  we  enclose  you  our  cheque  for  five  cents." 

The  unusualness  of  the  idea  proves  excellent  adver- 
tising for  the  store.  Canadian  hardware  dealers  might 
probably  be  able  to  use  this  plan  to  advantage  when 
they  have  something  special  which  they  wish  to  interest 
customers  in. 


FILING  USEFUL  CLIPPINGS 

A  Winnipeg  .siibsca-iber  to  Canadian  Furniture 
World  described  to  a  representative  his  m;ethod  of 
filing  clippings.  He  maintains  a  large  scrap  book, 
which  he  has  divided  roughly  into  a  number  of  depart- 
ments. 

An  index  is  kept  of  all  the  articles,  and  each  clipping 
is  entered  in  the  index  with  the  number  of  the  page  on 
which  it  is  pasted  opposite.  Thus,  in  referring  to  clip- 
pings on  a  certain  subject,  they  will  generally  be  found 
very  close  together. 


SUBURBAN  DAY  BARGAINS. 

The  retail  merchants  of  Kansas  City,  Mq.,  have  hit 
upon  a  good  idea  that  is  explained  in  their  slogan: 
"Every  Wednesday  is  Suburban  Day  in  Kansas  City." 
As  in  most  other  big  cities,  Wednesday  is  a  light  trade 
day  in  Kansas  City,  and  the  merchants  set  abo'ut  to 
remedy  this.  They  succeeded  in  a  highly  satisfactory 
way  by  calling  Wednesday  "Suburban  Day,"  and  of- 
fering special  inducements  to  suburbanites  to  come  to 
the  city  on  that  day  instead  of  coming  on  Saturday, 
when  the  stores  are  already  crowded. 


GOOD  FOLLOW-UP  SYSTEM. 

Here's  a  little  wrinkle  you  might  try  with  good  re- 
sults, says  Hoosier  Ginger.  The  man  who  did  use  the 
plan  says  it  paid  better  than  any  service  system  he 
used.  If  you  lived  in  his  town  and  bought  a  bed  of  this 
man,  or  any  other  furniture,  a  memorandum  would  be 


made  of  your  name  and  the  date  your  purchase  was  d^ 
iivered.    Then,  ten  days  later,  you'd  get  a  letter  some- 
thing like  this : 
Dear  Mr.  

Are  the  goods  all  right  in  every  way? 

We  inspected  everything  carefully  and  the  drivei 
reports  them  delivered  in  the  same  perfect  condition  as 
when  they  left  the  store.  But  if  anything  has  develop- 
ed since  that  isn't  just  right,  please  let  us  know  so  we 
can  fix  it  to  suit,  for  we  want  you  to  like  everything 
from  the  very  first. 

Again  thanking  you  for  your  order. 

Then  some  day  about  a  week  before  one  of  his  spe- 
cial sales  this  man  would  write  you  another  letter  like 
this : 

Dear  Mr.   

As  an  established  customer  of  mine,  you  ought  to 
have  certain  privileges,  1  think,  so  I'm  writing  to  you 
to-day,  and  to  my  other  good  customers,  to  invite  you 
to  the  big  sale  of  odd  pieces  of  furniture  which  I  shall 
open  next  week.  This  letter  is  going  to  you  a  week  be- 
fore I  tell  the  general  public  about  the  sale.  You  can 
thus  come  in,  look  around  at  leisure,  and  pick  in  ad- 
vance your  choice  of  anything  you  may  want.  The  sale 
will  include  forty  chairs  of  different  designs,  all  very 
substantial,  mostly  oak;  some  rockers,  unu.sually  com- 
fortable ;  a  few  with  leather  seats  at  fifty  per  cent,  re- 
duction ;  seventeen  ehiff"oniers  that  harmonize  with 
inost  any  bedroom  outfit  and  are  mighty  convenient 
for  the  extra  drawer  space  nearlv  every  bedroom  needs 
—were  $25  to  $60— will  be  $9  to  $20,  etc. 

You  will  understand,  this  is  just  a  peep  at  the  good 
things.  The  whole  show  is  ready  now.  I'd  appreciate 
yoiir  coming  in,  and  believe  doing  so  will  pay  you. 

You'd  probably  respond  to  this  kind  of  treatment, 
wouldn't  you?  Most  of  us  would.  We  like  to  trade 
where  we  are  appreciated.  Every  one  of  us  has  spent 
money  he  didn't  intend  to  spend,  because  the  salesman 
made  the  spending  so  pleasant.  Try  the  plan  on  a  few 
of  your  customers  this  season.   It  might  pay. 


Do  you  fully  realize  that  advance  on  cost  does  not 
mean  the  same  percentage  on  sales?  There  is  a  vast 
difference.  For  instance,  25  per  cent,  on  cost  only 
means  20  per  cent,  on  sales — and  the  latter  is  what 
you  figure  your  expenses  on.  In  a  recent  issue  we 
gave  a  short  method  table  showing  how  to  proportion 
profit  on  selling  price  to  cost.  You  should  keep  that 
table  in  a  convenient  place.  It  is  valuable  in  setting 
the  selling  price  of  goods. 


THE  WAY  TO  SUCCESS 

"The  secret  of  success,"  the  stamp  said,  "is  stick- 
ing to  it." 

"To  succeed,"  said  the  knife,  "be  bright  and 
sharp." 

"Keep  up  to  date,"  said  the  calendar. 
"Aspire  to  greater  things,"  said  the  nutmeg. 
"Don't  knock — it's  old-fashioned,"  said  the  electric 
bell. 

"Do  a  driving  business,"  said  the  hammer.  And 
the  barrel  added:  "Never  lose  your  head." 

"Make  light  of  everything,"  the  fire  observed 
cynically. 

"But  always  keep  cool,"  said  the  ice. 
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Ideas  Sell  Better  Than  Goods 

By  Milton  Bejach 

It  is  not  SO  long  ago,  as  time  is  counted,  that  sales- 
manship was  more  a  matter  of  stomach  than  of  mind. 
It  is  only  a  very  few,  short  years  that  advertising  has 
been  brought  down,  or  up,  as  you  please,  to  a  place 
where  definite,  basic  laws  are  known  to  govern  results. 

We  have  not  gone  very  far  into  this  problem  of  sell- 
ing, of  molding  people's  minds  so  they  will  buy  what 
we  have  to  sell.  We  still  stand  at  the  threshold  of  the 
science  of  changing  men's  minds  for  their  good  and 
our  profit. 

Even  the  youngest  of  us  can  remember  the  good  fel- 
loAV  salesman  with  a  checkered  waistcoat,  a  necktie 
that  screamed,  shoes  of  a  special  mode,  and  spats  of 
startling  color.  We  can  remember  his  capacity  for 
liquor,  his  ability  to  stuff  himself  with  food  and  drink, 
and  clear  headedness  even  after  a  dozen  black  cigars. 
The  men  of  that  day  took  orders  because  they  Avere 
good  fellows;  not  because  they  convinced  their  cus- 
tomers that  the  goods  were  right  in  quality  and  price 
and  that  the  purchase  of  them  meant  a  profit  later  on. 

We  all  remember  the  advertisements  of  those  earlier 
days.  They  began  with  a  scene  in  the  meadow,  and 
detailed  the  smell  of  the  grass,  the  lowing  of  the  kine, 
the  farmhouse  in  the  distance  and  the  farmer's  daugh- 
ter in  blue  gingham  apron  and  bonnet,  who  in  the  very 
last  line  of  the  copy  was  charmed  with  the  tone  of  the 
organ  her  father  bought  at  Musicman's  store  in  Melody 
Street. 

In  those  days,  which  our  elders  call  "the  good  old 
days."  salesmen,  salesmanagers  and  advertising  men 
believed  it  necessary  to  fool  people  into  listening  or 
reading  a  sentence  or  two  about  their  product.  The 
salesman  who  talked  business  from  the  beginning  of  his 
call  to  the  end  and  who  got  business  without  risking 
dyspepsia,  was  considered  a  queer  specimen  in  more 
ways  than  one.  The  copy  that  plainly  showed  it  was 
an  advertisement  was  considered  a  joke. 

Consider  now  how  far  we've  gone!  To-day  most  of 
us  talk  business,  dwell  on  our  product  in  person  or  in 
our  copy,  from  beginning  to  end.  A  few,  a  very  few, 
have  gone  farther.  While  most  of  us  are  selling  our 
manufactured  goods,  some  are  selling  ideas.  Strange, 
but  true,  ideas  are  sold  more  easily  than  something  that 
can  be  handled,  felt,  tasted,  smelled  or  counted. 

The  End,  Not  the  Means,  Important 

To  talk  and  to  write  about  not  what  it  is  made  of 
so  much  as  what  it  will  do  is  going  to  be  the  next  big 
lesson  that  will  be  learned  by  every  man  whose  bread 
and  butter  comes  from  selling  things,  either  by  word 
of  mouth  or  through  the  printed  page. 

Accounting  systems  never  were  sold  on  the  basis  of 
what  they  are  made  of,  but  always  wliat  they  would 
do  in  the  way  of  lightening  labor  and  increasing  profits 
and  efficiency. 

One  reason  is  that  accounting  systems  are  compara- 
tively new  to  the  business  world.  If  they  had  appeared 
more  than  ten  years  ago  they  might  have  been  sold  on 
the  merits  of  the  steel  leaves  and  the  finish  of  the 
wooden  cabinet. 

When  hot  air  furnaces  were  first  advertised  and  sold, 
the  argument  was  on  the  construction  of  the  furnace 
and  the  way  the  heat  was  furnished.  Read  the'  adver- 
tisements to-day  and  you'll  learn  that  a  furnace,  hot 
air  or  hot  water,  means  warm  rooms,  a  better  disposi- 
tioned  family,  and  that  an  agreeable  amount  of  heat 
leads  the  young  lover  to  a  proposal. 


Some  paint  manufacturers  still  sell  paint  as  paint; 
so  much  color  and  so  much  oil  in  a  can.  Others,  and  by 
the  way  the  largest  houses,  talk  color  schemes,  decor- 
ative effects  and  beauty.  Off  hand,  which  will  sell  the 
most  paint? 

One  creates  a  desire,  the  other  tries  to  cash  in  on  a 
desire  it  assiimes  is  already  created.  Assuming  that 
the  quality  of  the  two  paints  is  the  same,  which  would 
you  buy? 

If  one  manufacturer  of  account  registers  talked  con- 
struction only,  and  another,  guaranteeing  his  product 
in  construction,  talked  about  the  ease  of  handling  ac- 
counts semi-automatically  and  went  all  competitors  one 
better  by  handling  all  of  a  man's  accounting  instead 
of  accounts  receivable,  let  us  say,  which  plan  of  selling 
is  likely  to  sell  more  systems? 

The  Power  of  the  Idea  Behind  the  Grounds. 

Prom  the  time  men  began  wearing  hosiery  up  to 
a  few  years  ago,  socks  were  sold  as  so  much  cotton, 
made  into  yarn  and  put  together  in  such  a  way.  Then 
came  the  man  who  had  the  nerve  to  sell  hose  on  an  idea 
— a  trademark  backed  up  by  a  guarantee.  The  next 
time  you  go  into  a  man's  furnishing 's  goods  store  in- 
quire which  sells  the  better,  the  trademarked,  guaran- 
teed six  months  sort,  or  the  kind  the  maker  is  ashamed 
to  put  his  name  on. 

If  we  are  to  make  a  permanent  success  in  salesman- 
ship and  in  advertising,  w'hich  is  the  same  thing,  we 
must  sell  the  idea  behind  the  thing  we  make,  we  must 
sell  perfect  service,  a  water  tight  guarantee,  a  reputa- 
tion for  fair  and  square  dealing  and  then  deliver  ex- 
actly what  we  sell. 

Selling  is  the  art  of  creating  a  desire  or  a  need  and 
then  satisfying  the  desire  or  filling  the  need  by  furnish- 
ing a  certain  product.  This  applies  more  forcibly  to 
the  advertising  than  to  personal  salesmanship.  The 
day  of  price  and  construction  talk  in  type  and  by  word 
of  mouth  is  passing.  The  big  success  of  the  future 
will  be  built  on  ideas — quality,  guaran4;ee,  service. 


OVERBUYING  VERSUS  UNDERBUYING. 

Probably  for  every  ten  cents  that  is  lost  from  not 
buying  enough,  a  dollar  is  lost  from  overbuying.  In 
order  to  secure  an  additional  discount,  purchases  are 
often  made  in  excess  of  actual  necessities,  with  the 
hope  that  an  extra  profit  may  be  realized  from  their 
sale;  but  this  extra  profit  is  quickly  wiped  out  if,  at  the 
end  of  the  season,  there  are  a  lot  of  goods  on  hand  which 
must  be  sold  at  a  sacrifice  or  carried  over  to  another 
season. 

Many  storekeepers  fail  to  realize  that  when  they  sell 
at  cost  or  less  they  have  supplied  a  demand  which 
should  have  yielded  them  a  profit,  besides  the  loss  of 
interest  on  the  money  invested  if  the  goods  have  been 
kept  in  stock  for  any  considerable  time,  which  is 
usually  the  reason  for  the  cut. 

The  foregoing  is  not  an  argument  for  undue  conser- 
vatism in  buying.  On  the  contrary,  we  are  in  favor  of 
liberality  in  purchasing,  but  advise  against  loading  up 
beyond  legitimate  needs  in  order  to  get  the  quantity 
price. 

More  than  anyone  else  the  manufacturer,  commission 
man  and  wholesaler  realize  that  overpurchasing  on 
the  part  of  the  dealer  injures  the  seller  far  more  than 
the  retailer  himself.  For  Avhieh  reasons  every  effort 
is  made  to  retain  customers  by  selling  them  quantities 
which  they  in  turn  can  dispose  of  to  the  consumer. 
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GETTING  PEOPLE  TO  PAY  MORE. 

By  Waldo  P.  Warren 

As  a  ])fa.st  master  of  the  art  of  "getting  people  to 
pay  more,"  I  think  no  one  who  knows  would  dispute 
the  claim  of  Marshall  Field.  I  do  not  mean  paying 
more  for  a  given  (juality,  but  appreciating  a  better 
quality  and  paying  what  it  is  worth.  The  day  has 
passed  when  "getting  people  to  pay  more"  for  a  given 
quality  is  regarded  as  a  virtue,  or  even  as  a  good  busi- 
ness principle.  The  whole  tendency  of  experience  is 
to  demon.strate  that  value-giving  is  the  only  sure  high- 
way to  success.  Marshall  Field  had  a  maxim,  which 
in  his  (piiet  way  hi;  dropped  more  than  once  in  those 
casual  conversations  with  executives  and  department 
chief's,  and  by  wliich  r^eans  he  succeeded  in  so  infusing 
his  spirit  into  the  personnel  of  a  vast  organization 
that  it  would  go  the  way  he  desired  it  to  go  while  he 
enjoyed  a  six  months'  holiday  in  Europe.  That  maxim 
was:  "The  appreciation  of  quality  remains  long  after 
the  price  is  forgotten." 

I  have  heard  it  quoted  many  a  time  by  various  de- 
partment chiefs  witli  wliom  it  was  formerly  my  plea- 
sure and  ])i'ivilege  to  come  in  contact,  and  ((uoted  with 
all  the  finality  with  which  a  religious  zealot  points  to 
his  "proof  text"  of  Scripture,  in  explanation  or  justifi- 
cation of  a- merchandising  or  advertising  policy. 

One  day  in  particular  I  remember  standing  by  the 
counter  where  women's  shopping  bags  were  displayed, 
and  falling  into  a  conversation  with  the  department 
chief  whose  simple  jurisdiction  included  those  articles. 
A  new  stock  had  just  been  put  in,  and  he  was  taking 
a  justifiable  pride  in  showing  me  what  exquisite  crea- 
tions were  included  in  the  display.  Some  of  them  were 
marked  at  $50.  .$60,  $75,  etc.,  and  from  that  on  dovm  to 
$5.    (Notice  I  did  not  say  $49.95,  etc.) 

T  said  to  him:  "Do  you  have  much  trouble  in  dispos- 
ing of  bags  at  that  price?"  "We're  not  very  anxious 
to  dispose  of  them  at  all,"  he  replied.  "You  see.  it  is 
well  worth  while  to  carry  those  bags  in  the  ease,  even 
if  we  never  sold  them.  Of  course,  we  do  sell  them 
occasionally,  but  they're  worth  more  to  us  if  we  keep 
them." 

"Why,  how's  that?"  T  asked — that  was  before  I 
had  learned  much  about  the  p.sychology  of  merchandise 
displays. 

"Well,  you  see,  a  man  will  come  in  here  to  buy  a 
bag  for  his  wife,  or  she  will  come  herself,  for  that 
matter,  and  have  in  mind  paying  five  or  ten  dollars. 
But  when  they  look  over  the  assortment  and  see  that, 
while  they  can  get  a  fine  looking  bag  for  that  money, 
there  are  others  on  up  to  several  times  that  sum,  it 
simply  lifts  their  conceptions  of  what  constitutes  a 
desirable  shopping  bag,  and  they  end  up  by  paying 
$25  or  $30.  The  more  expensive  bags  have  not  been 
sold,,  and  yet  they  have  earned  half  their  cost  on  that 
one  transaction — at  least,  one  of  them  has.  Then," 
he  went  on,  ."that  woman  goes  out  with  her  fine  bag 
and  sets  a  new  standard  for  her  friends,  and  they 
come  in  with  $20  ideas  and  may  end  up  with  $40  pur- 
chases." 

"Do  you  think  that  is  (|uite  fair  to  the  public?"  I 
asked,  as  personal  recollections  of  the  monthly  "Field 
bill"  came  to  my  mind,  and  I  remembered  a  remark  I 
had  often  heard  in  explanation,  "Things  cost  so  much 
more  than  you  think  they  are  going  to." 

"Why  not?"  he  asked,  as  if  his  personal  ethics  had 
been  questioned.  "They  got  good  value ;  they  got  what 
they  chose;  they  had  the  whole  assortment  to  choose 
from.    They  could  have  bought  a  good  bag  for  $5  or 


$6,  but  they  preferred  to  pay  more.  Why  should  I  limit 
them  to  cheaper  bags  if  they  prefer  to  pay  for  some- 
thing better."  The  argument  ended  with  the  proof  text 
maxim,  "Mr.  Field  says,  I  know,  that  'The  appreciation 
of  (juality  remains  long  after  the  price  is  forgotten.'  " 

I  have  since  had  occasion  to  observe  how  the  same 
princi|)le  works  in  other  lines  of  trade,  and  also  how 
the  same  effect  is  secured  by  other  methods.  Treating 
merchandise  with  respect  is  always  a  sure  method  of 
increasing  the  respect  on  the  part  of  the  public,  and 
the  coMS'e(|uent  willingness  of  the  public  to  pay  for  a 
(juality  that  otherwis(f  might  be  unappreciated  is  a 
pririci[)le  that  is  becoming  more  generally  recognized  in 
the  preparation  of  artistic  {)ackages.  Here  art  has  it.s 
legitimate  work  in  true  commercialism,  and  refutes  the 
half-truth  and  three-(|uarter  fallacy  that  connnercialism 
demands  something  less  than  true  art.  Confidence  in 
a  concern's  ability  to  produce  a  piece  of  work  satisfac- 
torily is  often  a  factor  in  getting  people  to  pay  more. 
A  contract  for  artistic  printing  from  estimates  based 
on  identical  specifications  was  given  to  the  higher 
rather  than  to  the  lowest  bidder  because  of  confidence 
that  the  thousand  dollar  difiFerence  in  price  would 
somehow  or  other  appear  in  the  finished  product.  For 
a  fitting  climax  to  this  study  of  the  art  of  getting  people 
to  pay  more  it  is  necessary  to  return  to  the  understand- 
ing of  human  nature  that  is  implied  in  the  merchandis- 
ing philosophy  of  Mar.shall  Field  &  Co. 

One  day  I  was  talking  to  the  department  chief  whose 
outlook  on  the  ways  of  human  thought  is  gained  from 
catering  to  the  demands  of  the  men's  furnishing  sec- 
tions. He 'was  showing  me,  with  some  pardonable 
pride,  a  plain  hemstitched  linen  handkerchief  for  men, 
at  $5  each.  Think  of  it— $5  for  a  single  linen  hand- 
kerchief to  carry  in  your  hip  pocket.  "How  can  any 
man  be  willing  to  pay  $5  for  a  linen  handkerchief?"  I 
asked.  "He  cannot  even  have  the  satisfaction  of  tell- 
ing anyone  how  much  he  paid  for  it,  lest  his  sanity  be 
questioned.  How  can  he  get  his  money's  worth  out 
of  it?" 

"Well,  I'll  tell  you,"  he  said.  "There  are  lots  of 
men  in  this  town  who  swing  big  deal.s — hundreds  of 
thousands  of  dollars  at  a  clip.  And  they  have  to  do  it 
largely  on  the  strength  of  their  own  assurance.  When 
such  a  man  goes  up  against  another  man,  with  a  deal 
like  that  at  stake,  the  very  conscioix.sness  that  he  car- 
ries, and  has  enough  self-respect  to  carry,  the  best  that 
can  be  produced,  even  in  a  handkerchief,  adds  just  that 
much  to  the  mental  force  which  enables  him  to  swing 
the  deal." 


MAKE  TERMS  OF  SALE  CLEAR. 

One  of  the  most  provoking — because  unnecessary — 
causes  of  friction  between  business  men  is  the  disre- 
gard of  credit  terms.  People  who  have  the  greatest 
respect  and  good-will  toward  each  other  sometimes  get 
into  bitter  controversies  over  fulfilment  of  terms  of  sale, 
which  a  clear  understanding  of  each  other's  rights  in 
the  first  place  would  have  prevented.  Get  clear  on  the 
terms  of  a  sale  in  the  beginning,  then  stick  to  those 
terms  in  spite  of  everything — this  is  business  integrity. 
— Furniture  Record. 


Are  you  following  our  special  course  in  show  card 
writing?  Everyone  admits  the  great  value  of  good 
show  cards  in  creating  sales,  and  for  that  reason  every 
furniture  dealer  and  clerk  should  study  the  practical 
and  useful  course  in  card  writing  now  running  in  the 
Canadian  P^urniture  World. 
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DISPLAY  OF  ALUMINUM  KITCHEN  WARE  MADE  BY  A  U.S.  DEALER.      THE  WINDOW  COST  PRACTICALLY  NOTI[ING  THE  GOODS  BEING  TAKEN 
FROM  STOCK.    RED  VELVET  WAS  USED  AS  A  BACKGROUND  FOR  UTENSILS.     A  ROAST  AND  A  CAKE  WERE  SHOWN  IN  THE  OVEN. 


Making  the  Window  Sell  Aluminum  Goods 


To  get  all  the  extra  profits  corning  the  furniture 
dealer  should  take  advantage  of  the  many  window  trims 
which  manufacturers  supply  with  their  aluminum  ware 
specialties.  There  are  many  things  of  proven  worth 
exploited  in  this  way.  By  so  doing  yoil  get  the  full 
advantage  of  the  manufacturers'  advertising  cam- 
paigns. The  public  has  already  been  interested,  through 
these  mediums,  and  are  looking  for  an  opportunity 
to  examine  and  get  acquainted  with  the  article  boosted. 

This  is  the  age  of  labor  saving  devices,  and  in  no 
field  can  fuller  appreciation  be  found  than  in  that  per- 
taining to  the  house.  Be  one  of  the  first  to  show  up 
innovations.  You  will  not  lack  the  opportunity  to 
make  a  sale,  if  you  place  a  sign  in  your  window  setting 
forth  the  advantageous  claims  of  the  specialties  dis- 
played. Don't  tell  a  long  story,  but  state  facts,  which 
you  have  taken  the  trouble  to  prove  for  yourself  first. 

In  displaying  such  goods  as  aluminum  ware,  devote 
the  larger  part  of  your  window  space  to  items  for 
which  there  is  the  most  frequent  call.  See  that  it  is 
most  completely  illustrative  of  wide  ranges  of  sizes 
in  such  goods  as  sauce  po'ts,  dish  pans,  eotfee  and  tea 
pots,  fry  pans,  etc. ;  then  fill  in  with  other  goods  to 
complete  the  line. 

Always  build  on  the  most  salable  goods  no  matter 
what  you  show.  It  is  not  worth  while  wasting  space 
on  those  of  infrequent  use.  You  want  to  get  the  public 
inside,  and  you've  got  a  chance  to  push  the  sale  of 
anything  jon  have  a  mind  to,  after  they  enter  your 
doors. 

Indoor  Selling  Displays. 

The  problem  that  presents  itself  with  regard  to  an 
inside  selling  display  is  entirely  different  from  that 


presented  hy  the  window.  The  main  idea  in  a  window 
display  is  to  induce  the  public  to-  enter  the  store  for 
some  one  article  or  so;  in  the  interior  display  you 
seek  to  interest  with  the  largest  amount  of  goods  in 
the  shortest  space  of  time.  How  can  you  best  accom- 
plish it? 

All  articles  of  a  very  bulky  character  usually  dis- 
played on  the  floor  should  be  represented  by  samples 
only,  so  as  to  keep  the  floor  space  as  free  as  possible 
to  allow  moving  around.  Let  your  stock  be  as  acces- 
sible as  possible.  All  shelves  within  eas.y  reach  be- 
come display  fixtures,  and  a  customer  is  likely  to  be 
reminded  of  many  things  which  might  otherwise  be 
forgotten. 

Keep  your  stock  sorted  according  to  the  purpose 
for  which  the  articles  are  to  be  used.  This  enables  you 
to  push  the  sale  of  the  better  goods,  and  keeps  dilatory 
clerks  from  overlooking  the  more  expensive  lines. 

In  your  middle  aisles  have  some  tables  covered  with 
trays  containing  the  small  handy  articles,  and  delegate 
some  others  to  special  lines. 

It  is  a  good  plan  to  divide  up  your  interior  display 
amongst  your  sales  force,  and  encourage  them  to  take 
interest  in  making  a  good  showing  of  the  stock  which 
they  are  detailed  to  look  after.  This  is  also  effective 
in  keeping  goods  from  being  overlooked. 

The  Place  for  Demonstrations. 

The  proper  place  for  demonstration  is  on  your  main 
counters,  so  that  it  is  easy  for  your  clerks  to  draw 
attention  to  them  after  the  customer  has  made  all  in- 
tended purchases.  Many  people  appreciate  the  atten- 
tion of  having  new  ideas  brought  to  their  notice. 
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CAREFULLY  DRESS  THE  SUMMER  WINDOW 

It.  isn't  ;)iiy  less  reasonable  to  try  to  sell  a  comi)letc 
set  of  porch  furniture  than  to  impress  the  customer 
with  the  bea.uty  and  value  of  a  full  suite  of  bedroom 
pieces.  Don't  trim  your  windows,  then,  with  a  hap- 
hazard lot  of  porch  and  lawn  furniture,  but  make  up 
matched  sets,  consisting  of  rockers,  chairs,  settees, 
table  and  swing,  and  group  them  naturally  in  the 
window  as  they  might  be  on  the  porch.  Don't  for- 
get the  little  accessories — the   pillows,    grass  rugs, 


Lattice  summer  porch  in  window  to  show  reed  nnd  willow  furniture. 
Clematis  vines  arc  trailed  on  a  lattice  work  painted  green.  Japnii- 
ese  air  plant  was  u'-cd  in  a  liangiiifr  brass  pot  and  fern  dish  and  the 
flower  stand  behind  tabli'  in  the  picture  was  filled  with  air  plants, 
with  glass  porch  chimes  hangiiiK  at  the  front  of  the  roof. 

shades,  and  a  few  ferns  and  flowers,  books  and  maga- 
zines lying  carelessly  about.  Possibly  the  bulk  of 
summer  furniture  sales  is  in  single  pieces,  bvit  there  is 
the  occasional  exception  who  would  take  the  whole  set 
upon  seeing  a  good  suggestion  in  the  window. 


HUMAN  INTEREST  IN  DISPLAY 

We  don't  work  the  use  of  news  interest  in  our  win- 
dows as  much  as  we  might,  comments  the  Chicago 
Furniture  Journal.  Every  community  has  at  least  a 
few  old  and  highly  respected  people  whom  everybody 
loves.  These  people  generally  have  relics,  pictures  or 
pieces  of  furniture  connected  with  some  period  of  the 
history  of  the  place  that  holds  considerable  interest 
for  both  old  and  new  residents.  Tt  is  often  possible 
to  secure  the  loan  of  such  relics  for  a  week  or  so  from 
their  owners  for  sbow  window  purposes.  And  wlien 
they  can  be  gotten — it  doesn't  matter  what  else  you 
have  in  the  window,  the  sidewalk  in  front  will  be 
crowded  as  long  as  people  are  on  the  street. 

Naturally,  besides  the  interest  in  the  relics,  you  must 
cash  in  by  putting  in  some  current  interesting. item  from 
stock.  You  might  contrast  an  old,  old  bed  with  an 
up-to-date  bed  or  two.  or  several  of  different  styles. 
Old  chairs  are  always  interesting. 


SHOW  WINDOW  HINTS 

It  is  surprising  how  much  a  few  flowers,  even  though 
the^'  be  artificial,  brighten  up  a  window,  and  catch  the 
eye  of  the  passer-by. 

Why  will  a  man  put  a  fine  davenport  in  the  back  of 
a.  shallow  window  and  then  place  a  great  big  library 


table,  surrounded  with  chairs,  right  in  front  of  it? 

Furniture  dealers  in  small  cities  should  show  their 
lines  of  costnmers  oftener.  A  costumer  in  a  bedroom 
is  a  very  useful  piece  of  furniture.  Why  not  include 
one  in  your  next  bedroom  furniture  trim? 

A  window  of  lawn  furniture  looks  infinitely  better 
if  an  imitation  lawn  covers  the  window  floor.  The 
cost  of  a  few  stpiare  yards  of  material  is  small  and 
worth  twice  the  jjrice  paid.  A  vase  of  artificial  flowers 
on  the  lawn  table  adds  a  touch  of  color  that  is  highly 
desirable. 

Tt  is  best  in  displaying  summer  furniture  to  show 
a  few  pieces  of  uniform  style,  wnth  apf)ropriate  ac- 
cessories, rather  than  to  mix  styles.  For  instance,  if 
old  hickory  is  to  be  shown,  show  that  exclusively — if 
only  for  a  few  days;  then  change  to  reed  or  some 
other  style.  The  wish  to  show  as  much  of  the  line  as 
possible  all  at  once  in  the  window  often  leads  to  a 
weaker  display  than  the  trimmer  is  capable  of. 

Remember  that  summer  furniture  is  used  inside  of 
llie  house,  as  well  as  on  the  porch  and  lawn,  and  have 
a.  window  decorated  to  show  a  living  room  furnished 
with  appropriate  summer  chairs  and  tables.  Grass 
I'ligs  might  well  be  used  for  a  window  of  this  sort, 
and  if  a  rug  department  is  not  included  in  the  store's 
lines,  borrow  what  is  needed  from  a  friendly  dry  goods 
or  carpet  man.  He  will  appreciate  the  publicity  if  a 
card  shows  who  loaned  the  rug. 

Lawn  furniture  is  shown  to  advantage  in  a  window 
planned  as  a  cro(|uet  ground.  Settees,  chairs  and 
couch  haniniocks  surrounding  a  ero(|uet  ground  is  a 
tndy  appj'opriate  setting  and  they  hold  suggestions 
for  cro(|uet  fans  that  will  bring  returns. 


HAVE  A  PURPOSE  IN  YOUR  TRIM 

In  many  windows,  the  trimmer  seems  to  have  no 
definite  object  in  view — he  just  "decorates."  Is  it 
any  wonder,  then,  if  the  passersby  fail  to  get  any 
definite  id(>as?  A  window  should  be  trimmed  with  the 
primary  object  of  "informing"  the.  public.  It  must 
be  attractive  to  catcb  the  eye,  of  course,  but,  this  ac- 
complished, the  feature  of  attractiveness  should  im- 
mediately give  way  to  real  interest  in  the  things  dis- 
played. A  prospective  purchaser  is  looking  for  some- 
thing— a  certain  type  at  a  certain  price.  If  your  win- 
dow display  does  not  give  him  some  reason  for  believ- 
ing you  can  supply  what  he  wants,  you  gain  compara- 
tively little,  if  anything,  by  attracting  his  attention. 

There  is  no  doubt,  too,  that  the  public — ^maybe  not 
the  wealthy  purchaser,  but  the  public — want  to  know 
the  price.  Most  [)eople  would  rather  not  commit  them- 
selves even  to  the  extent  of  asking  for  this  information, 
especially  if  they  are  just  looking  around  preparatory 
to  buying  at  a  later  date — and  right  here  is  one  of  the 
chief  values  of  the  display  window — it  decides  people 
where  to  come  when  they  want  to  buy  carpets,  furni- 
ture and  furnishings  three  months  from  now,  just  as 
much  as  if  they  want  them  to-morrow  or  to-day. 

Get  the  people  into  the  way  of  watching  for  your 
window  changes.  We  all  know  of  an  occasional  Avin- 
dow  here  and  there  that  we  will  go  a  couple  of  blocks 
out  of  our  beaten  path  to  take  a  look  at  periodicallv, 
just  because  we  have  learned  by  experience  that  they 
shoAV  us  something  new.  Make  your  window  one  of 
these.  It  is  an  easier  matter  than  you  may  think,  for 
the  competition  in  properly  dressed  windows  is  not 
yet  exceedingly  keen. 
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Collins'  Course  in  Show  Card  Writing 


WE  have  frequently  intimated  that  time-saving 
in  making  show  cards  and  price  tickets  is  an 
important  consideration.  Whether  you  are  in 
business  for  yourself  or  do  the  work  in  conjunction 
with  your  otiher  duties  for  your  employer,  it  is  not  wise 
to  spend  too  much  time  on  the  work,  for  in  these  days 
of  hustle,  the  old  set  saying  that  "Time  is  money" 
has  a  more  significant  application  than  ever  before. 
So  anything  that  will  lessen  your  labor  will  be  a  time- 
saver  and  a  decided  advantage. 

For  price  tickets,  and  often  where  much  reading 
matter  is  used  on  a  show  card,  various  styles  of  broad 
pointed  or  stub  pens  are  used.  There  is  a  compara- 
tively new  invention  out  that  is  proving  to  be  a  great 
boon  to  card  writers.  This  is  the  Payzant  pen.  It  is 
made  to  write  in  various  sizes  from  that  of  an  ordinary 
stub  pen  to  a  stroke  almost  a  quarter  of  an  inch  wide. 
The  illustration  gives  a  good  idea  of  its  construction. 
One  cannot  shade  with  it,  but  this  is  a  decided  advan- 
tage, for  no  matter  what  pressure  you  put  on  it  when 
writing  the  stroke  is  always  the  same  width.  Profes- 
sional card  writers  find  it  almost  indispensable  for  their 
work,  for  it  is  rapid,  uniform  and  as  easily  to  manipu- 
late as  an  ordinary  pen. 

Advantages  of  Payzant  Pen 

It  also  has  a  great  advantage  for  the  novice  or  semi- 
profession'al  card  writer.  The  merchant  or  clerk  who 
has  only  a  few  price  tickets  or  show  cards  to  write 
will  find  it  veiy  convenient  and  excellent  in  results. 
The  beginner  or  one  who  does  not  do  much  work  of 
this  kind  always  expei'iences  some  difficxilty  in  making 

ABCDEFG-MI 

JKLMNOPQ 

RSTUVWXY2 

Upper  case  alphabet  made  with  Payzant  pen. 


21st  of  a  aeries  of 
articles  specially  prepared 
for  this  Journal. 


lines  and  strokes  that  are  uiiiform  or  of  equal  size. 
Another  difficulty  is  to  make  straight  lines  Avitli  a 
brush  without  considerable  practice.    This  is  because 


An  attractive  and  effec- 
tive window  show  card 
made  with  pastcd-on  il- 
lustration, and  pen  work 
done  with  a  Payzant. 


when  one  is  writing  with  an  ordinary  pen  or  pencil 
he  puts  a  certain  pressure  upon  it  which  naturally 
steadies  his  hand.    The  fact  that  he  is  used  to  writing 
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abode  fohiikl 


mnopqraluv 

Sample^  siKxm 


Lower  case  alphabet  made  with  Payzant  pen. 


or  marking  with  a  pencil  causes  him  to  depend,  un- 
consciously, upon  t'his  pressure  to  steady  his  hand.  A 
card  writer's  brush  will  not  allow  for  any  pressure 
sufficient  to  steady  his  h'and,  so  it  must  be  done  in- 
dependently of  the  brush.  That  is  where  the  difficulty 
arises  with  the  beginner.    The  Payzant  pen  overcomes 


iUTpMATIC  BASE  BALC 


lEMOmL  SALE 

BIG  REDUCTIONS  ON  ALL  GOODS 

»UW0iiii5  GiiiM/(s  B*««5  Chios  Imm  ?5 io 50i       Doni  Ovuloor  Inii 
YOt/g  OWN  rCRMS  ON  ORftfONOLAS  AND  EDISON  PtIONOaRAPtIS 


-ANCY  DQDDS 


be  filled  with  ink  and  dropped  with  it.  It  is  excellent 
for  ruling  or  borders,  for  one  does  not  have  to  keep 
recharging  with  ink.  It  is  made  of  brass  or  German 
silver  and  is  practically  indestructible.  With  care  it 
should  actually  last  a  lifetime.  As  with  your  brushes, 
ordinary  pens,  ruling  pens,  air  bmshes  and  other  tools 
it  should  be  thoroughly  cleaned  immediately  after  us- 
ing. Simply  shake  it  well  in  water,  then  turn  back 
the  reservoir  and  wipe  dry  or  turn  the  compressed  air 
on  it  from  your  air  brush  tank  which  will  dry  it 
(juickly.  It  is  well  to  clean  the  slit  between  the  blades 
wnth  a  piece  of  paper,  cardboard  or  palette  knife. 
Should  the  pen  through  carelessness  or  neglect  be- 
come ink  hardened  it  may  be  cleaned  with  gasoline  or 
sipirits  and  then  wiped  di-y. 

The  alphabets  shown  this  month  were  all  made  with 


Some  sample  outside  cotton  signs  which  carry  well. 

this  objection  for  the  beginner,  for  it  is  used  the  same 
as  an  ordinary  pen.  It  has  a  convenient  reservoir  into 
which  the  ink,  sufficient  to  write  a  great  many  words, 
is  dropped  with  an  ordinary  fountain  pen  filler  or,  better 
still,  a  sm'all  typewriter  or  bicycle  oil  can  which  may 


Payzant  pen— actual  size. 

one  of  these  pens,  which  will  give  .some  idea  of  the 
wide  range  of  work  that  can  be  done  ^^^th  them.  Plain 
and  fancy  letters  and  various  curves  and  scrolls  are 
within  its  possibilities. 

Sample  Card 

The  sample  card  was  also  done  with  two  different 
sizes  of  this  pen.  The  border  was  also  done  with  it, 
and  four  different  kinds  of  corners  are  shown,  merely 
as  samples.  Of  course  one  would  not  put  such  a  variety 
of  corners  on  one  card  in  oi'dinary  work.  The  picture 
of  the  chair  is  cut  froin  an  advertisement  and  pasted 
on  to  the  card.  This  is  a  very  effective  way  of  making 
cards  that  are  attractive  as  usually  large  illustrations 

(^Continued  on  page  32) 
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Hints  for  the  Dealer  on  Advertising 

The  Why  and  How  of  Publicity 

MODERN  advertising  is  a  science  and  requires  a 
good  deal  of  thought  and  brains  to  make  it  a 
paying  proposition.  The  three  most  important 
points  to  be  considered  are,  when,  how  and  what  to 
advertise.  A  merchant  who  strives  to  make  his  busi- 
ness a  successful  and  profitable  one  keeps  pushing  all 
the  time  and  needs  to. 

The  moment  he  lets  things  drift  with  the  tide,  he  goes 
on  the  downward  path  and  the  result  is  a  failure  in  the 
end. 

The  same  terms  may  be  applied  to  advertising.  Push, 
interest  and  observation  are  required  to  make  a  success- 
ful advertiser. 

Observation  is  another  essential  point  in  successful 
advertising.  Observe  what  the  other  man  does  and  im- 
prove on  his  methods  as  well  as  upon  your  own.  By 
close  observation  of  the  advertising  which  appears  in 
the  papers  every  day  a  man  can  gain  more  practical 
knowledge  of  the  advertising  proposition  than  in  any 
other  way.  The  first  point  to  be  considered  is  when  to 
advertise.  A  good  many  merchants  have  the  spasmodic 
advertising  habit,  and  instead  of  keeping  at  it  continu- 
ously they  take  now  and  then  a  large  space,  insert  a 
big  advertisement  and  then  let  matters  slide  along  un- 
til they  again  get  the  notion  to  take  another  plunge. 
This  sort  of  advertising  is  not  a  paying  proposition,  and 
the  sooner  it  is  dropped  the  better  for  the  firm. 

A  merchant  must  keep  his  name  and  goods  before  the 
people  all  the  time,  and  to  do  this  means  a  continual 
advertising  campaign — a  campaign  that  will  mean  to 
go  at  it  and  keep  at  it  as  long  as  business  is  expected  to 
keep  up  and  increase. 

There  are  a  good  many  advertisers,  and  a  large  per- 
r-^ntage  of  them  are  retail  merchants  who  do  not  use 
nfifice  in  the  newspapers  regularly  but  will  bite  at  some 
scheme  such  as  special  editions,  church  papers,  show 
bills,  etc.  These  advertisements  are  practically  worth- 
less. They  are  seldom  read  by  the  public,  and  even  if 
they  were,  they  are  immediately  forgotten,  and  the 
money  spent  is  wasted. 

A  merchant  once  said  to  the  solicitor  for  a  newspaper 
that  he  could  not  afford  to  advertise  now  as  business 
was  dull  and  sales  were  not  up  to  the  standard;  a  bad 
mistake  on  the  part  of  the  merchant.  The  most  import- 
ant time  to  advertise  is  when  business  is  dull. 

Advertising  is  the  means  to  bring  business,  and  the 
time  to  go  after  it  with  energy  is  the  time  when  it  is 
dull. 

A  merchant  who  does  a  clean  and  square  business 
and  is  not  afraid  to  back  up  his  goods  with  his  name 
and  reputation  is  the  man  who  can  afford  to  advertise. 
The  only  people  who  cannot  afford  to  invest  their 
money  to  bring  to  the  public's  notice  the  good  points  of 
their  goods  are  those  who  have  not  confidence  enough 
in  their  goods  to  back  them  up  with  printed  claims  con- 
cerning them.  The  time  to  advertise  is  right  now  and 
every  day,  and  do  not  put  it  off  until  to-morrow.  How 
to  advertise  depends  a  great  deal  upon  the  class  of  peo- 
ple the  advertising  reaches  in  the  community. 

Certain  kinds  of  advertising  will  appeal  to  some  com- 
munities, while  in  another  it  will  be  a  failure,  accord- 
ing to  the  sentiment  of  the  people. 

The  merchant  and  the  clerk  who  understand  adver- 
tising force  will  welcome  the  help  which  advertising 
gives  them.  The  real  salesman  reads  the  manufac- 
turer's advertising  and  so  learns  the  quality  and  the 


selling  points  of  the  advertised  goods  which  he  sells, 
and  uses  these  facts  for  himself  and  his  store.  More 
and  more  is  the  consumer  being  informed  about  the 
quality  of  merchandise.  Advertising  is  creating  many 
new  needs — is  pointing  the  way  toward  high  quality 
rather  than  low  price,  toward  beauty  rather  than 
ugliness,  toward  modern  labor-saving  methods  as 
against  old-time  work  and  worry.  Advertisinig  is  lead- 
ing the  retailer  into  paths  where  lie  real  and  constant 
uniform  profits. 


TEST  YOUR  NEXT  ADVERTISEMENT 

In  advertising  a  thing  what  point  do  you  have  in 
mind  as  you  prepare  your  printed  matter?  Arthur 
Brisbane,  a  famous  editor,  says  if  you  really  want  to 
sell  the  thing  you  advertise  your  ad.  should  cover  these 
points: 

First :  Make  the  people  see  the  ad. 
Second:  Make  ttiem  read  it. 
Third :  Make  them  understand  it. 
Fourth :  Make  them  believe  it. 

If  you  can  do  this  you  are  a  good  ad.  writer  and  your 
work  will  pull.  Suppose  you  apply  this  test  to  your 
next  ad. 


ADVERTISING  ADVICE 

All  advertising  helps,  but  not  all  advertising  is 
equally  profitable.  If  the  merchant  feels  that  his  ad- 
vertising is  not  pulling  as  he  thinks  it  should,  it  w^ould 
be  a  good  idea  for  him  to  get  some  unbiased  outside 
advice.  Most  newspapermen  know  more  or  less  about 
advertising  and  any  of  them  will  be  glad  to  give  advice 
if  it  is  asked  for.  It  is  an  easy  matter  to  get  into  an 
advertising  rut,  or  gradually  to  drift  from  the  right 
course  until  one  is  far  astray  without  realizing  it.  The 
outsider  usually  can  see  this  quicker  than  the  man  who 
writes  the  advertisements,  and  for  this  reason  his  ad- 
vice is  generally  worth  listening  to. 


SPECIALTY  ADVERTISING  AND  THE  RETAILER 

Advertisements  in  trade  papers,  and  not  exclusively 
the  persuasion  of  commercial  travelers,  now  help  the 
retailer  in  making  his  selection.  If  he  is  not  a  good 
judge  of  a  particular  product,  he  can  buy  it  from  some 
manufacturer  who  has  created  a  trade  reputation  by 
advertising  it  in  trade  papers.  Because  of  his  stake 
in  advertising,  such  a  manufacturer  must  maintain 
quality.  Goods  advertised  to  the  public  by  name  or 
trade  mark  do  not  call  for  any  judgment  on  the  part 
of  the  retailer.  Advertising  is  a  guarantee  of  quality 
in  itself. 


MAKE  MADE  IN  CANADA  APPEAL  PERMANENT 

{Continued  from  page  19^ 

popularity  does  not  obviate  the  necessity  for  aggressive 
selling  methods  on  the  part  of  individual  manufac- 
turers. Instead,  it  creates  a  remarkable  opportunity 
which  every  enterprising  Canadian  manufacturer  of  a 
worthy  product  should  be  quick  to  take  advantage  of. 
Canadians  are  at  present  predisposed  toward  Canadian- 
made  goods — but  no  less  concerned  than  ever  to  know 
whose  and  why.  Perhaps  never  again  will  we  be  so 
favorably  disposed  to  respond  to  businesslike  argu- 
ments in  favor  of  the  desirable  products  of  specific 
manufacturers,  who  value  our  patronage  sufficiently  to 
seek  it  on  the  solid  basis  of  merit  made  known. 
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Beds  and  Bedding 


MATTRESSES  AND  THEIR  CONSTRUCTION 

By  Frank  A/.  Hmchman 

A  mattress  may  be  a  s?oft  thing  to  lie  on,  an  easy 
tiling  to  lie  about,  but  on  this  occasion  it  is  a  very  hard 
thing  for  me  to  talk  about.  No  doubt  you  are  aware 
of  the  fact  that  Nature  provided  the  material  for  the 
first  mattress  built. 

Our  first  parents  had  a  mattress  that  was  surely  made 
of  all  new  material  and  they  did  not  have  laws  com- 
pelling them  to  make  it  so.  They  dd  not  have  any 
crooked  mattress  manufacturers  to  contend  with.  They 
gathered  twigs  from  the  cypr.ess  trees,  which  formed 
a  foundation  for  this  mattress,  and  the  top  was  covered 
with  leaves,  leaves  of  Nature's  own  creation.  Pure, 
clean  leaves  from  the  palm  tree.  No  rags  ground  into 
shoddy ;  no  old  burlap  ground  up  and  called  .jute. 
They  had  better  sanitary  conditions  in  those  days  than 
prevail  to-day. 

Biat  now  Indiana,  in  common  with  other  States,  has 
passed  a  law  compelling  all  bedding  manufacturers  in 
that  state  to  label  all  mattresses  and  comforts  and  to 
state  truthfully  the  contents  and  weights  of  the  same, 
and  prohibiting  the  use  of  old  or  second-hand  materials 
whatsoever,  and  the  same  law  holds  good  for  the  manu- 
facturer who  ships  bedding  into  that  state.  Indiana 
has  made  a  law  governing  the  quality  of  goods  sold  to 
its  people. 

You  can  rest  assured  that  there  will  be  no  more  Doe- 
tor  So-and-So's  new  discovery  mattresses  that  are  filled 
with  picked  cotton  linters  and  called  cotton  felt  mat- 
tresses. The  trade  shoiild  not  tolerate  newspaper  ad- 
vertising in  which  certain  dealers  offer  an  all  cotton 
mattress  for  about  $3.98  and  use  for  illustration  the  cut 
of  a  felt  mattress. 

These  same  lawmakers  who  passed  the  sanitary  bed- 
ding law  also  attached  a  fine  of  $500  to  the  manufac- 
turer who  mis-labeled  sanitary  mattresses  or  six 
months  on  the  stone  pile,  and  the  retail  dealer  gets  the 
same  dose  if  he  sells,  otTers  for  sale  or  has  in  his  pos- 
session any  mattress  that  is  not  properly  labeled. 

The  difference  between  a  real  cotton  felt  mattress 
and  that  of  the  so-called  cotton  felt  mattress  is,  one  is 
an  all  felted  cotton  mattress,  built  in  layers — not  stuff- 
ed— and  the  other  is  simply  cotton  linters  run  through 
an  ordinary  cotton  picker.  The  felted  mattress  will  not 
pack  nor  get  lumpy,  but  the  cheaper  one  will  be  ready 
to  be  renovated  in  a  very  short  time.  The  all-felt  mat- 
tress has  all  of  the  dirt  and  dust  combed  out  of  the  cot- 
ton, the  other  has  all  of  the  short  fibre  and  dust  picked 
with  the  cotton  and  blown  into  the  tick. 

In  the  construction  of  the  highest  quality  felt  mat- 
tresses only  the  choice,  long  staple  cotton  is  used.  For 
the  medium  grades  of  felt  a  percentage  of  long,  staple 
cotton  and  choice  cotton  linter  is  used.  For  the  cheaper 
grades  of  felt  mattresses,  the  shorter  fibre  linter  is 
used. 

When  T  look  back  twenty-three  years,  the  time  I  first 
entered  the  mattress  game,  and  remember  the  mat- 
tresses that  were  made  and  the  small  amount  of  cotton 
used,  and  also  remember  the  thousands  of  straw  ticks 
and  shuck  beds  that  were  in  use,  I  now  wonder  how 
people  got  solid  comfort  out  of  such  beds.  Even  the 
springs  used  then  were  nothing  to  compare  with  the 
springs  of  to-day.    TTie  modern  bed  of  to-day  hm  a 


hand-tied  skeleton  box  spring  with  either  a  felt  or  hair 
top  mattress,  making  a  sanitary  bed,  as  the  top  mattress 
may  be  aired  as  often  as  the  good  housekeeper  sees  fit. 

Of  course,  the  masises  of  people  were  not  making  as 
iiuich  money  then  as  now  and  the  cotton  crop  was  not 
so  large  as  to-day.  The  mattress  manufacturer  did  not 
know  anything  about  cotton  felting  machinery.  His 
equipment  in  those  days  was  a  little  hand-power  cotton 
picker  and  a  foot-power  sewing  machine.  Everything 
else  picked  by  hand. 

To-day,  the  up-to-date  mattress  factory  is  equipped 
with  all  modern  machinery  and  run  by  electricity.  But 
nowadays  there  are  less  cheap  mattresses  manufactured 
each  year.  Since  the  introduction  of  cotton  felting 
machinery,  mattresses  can  be  made  at  a  reasonable 
cost. 

T'he  cotton  cro[)  is  many  millions  of  bales  a  year 
larger,  and  with  up-to-date  machinery,  the  result  is 
that  people  are  getting  better  mattresses  for  their 
money. 

Of  course,  there  was  the  good  old  feather  bed  that 
grandma  used  to  use,  but  nowadays  the  farmer  has 
learned  that  it  does  not  pay  to  raise  geese,  consequently 
geese  feathers  are  very  scarce  and  the  farmer  himself 
comes  to  town,  buys  a  good  mattress,  spring,  pillows 
and  bed,  and  has  the  money  to  pay  for  same.  He  is 
done  with  the  old  straw  tick  and  the  featfher  bed  is  too 
hot.  He,  like  the  city  folk,  wants  the  latest  and  best 
bedding  in  his  home  and  this  trade  you  can  secure  by 
handling  good  bedding  and  letting  your  trade  know 
that  you  have  bedding  that  is  properly  constructed. 

It  isn't  necessary,  however,  to  pay  a  high  price  to 
get  a  mattress  that  is  made  of  all  new  material  so  as  to 
be  within  the  new  law  on  m'attresses.  An  excelsior, 
cotton  top  can  be  made  of  all  new  material.  The  ex- 
celsior is  made  from  young  linn  or  basswood  trees,  cut 
in  strips  by  special  madhinery,  but  such  a  mattress  does 
not  give  very  much  comfort  nor  does  it  last  long,  be- 
cause excelsior  is  easily  broken.  The  manufacturer  has 
a  hard  time  making  both  ends  meet,  the  retail  dealer's 
profit  is  very  small,  and  that,  the  consumer  gets  very 
little  for  his  money. 

Then  there  is  the  sea  mo.sis  combination  mattress 
wliich  can  be  made  of  all  new  material,  the  cotton  felt 
sheets  on  top,  sides  and  bottom  and  the  sea  moss  in 
centre.  This  sea  moss,  the  best  of  which  grows  in  the 
ocean  along  the  Canadian  shores,  is  gathered  at  low 
tide  and  spread  on  the  shore  to  dry,  is  then  baled  and 
ready  for  the  market. 

Then  the  African  palm  fibre  combination  mattress  is 
also  a  sanitary  mattress,  the  pure  sheets  of  cotton  felt 
on  top  and  bottom,  with  the  African  fibre  centre,  makes 
a  good,  soft  mattress  which  will  last  many  years  as 
the  African  fibre  is  very  tough  and  wiry.  African 
palm  fibre  is  palm  leaves  shredded  fine,  then  twisted 
into  long  ropes  and  baled  very  solid  and  brought  here 
from  Africa  as  ballast  for  ships. 

Then  there  are  the  cheaper  grades  of  combination 
mattresses  which  are  made  ^Mith  excelsior  or  husk 
centres,  and  layers  of  felt  on  top  and  bottom,  the  quan- 
tity and  grade  of  felt  differing  according  to  the  price 
of  the  mattress. 

To  the  mattress  manufacturer  of  to-day,  cotton  and 
curled  hair  are  the  two  most  important  |)roducts.  P"r- 
haps  no  other  plant  means  so  much  to  so  many  people 
as  the  cotton  plant.  It  has  not  only  helped  clothe  the 
world,  but  it  has  been  one  of  the  chief  factors  in  shap- 
ing the  social  and  industrial  life  of  the  southern  states. 

The  cotton  planter  in  the  south,  with  forty  acres  in 
cotton,  will  raise  approximately  twenty  bales  of  cotton 
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of  'about  500  pounds  each,  value  per  bale  about  $50. 
The  planting  and  cultivating  of  this  tract  requires 
about  seventy  days'  labor,  but  to  pick  the  ripened  cot- 
ton requires  from  ninety  to  one  hundred  days,  as  there 
is  continually  new  ripe  cotton  maturing. 

As  to  the  price  of  cotton,  it  is  a  very  uncertain  thing. 
Fortunes  have  been  made  and  lost  in  a  very  short  time 
in  dealing  in  cotton.  In  1836,  the  highest  price  per 
pound  was  20  cents,  and  the  lowest  12  cents  for  that 
year.  In  1861,  the  highest  price  was  38  cents  per 
pound  and  the  lowest  price  in  that  year  llVz  cents.  In 
1862,  cotton  went  as  high  as  69  cents.  In  1863,  93 
cents,  and  in  3864,  up  to  $1.90  per  pound  and  in  the 
s'ame  year  dropped  to  72  cents.  The  total  value  of  the 
cotton  crop  in  the  United  States  for  1911  was,  in  round 
figures,  $800,000,000. 

When  economy  is  necessary,  it  ought  to  be  exercised 
in  the  material  of  the  bedstead  and  not  in  the  mattress. 
One  may  buy  a  brass  bed,  that  we  read  about  in  our 
daily  papers,  costing  $8.75,  and  a  box  spring  costing 
$12  to  $20,  and  a  hair  mattress  costing  from  $40  to 
$50,  and  he  buys  comf  ort,  but  if  he  buys  a  $75  brass 
bed  and  a  $2  woven  wire  spring  without  supports,  and 
a  $3  cotton  top  mattress,  he  not  only  gets  trimmed, 
but  he  gets  an  uncomfortable  and  unsatisfactory  outfit. 

A  good  hair  mattress  is  the  proper  thing  to  buy  if 
one  can  afford  it.  Most  of  the  good  hair  used  in  mat- 
tresses comes  from  Central  and  South  America,  where 
roam  immense  'herds  of  semi-wild  horses.  These  are 
corralled  periodically,  their  manes  and  tails  clipped, 
then  given  their  liberty.  Those  cuttings  constitute  the 
raw  curled  hair.  A  very  short  time  suffices  for  the 
horses  to  grow  another  crop,  so  the  market  is  always 
supplied  with  hair  taken  from  live  animals.  This  raw 
material  is  purchased  by  the  curled  hair  manufac- 
turers who,  after  sorting  and  grading  the  mane  from 
the  tail,  and  the  hard  from  the  soft,  transform  it  into 
the  curled  hair  of  the  commercial  world. 

The  process  of  cleaning  and  curling  then  takes  place. 
The  hair  is  thoroughly  -dusted,  washed,  deodorized  and 
sterilized,  which  frees  it  from  all  animal  matter,  ren- 
dering it  perfectly  clean  and  sanitary.  It  is  then  spun 
into  long  ropes  to  give  it  the  spiral  and  elastic  curl 
which  makes  it  so' valuable  for  bedding  purposes.  Next 
it  is  baked,  then  picked,  batted  and  again  baked  and 
sterilized  before  being  shipped,  the  result  being  a  per- 
fectly clean  and  'healthful  hair.  The  natural  color  is 
generally  gray.  To  get  the  black  h'air,  it  goes  through 
a  dyeing  process,  and  to  get  the  white  grade,  the  hair 
goes  through  the  bleachery. 

The  cheaper  hair  is  made  from  the  clippings  of  cattle 
tails  and  this  is  sometimes  mixed  with  hog  hair,  and 
thus  reduces  the  cost  of  hair  per  pound  for  cheaper 
mattresses.  Indiana  at  one  time  was  a  great  producer 
of  long  hog  hair,  but  in  recent  years  the  people  are  such 
a  hungry  bunch  that  they  do  not  allow  the  hog  to  live 
long  enough  to  grow  a  crop  of  hair. 

A  live,  broad-minded  retail  man  said  the  other  day 
— I  think  he  meant  it,  too — that  the  long  hair  comes 
from  the  manes  and  tails  of  grown-up  horses  in  South 
America  and  the  next  grade  comes  from  the  bodies  of 
these  same  South  American  grown-up  horses,  and  the 
short  hair  comes  from  a  special  breed  of  ponies  that 
they  raise  down  there,  just  for  the  short  hair  they  pro- 
duce. One  would  not  think  that  fellow  resided  in  the 
state  of  Indiana,  but  he  does. 

Let  us  sum  up  the  benefits  derived  from  this  new 
bedding  law.  First,  all  manufacturers  of  bedding  are 
now  on  the  same  basis ;  that  is,  all  must  now  use  only 
raw  material.   The  man  who  formerly  used  old  second- 


hand cotton  and  comfort  stock  had  quite  an  advantage 
over  the  manufacturer  who  used  only  new  materials. 
We  are  all  eompelled  to  label  all  mattresses  and  state 
the  exact  percentage  of  each  material  used  in  building 
same. 

The  dealer  is  'as  liable  'as  the  manufacturer  for  the 
goods  he  handles,  and  it  behooves  him  to  buy  his  bed- 
ding from  reliable  manufacturers.  The  dealer  can 
now  buy  to  better  advantage,  as  he  knows  exactly  what 
he  is  purchasing  and  the  consumer^  reaps  the  benefit, 
because  he  now  gets  bedding  free  from  old  or  second- 
hand material,  thus  insuring  him  against  the  risk  of 
catching  some  dreaded  disease. 

California,  I  understand,  just  recently  passed  a  sani- 
tary mattress  law.    New  Jersey  has  one.    New  York 
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Alaska  Feather  and  Down  Co.,  Montreal,  elected  President  Canadian 
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has  a  bill  pending.  Maryland  has  a  law  which  also 
prohibits'  the  iise  of  shoddy  or  old  jute.  Ohio  has  had 
a  bedding  law  for  two  years,  but  they  can  use  second- 
hand material  if  so  labeled,  but  Indiana  has,  so  far, 
surpassed  them  all  by  prohibiting  the  use  of  old  or 
second-hand  material,  shoddy  or  jute  and  prohibiting 
the  dealer  from  selling,  offering  for  sale,  giving  away 
or  having  in  his  possession  any  mattress  falsely  labeled. 


U.  S.  BED  MANUFACTURERS  MEET 

The  metal  and  spring  bed  manufacturei's  of  the 
United  States  recently  met  in  convention  at  Cliicago,  at 
which  a  committee  of  five  Avas  'appointed  to  take  up  the 
matter  of  bed  springs,  with  a  view  of  outlining  basic 
costs  and  establishing  a  bulletin  on  same.  In  regard 
to  standard  bed  widths,  the  commissioner  was  direeted 
to  call  members'  attention  to  the  standard  of  53^4 
inches  established  by  the  Bed  Bureau. 
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Some  Delusions  of  the  Stove  Business 

BY  CHARLES  S.  PRIZER 


So  vast  and  so  important  is  this  subject  that  T  feel  my 
inadequacy  in  its  presence ;  and  I  shall  not  attempt  to 
cover  it  thoroughly,  hut  shall  confine  myself  to  indicat- 
ing some  prevalent  delusions,  which,  in  my  opinion, 
are  largely  responsible  for  the  failure  of  many  stove 
manufacturers  to  make  a  decent  profit  for  themselves. 

Every  business  man  desires  to  succeed,  and  we  may 
assume  that  he  applies  the  plans  and  pursues  the  poli- 
cies which  seem  to  him  best  calculated  to  promote 
success. 

It  is  because  so  many  stove  manufacturers  harbor 
notions  and  ideas  which  are  delusions,  that  they  fail 
to  reap  the  profits  to  w'hich  their  labor  and  energy  and 
their  investments  justly  entitle  them. 

Permit  me  to  specify  a  couple  of  great  commercial 
delusions  which  afflict  the  stove  business,  each  of  which 
is  proved  by  obvious  facts,  by  experience,  and  by  the 
history  of  the  industry  to  be  a  pernicious  and  profit- 
destroying  hallucination. 

The  first  delusion  is  that  more  stoves  can  be  sold  at 
low  prices  than  at  standard  prices.  No  notion  is  more 
firmly  fixed  in  the  mind  of  a  certain  type  of  stove  manu- 
facturer than  that  the  effort  to  maintain  a  fair,  just, 
living  price  in  the  face  of  strenuous  competition  is  limit- 
ing his  volume  of  sales,  and  that  trade  can  be  stimulated 
by  reducing  prices  which  are  already  too  low  from  a 
profit-producing  standpoint.  "Better  sell  more  stoves 
and  make  less  profit  on  each  one,"  recently  remarked 
a  short-sighted  manufacturer.  He  reduced  the  price 
but  found  it  just  as  difficult  to  sell  stoves  as  before. 

It  is  notorious  that  the  price  cutter  never  perma- 
nently enjoys  a  large  trade.  Make  a  roll  of  the  stove 
manufacturers  of  America.  At  the  top  of  that  roll 
place  the  name  of  the  manufacturer  doing  the  large.=>t 
volume  of  business ;  next  write  the  name  of  that  manu- 
facturer who  comes  second  in  volume,  and  thus  pro- 
ceed in  order  of  volume  until  the  roll  includes  every 
manufacturer  from  the  greatest  to  the  smallest. 

It  will  be  apparent  at  once  that  the  overwhelming 
volume  of  business  is  done  by  those  manufacturers  who 
sell  their  goods  at  standard  prices.  Almost  without 
exception  the  price  cutters  will  be  found  well  down 
toward  the  bottom  of  the  list.  The  total  volume  of 
business  of  all  the  price  cutters  put  together  is  small 
compared  to  the  total  volume  of  the  manufacturers 
who  maintain  standard  prices,  but  the  evil  effect  of 
the  practices  of  the  price  cutters  is  out  of  all  propor- 
tion to  the  actual  business  they  secure. 

The  most  casual  examination  of  the  volume  of  sales 
of  the  different  stove  concerns  in  connection  with  their 
various  price  levels  will  show  beyond  question  that  the 
manufacturer  who  cuts  his  prices  below  the  living  profit 
line,  with  the  purpose  of  increasing  his  volume,  is  the 
victim  of  a  vicious  delusion.  He  will  join  the  rajiks  of 
the  houses  of  small  sales,  whose  principal  function  seems 
to  be  to  irritate  and  annoy  the  manufacturers  who  con- 
duct business  on  a  sound  and  sane  basis. 

It  does  not  require  a  keen  observer  to  note  that  the 
stove  manufacturer  who  is  a  chronic  price  cutter  soon 
places  himself  in  a  position  where  he  cannot  keep  his 
line  of  styles  and  patterns  up  to  the  mark.  His  goods 
are  unacceptable  to  consumers,  and  merchants  cannot 
continue  to  buy  them  in  quantities  in  spite  of  the  low 
prices  at  which  they  are  offered.   His  whole  business 


"front"  deteriorates  and  the  evidences  of  his  unpros- 
perous  condition  accumulate.  This  is  the  explanation 
of  the  fact  that  in  every  district  stove  manufacturers 
whose  sales  are  the  smallest,  as  a  rule  sell  goods  at  the 
lowest  prices.  If  a  low  price  was  the  sure  lure  for  the 
stove  merchant,  then  the  stove  manufacturers  making 
the  lowest  prices  would  everywhere  sell  the  most  goods. 

Last  year  I  had  occasion  to  visit  a  district  noted  for 
the  low  prices  of  the  stove  manufacturers  located 
therein.  The  season  was  nearly  over  and  it  had  been 
an  extremely  dull  one  for  these  manufacturers  of  low 
priced  goods.  They  had  not  averaged  half  time  during 
the  year.  I  next  visited  a  city  noted  for  its  production 
of  high  grade,  standard  priced  stoves  and  found  the 
manufacturers  all  busy,  running  full  time  at  top  speed 
and  full  capacity. 

Another  delusion  is  that  the  large  volume  of  demand 
is  for  low  priced  stoves — a  notion  that  seems  to  be  cur- 
rent among  many  stove  manufacturers  and  that  fre- 
quently finds  expression  at  our  meetings.  Stove  manu- 
facturers could,  I  believe,  largely  increase  the  sale  of 
the  higher  grades  of  goods  by  persistently  and  intelli- 
gently pushing  and  promoting  their  sale,  but  even 
under  present  conditions  the  sale  of  the  better  classes 
of  goods  is  enormously  greater  in  dollars  than  the  sale 
of  the  cheaper  classes  of  goods.  The  manufacturer  who 
desires  to  be  in  the  large  field  should  make  good  goods 
which  sell  at  good  prices. 

Notwithstanding  the  encroachment  of  furnaces  and 
other  improved  forms  of  heating  apparatus  upon  the 
trade  in  high  grade  heating  stoves,  we  find  that  the 
sales  of  base-burners  are  still  much  larger  in  volume 
than  the  sales  of  any  other  type  of  heating  stove.  The 
higher  grades  of  base-burners  -are  increasing  in  sale 
relatively  and  actually,  while  the  sales  of  the  cheaper 
grades  are  diminishing. 

Hot  blasts  and  air  tig'hts  it  was  freely  predicted  a 
few  years  ago  would  practically  capture  the  heating 
stove  trade  because  of  their  superior  efficiency  and 
low  cost.  Yet  hot  blasts  and  air  tights,  according  to 
last  year's  report,  constitute  only  about  12  per  cent, 
of  the  total  volume  of  heating  stove  business.  The 
base-burner  sells  because  it  is  a  handsome  piece  of 
furniture,  and  not  because  it  is  a  good  heater. 


STOVE  DISPLAY  IMPORTANT. 

In  the  matter  of  displaying  stoves,  some  dealers  seem 
to  be  very  much  amiss.  This  is  a  very  important  part 
of  the  business  and  should  be  given  attention  corre- 
sponding to  its  worth.  There  are  a  few  concerns  that 
put  more  stress  on  displaying  stoves  and  ranges  than 
on  any  other  line  of  goods  in  their  store.  In  exchange 
they  have  been  favored  with  a  very  lucrative  business. 
One  store  devotes  almost  a  half  section  of  its  main  floor 
well  toward  the  front  to  stoves.  This  display  can  be 
seen  from  the  street,  and  it  is  the  first  to  catch  the  eye 
of  the  passerby.  Of  course,  to  maintain  siich  a  display 
it  would  be  necessary  for  some  dealers  to  show  their  en- 
tire stock  of  such  stuff,  but  even  this  might  not  be  a 
bad  plan. 

There  is  always  a  little  more  business  to  be  obtained 
by  those  who  want  it  hard  enough  to  put  forth  a  little 
more  effort  to  get  it. 
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Handling  Talking  Machines  in  the  Furniture  Store 


By  W.  L.  EDMONDS 


THE  furniture  dealer  who  is  continuously  studying 
ways  and  means  of  extending  his  business  is  natur- 
ally on  the  alert  for  lines  of  goods  that  will  help 
him  to  secure  the  desired  end.    In  pursuance  of  this 
practice,  a  good  many  dealers  are  adding  talking  ma- 
chines to  their  stock.    It  is  natural  they  should. 

In  the  first  place,  the  furniture  store  is  the  natural 
emporium  in  which  talking  machines  should  be  sold. 
There  can  he  no  doubt  on  this  point.  The  proof  of  the 
pudding  is  in  the  eating.  And  the  success  which  a 
number  of  dealers  in  different  jiarts  of  the  country 
have  made  of  the  talking  machine  branch  of  their  busi- 
ness iias  set  at  rest  forever  any  doubt  that  may  possibly 
have  arisen  in  the  minds  of  some  as  to  the  compati- 
bility of  the  talking  machine  in  the  furniture  store. 

Importance  of  Good  Selling  Methods 

Possibly  some  dealers  may  not  have  met  with  success 
in  their  ventures  into  the  talking  machine  field.  But 
that  is  to  'be  expected.  The  methods  employed  in  suc- 
cessfully selling  a  bedstead  are  not  likely  to  prove 
successful  when  applied  to  the  selling  of  talking  ma- 
chines. If  any  dealer  has  not  made  the  venture  a 
success  it  would  probably  be  found  on  investigation 
that  the  seat  of  the  troul)le  was  in  the  selling  methods. 

In  order  to  meet  with  success,  the  dealer  should 
take  into  stock  a  sufficient  number  of  machines  and 
records  which  will  be  commensurate  \Adth  the  possible 
requirements  of  the  territory  in  which  his  store  is 
located. 

Two  or  three  machines  and  some  fifty  records  will 
not  cut  much  of  a  figure  in  any  store.  A  stock  of  this 
kind  is  lacking  all  round  in  both  variety  and  quantity. 
Certain  dealers  with  even  this  small  stock  may  in  time 
work  up  a  nice  business,  but  they  will  naturally  be 
handicapped  in  competing  Avith  those  who  are  better 
equipped. 

But,  fortunately,  it  is  not  so  much  the  size  of  the 
stock  as  the  methods  of  salesmanship  employed  that  ■ 
determines  success  in  the  handling  of  talking  machines. 

A  Department  for  Machines  and  Records 

Having  secured  the  best  assortment  of  machines  and 
records  that  financial  position  and  possibilities  of  the 
locality  will  permit,  a  department  should  be  created 
in  the  store  where  the  machines  can  be  shown  and 
demonstrations  given  to  the  best  advantage.  Such  a 
department  should  be  as  free  as  possible  from  exterior 
disturbing  noises.  Cosy  and  comfortable  seats  with 
pleasant  surroundings,  in  which  customers  can  com- 
pose themselves,  will  help  the  salesman  to  eomiplete 
sales. 

Advertising 

It  seems  almost  needless  to  draw  attention  to  the 
importance  of  advertising.  And  yet  as  long  as  dealers 
do  not  give  attention  to  this  adjunct  to  salesmanship 
it  is  not  needless  to  refer  to  the  subject.  True,  manu- 
facturers are  spending  a  good  deal  of  money  in  adver- 
tising talking  machines.  But  while  this  contributes 
much  to  the  imparting  of  publicity,  yet  it  is  incom- 
plete as  long  as  the  dealer  refrains  from  doing  his  part. 
He  should  use  his  local  newspapers  and  distribute 
folders  and  circulars  if  his  name  is  to  be  associated 


with  the  instrument  he  carries  in  stock  to  the  extent 
it  should  be. 

Window  Displays 

Advertising  campaigns  should  be  backed  by  Avindow 
displays.  Occasionally  the  whole  of  the  window  might 
be  devoted  to  displays  of  talking  machines.  At  an- 
other time  it  might  be  devoted  to  a  display  of  ver- 
andah furniture  with  a  talking  machine  well  in  evi- 
dence. At  another  a  talking  machine  might  be  made 
the  centre  of  attraction  in  a  display  of  living  room 
furniture. 

Summer  Cottage  Trade 

Dealers  in  towns  near  which  summer  cottages  are 
located  should  be  able  to  obtain  quite  a  little  business 
in  both  machines  and  records.  The  best  results  from 
this  trade  will  be  found  by  deputing  a  salesman  to 
make  it  a  special  study,  making  personal  calls  upon  the 
cottagers  and  giving  demonstrations  on  such  occasions. 
A  demonstration  at  one  cottage  will  often  bring  resi- 
dents from  others. 

Importance  of  Efficient  Salesmanship 

Success  in  handling  talking  machines  depends  more 
upon  the  ability  of  the  salesman  than  any  other  factor. 
Ft  not  only  follows  that  he  should  master  the  details 
of  the  machine  he  sells,  but  he  should  be  so  able  to 
read  human  nature  that  he  can  grasp  the  fads  and 
fancies  of  probable  customers,  both  in  regard  to  the 
music  they  prefer  and  the  style  of  talking  machine 
they  are  most  likely  to  buy. 

In  approaching  a  customer  a  great  deal  depends, 
as  every  salesman  knows,  on  first  impressions  made. 
To  offer  a  customer  a  machine  which  might  tend  to 
offend  rather  than  to  please  would  make  subsequent 
efforts  more  difficult.  •  The  same  principle  would  ap- 
ply in  regard  to  records.  Classical  music,  for  instance, 
would  be  as  meaningless  to  some  people  as  the  bag- 
pipes are  to  those  who  possess  not  the  appreciative 
spirit  of  the  Scotchman.  "Ragtime,"  on  the  other 
hand,  would  be  just  as  offensive  to  others.  It  does  not 
follow,  therefore,  that  he  who  is  a  good  salesman  as 
far  as  ordinary  furniture  is  concerned,  would  make  a 
success  in  selling  talking  machines  and  records. 

Opportunities  for  Making  Other  Sales 

A  salesman  who  looks  after  the  sale  of  talking  ma- 
chines need  not  necessarily  confine  himself  to  their 
sale,  particularly  if  the  size  of  the  field  would  not 
warrant  it.  If  he  is  a  keen  and  observing  man  he  will 
pick  up  a  good  many  orders  for  ordinary  furniture 
when  making  his  rounds.  Supposing,  for  example,  he 
comes  across  a  cottage  or  house  of  any  kind  vrhose 
verandah  is  inadequately  furnished,  what  is  there  to 
hinder  him  from  drawing  attention  to  the  variety  and 
price  of  suitable  furniture  that  his  employer  has  in 
stock  and  drawing  from  his  pocket  a  booklet  or  adver- 
tisement which  illustrates  the  same?  As  a  matter  of 
fact  there  is  nothing  to  hinder  him. 

Talking  Machines  a  Profitable  Line 

There  is  every  reason  why  furniture  dealers  should, 
give  attention  to  the  sale  of  talking  machines  and 
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records.  They  are  undoubtedly  much  more  akin  to 
the  furniture  trade  than  lines  which  many  dealers 
handle.  And  what  is  still  more  important  is  that  they 
return  a  good  profit. 

Many  dealers  who  are  giving  attention  to  this  branch 
of  trade  are  obtaining  excellent  results.  And  if  some 
are  doing  so  there  is  no  reason  why  others  should  not 
meet  with  like  success.  Where  there's  the  will  there's 
the  way  in  this  as  well  as  in  other  undertakings. 

A  Lost  Opportunity. 

The  shortsightedness  of  furniture  dealers  in  a  certain 
city  in  Canada  might  he  here  cited.  For  one  reason  or 
another  a  certain  large  wholesale  distributor  of  talk- 
ing machines  could  not  persuade  the  furniture  dealers 
in  that  particular  city  to  put  in  a  stock  of  talking 
machines  and  records.  As  it  was  most  important  that 
the  machines  should  be  introduced  in  that  city  the 
wholesaler  finally  found  it  necessary  to  open  a  store 
there.  It  paid  almost  from  the  start,  and  to-day,  after 
less  than  a  year's  operation,  is  paying  a  handsome 
profit  on  the  money  invested.  If  the  dealers  had  taken 
the  machine  up,  this  profit  would  to-day  be  enjoyed  by 
them. 

Keep  Up  Interest  in  Machines  Sold 

A  dealer's  interest  in  a  talking  machine  which  he 
has  sold  should  not  cease  when  a  sale  has  been  effected. 
A  salesman,  for  instance,  should  occasiionally  call  to 
see  if  the  machine  is  working  well,  and  if  its  mechanism 
is  so  understood  that  the  best  results  are  being  obtained. 
Even  if  personal  calls  cannot  be  made,  a  letter  should 
occasionally  be  sent  enquiring  if  everything  is  satis- 
factory. And  this  letter  can  be  made  to  more  than  pay 
for  itself  if  a  list  of  new  records  is  enclosed.  A  talk- 
ing machine,  it  must  be  remembered,  is  a  perpetual 
customer  for  records,  and  the  dealer  who  realizes  this 
•  fact  and  shows  attention  to  those  who  have  made  pur- 
chases will  find  in  the  long  run  that  it  induces  cus- 
tomers to  enter  his  store  for  other  things  besides  talk- 
ing machines  and  records. 

It  pays  in  more  ways  than  one  to  handle  talking 
machines. 


Knobs  of  News 


The  death  took  place  recently  of  Pierre  De  Liette 
Francis,  founder  and  president  of  the  Trade  Periodical 
Co.,  Chicago,  publishers  of,  among  other  papers,  the 
FHirniture  Journal. 

M.  Claxton  &  Co.,  wholesale  dealers  in  uphoMerers' 
supplies,  Toronto,  have  been  succeeded  by  Art  Fabrics, 
Limited. 

Krug  Bros,  are  busy  at  present  with  excavation 
work  at  Tavistock,  Out.,  for  a  new  block  which  they 
purpose  putting  up  on  Woodstock  Street  south.  The 
building,  when  completed,  will  be  24  x  40  feet,  two- 
storey,  built  of  red  brick.  It  is  to  be  used  as  a  furni- 
ture store  and  undertaking  establishment. 

The  Knechtel  Furniture  Co.,  of  Walkerton,  Ont.,  has 
received  an  order  for  25,000  boxes  to  hold  howitzer 
shells.  Each  box  is  made  to  hold  two  shells  of  the  45 
size.  There  are  now  125  woodworking  factories  in  the 
Dominion  making  shell  boxes. 

(rood  progress  is  being  made  on  the  erection  of  a 
furniture  factory  for  J.  E.  Baechler,  Goderieh  Lumber  & 
Milling  Co.,  at  Goderieh,  Ont.    The  roof  has  now  been 


put  on,  and  the  men  are  busy  at  the  floors.  They  will 
soon  be  ready  to  install  the  machinery  and  prepare  the 
plant  for  operation.  The  owner  is  in  the  market  for 
woodworking  machinery,  shafting,  and  three-storey 
hoist. 

R.  MeFaul,  dealer  in  carpets  and  house  furnishings, 
at  Kingston,  Out.,  is  dead. 

Chas.  M.  Camp  has  registered  at  Montreal  the  Cana- 
dian Co-Operative  House  Furnishing  Co. 

B.  Feller's  house  furnishings  store,  at  Hull.  Que.,  was 
damaged  by  fire  recently. 


FURNITURE  MAKING  IN  THE  WEST 

The  Big  Four  Furiiiture  Co.,  of  Calgary,  has  launched 
into  the  manufacture,  as  well  as  sale,  of  furniture,  and 
made  a  display  of  more  than  usual  interest  at  the 
recent  Calgary  fair. 

A  very  attractive  display  of  the  made-in-Calgary 
furniture  was  shown,  and  the  really  beautiful  sp^^ci- 
mcns,  in  popular  finishes  and  designs,  were  the  subject 
of  many  admiring  remarks  from  thousands  of  ppople 
who  saw  it  at  the  fair.  The  furniture  is  made  in  Cal- 
gary, by  Calgary  men,  and  in  a  Calgary  factory. 

The  lesson  taught  by  the  made-in-Calgary  exhibition, 
says  The  Calgary  News-Telegram,  has  been  that  the 
action  of  the  Big  Four  Furniture  'Co.  will  meet  with  the 
approval  and  support  of  Calgarians,  and  the  firm  de- 
serves the  greatest  credit  and  encouragement  for  hav- 
ing launched  the  new  enterprise.  Of  course,  the  Indus 
try  in  Calgary  is  in  its  infancy,  but  it  is  sure  to  grow, 
and  become  a  great  asset  to  local  mamifacturing  circles. 


CONVENTION  OF  MANITOBA  R.  M.  A. 

The  Retail  Merchants'  Association  of  Manitoba  held 
a  convention  in  Winnipeg  on  July  6,  when  various  ques- 
tions of  interest  to  merchants  in  that  province  were  dis- 
cussed. Rome  of  the  problems  dealt  with  included  co- 
operative movements,  mail  order  developments,  sale  of 
bankrupt  stocks,  fire  insurance  rates  and  adjustments, 
small  debtors'  court,  how  to  deal  with  delinquent 
debtors,  wholesalers  selling  retail.  Bulk  Sales  Act,  and 
establishment  of  a  bankruptcy  court. 

In  the  evening  there  was  a  banquet  at  the  Royal 
Alexandra  Hotel,  at  which  prominent  business  men 
spoke. 


COLLINS'  COURSE  IN  CARD  WRITING 

(  Continued  from  page  26. ) 

are  to  be  obtained  of  lines  you  will  carry,  which  may 
be  cut  out  and  pasted  in  an  attractive  way  on  to 
cards. 

Cotton  Sigfns. 

The  instructions  given  last  month  for  cotton  signs 
we  supplement  now  with  some  examples  in  actual  use. 
The  top  one  in  the  illustrations  shows  a  strong,  plain 
and  attractive  sign.  Tt  is  done  in  dark  green  with  the 
letters  "cut  in."  that  is,  left  white  arid  the  background 
painted  around  them. 

The  removal  sale  sign  is  a  good  example  of  sign  work. 
The  large  letters  may  be  in  red,  with  a  yellow  outline. 
The  small  letters  should  be  in  black.  This  sign  is  not 
only  well  executed,  but  like  the  top  one  is  well  put 
up,  which  adds  much  to  the  appearance.  The  lower 
one  is  well  enough  painted  and  is  attractive,  but  it  is 
so  carelessly  put  up  that  it  loses  its  effectiveness.  The 
large  letters  are  red  and  smaller  ones  in  black. 
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Appearance  a  Big  Factor  in 
Salesmanship 

By  Patrick  Dougall 

IF  you  were  to  ask  one  hundred  people  what  a  sales- 
man is,  ninety  of  that  hundred  woiild  probably  tell 
you  that  a  salesman  is  a  man  who  sells  something. 
They  are  right  as  far  as  they  go,  but  they  don't  go  far 
enough.  A  salesman  is  a  man  who  sells  goods  at  a 
profit.  The  ninety  people  left  out  the  most  important 
part  of  a  salesman's  duty — to  sell  goods  at  a  profit. 
You  will  notice  there  is  no  limit  to  the  quantity  of 
goods  sold,  so  the  salesman  sells  as  much  as  he  can  at  a 
profit. 

Now,  how  are  we  to  get  the  best  results  as  salesmen? 
In  the  first  place,  appearance  plays  a  very  prominent 
part.  Why?  Because  no  customer  will  listen  to  a 
salesman  who  has  not  a  clean  appearance.  A  slovenly 
salesman  will  repel  a  customer  rather  than  attract  one. 
But  to  go  a  little  deeper  into  appearance,  what  is  it 
really  composed  of?  How  does  it  help  the  salesman  to 
be  successful  with  his  customer? 

Why  Appearance  is  Important 

A  salesman  with  good  fitting  clothes,  clean  linen,  well 
brushed  hair,  clean  teeth,  and  unaffected  breath  is  at 
leisure  to  talk  practically  as  long  as  he  desires  to  his 
customers.  It  is  a  pleasure  for  the  customer  to  listen 
to  him,  while  on  the  other  hand,  a  clerk  or  salesman 
with  dirty  hands  or  face,  foul  breath,  and  dirty  linen 
never  experiences  the  pleasure  of  being  able  to  make 
an  extra  sale,  for  the  customer  will  never  buy  more 
than  what  she  actually  requires  when  waited  upon  by 
the  slovenly  salesman. 

A  clean  and  neat  appearance  seems  to  make  a  sales- 
man better  able  to  talk  because  he  has  not  the  inclina- 
tion to  hurry  the  customer  away,  while  when  one  is  not 
clean  it  is  natural  to  keep  out  of  sight  as  much  as  pos- 
sible. He  is,  by  the  help  of  his  cleanliness,  able  to  talk 
fiuently  and  usually  able  to  talk  right  to  the  point 
Take  the  best  salesman  in  Toronto,  put  a  dirty  collar 
and  tie  on  him,  and  he  will  be  under  a  great  disadvan- 
tage. He  simply  cannot  work  as  before,  because  the 
dirty  collar  and  tie  is  uppermost  in  his  mind,  and  he 
cannot  forget  the  fact,  which  gives  him  very  little  time 
to  think  of  his  work.  That  is  easily  remedied,  you  say. 
Yes  it  is,  but  how  often  is  it  that  when  you  go  into  a 
store  you  will  find  the  clerks  untidy?  Appearance, 
after  all,  is  a  great  thing,  and  it  would  be  a  good  thing 
for  us  to  pay  attention  and  take  heed  if  we  wish  to  be 
classed  as  salesmen  and  be  able  to  dispose  of  goods 
at  a  profit. 


HOW  CLERK  CAN  HELP  WHEN  TRADE  IS  QUIET 

When  times  are  a  trifie  dull,  the  dealer  has  to  look 
after  the  expense  account,  and  in  this  the  clerk  can 
help  him  to  a  considerable  extent.  Here  are  some  hints. 

Lighting  bills  may  be  cut  down  by  a  little  thought. 
Lower  the  gas  light  or  shut  off  the  electric  light  when 
not  in  use.  This  precaution  applies  more  particularly 
to  the  basement  or  tJie  storeroom  or  the  cooler.  Get 
the  habit. 

Before  you  realize  it  you  will  be  as  economically  in- 
clined in  the  store  as  you  are  at  home,  where  expense 
touches  your  own  inside  pocket. 

"Even  balance  is  just  weight."  When  you  live  up 
to  that  you  are  doing  justice  to  two  people.  The  habit 
of  correct  weighing  is  one  of  the  very  important  habits 


to  form.  It  means  a  lot  to  your  employer.  It  means 
a  lot  to  you  if  you  desire  to  keep  your  self-respect. 

Increasing  volume  means  lowering  expense.  It's  an- 
other phase  of  it,  of  course.  A  new  customer  repre- 
senting a  family  of  half  a  dozen  is  a  big  help.  Tij  and 
get  that  new  customer. 


PITHY  POINTERS  FOR  THE  CLERK 

THE  clerk  who  always  has  a  pleasant  smile  for  a 
customer  is  worth  twice  the  salary  of  the  one  with 
a  chronic  grouch.  In  the  big  scheme  of  the  uni- 
verse there  may  be  some  place  for  the  grouch,  but  that 
place  certainly  is  not  behind  the  counter  of  a  store.  It 
pays  to  be  pleasant. 

^ 

The  right  way  of  doing  things  may  be  harder  to 
learn,  but  it  is  easier  to  do  after  it  is  learned,  and  it  is 
a  big  time-saver  in  the  end. 

New  people  are  coming  to  your  town.  Do  you  know 
that  the  winning  of  these  people  is  largely  in  the  hands 
of  your  boys?  Personal  attention  to  the  filling  of  their 
orders  and  courtesy  at  all  times  will  help  you  win. 

*  *  * 

There  are  not  enough  show  cards  used  in  the  ma- 
jority of  stores.  Why  don't  you  see  that  more  are 
used?  Even  if  the  work  is  not  the  best,  it  is  better 
than  none.  In  the  meantime,  follow  our  course  on 
show  card  writing  and  try  to  improve  your  efficiency 
in  this  direction. 

The  clerk  who  regards  himself  as  a  part  of  the  firm 
may  seem  to  his  fellows  to  take  himself  too  seriously, 
but  he  will  get  ahead  when  the  others  are  lagging  be- 
hind. 

*  *  * 

If  your  store  or  your  windows  do  not  seem  light 
enough,  it  may  not  be  more  light  that  is  needed,  but  a 
better  distribution  of  what  light  you  have. 

*  •  * 

If  you  want  more  wages  or  salary,  just  bear  in  mind 
that  the  burden  of  proof  is  on  you.  You  must  first 
show  your  employer  you  are  worth  it. 

*  *  « 

Never  slight  a  stranger's  trade  just  because  he  is  a 
stranger.  You  never  know  who  a  stranger  is  or  what 
he  may  be  able  to  do  for  you. 

No  matter  how  anxious  you  may  be  to  make  the  sale, 
don't  say  anything  that  may  result  in  dissatisfaction 
when  the  goods  are  used. 


MAKING  YOUR  EMPLOYER'S  INTERESTS  YOURS 

It's  all  right  to  keep  Saturday  night  and  pay  day  in 
mind,  but  look  even  farther  ahead — into  your  own  fu- 
ture. It  will  bring  you  back  to  the  present  and  the 
realization  of  the  need  of  putting  forth  your  best  ef- 
forts if  you  expect  to  achieve  success  and  independence 
some  day. 

A  means  towards  that  end  is  to  constantly  make  your 
employer's  interests  your  own,  striving  to  accomplish 
the  best  results  in  the  matter  of  sales  and  profits,  just 
as  if  the  business  were  your  own.  It  will  make  you  of 
greater  value  to  your  employer,  and  put  you  in  a  posi- 
tion to  earn  more  money.  In  addition,  you  will  have 
the  satisfaction  of  having  done  your  best — and  that  is 
something  of  much  value. 
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FURNITURE  MEN  SEEK  PROTECTION. 

The  Retail  Furniture  Dealers'  Association  of  Louis- 
iana, Inc.,  is  a  live  organization,  and  this  is  amply 
proven  by  the  fact  that  at  present  they  have  before 
the  State  Legislature  two  bills  looking  for  the  protec- 
tion of  the  dealer  against  the  abuses  of  the  landlord 
lien.  A.  A.  Still  man,  of  Lake  Charles,  La.,  secretary 
of  the  association,  in  a  letter  to  The  Furniture  World, 
encloses  copies  of  these  bills.  "The  landlord  lien  has 
priority  over  the  vendor  in  this  State,"  he  says.  "The 
new  bills  will  prohibit  the  sale  of  goods  ix)  a  third 
paj'ty  before  they  have  been  paid  for  in  full." 

The  wording  of  these  laws  is  as  follows : 

Enforcing  the  Lien. 

House  Bill  No.  278.— By  Mr.  Powell— An  Act  to 
establish,  regulate,  and  enforce  the  lien  and  privilege 
of  the  vendor  of  movables  when  opposed  by  the  lessor's 
lien  and  privilege  for  rents  on  buildings,  store  rooms, 
dwellings  and  rooms  therein. 

Section  1 — Be  it  enacted  by  the  General  Assembly  of 
the  State  of  Louisiana,  that  when  the  seller  or  vendor 
of  movables  still  in  the  possession  of  the  vendee,  seeks 
to  enforce  his  lien  and  privilege  for  the  unpaid  portion 
of  the  purchase  price,  finds  himself  opposed  by  the 
lessor  claiming  his  lien  and  privilege,  for  rents,  for 
more  than  one  (1)  month,  arising  for  the  lease  of  a 
building,  storeroom,  dwelling  or  room  therein,  said 
lessor's  lien  and  privilege  shall  yield  to  the  vendor's 
lien  and  privilege,  for  all  rent  claimed  over  one  (1) 
month,  in  addition  to  fifteen  (15)  days  of  the  month 
then  running. 

Section  2 — Be  it  further  enacted,  etc.,  that  all  laws 
or  parts  of  laws  in  conflict  herewith  be,  and  the  same 
are,  hereby  repealed. 

Punish  Defrauders. 

House  Bill  No.  280.— By  Mr.  Powell.— An  Act  to  de- 
fine and  punish  the  crime  of  purchasing  with  intent  to 
cheat  and  defraud  the  seller  or  vendor  of  any  furniture, 
office  fixtures,  stoves,  musical  instruments,  typewriters, 
sewing  machines,  on  credit  under  written  contract  not 
to  sell  or  otherwise  dispose  of,  secrete,  or  remove  said 
purchased  article,  until  paid  for,  or  written  consent 
obtained  from  vendor  for  the  sale  or  removal  thereof. 

Section  1 — -Be  it  enacted  by  the  General  Assembly 
of  the  State  of  Louisiana,  that  hereafter  whosoever, 
with  the  intent  to  cheat  and  defraud  the  seller  or  ven- 
dor, shall  purchase  on  credit  any  article  of  furniture, 
office  fixtures,  stoves,  musical  instruments,  typewriters, 
or  sewing  machines  under  a  written  contract,  to  make 
partial  payments  thereon  until  paid  for,  and  agreeing 
therein  not  to  sell  or  otherwise  dispose  of  said  article 
or  articles,  or  to  secrete  or  remove  said  article  or 
articles  from  the  parish  in  which  they  are  delivered 
under  .said  contract,  shall  sell,  hypothecate,  pledge,  or 
otherwise  dispose  of  any  article  or  articles  so  purchas- 
ed, without  fir.st  having  paid  for  said,  article  or  articles 
or  obtained  the  written  consent  of  the  sellor  or  vendor 
to  the  sale  or  removal  of  same,  shall  be  guilty  of  a  mis- 
demeanor and  on  conviction  thereof  shall  suffer  a  fine, 
in  the  discretion  of  the  court  and  imprisonment  not  less 
than  six  (6)  months  nor  more  than  twelve  (12)  months. 

Section  2 — Be  it  further  enacted,  etc.,  that  vendors 
and  purchasers  under  this  Act  shall  include  corpora- 
tions, associations,  co-partnerships,  and  individuals.  But 
nothing  contained  in  this  Act  shall  apply  to  sales  of 
executors,  administrators,  receivers,  trustees  in  bank- 
ruptcy, or  any  public  officers,  under  judicial  process. 


Section  -3 — Be  it  further  enacted,  etc.,  that  all  laws  or 
parts  of  laws  in  conflict  herewith,  be,  and  the  same 
are,  hereby  repealed. 


DEMORALIZATION  OF  INSTALLMENT  BUSINESS 

A  matter  which  the  New  York  Retail  Furniture  As- 
sociation has  taken  up  recentl.v,  according  to  the  presi- 
dent of  that  organization,  and  it  is  of  interest  to  the 
Canadian  furniture  trade  as  well,  is  that  of  terms  and 
deposits  given  the  installtnent  purchaser  of  to-day.  "I 
do  not  know,"  says  Mr.  Baumann,  "the  percentage  of 
deposits  throughout  .your  cities,  but  ours  have  become 
very  much  demoralized.  All  know  that  conditions  in 
New  York  have  not  been  good  for  some  time  past,  and 
with  the  Federal  Government  so  much  disturbed  on  ac- 
count of  the  dozens  of  things  that  are  being  brought  up 
to  disturb  business,  conditions  with  the  retail  install- 
ment dealers  have  been  very  itiuch  in.iured,  and  things 
now  have  come  to  such  a  pass  that  when  customers  call 
upon  us  they  do  not  say,  'At  what  price  do  you  sell  this 
or  that  piece  of  furniture?'  but  'how  much  furniture 
can  I  get  for  $10  down?'  Now  this  surely  is  an  un- 
healthy condition.  My  concern  ma.y  sa.v  $100,  but  my 
neighbor  may  sa.y  $200.  Nowada.vs.  the  applicant  for 
credit  (.you  surely  can't  call  her  a  customer)  may  get 
as  much  from  me  for  $100  as  my  neighbor  gives  for 
$200,  but  he  wins  out  because  she  can't  compare  values 
in  so  blind  an  article  as  furniture,  but  .she  can  compare 
deposits  and  terms.  Wh.y  shouldn't  the  dealers  them- 
selves get  together  and  agree  that  no  goods  will  be 
.sold  on  less  than  a  10  per  cent,  depo.sit.  It  was  forraer- 
l.y  that  way,  and  it  seems  a  shame  that  the  purchasing 
public  should  have  so  complete  a  control  over  the  situ- 
ation. 

"Then,  again,  on  weekl.y  payments,  we  dealers  are 
falling  lower  and  lower  all  the  time.  There  was  a  time, 
and  I  know  it  well,  when  it  was  a  hardship  to  get  $100 
worth  of  merchandise  for  less  than  $2  per  week  with  a 
$10  deposit.  This,  of  course,  took  one  year  to  liquidate 
a  bill,  providing  it  was  paid  regularly.  T  venture  to 
sa..y  that  perhaps  25  per  cent,  paid  in  forty-five  weeks 
and  the  balance  averaged  eighteen  months.  Now,  it's 
$1  per  week,  which  means  two  years,  and  it  generally 
runs  three  years. 

"No  doubt  there  are  many  dealers  living  on  profits 
made  in  the  'good  old  days.'  Some,  of  course,  will  say 
that  we  are  getting  bigger  profits  than  we  did  twent.v 
.years  ago  and,  therefore,  we  can  give  longer  time,  but 
that's  not  so.  The  expense  of  doing  business  to-day  is 
greater  by  far  than  it  was  then.  I  remember  when  a 
store  showed  couches  two  high  and  parlor  sets  two 
high,  with  no  pretense  at  fine  layouts  and  high  class 
surroundings  such  as  now,  no  fine  model  rooms,  tast.y 
wallpapers  and  the  best  Holophane  shades  over  Tung- 
sten.s,  to  give  the  proper  light  distribution.  The  furni- 
ture was  put  down  and  sold.  Salesmen  didn't  get  the 
salaries,  nor  did  any  employe,  that  they  command  to- 
day. Formerly,  a  bill  of  goods  that  sold  for  $100  cost 
the  merchant  $50.  He  got  $10  deposit  and' $2  per  week. 
In  twenty  weeks  he  had  his  cost.  Mind  .vou,  in  four 
months !  Goods  were  paid  for  in  two  months.  To-day 
he  sells  for  $100  goods  costing,  sa.y  $40,  he  gets  on  an 
average  $5  deposit  and  $1  per  week,  meaning  that  he 
gets  his  cost  in  thirty-five  weeks.  Nearly  twice  as  long 
to  get  his  cost!  Now  then,  add  overhead,  which  has 
increased  in  fifteen  years  surel.v  two  times.  How  can 
he  make  mone,y?  Shouldn't  there  be  a  movement  for  a 
reduction  of  what  the  installment  dealer  should 
carry?" 
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To  the  S'urniture  Dealer  : 

The  staggering  increase  of  COLUMBIA  business  during  the 
last  eight  months  is  going  somewhere  !    How  much  of  your  legitimate 
share  of  it  may  have  slipped  "beyond  you? 

The  COLUMBIA  demand- increase  has  matched,  month  by  month, 
the  quality-improvement  of  COLUMBIA  products.    It  has  attained  a 
momentum  that  makes  it  the  most  significant  factor  in  the  musical 
-instrument  trade  this  moment.    The  fact  is  so  very  obvious  that  the 
only  thing  necessary  is  to  ask  you  to  weigh  carefully  just  this 
one  point:  Can  it  be  wise  for  you  to  hamper  and  limit  the  growth  of 
your  business  when  by  a  scratch  of  your  pen  you  can  begin  to  share 
in  this  splendid  COLUMBIA  prosperity — already  unmistakably  present, 
and  gathering  momentum  with  every  round  of  the  clock? 

It  is  like  trying  to  climb  a  hill  with  your  brake  set — this 
one-line-only  business — for  no  one  line  can  possibly  be  complete, 
and  must  be,  every  week,  less  capable  of  meeting  the  purchasing 
potentiality  of  your  present  customers — not  to  mention  the  other 
customers  who  should  and  can  be  yours. 

Here  is  a  highly  profitable  branch  of  the  !Purniture 
business  that  the  highest  grade  furniture  dealer  has  the  best 
possible  right  to.    The  COLUMBIA  GRAFOHOLA,  in  combination  w'ith 
COLUMBIA  DOUBLE-DISC  RECORDS,  has  become  truly  "the  one  incompar- 
able instrument  of  music"— and  your  sales  floor  is  the  logical, 
appropriate,  and  inevitable  place  for  it. 

COLUMBIA  GRAPHOPHONE  COMPANY, 
TORONTO 
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AujiTnst,  1915 


With  the 

Salesmen  on  the 
"Firing  Line" 


Tlio  largo  party  after 
dinner. 


Godfrey  Smith  after 
the  hundred  yard 
dash. 


Percy  Brown  after  trying 
Smith's  patented  fish 
baiter. 


The  whole  party  celebrat- 
ing on  "buttermilk"  after 
the  release  from  custody. 


As  the  war  despatches  read:  "Somewhere"  in  the 
Kawartha  Lakes  district  five  furniture  men — excuse 
us — four  furniture  travelers  and 'a  furniture  buyer  for 
a  large  house  in  one  of  the  Ontario  cities,  spent  a 
"somewhat"  pleasant  holiday.  The  party  included 
Godfrey  Smith,  of  Mundell's,  Elora ;  Gray  Hay,  of  Owen 
Sound;  Percy  Brown  and  Bert  Menzie,  Toronto;  aud 
the  aforesaid  buyer,  who  acted  as  "guide." 

The  party  met  in  Toronto,  where  they  hired  an  auto 
— excuse  us  again — ^^hired  a  Ford,  and  hiked  over  the 
recently  completed  motor  road  to  Bobcaygeon,  their 
last  given  post  office  address,  and  then  struck  for  the 
interior,  where  for  two  weeks  they  were  lost  (but  not 
missed)  to  the  outside  world. 

One  of  the  first  actions  of  the  group  was  to  try  out 
Smith's  new  discovery  of  baiting  a  hook.  He  had  been 
blowing  about  it  all  the  way  up,  and  he  bet  a  stranger 
on  the  dock  a  ten-spot  that  he  could  bait  a  hook  with 
worms  that  would  pass  by  the  perch  and  catch  nothing 
but  the  "big  'uns."  His  challenge  being  accepted 
brought  a  deal  of  attention  to  him.  He  carefully  baited 
his  hook  and  cast  his  line,  and  his  first  draw  was  a 
"tiger";  in  fact,  during  his  whole  stay  "at  the  front" 
he  caught  nothing  but  perch. 

But  we  are  anticipating.  Not  satisfied  with  his  luck 
on  the  dock,  Smith  took  his  friend  Hay  and  the 
"guide"  out  into  the  deep  to  test  his  discovery  further, 
where  his  companions  caught  some  fine  bass  by  sticking 
to  the  old  principles.  Returning  to  the  dock,  the 
stranger  collected  his  "ten,"  and  then  displayed  a  tin 
badge,  given  him  by  one  of  the  two  left  behind,  saying, 
"I  am  an  officer  of  the  law,"  took  the  bass,  and  invited 
the  trio  to  the  hotel  office  where  he  asked  to  see  the 
fishing  party's  fishing  permit  and  the  guide's  license. 
These  not  being  produced  the  officer  said  he  was  sorry, 
but  he  was  forced  to  make  an  example,  and  asked  the 
trio  to  appear  ^he  next  day  before  the  magistrate  at 
Bobcaygeon.  All  kinds  o^  inducements,  even  big  sums 
of  money,  failed  to  soften  the  "officer's"  heart  until 
late  at  night  w^lien  everybody  in  the  hotel  had  been 
put  wise.  Then  the  clerk  let  the  cat  out  of  the  bag, 
and  the  trio  invited  the  crowd  to  have  a  "buttermilk" 
on  them. 

But  there  was  revenge  on  the  way  home.  Mrs.  Men- 
zie is  very  fond  of  fish,  and  Bert  had  bought  some  game 
fish  from  a  boy  (although  he  told  the  conductor  on 
the  train  he  caught  them)  as  a  peace  ofiPering  when  he 
reached  home.  While  enjoying  a  weed  in  the  smoker 
one  of  the  trio  who  had  been  imposed  upon  at  Kawartha 
substituted  the  fish  in  the  basket  for  some  stones,  the 
substitution  not  being  discovered  until  Mrs.  Menzie 
opened  the  basket  next  day.  We  hate  to  continue  the 
yarn^ — but  Bert  got  his  fish  some  days  later,  and  every- 
thing is  again  as  merry  as  a  marriage  bell. 


GOOD  ADVICE  FOR  THE  PERSON  WHO  SELLS 

These  rules,  hammered  into  the  mind  of  every  em- 
ploye in  a  large  department  store  in  the  West,  are 
worthy  of  adoption  in  every  mercantile  establishment: 

"You  must  be  helpful  and  thoughtful  and  agreeable, 
not  only  to  customers,  but  to  your  co-workers  as  well. 
If  your  ability  be  of  the  highest  and  rarest  order,  but 
your  disposition  is  oblique,  you  can't  stay  here. 

"You  must  be  pleasant — or  prepare  to  leave.  The 
rules  are  simple  and  just — obey  them  or  quit.  Your 
associates  are  sure  to  take  your  measure,  and  if  they 
find  a  dejected  and  dissatisfied  spirit,  you'll  not  care  to 
linger.  We  believe  in  the  cohesive  power  of  sunshine. 
Let  your  heart  smile  as  well  as  your  lips.  Christmas 
dies  with  the  day,  but  the  cheery  must  be  active  here 
during  the  entire  twelve  months. 

"What  is  your  attitude  toward  the  patrons  of  this 
store?  We  hope  your  interest  doesn't  centre  in  induc- 
ing them  to  make  a  purchase.  Don't  let  that  be  your 
thought. 

"Every  man,  woman  and  child  who  comes  beneath 
this  roof  is  a  guest.  Get  that  fixed  in  your  mind.  In  a 
way,  your  social  tact  is  tested  every  time  you  wait  on  a 
visitor.  Show  goods  graciously  and  give  a  sample  as 
courteously  as  you'd  write  a  check  for  a  big  sale. 

"Be  well  bred.  Politeness  is  an  outward  manifesta- 
tion of  bliTC  blood;  patience  is  proof  of  mental  poise. 
We  had  much  rather  have  you  create  a  fine  impression 
and  miss  a  sale  than  the  reverse. 

"Be  conscientious.  You  can  only  serve  the  store 
when  you  serve  the  customer.  Don't  think  you  are 
here  to  do  all  you  can  for  us  and  for  yourself.  You  owe 
the  largest  obligation  to  the  people  who  buy  here.  Let 
them  see  that  they  can  trust  you  completely. 

"Nothing  arouses  our  sorrow  and  indignation  more 
than  to  discover  a  clerk  who  has  two  sets  of  personal- 
ities— one  for  rich  and  one  for  poor  customers.  The 
clerk  who  cringes  and  fawns  to  a  wealthy  patron  and 
is  arrogant  and  acid  to  a  poor  one  is  contemptible  and 
disgusting. 

"Our  methods  are  staple  and  stable.  They  are  not 
adopted  lightly  or  carelessly.  We  place  a  cold  hand 
on  the  pulse  of  every  question  and  render  a  verdict  in 
accordance  with  strict  justice. 

"The  master  thought  is  to  do  everything  we  can  to 
deepen  and  enrich  the  customers'  allegiance  to  the 
store.  Sometimes  our  decisions  are  against  them. 
That's  because  we  firmly  refuse  to  establish  a  prece- 
dent unless  it  can  be  shared  by  all.  We  cut  off  all  spe- 
cial privileges.  This  is  a  public  institution.  We  make 
no  exceptions.  Rules  cannot  be  violated  to  meet  your 
particular  demand.  This  ruffles  you  at  times,  but  it  is 
the  biggest  and  squarest  and  finest  thing  in  this  whole 

business." 
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PHONOLA 

TALKING  MACHINES 


The  Best  that  Money  and  Brains 
can  Offer.  Note  these  Facts  About 
the  PHONOLA, 

MADE  IN  CANADA 

By  Canadians,  and  there  is  no  duty  added 
to  the  price. 

It  will  play  any  needle  disc  record,  and 
play  it  better  than  any  other  machine. 

It  has  a  noiseless,  durable  motor  and  the 
latest  improved  design.   This  IS  patented. 

It  is  made  in  seven  different  sizes,  the  price 
ranging  from  $20  to  $  1 60. 

It  is  an  open  agency  proposition.  Handle 
anything  else  you  like  with  the  Phonola. 


The  "Duke"  Retails  at  $85 


FONOTIPIA 

Double-Side  11  and  12  inch, 
$1.50  to  $3.00 


ODEON 

Double-Side  10-11  and  12  inch, 
$0.90  to  $3.00 


JUMBO 

Double-Side  10  inch, 
85  cents  each 


These  records  are  entirely  free  from  needle  scratch.  They  play  longer 
than  any  other  record  of  equal  size.  Every  record  has  attracti%e  selections  on 
both  sides.  There  is  never  a  blank  or  a  poor  choice.  They  can  be  played  on 
any  make  of  disc  talking  machine  and  will  improve  the  tone  of  the  machine. 

THE  POLLOCK  MFG.  CO.,  Limited 


Manufacturers  of  the  PHONOLA 


BERLIN 

WHALEY,  ROYCE  &  CO.,  Ltd.,  Toronto 

For  Ontario  and  Maritime  Provinces 


CANADA 

Wholesale  Distributors 

THE  NATIONAL  TALKING  MACHINE  CO.,  Ltd.,  Winnipeg 

For  Western  Canada 
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Prompt 
Service 


EVEL 

CASKET  CO; 


TRADE  MARK 


"Quality"  Line 


Fair 
Prices 


IIIIIIIIIIIIIIIE 
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"Evel"  Stands  for  "Quality" 


first,  last  and  all  the  time.  Whether  the  casket 
is  our  finest  mahogany  or  a  cheap  broadcloth — it 
is  made  with  honest  material,  the  design  is 
artistically  correct,  it  is  carefully  inspected,  and  it 
is  stamped  with  the  indefinable  touch  of  quality. 
If  you  are  looking  for  real  quality  goods  get  in 
touch  with  the  "Evel"  line. 

We  hope  to  see  you  in  Toronto  during  the 
fir»t  week  in  September  when  the  Can- 
adian Embalmers'  Association  will  meet 
in  convention. 


The  Evel  Casket  Company,  Ltd., 

Hamilton  Ontario 

Has  no  affiliation  with  any  other  firm  in  the  Trade 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Apoplexy  and  Bright's  Diseases 
Cases 

A  Continuation  of  Professor  Eckels'  Helpful  Hints 

After  sufficient  fluid  is  thus  injected  you  may  then 
reverse  the  tube  upwards  in  the  carotid  artery,  which 
directs  all  of  the  fluid  you  are  injecting  into  the  face, 
thus  forcing  any  blood  which  is  in  this  tissue  entirely 
from  it,  leaving  it  clear  and  free  from  all  discolora- 
tions.  The  injection  of  both  the  carotid  arteries  up- 
wards, using  4  to  8  ounces  of  fluid  (or  more,  as  some 
cases  require),  clears  and  gives  the  most  satisfactory 
results.  When  these  arteries  are  selected  it  sometimes 
is  more  convenient  to  use  the  cardiac  needle  or  trocar 
for  the  purpose  of  puncturing  the  right  auricle  of  the 
heart  or  the  superior  vena  cava,  which  collects  all  of  the 
blood  from  the  jugular  veins  and  from  the  veins  in  the 
arms  and  shoulders — in  fact,  from  the  upper  trunk  of 
the  body  when  its  relief  is  most  important,  because 
these  extremities  are  exposed  at  the  time  of  the  funeral 
and  are  reciuired  to  be  free  from  blood  disicolorations. 
During  the  injection  of  the  carotid  arteries  toward  the 
face,  constant  manipulation  is  necessary.  As  a  rule, 
however,  the  axillaiy  vein,  even  then,  is  preferable. 

Massage  encourages  the  fluid  to  circulate  evenly 
throughout  the  tissue,  stimulating  a  free  and  greater 
circulation  and  forcing  the  blood  from  the  tissues  into 
the  veins,  thus  relieving  this  tissue  of  any  element  of 
color.  This  process  may  be  carried  on  to  almost  com- 
pletion before  the  use  of  the  trocar  is  necessary. 

When  complete  circulation  is  had  and  perfect  em- 
balming already  accomplished,  then  should  there  be  a 
rupture  of  the  veins  or  even  of  the  arteries,  it  would 
not  result  in  the  leakage  of  the  fluid  from  the  tissues, 
and  therefore  not  interfere  with  the  success  of  embalm- 
ing in  any  material  degree. 

The  benefits  to  be  obtained  from  this  method  of  em- 
balming in  cases  where  there  is  an  excess  of  discolor- 
ation in  the  body  is  at  once  apparent,  whether  death 
has  occurred  from  apoplexy  or  not. 

Bright 's  Disease  (Uremia)  frequently  produces  a  con- 
dition of  the  body  which  suggests  precautionary  meas- 
ures on  the  part  of  the  embalmer.  In  the  first  place 
the  arteries  are  more  tender  and  delicate  and  require 
greater  care  on  the  part  of  the  embalmer  in  raising 
them,  so  as  not  to  tear  and  make  it  moire  difficult  to  in- 
ject into  them,  and  also  from  the  fact  that  in  this  disease 
uric  acid  destroys  the  lesions  which  hold  the  coats  of  the 
arteries  together.  Thus,  occasionally,  we  find  that  in 
making  an  incision  in  the  artery  the  inner  coat  slips 
back  within  the  sheath  and  under  the  middle  coats  of 
the  artery,  so  that  when  the  arterial  tube  is  entered 
passes  between  the  walls  of  the  artery,  and  the  force 
of  the  fluid  therein  simply  pushes  this  inner  wall  back 
still  farther,  so  that  no  pressure  used  is  sufficient  to 
force  in  the  fluid.  This  has  frequently  given  rise  to 
the  idea  that  some  arteries  were  closed  and  the  cir- 


culation could  not  be  obtained  therein.  This  is  a  false 
impression.  The  embalmer  should  be  guided  by  a 
knowledge  of  the  circulation  of  the  blood,  and  when 
we  realize  that  its  circulation  was  continuous  up  until 
the  time  of  death,  it  is  at  once  apparent  that  the  em- 
balmer may  enter  his  tube  and  always  inject  fluid 
through  the  arteries,  if  he  uses  due  care. 

Having  entered  the  arterial  tube  properly  and  liaving 
secured  circulation,  the  most  important  thing  is  to  dis- 
tribute the  fluid  and  have  it  circulate  evenly  through- 
out the  flesh  tissue.  In  these  cases  there  frequently  is 
an  abundance  of  serous  matter,  sometimes  of  a  drop- 
sical nature,  which  occupies  the  lymphatic  tissue.  That 
which  is  in  the  surface  tissue  is  especially  aggravating, 
as  it  retards  the  circulation  of  the  fluid  through  this 
most  important  part. 

To  overcome  this,  massage  treatment  or  rubbing  with 
a  sponge  which  has  been  moistened  with  water  will 
encourage  the  fluid  to  circulate.  Too  much  care  can- 
not be  given  in  embalming  these  cases  in  summer  or  in 
their  preparation  for  shipment.  The  use  of  peroxide 
fluid  will  prevent  skin  slip.  It  is  in  Bright 's  Disease 
cases  that  this  annoyance  most  frequently  has  occurred, 
and  as  this  "skin-slip"  is  a  result  of  fermentation  of 
the  fatty  matter  which  exudes  from  this  adipose  tissue 
to  its  surface,  thus  destroying  the  lesions  of  the  skin 
that  hold  it  fast  to  the  superficial  fascia,  it  is  important 
that  your  circulation  of  fluid  should  be  thorough  to  all 
parts  of  the  body.  And  peroxide  fluid  encourages  cir- 
culation where  a  raw  formaldehyde  fluid  hampers  or 
even  stops  it  by  its  great  astringency. 

On  such  cases  the  downward  injection  of  the  hand 
and  arm  always  should  be  made,  as  well  as  through  the 
artery  towards  the  trunk  of  the  body.  Otherwise,  this 
arm,  wrist,  and  hand,  not  being  invaded  by  the  fluid 
to  any  extent,  usually  is  unembalmed  and  soft.  The 
skin  slipping  there  when  dressing  the  body  conveys  the 
impression  that  the  entire  body  is  in  the  same  condition, 
and  perhaps  while  it  is  only  this  particular  part  which 
is  unsatisfactory,  yet  the  impression  is  that  the  entire 
body  is  not  embalmed.  We-  should  remember  that  a 
chain  is  only  as  strong  as  its  weakest  link. 

The  injection  of  embalming  fluid  in  a  body  dead 
of  Bright 's  Disease  should  be  continued  until  sufficient 
fluid  is  injected  to  enable  you  to  recognize  its  presence 
throughout  the  body.  This  may  require  more  than  a 
gallon  to  every  fifty  pounds.  Indeed,  some  cases  of 
this  kind  require  double  that  quantity,  especially 
should  it  be  some  time  after  death  when  the  embalm- 
ing takes  place. 

I  might  add  here  that  in  normal  cases  it  is  desirable 
to  wait  a  few  hours  before  embalming  a  body  and 
until  after  some  of  the  animal  heat  has  left  it,  say  about 
four  to  six  hours  after  death.  The  astringent  fluid  does 
not  produce  the  same  good  appearance  on  the  warm 
tissue  as  it  does  on  the  tissues  after  the  body  heat  has 
escaped;  the  efiPect  of  the  fluid  is  not  as  pronounced, 
f  Continued  on  page  j2 J 
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Western  Canada  Funeral  Directors 

Eleventh  Annual  Conoenlion  at  Winnipeg — Successful  Meetings 
— Interesting  Addresses — New  Officers. 

THE  eleventh  annual  convention  of  the  "Western 
Canada  Funeral  Directors'  and  Embalmers' 
Association  was  opened  at  Odd  P^'llovv^s'  Hall, 
Winnipeg,  by  President  W.  D.  Dunbar,  of  Napinka.  on 
Tuesday,  July  6th.  He  extended  a  hearty  welcome  to 
the  deh'gates  assembled,  and  wished  them  a  most  i)ro- 
fitable  and  enjoyable  meeting.  Rev.  S.  E.  CoUvill 
offered  the  invocation,  which  he  followed  with  a  splen- 
did address  on  the  "Relation  of  the  Clergy  to  the 
Funeral  Director. A  vote  of  thanks  was  tendered  to 
the  speaker  on  motion  of  Messrs.  Thomson  and  D.  J. 
Clark,  which  was  passed  by  unanimous  vote. 

President's  Address 

President  W.  D.  Dunbar  then  delivered  his  address 
as  follows : 

To  the  officers  and  members  of  thi'  Western  Canada 
Funeral  Directors'  and  Bmbaliners'  Association:  Tt 
gives  ]iie  great  pleasure  to  welcome  you  all  to  this  oar 
eleventh  convenlion.  T  hone  our  sessions  will  be  most 
profitable  as  well  as  educative  to  the  members,  and 
that  all  present  will  be  benefited  by  the  lectures,  there- 
by raising  the  standard  of  our  profession,  and  our  intei'- 
course  with  one  another  will  tend  to  cause  a  fraternal 
spirit  to  exist  between  us.  This  will  help  us  to  over- 
look each  other's  faults,  and,  if  anything,  cause  us  to 
profit  by  them,  for  in  unity  there  is  strength.  The 
passing  of  our  profession  from  one  that  but  a  few  years 
ago  was  looked  upon  as  anything  but  a  desirable  occu- 
pation, to  one  of  the  most  responsible,  respected  and 
honoi-able  callings  of  to-day,  is  due  to  the  fact  that 
those  who  have  the  interest  of  our  profession  at  heart 
have  never  ceased  to  study  and  labor  for  the  advajice- 
tnent  of  our  profession,  and  let  us  try  and  carry  the 
good  work  on.  When  T  accepted  the  office  of  president 
T  did  so  fully  aware  that  the  detail  work  of  the  associa- 
tion would  naturally  fall  on  the  shoulders  of  our  sec- 
retary-treasurer, Mr.  A.  B.  Gardiner.  My  business  relj!- 
tionship  with  him  and  other  officers  of  the  a.ssociation 
has  been  most  cordial.  We  were  fortunate  in  securing 
the  services  of  Prof.  Hohenschuh  as  lecturer  and  demon- 
strator. To  the  majority  of  you  he  needs  no  introduc- 
tion;  to  those  who  have  not  had  the  pleasure  of  hearing 
the  lectures  delivered  by  him  in  previous  meetings  T 
can  only  say  that  your  only  regret  Avill  be  at  the  close 
of  the  convention  that  you  missed  hearing  him  before. 
I  am  sure  you  will  all  listen  carefully  to  what  he  has 
to  say,  and  carry  home  with  you  knoAvledge  that  will 
be  of  great  benefit  to  you  in  the  practice  of  your  pro- 
fession, for  none  of  us  is  so  proficient  or  too  old  to 
learn.  Let  us  be  energetic  in  our  profession  and  refuse 
to  stand  by  a  cut-and-dried  system  of  doing  our  work. 

You  will  see  by  our  program  that  the  Provincial 
Board  of  Health  has  made  a  start  to  carry  out  the  Act 
as  it  is  in  the  statutes  and  all  who  wish  will  be  given 
an  opportunity  to  Undergo  an  examination  for  license 
to  practise  the  art  of  embalming  in  the  Province  of 
Manitoba.  I. have  endeavored  to  have  those  whom  I 
have  come  in  contact  with  and  who  have  not  been  in  the 
habit  of  attending  our  meeting  to  do  so. 

T  would  suggesit;  that  this  association  get  in  touch 
with  the  Baggagemen's  and  Trainmen's  Association, 
as  there  is  no  doubt  that  the  protection  they  require 


in  the  transpoi'tation  of  the  dead  would  be  looked  after 
if  we  could  work  in  unison  with  them. 

1  trust  our  eleventh  annual  meeting  may,  as  hereto- 
fore, be  harmonious,  and  the  good  will  which  has  char- 
acterized our  meetings  in  paifJt  years  will  still  continue 
to  exist  among  us,  that  when  the  convention  is  over 
and  we  part  to  go  to  our  several  homes  that  we  will  feel 
our  meeting  has  not  been  in  vain,  and  that  we  will  all 
be  able  to  carry  away  new  thoughts  and  new  ideas 
that  will  be  a  benefit  to  lis  in  the  struggle  for  the 
achievement  of  success.  In  almost  every  sphere  of  life 
there  are  many  whose  ambition  does  not  rise  above  the 
attainment  of  the  average  person  and  who  are  content 
with  inefficiency.  We  should  not  be  satisfied  with  the 
average  results  of  being  an  average  embalmer,  but 
aspire  to  improve  our  condition  and  to  accomplish 
more  than  others.  With  these  thoughts  uppermost  in 
our  minds  the  success  of  the  association  is  assured. 

T  thank  you  for  the  honor  conferred  upon  me,  and 
hope  my  successor  in  office  will  be  able  to  accomplish 
more  than  T  have  done,  and  with  that  assurance  he  will 
liave  my  co-operation. 

Report  of  Secretary-Treasurer 

Secretary-Treasurer  A.  B.  (Jardiner  followed  with  a 
I'eport  of  the  work  done  during  the  year: 
To  the  officers  arul  members  of  the  Western  Canada 

Funeral  Directors'  and  Embalmers'  Association: 

One  of  the  duties  of  the  secretiary-treasurer  of  your 
association  is  to  make,  an  annual  report  of  the  Avork 
accomplished  and  to  show  the  financial  situation  and 
the  condition  of  the  membership.  This  report  T  now 
present  for  your  consideration. 

At  the  close  of  last  convention  I  immediately  ar- 
ranged for  a  stenographic  report  of  the  proceedings  of 
that  meeting  to  be  sent  to  the  various  trade  journals 
for  publication  in  their  first  issue  following  the  con- 
vention. I  then  arranged  for  the  publication  of  the 
10th  annual  report.  The  funeral  supply  houses,  as 
usual,  assisted  splendidly  in  the  preparation  of  the 
same  by  subscribing  for  space.  Copies  of  the  journal 
were  forwarded  to  all  dealers  in  Manitoba,  and  ai.-o 
in  Saskatchewan.  Diplomas  of  proficiency  were  duly 
prepared  and  forwarded  promptly  to  successful  candi- 
dates. 

On  February  the  16th  the  executive  met  with  full 
attendance  at  Winnipeg,  to  arrange  plans  for  this  con- 
vention, and  in  spite  of  the  trying  times  and  th^  un- 
settled condition  of  our  country  at  large,  it  was  decided 
that  we  should  strike  an  ojitimistic  note  and  make  a 
special  endeavor  to  have  our  11th  annual  meeting  the 
greatest  possible  success.  The  details  have  since  been 
filled  in,  and  the  splendid  program  now  in  your  hands 
is  the  result  of  the  endeavor  of  the  executive  committee 
in  this  respect. 

We  can  again  say  we  are  especially  glad  to  exchange 
greetings  again  with  our  old  and  esteemed  friend, 
Prof.  W.  P.  Hohenschiih,  who  organized  our  associa- 
tion just  ten  years  ago.  We  cannot  forget  his  con- 
tinued kindly  interest  in  our  association  during  the 
past  years,  and  we  are  proud  to  have  him  with  us  on 
this  occasion. 

A  short  time  ago  E.  M.  Wood,  secretary  of  the  Pro- 
vincial Board  of  Health,  intimated  to  our  association 
that  they  would  be  glad  to  conduct  examinations  for 
embalmers'  licenses  at  the  close  of  our  convention  and 
under  our  supervision,  and  requested  the  names  of 
two  of  our  members  to  act  as  examiners.  Your  execu- 
tive submitted  the  names  of  R.  J.  Campbell  and  your 
secretary,  who  were  duly  appointed  to  act  along  with 
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Dr.  Gordon  Bell  as  an  examining  board  to  meet  at  the 
close  of  the  convention  to  conduct  the  examination. 

Our  finances  are  about  holding  their  own,  and  we 
would  bespeak  the  hearty  co-operation  on  the  part  of 
our  members,  as  with  the  loss  of  so  many  of  our  old 
friends  in  Saskatchewan  it  will  require  our  united 
efforts  to  carry  on  our  association  work  successfully. 
But  we  feel  that  if  we  cannot  have  one  of  the  largest 
associations  we  can  at  least  have  an  organization  alert 
and  alive  to  all  that  stands  for  the  advancement  and 
betterment  of  conditions  related  to  our  ancient  calling. 
We  have  only  begun  to  share  in  the  profits  of  the  social 
and  educational  endeavors  of  our  association  work. 

During  the  year  we  have  lost  by  death  one  of  the 
most  esteemed  and  respected  members  of  our  associa- 
tion, in  the  person  of  the  late  0.  W.  Towner,  of  the 
Winnipeg  Gasket  Co.,  who  passed  away  after  a  brief  ill- 
ness in  Sioux  City,  Iowa,  October  2nd,  1914.  A  night 
letter  expressing  the  sincere  sympathy  of  the  officers 
and  members  of  this  association  was  forwarded  by  the 
secretary  to  his  widow  and  family. 

Statement  of  Finances 

The  following  is  a  brief  statement  of  our  finances 


and  membership : 

RBGEIPTS 

Balance  on  hand  July  8,  1914  $773  94 

-  Dues   220  00 

Membership   80  00 

Miscellaneous   147  60 

Total  $1,221  54 

EXPENDITURE 

As  per  statement  and  vouchers  $465  41 

Balance  July  1st,  1915    756  13 

Total  $1,221  54 

Members  in  good  standing  ; .  . .  58 

Members  removed   .'   34 

Members  in  arrears   15 

Total  enrolment  1 07 


Respectfully  submitted, 

A.  B.  GARDINER, 
See.-Treas. 

Oil  motion  of  Messrs.  Thomson  &  Kerr,  the  presi- 
dent's address  and  secretary- treasurer's  report  were 
referred  to  the  resolution  committee.  ; 

Committees  Appointed 

President  Dunbar  appointed  the  following  sessional 
committees : 

Membership  Committee' — A.  Broadfoot,  D.  J.  Clark, 
J.  R.  Burlan'd,  F.  Blankstein. 

Resolution  Committee — A.  S.  Bardal,  J.  Nieol,  H.  L. 
Whicher,  J.  Thomson,  Geo.  Paull. 

Entertainment  Committee — J.  Kerr,  P.  Bardal.  Jr., 
W.  D.  Campbell,  W.  Robinson,  C.  Hentzen. 

Prof.  Hdhensehuh  was  introduced  and  delivered  his 
opening  address,  after  which  the  meeting  adjourned 
for  committee  meetings  and  collection  of  dues. 

AFTERNOON  SESSION 

At  2  p.m.  Prof.  Hohensehuh  opened  his  course  of  lec- 
tures, at  the  Manitoba  Medical  College.   This  was  fol- 


lowed by  the  presentation  of  the  report  of  membership 
committee: 

Winnipeg,  July  6,  1915. 

We,  the  members  of  your  application  committee,  hav- 
ing examined  the  following  applications  beg  leave  to 
recommend  the  following  as  fit  and  proper  persons  to 
become  members  of  your  association : 

William  E.  MeKenna,  Winnipeg,  associate. 

Thomas  Ferguson,  Brandon,  associate. 

Robert  Page  Darrat,  Souris,  associate. 

Percy  Shanks,  Portage  la  Prairie,  associate. 

Arthur  B.  Frost,  Brandon,  associate. 

W.  J.  Barker,  Winnipeg,  active. 

Thomas  H.  Alexander,  Rossburn,  active. 

J.  A.  Desjardins,  St.  Boniface,  active. 

Signed:  J.  R.  Burland,  Fred  Blankstein,  D.  J.  Clark, 
A.  Broadfoot. 

On  motion  of  Messrs.  D.  J.  Clark  and  J.  R.  Burland 
the  membership  committee's  report  was  adopted. 

President  Dunbar  extended  a  hearty  welcome  to  the 
new  members  and  gave  them  some  timely  advice,  which 
was  much  appreciated. 

Funeral  Directing  Methods 

The  following  paper  from  R.  J.  Campbell  was  then 
read : 

Brandon,  July  5,  1915. 

The  president  and  members  of  Western  Canada 
Funeral  Directors'  and  Embalmers'  Asso'ciation  in  con- 
vention assembled: 

Your  worthy  secretary,  Avith  his  usual  persuasive 
manner,  has  insisted  that  I  give  you  a  few  facts  about 
our  profession  as  practised  in  other  cities.  At  the 
outset,  I  feel  it  due  this  association  to  state  that  funeral 
directing  and  embalming  is  as  professionally  handled 
right  here  in  Manitoba  as  in  any  of  the  leading  cities  of 
the  Pacific  Coast.  The  dealer  in  a  small  town  has  not 
the  equipment  to  compete,  but  the  larger  cities  here 
compare  favorably  with  the  best  they  have  anywhere. 

In  California  the  automobile  funeral  is  used  entirely 
for  city  work.  While  our  climate  will  not  allow  for 
this  most  luxurious  equipment,  it  appeals  to  me  as 
being  ideal — so  quiet,  so  careful,  so  regular ;  every- 
thing to  give  poise  and  grace  to  proceedings.  Yet,  I 
noticed  that  we  surpassed  many  with  cemetery  regula- 
tions. I  was  told  authoritatively  that  there  was  not  an 
undertaker  in  the  city  of  Oakland,  California,  that  used 
a  lowering  device,  an  indispensable  device.  This  prob- 
ably is  accountable  on  account  of  the  great  number  of 
cremations,  several  cemeteries  having  their  own  creran- 
tories.  and  this  means  is  becoming  very  popular. 

At  this  distance,  it  is  quite  safe  to  criticize  or  pick 
fault.  On  one  occasion  I  noticed  a  funeral  director 
with  colored  necktie  and  soft  hat.  Too  much  care  can- 
not be  given  to  personal  appearances  or  to  neatness 
of  outfit — horses,  harness,  hearse,  truck,  etc.  Another 
director  was  over-officious.  He  was  so  busy  that  during 
committal  he  was  moving  back  and  forth  from  grave 
to  carriages,  eventually  rushing  up  to  'cast  some  flowers 
into  the  grave.  This  conduct  is  most  unseemly  at  a 
time  when  there  should  be  perfect  quiet  and  all  con- 
fusion eliminated.  Too  many  make  their  services 
obnoxious  by  pushing  them'selves  into  the  front,  as  it 
were.  Remember  always  that  the  standard  of  the 
institution  you  represent  is  judged  by  your  conduct. 
We  should  study  to  have  arrangemients  so  carefully  in 
hand  that  the  funeral  is  handled  as  smoothly  as  a 
machine.  When  this  happens  I  would  say  it  was  suc- 
cessful. 

It  was  my  pleasure  to  visit  some  very  elaborate  in- 
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stitutions.  A  great  mariy  are  now  using  the  house 
idea  for  places  of  business,  and  I  thiidt  it  most 
commendable  (as  the  more  we  can  keep  proceedings  in 
accord  with  the  house  the  better).  The  most  unique; 
place  visited  was  in  Vancouver.  It  was  neither  a  store 
nor  a  house,  l)ut  simply  struck  you  as  some  institution. 
Might  be  a  business  college  from  outside  appearances, 
but  Avhen  you  stepped  inside,  the  large  reception  room 
with  its  log  fireplace,  bade  you  feel  at  home,  and  you 
(lid.  You  couldn't  help  yourself,  so  far  impossible  to 
tell  what  kind  of  a  place  you  were  visiting,  as  f'veii 
with  telej)h()ne  for  private  use,  di.splay  rooms,  embalm- 
ing room's,  sleeping  rooms  for  attendants.  Tti  the  base- 
ment was  a  morgue  with  twelve  vaults,  and  colum- 
borium  with  sealed  receptacles  for  the  ashes  of  the 
dead.  Every  convenience  to  handle  every  condition 
that  might  be  retiuired. 

After  tlic  jdcjisiife  nnd  privilege  of  several  months 


! 


visiting  in  the  Pacific  Coast,  I  am  quite  content  to 
return  to  God's  country,  feeling  more  proud  than  ever 
that  I  am  a  Canaidian,  a  member  of  the  British  Empire. 
I  beg  to  remain  one  who  is  ever  interested  in  the  wel- 
fare of  this  association,  with  keen  regrets  for  inability 
to  attend  ses.sion  this  year. 

Yours  respectfully, 

R.  J.  CAM'PBEIJj. 

On  motion  of  Messrs.  J.  Kerr  and  D.  J.  Clark,  a 
hear'ty  vote  of  thanks  was  tendered  to  Mr.  Campbell 
for  his  able  and  interesting  paper. 

In  the  absence  of  R.  J.  Campbell,  the  president  was 
authorized  by  the  association,  on  motion  of  J.  Kerr 
and  I).  J.  Clark,  to  act  as  examiner  on  Provincial  Bonrd 
of  Health  during  the  convention. 


Prof.  Hohensehuh  then  continued  his  lecture  til!  ad- 
.journment. 

WEDNESDAY,  JULY  7 

Prof.  IJohensehuh  opened  his  lecture  on  "Anatomy 
of  the  Organs."  J.  Kerr  followed  with  a  paper  on 
" Ob.servations  of  P^'uneral  Customs  at  Home:" 

I  might  say,  without  going  into  details,  that  it  is  not 
my  intention,  in  giving  this  little  reading,  to,  in  any 
way,  either  encourage  the  purchase  of  new  automobile 
hearses  or  carriages,  or  discourage  the  purchase  of  the 
old-style  hearses  and  cabs.  I  am  going  to  give  just  a 
few  thoughts  that  have  been  i)assing  through  my  old 
cranium  lately,  on  .some  of  the  "Customs  at  Home," 
where,  1  am  inclined  to  think,  all  great  reforms  begin. 

What  are  the  customs  of  funerals  at  home  to  be  ? 
Firstly :  The  advent  of  the  gasoline  motor  ambulance 
into  the  conduct  of  funerals  is  new,  and  apparently 


grand.  And  at  such  representative  gatherings  of  this 
association  as  this  is,  it  is  well  for  us  to  give  it  at  least 
a  passing  thought.  It  is  the  changing  from  ancient  to 
modern  times,  rich  and  elaborate,  with  more  speed 
and  less  trouble,  meaning  more  money  for  the  under- 
taker, land  probably  more  expense  for  those  who  pay  for 
the  funeral.  Gasoline  replacing  hay,  oats,  and  manure. 
It  certainly  seems  more  sanitary  and  less  cumbersome. 
Less  housing  troubles ;  and  it  adapts  itself  to  the  hard 
city  pavements.  Less  danger  of  spirited  horses  becom- 
ing unmanageable  on  our  crowded  city  thoroughfart-s, 
and  no  troubles  with  horses'  hoofs  on  the  pavements, 
and  lame  horses.  Generally  speaking,  it  would  appear 
altogether  a  modern  improvement  and  in  keeping  with 
the  times.  And  it  is  up  to  us  who  are  advanced  in  the 
j)rofession  to  give  serious  thought  to  all  modern  im- 
provem.ents  and  cast  our  eyes  about  us  for  ways  and 


Group  photo  of  Western  Canada  Funoral  DirectorB' Association  in  convention  at  Manitoba  Medical  College,  Winnipeg, 
July  7,  liJlo.  First  row— Officers,  1915-16.— S.  R.  Rott,  Emerson, '.ind  Vice-l'resident ;  D.  McKillop,  Portage  la-Prairie, 
Past  President  ;  G.  H.  McKague,  Saskatoon,  Serg.-at- '\rms ;  J.  R.  Burland,  Rapid  City,  1st  Vice-President  ;  W.  D. 
Dunbar,  Napinka,  President;  Prof.  W.  P.  Hohenschuh,  Iowa  City;  J.  Thomson,  Winnipeg,  Past  President;  A,  B. 
Gardiner,  Winnipeg,  Secretary-Treasurer. 
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QuMity     Dominion  Manufacturers  llZ 

 LIMITED  


OUR 

GENERAL   

CASKET   

CATALOGUE  

is  now  in  the  hands  of  the  printer. 

We  realize  there  are  very  few  of  Canada's  Funeral  Directors 
who  are  not  familiar  with  the  most  of  our  styles  in  Caskets  but  we  desire 
that  practically  everyone  shall  be  situated  to  become  thoroughly  con- 
versant with  our  every  design. 

And  it  is  through  the  medium  of  a  catalogue  illustrating  and 
describing  completely  each  article  that  this  condition  can  best  be  reached. 

But  this  is  not  the  only  object  we  had  in  view  while  constructing 
our  catalogue.  We  tried  to  keep  continually  in  mind  the  conditions 
governing  the  retailing  of  our  products  and  endeavored  to  compile  the 
information  in  a  manner  that  would  prove  most  useful  to  the  Funeral 
Director  in  his  dealings  with  the  General  Public.  In  this  we  hope 
we  have  been  most  successful. 

Upon  your  receipt  of  a  copy  we  trust  you  will  study  it 
thoroughly  and  find  it,  to  you,  all  we  desire  it  should  be. 

As  before  stated  it  is  now  in  the  hands  of  the  printer  and 


WILL  BE 
-  READY 
SHORTLY 


 HEAD  OFFICE  

468  KING  STREET  WEST 
TORONTO  CANADA 
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Quality     Dominion  Manufacturers  ^^'^ 


LIMITED 


THE   

ANNUAL  

CONVENTION 


of  the  Canadian  Funeral  Directors'  and  Embalmers'  Association  is  one 
event  during  the  routine  of  a  year's  business  we  look  forward  to  with 
pleasure. 

Because: — It  presents  an  opportunity  for  us  to  meet  and  become 
better  acquamted  with  our  many  friends  in  the  trade  and  permits  us  to 
extend  personally  a  word  of  appreciation  for  their  co-operation  which 
has  enabled  us  to  reach  a  greater  degree  of  success  than  otherwise 
would  have  been  possible. 

We  trust  this  year  will  be  no  exception  and  that  our  visiting 
friends  will  be  more  numerous  than  ever.  WE  WANT  YOU  TO 
COME.  You  may  be  sure  we  will  exert  ourselves  to  make  your  visit 
both  pleasant  and  profitable. 


HEAD  OFFICE 


468  KING  STREET  WEST 
TORONTO  CANADA 
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LIMITED 


THE  - 
CHIEF 


OBJECT 


of  your  visit  to  Toronto  during  the  Annual  Convention  of  the  Canadian  Funeral 
Directors*  and  Embalmers*  Association  ii  to  obtain  a  greater  knowledge  of  matters 
pertaining  to  your  profession  which  will  enable  you,  in  future,  to  raise  the  standard 
and  thus  create  better  and  more  profitable  business. 

From  an  educational  viewpoint  our  display  this  year  will  be  superior  to  any- 
thing of  the  past  and  we  sincerely  trust  you  will  not  pass  up  the  opportunity  to  learn  in 
detail  what  we  are  doing  to  raise  the  standard  of  the  profession  in  general. 

And  besides,  "the  boys"  will  be  on  hand  and  be  mighty  glad  to  see  you. 


THE  GLOBE  CASKET  COMPANY,  Limited 


IT  MAY  SOUND  EGOTISTICAL 


but  we  have  become  so  accustomed  to  being  on  hand  with  our  display  during  the 
Convention  of  the  Canadian  Funeral  Directors'  and  Embalmers'  Association  that 
convention  time  would  almost  seem  incomplete  without  us. 

But  we  will  be  there  all  right  and  with  a  finer  display  than  ever. 

It  is  an  opportunity  to  get  in  closer  touch  with  the  profession  and  demon- 
strate the  result  of  our  efforts  to  produce  what  the  profession  requires  we  really 
couldn't  afford  to  miss. 

And  we  trust  you  will  feel  the  same  about  it  as  we  do  and  make  it  a  point 
to  spend  a  portion  of  your  time  with  us  while  in  the  city. 


-  THE  SEMMENS 
&  EVEL  CASKET 
  CO.,  Limited 


HEAD  OFFICE 


468  KING  STREET  WEST 
TORONTO,  CANADA 
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Undertakers'  Supplies 

of  the  Highest  Quality 


The  D.W.T.  Line  of  High  Grade 
Undertakers'  Supplies  offers  you  a 
"Service"  which  can't  be  beat. 

Our  line  always  contains  the  newest 
and  best  for  the  undertaker  and  our 
goods  are  reliable. 


Telephones  : 
ADELAIDE  454 
and  NORTH  5085 


The 

D.  W.  Thompson  Co. 

Limited 

93-109  Niagara  St.,  Toronto 


Caskets,  Robes 
and  Linings 


We  can  supply  undertakers 
throughout  Canada  with 
the  best  for  every  purpose. 

Our  shipping  facilities  guar- 
antee you  perfect  deliveries. 


Write  or  phone  us 
next  time 

James  S.  Elliott  &  Son 

Limited 

Prescott  Ontario 


Best  Service  For 
Quebec  Undertakers 

Our  location  at  Three  Rivers, 
Que.,  allows  us  to  give  to 
undertakers  in  Quebec  and 
the  East  the  best  service 
possible. 

Our  plant  is  the  finest  and 
most  modern  in  Canada  and 
all  our  goods  are  guaranteed. 

GIRARD  &  GODIN 

Limited 

Three  Rivers,  Que. 


Best  Quality 
Reasonable  Prices 


We  carry  a  complete 
line  of  Burial  Caskets, 
Hardware,  etc.,  and 
our  service  to  under- 
takers in  the  Maritime 
Provinces  is  unex- 
celled. 


W*  aolicit  your  ordert  by  letter,  telegram 
or  telephone 


CHRISTIE  BROS.  &  CO. 

Limited 

Amherst,  N.S. 
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Dominion  Casket  Co.,  Limited 


Telephones  J^''^^''-  Night.,  So.day. 

\aad  Holidays  Not.  1069-1101 


Guelphy  Ont. 


RUSH  ORDERS 
SOLICITED 


Our  designs  are  the  latest.  The  quality  of  our  goods 
is  the  best.    Shipping  facilities  from  our  factory  are 

such  that  we  can  supply 

your  requirements  days,  nights 
and  Sundays.  Try  us  and  you 
will  be  convinced  that  our  service 
is  right. 


iiiiiiMiiiiiiiiiil^^ 


No.  322 


Champion  Embalming  Fluid 

IS  the  Very  Best 

Our  knowledge  and  experience  in  the  compounding  of  a  first- 
class  and  reliable  fluid  makes  it  safe  for  you  to  rely  on  ' '  Champion. ' ' 
For  over  thirty-five  years  we  have  been  diligently  laboring  to  com- 
pound a  fluid  that  will  give  the  best  possible  results  in  the  greatest 
number  of  cases. 

The  proof  of  our  success  is  the  great  and  constantly  increasing 
demand  for  Champion.    This  demand  has  been  much  greater  each 
successive  year  since  1878. 
Priced  as  follows: 

$18.00  per  case  of  24—16  oz.  Bottles 

There  is  No  Duty  to  pay  on  Champion  Fluid. 
It  is  manufactured  and  shipped  from  our  Canadian  plant. 

S*nd  Ordar  Dirmct  to 

The  Champion  Chemical  Company 

Springfield,  Ohio 
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moans  to  improve  ourselves,  both  in  knowledge  and 
economy,  so  that  we  will  not  only  make  the  undertak- 
ing profession  a  dignified  profession,  but  we  will  also  he 
ahle  to  make  it  a  profitable  business. 

Remember  that  there  is  nearly  as  much  expense  in 
running  10  funerals  in  a  month  as  there  is  in  running 
20,  and  if  the  introduction  of  gasoline  will  produce  this 
increase,  it  is  certainly  an  improvement.  Of  course, 
like  the  submarine  in  naval  warfare,  it  has  its  good 
points  and  drawbacks.  Shall  we  see  the  passing  of 
the  imposing  funeral  bieir  drawn  by  the  quiet-stepping 
dappled  black  horses,  with  their  flowing  manes  and 
tails,  the  net  coverings,  the  great  head  plumes  on  the 
sides  of  the  horses'  heads,  the  colors  of  white  or  black, 
denoting  youth  or  old  age,  with  all  the  old  striking 
decorations  of  awe;  the  black  lead  horse  and  phaeton, 
the  solemn-faced  undertaker  holding  the  reins  steady, 
driving  the  reverend  gentleman,  looking  straight  ahead 
as  if  clearing  the  way;  and  will  the  pas.sing  of  all  this 
have  a  tendency  to  reduce  the  profitable  part?  Tjook- 
ing  at  it  from  the  angle  of  a  mei'cenary  point  of  view, 
does  it  not  strike  you  that  funerals  are  not  holding  <:he 
attention  of  the  masses  and  classes  at  present  as  in  the 
past?  Are  the  general  masses  and  classes  in  the  speed 
of  modern  times  thinking  so  lightly  of  Meath  and 
funerals  that  it  will  mean  the  doing  awa%  with  lead 
horse,  arm  badges,  hat,  decorations,  mourners,  with  the 
exception  say  of  just  hearse  and  cab  for  bearers,  and 
will  this  be  likely  to  lead  to  the  expediency  of  a  gen- 
eral reform  by  the  profession?  '-^^ 

Will  it  be  sufficient  to  supply  a  nice,  strong  piece  of 
canvas  to  wrap  the  remains  in,  a  gasoline  delivery 
wagon,  expressman  to  deliver  the  remains  at  the  ceme- 
tery; a  few  words  from  some  preacher  over  the  tele- 
phone, a  gallon  of  gasoline,  the  time  of  the  expressman 
or  chauffeur  to  be  paid  for,  and  all  is  over? 

Some  already  have  had  the  presumption  to  say  that 
all  funerals  are  90  per  cent,  show,  and  T  have  just  been 
thinking  that  we  should  be  taking  this  thing  seriously 
and  consulting  the  best  condensed  thoughts  we  have  on 
hand  before  this  matter  gets  down  too  finely. 

On  motion  of  Messrs.  D.  McKillop  and  Geo.  Paull  a 
vote  of  thianks  was  tendered  to  Mr.  Kerr. 

The  professor  gave  an  address  on  "The  Circulation" 
until  the  meeting  adjourned. 

SECOND  AFTERNOON  SESSION 

The  afternoon  session  opened  with  lecture  on 
' '  Arterial  Embalming. ' ' 

A.  S.  Rardal  gave  an  interesting  recital  of  "Old 
Country  Methods,"  as  seen  before  the  war  in  Germany, 
France,  the  British  Isles,  Norway,  Sweden,  and  Tee- 
land.  His  interesting  talk  aroused  much  interest  and 
proved  very  entertaining. 

The  auditors  presented  the  following  report:        .  , 

Winnipeg,  July  6,  1915. 
We,  your  committee  appointed  to  audit  the  bonks 
and  vouchers  of  the  secretary-treasurer,  beg  to  report 
that  we  have  examined  same  and  find  them  correct. 
And  we  wish  to  compliment  our  secretary-treasurer  on 
the  businesslike  way  he  conducts  the  affairs  of  the 
association. 

We  find  the  fund  of  the  association  in.  good  condi- 
tion with  $756,115  deposited  in  the  Northern  Crown 
Bank. 

Signed:  D.  McKillop,  James  Nicol — Auditors. 
On  motion  of  Messrs.  D.  McKillop  and  Clark  the 
report  was  adopted. 


Prof.  ITohenschuh  concluded  his  lecture,  after  which 
the  meeting  adjourned  till  ff)l]owing  morning. 

THURSDAY,  JULY  8 

Prof.  ITohenschuh  of)ened  session  with  his  lecttirc, 

"Blood  and  T^i.scolorations." 

Tieport  of  the  resolution  committee  was  received  : 
We,  your  resolution  committee,  having  considered 

the  reports  and  matters  left  to  our  consideration,  beg 

leave  to  recommend: 

1.  That  the  secretary  write  the  Baggagemen's  Asso- 
ciation in  reference  to  the  receiving  of  bodies  for  ship- 
ment and  regarding  a  better  co-operation  with  the 
association. 

2.  That  the  executive  follow  from  time  to  time  the 
working  of  the  Embalmers'  Act,  with  a  view  of  having 
amendments  made  if  required. 

3.  That  a  hearty  vote  of  thanks  be  extended  to  our 
president  for  the  able  and  enthusiastic  manner  in  which 
he  has  conducted  the  affairs  of  the  association  during 
the  past  year. 

4.  That  the  assoeiation  extend  to  our  worthy  secre- 
tary, Mr.  A.  B.  Gardiner,  a  hearty  vote  of  thanks  for 
his  excellent  services  rendered  during  the  year. 

5.  That  a  vote  of  thanks  be  tendered  Professor 
Hohensehuh  for  his  able  and  instructive  course  of  lec- 
tures. We  feel  those  who  have  heard  him  will  carry 
away  with  them  instructions  that  will  be  of  gr^at 
assi.stanee  to  them. 

6.  That  a  vote  of  thanks  be  tendered  to  the  several 
casket  companies  who  have  royally  entertained  our 
delegates. 

7.  That  the  time  has  come  that  a  plan  of  education 
should  be  jjromoted  to  bring  into  touch  with  the  asso- 
ciation all  Tudicen.sed  endjalmers. 

.  8.  That  the  pi-esident  appoint  a  committee  to  be 
responsible  for  the  directors  who  are  not  members, 
thereby  securing  if  possible  every  dealer  as  a  member 
for  this  association. 

Signed:  A.  S.  Bardal,  J.  Nicol,  H.  L.  Whieher,  J. 
Thomson,  Geo.  Paull. 

On  motion  of  Mes.srs.  A.  S.  Bardal  and  IT.  L.  Whieher 
the  report  was  adopted. 

Election  of  Officers 

The  election  of  officers  then  took  place,  the  result 
being  as  follows : 

Hon.  President — Alex.  Broadfoot. 

President — W.  D.  Dunbar. 

Fir.st  Vice-President — J.  R.  Burland. 

Second  Vice-President — S.  R.  Rott. 

Secretary-Treasurer — A.  B.  Gardiner. 

Sergeant-at-Arms — G.  H.  McKague. 

On  motion  of  Messrs.  J.  R.  I^urland  and  D.  J.  Clark, 
Winnipeg  was  seleeted  as  the  next  place  of  meeting. 

Entertainment  Side 

Thursday  afternoon  the  delegates  and  their  friends 
were  entertained  by  the  loeal  casket  supply  houses. 
Firstly,  to  a  steamboat  excursion  up  the  Red  River  on 
the  S.S.  Majestic  to  Rivenside  Park,  where  a  program 
of  sports-  was  run  off.  At  7  p.m.  a  banqiaet  was  given 
at  the  Fort  Gariy  Hotel.  This  was  followed  by  a  most 
enjoyable  prograin  at  the  Pantages  Theatre.  This  con- 
cluded the  day  and  formed  a  most  happy  closing  to 
what  was  voted  by  all  as  a  most  enthusiastic  convention. 

The  examining  board  of  the  Provincial  Board  of 
Health,  Dr.  Gordon  Bell,  W.  D.  Dunbar,  and  A.  B. 
Gardiner,  conducted  examinations  for  diplomas  and 
licenses  the  day  following  the  close  of  the  convention. 
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CANADA  CASKET  LINE 

Correct  in  design,  construction  and  finish.  We  welcome  com- 
parison with  any  other  casket  made. 


t  C  ANADA    C  ASk[  T 

We  have  a  most  modern  and  well  equipped  plant  for  the  manufacture  of  the  best  in  Cloth 
Covered  Caskets,  Robes,  Linings,  Casket  Hardware  and  Undertakers'  supplies. 


Casket  No.  214  in  black,  also  in  white,  or  grey  broadcloth 


See  our  attractive  new  line  at  Toronto  during  the  Canadian  Embalmers  Convention.  All 
orders  executed  promptly  and  every  care  is  used  in  shipping  to  ensure  quick  delivery.  Write  us 
for  our  new  catalogue  unless  you  have  already  received  one. 

Canada  Casket  Company,  Limited 

Wiarton,  Ontario  Toronto  Office :  309-10-11  Confederation  Life  Building 
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CANADIAN  EMBALMERS  CONVENE  IN  TORONTO 
SEPTEMBER  7,  8  AND  9 

THE  Canadian  Bmbalmers'  Association  will  hold 
its  32nd  annual  convention  in  Toronto  on  Sept. 
7,  8  and  9  and  a  large  attendance  is  "being  con- 
fidently looked  forward  to.  The  executive  decided  on 
the  dates  for  the  convention  at  a  meeting  at  the  olfice 
of  Secretary  Fted  W.  Matthews,  Toronto,  on  July  6, 
when  plans  were  laid  for  an  interesting  and  profitable 
program. 

Features  of  the  Program. 

The  convention  will  open  at  the  Anatomical  Bnilding 
at  Toronto  University  on  Tuesday,  Sept.  7,  at  9  o'clock, 
when  an  address  of  welcome  will  be  lextended  to  visit- 
ing delegates  by  Mayor  Church  of  Toronto.  This  will 
be  replied  to  by  President  Wm.  Edwards,  and  a  short 
address  on  matters  of  interest  to  embalmers  will  bo 
given  by  J.  H.  Robinson  of  Hamilton.  The  balance 
of  the  day  will  'be  taken  up  with  routine  business,  in- 
eluding  the  reading  of  minutes,  appointment  of  com- 
mittees, etc. 

On  Wednesday  morning  the  secretary  and  treasurer 
will  present  their  reports  on  the  year's  business  and 
Prof.  Simmons  will  deliver  a  lecture  on  "Sanitation." 
Short  addresses  will  also  be  given  by  T.  E.  Simpson 
of  the  Ontario  Examiners'  Board,  and  by  C.  N.  Green- 
wood of  Stratford. 

Outing  to  Centre  Island. 

Business  will  'be  suspended  at  12  o'clock  on  Wednes- 
day and  delegates  with  their  wives  and  friends  will 
meet  at  the  Bay  Street  dock  of  the  Toronto  Ferry  Com- 
pany for  a  trip  to  Centre  Island,  where  a  good  after- 
noon's entertainment  will  be  provided.  One  of  the 
big  features  of  the  afternoon  will  "he  a  "real"  baseball 
game  in  which  the  contending  teams  will  be  captained 
by  Cliief  Sudbury  (J.  G.  Henry)  and  Chief  Hamilton 
(Chas.  Blachford).  Harrisburg  and  Toronto  stage  a 
baseball  production  at  Hanlan's  Point  on  the  same 
afternoon,  but  in  point  of  interest  and  spectacular 
playing,  the  Embalmers'  game  gives  promise  of  over- 
shadowing the  work  of  the  big  league  stars. 

At  4.30  o'clock  a  special  dinner  will  be  served  at 
Hotel  Manitou,  Centre  Island,  at  wliich  addresses  will 
be  delivered  by  J.  G.  Henry  of  Sudbury,  Chas.  Blach- 
ford of  Hamilton,  J.  B.  Melntyre  of  St.  Catharines, 
Rev.  Byron  Stauffer  of  Toronto  and  others.  A  musi- 
cal program  is  also  being  arranged  for. 

Demonstrations  and  Lectures. 

On  Thursday  morning,  business  will  be  resumed  by 


demonstrations  and  lectures.  Unfinished  business  will 
be  completed  and  the  election  fuul  installation  of  offi- 
cers for  the  ensuing  year  held.  The  [)resent  officers 
of  the  Association  are  : 

President — William  Edwards,  Gananofjue,  Ont. 

1st  Vice-Pres.— N.  B.  Cobbledick,  Danforth  Ave.,  To- 
ronto. 

2nd  Vice-Pres. — Robert  Nugent,  Lindsay,  Ont. 
Secretary —  Fred.  W.  Matthews,  665  Spadina  Ave., 
Toronto. 

Treasurer— A.  R.  Coltart,  Chatham,  Ont. 
Member  of  Executive- — J.  G.  Henry,  Sudbury. 

Will  Hold  Usual  School  of  Embalming. 

The  usual  school  of  embalming  will  be  conducted  in 
Toronto  during  the  week  previous  to  the  convention 
of  the  Canadian  Embalmers'  Association.  It  will  open 
on  Aug.  31  and  continue  for  one  week,  being  under 
the  charge  of  Prof.  R.  L.  Simmons,  of  the  Syracuse  Col- 
lege of  Embalming,  Syracuse,  N.Y.  Particulars  re- 
garding it  may  be  obtained  from  the  secretary,  Fred. 
W.  Matthews,  665  Spadina  Ave.,  Toronto. 


ALBERTA  FUNERAL  DIRECTORS  WILL  NOT 
LIKELY  MEET 

Executive  Will  Meet  Instead 

Editor  Canadian  Furniture  World 

and  The  Undertaker: 

Dear  Sir— In  answer  to  your  letter  of  the  7th.  The 
Alberta  association's  annual  convention  for  1915.  owing 
to  financial  conditions  throughout  the  West,  will  not 
likely  be  held  this  year. 

The  executive  will  meet  this  month,  and  if  thought 
advisable  will  postpone  the  convention,  which  was  to 
have  been  held  this  year  at  Banff.  This  is  owing 
largely  to  the  fact  that  the  past  twelve  months  have 
been  hard  ones  on  the  Alberta  funeral  directors  in 
more  ways  than  one.  Owing  to  the  numbers  that  have 
left  the  province,  not  only  to  go  to  the  Front  but  be- 
cause there  were  so  many  out  of  work  and  little  money 
to  be  had,  the  death  rate  has  been  very  small,  saying 
nothing  about  how  hard  it  is  to  collect  for  the  business 
done. 

This  makes  it  hard  for  those  living  at  any  distance 
from  where  the  convention  would  be  held  to  attend, 
and  this  year  very  few  can  afford  to  take  the  money 
from  their  business  as  well  as  their  time  (as  in  many 


A  particularly  attractive  floral 
display  made  at  a  recent  funeral  by 
N.  B.  Cobbledick,  undertaker,  of 
1506  Danforth  Ave.,  Toronto.  Note 
the  artistic  arrangement  of  flowers 
and  wreaths,  and  the  use  of  flag. 
The  casket  shown  here  was  manu- 
factured by  the  Canada  Casket  Co., 
Limited,  of  Wiarton  and  Toronto, 
ofllce  at  309-10-U  Confederation  Life 
Building. 
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^^Imitation  is  the  Sincerest  Flattery'' 

This  is  an  illustration  of  our  No.  1 85  cloth  covered  half  couch,  full  trimmed  interior 
with  pillow  set.  An  original  and  popular  design  and  unquestionably  the  best  selling 
casket  on  the  market  to-day.  If  you  doubt  this  compare  with  the  many  imitations 
offered  the  trade. 

No  casket  has  ever  been  copied  before  its  superiority  has  been  acknowledged. 


CENTRAL  CASKET  COMPANY  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  24 1  Fern  Ave,  Toronto 

Telephone  126  Telephone  Parkdale  3257 


Cut  off  this  COUPON  and  Mail  To-day! 


Announcement 

A  New  Principle  in  Embalming 


We  herewith  announce  the  discovery  of 
A  NEW  PEINCIPLE  IN  EMBALMING. 
This  is  something  absolutely  unique  and 
embodies  a  method  which  is  in  no  manner 
like  any  other  ever  in  use  before. 

We  have  put  this  new  method  and  new 
principle  to  the  most  rigid  tests  and  it 
has  produced  results  which  can  be  de- 
scribed only  as  wonderful  in  both  preser- 
vation and  cosmetic  effect. 

Professor  Eckels  has  just  published  a 
thoroughly  thoueht-out  treatise  descrip- 
tive of,  giving  reasons  for  and  the 
methods  of  procedure  in  this  wonderful 
new  method  which  OPENS  UP  A  NEW 
EPOCH  IN  THE  SCIENCE  OF  EMBALM- 
ING. 

This  treatise  has  been  put  into  a  book 
of  about  130  pages,  beautifully  printed 
in  two  colors  and  attractively  bound. 

It  will  be  sent  FREE  OF  CHARGE  to 
any  reliable  and  established  undertaker 
in  the  United  States  who  is  willing  to 
prove  the  efficacy  of  this  method  for 
himself. 

This  method  may  be  used  with  ANY 
STANDARD  EMBALMING  FLUID  arter- 
ially  injected.  The  embalmer  can  use  the 
fluid  to  which  he  is  most  accustomed. 
The  material  for  putting  this  new  method 
to  the  most  practical  of  all  tests — its  use 
in  your  own  embalming  room — costs  but 


$7.50.  If  you  want  to  do  better  work, 
if  you  want  to  obtain  results  you  never 
before  have  attained  at  only  a  slight 
additional  cost  over  your  previous  method 
and  a  few  minutes'  extra  work,  fill  out 
the  blank  in  the  corner  of  this  page  and 
mail  it  at  once.  The  volume  will  be  sent 
to  you  without  charge.  Read  it  carefully 
and  then  if  you  care  to  send  back  the 
equipment  and  keep  the  book,  we  will 
pay  transportation  charges  both  ways. 

Better  yet,  study  the  method  as  out- 
lined in  the  volume,  keep  both  the  volume 
and  the  material  and  we  will  bill  you 
for  $7.50. 

This  notice  is  addressed  to  those  who 
realize  that  the  inventor  of  the  famous 
Eckels-Genung  Axillary  method,  the  dis- 
coverer of  Dioxin  and  the  compounder  of 
the  only  RE-Concentrated  fluid  on  the 
market  would  not  make  this  announce- 


To  H.  S.  Eckels  &  Co., 
241  Fern  Avenue, 
Totonto  Can. 

Please  •end  to  the  addresa  below,  free  of 
charge,  your  1 30-page  book  entitled  "A  New 
Principle  in  Embalming." 

You  may  include  with  it,  if  you  like,  the 
materials  necessary  for  testing  this  new  method 
(enough  for  I  2  average  bodies)  and  bill  us  for 
$7.50,  with  the  distinct  undersianding  that  if 
aftfr  reading  the  book  and  after  testing  the 
method  we  do  notsecure  results  tar  better  even 
than  we  anticipate,  we  may  keep  the  book,  but 
return  the  materials  within  30  days,  and  you 
will  cancel  the  bill. 

(Signed) 


<  :  F. 


ment  if  he  were  not  sure  of  the  won- 
derful efiicacy  of  the  method  this  interest- 
ing book  explains.  Lack  of  space  forbids 
a  more  extended  explanation  here.  Be- 
sides, the  book  gives  it  thoroughly,  and 
every  progressive  embalmer  wants  to 
know  ALL  about  this  new  and  forward 
step  in  the  path  of  progress. 

Write  to-day  and  tell  us  to  send  you 
the  outfit.  The  book  is  yours  whether 
you  keep  the  outfit  or  not. 


H.  S.  ECKELS  &  CO. 


1922  ARCH  STREET 


PHILADELPHIA,  PA. 


Canadian  Laboratories:  241  Fern  Avenue,  Toronto 
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eases  they  are  cutting  down  expenses  to  the  last  cent 
and  doing  with  as  little  help  as  possible)  to  attend. 

And  witliout  there  were  enough  members  attending 
to  get  a  reduced  rate  on  the  railways  it  would  make 
it  rather  expensive  to  many. 

Then  the  expense  of  holding  the  convention,  along 
with  what  it  would  cost  for  our  demonstrator  and  lec- 
turer, must  not  be  lost  sight  of,  for  those  expenses  have 
to  be  met,  and  without  we  were  assured  of  a  good  at- 
tendance at  the  convention  it  would  be  folly  to  under- 
take it  this  year,  as  our  finances  at  present  would  not 
justify  the  expenditure  under  present  conditions. 

We  in  the  Western  provinces  are  not  like  those  in 
the  Eastern  ones,  where  the  distance  to  be  traveled  is 
small  and  the  cost  less,  and  the  membership  of  the 
associations  much  larger,  while  out  here  many  of  our 
members  have  to  travel  hundreds  of  miles,  taking  two 
and  three  days  for  the  trip. 

The  officers  of  our  association  have  thought  lliat  if 
would  be  much  better  to  hold  a  large  convention  next 
year  than  a  poor  one  this  year,  and  we  have  every 
hope  of  having  the  Embalmers'  Act  in  force  toy  them, 
which  would  greatly  assist  in  making  the  meeting  a 
success. 

H.  G.  STONE, 
Sec.-Treas.  Alberta  Undertakens'  Assn. 
Red  Deer,  Alta.,  July  9,  1916. 


WILL  CANADIAN  FUNERAL  DIRECTORS  BUY  AN 
AMBULANCE? 

Editor,  Canadian  Furniture  World 

and  The  Undertaker: 
Dear  Sir — T  would  like  your  assistance  in  putting  a 
matter  before  the  funeral  directors  of  the  Domijiion. 


"Funeral  Directors" 

Canadian  Embalmers^ 
Association  Convention 

School  Opens  Aug.  31st,  1915,  10  a.m. 
Convention  Opens  Sept.  7th,  9  a.m. 

If  you  are  or  are  not  a  member 
come  along  and  enjoy  the  privi- 
leges and  advantages  of  an  educa- 
tional institution. 

Biological  Building,  University  of  Toronto 


F.  W.  MATTHEWS,  Secretary 

665  Spadina  Avenue, 

Toronto,  Canada 


Will  they  not  do  something  for  or  towards  assisting 
our  DoTninion  Government  in  this  their  hour  of  need? 
They  need  the  help  of  us  all,  if  not  to  fight  at  the  Front, 
to  help  e(juip  those  that  go,  and  in  many  ways  we  that 
stay  at  home  can  help. 

The  Eoi-d  Times,  last  issue,  shows  a  Ford  ambulance 
ecjuipped  for  field  service.  This  ambulance  is  not  as 
expensive  as  many  others  being  used  at  the  Front, 
and  in  many  ways  it  is  better  fitted  for  the  work,  as  it 
can  get  wbere  a  heavier  car  cannot  travel,  and  the 
expense  of  its  upkeep  is  much  smaller.  I  cannot  speak 
too  highly  of  the  Ford  car.  We  know  what  it  can  do  out 
here  in  the  West,  where  we  at  times  have  pretty  poor 
roads  to  go  over  and  hills  to  climb,  but  the  Ford  gets 
there  all  the  same. 

Now  if  each  of  the  different  associations  would  get 
busy,  and  f  am  sure  they  all  would  like  to  do  some- 
thing as  an  association,  we  can  give  our  Government 
one  of  these  amhulances  from  each  of  the  different  asso- 
ciations in  the  Dominion;  that  would  mean  six  ambu- 
lances; and  1  am  sure  they  would  he  appreciated,  and 
it's  up  to  the  embalmers  in  Canada  to  do  something. 
Will  yon  help  this  work  along?  Later  I  will  send  you 
a  copy  of  the  letter  I  intend  to  send  to  the  funeral 
directors  of  Alberta. 

Respectfully, 

II.  G.  STONE. 

Red  Deer,  Alta. 


APOPLEXY  AND  BRIGHT  S  DISEASES  CASES 

f  Continued  form  page  79 ) 

nor  is  the  evidence  of  embalming  so  noticeable  at  the 
time  of  the  funeral.  While  it  may  re(|uire  a  little  more 
fluid  to  inject  the  body  at  this  time  (5  to  8  hours  after 
death)  than  would  be  necessary  were  it  injected  an 
hour  thereafter,  nevertheless  the  fluid  is  not  wasted. 
Tt  perhaps  will  be  requii'ed  thoroughly  to  distribute 
it  in  any  event,  since  thus  the  larger  arteries  first  are 
completely  filled,  and  then  by  the  force  created  by 
pressure  on  these  arteries  and  by  the  further  injection 
of  the  fluid,  a  satisfactory  circulation  is  provided  from 
them  into  the  smaller  arteries  and  ifito  the  capillaries. 
This  is  necessary  befoi-e  perfect  preservation  can  be 
obtained  or  expected. 

The  drainage  of  li(|uid  material,  the  dropsical  water, 
as  well  as  the  blood,  is  an  important  matter  in  these 
eases.  As  the  tissue  is  usually  whiter  in  Bright 's  Dis- 
ease than  in  other  cases,  blood  discoloration  produces, 
by  its  greater  contrast,  more  ohjectionable  features 
even  than  on  other  subjects. 

Cancer  is  a  condition  which  afiPords  the  embalmer 
the  best  opportunity  of  showing  the  good  results  of 
embalming.  This  is  true  to  a  greater  extent  than  in 
almost  any  other  case  which  he  may  have  to  treat. 
Arterial  embalming  always  should  be  done,  because  it  is 
"from  within"  that  the  festered  material  constantly 
l>roduees  and  reproduces  the  disagreeable  fetid  odors 
which  pervade  the  house  and  particularly  the  room  dur- 
ing illness,  so  much  so  that  it  was  impossible  for  the 
])hysicians  or  nurses  to  get  rid  of  it.  The  era'balmer 
destroys  all  the  putrefactive  bacteria  within  and  with- 
out, and  by  local  applications  entirely  removes  all  odors 
and  purifies  the  body  and  atmosphere,  thus  giving 
grateful  relief  to  the  family.  In  the  embalming  of 
such  a  body  the  artery  should  be  chosen  which  is  closest 
to  the  seat  of  trouble,  so  that  by  a  direct  injection  into 
it  petfect  circulation,  purification  and  disinfection  is 
had. 
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ONTARIO 
Amherstburg — 

J.  H.  Sutton. 
Aiirora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  Q.,  &  Co. 
Bobcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Sou,  L.  'Phone  10. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbach,  Geo.   R.,  162 
King  St. 
Brooklin — 

Disney,  R.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  21.3. 
'Phone  17. 

Campbellford— 

Irwin,  Jaanes. 
Campden — 

Hansel,  Albion. 
Clinton — 

Wialker,  Wesley. 
Cobalt — 

McNiabb  &  Co.,  Ltd.,  J.  G. 
Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logau,  R.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.     'Phone  68. 
Dutton — 

Sehultz,  B.  L. 
Elmira — 

Dreisinger,  Ohris. 
Fenelon  Falls — 

Deyman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstromg,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William — 

Oameron  &  Co.,  711  Victoria. 

Morris,  A. 
Gait- 
Allen  &  Bay. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

MicLay  &  Munro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont.— 

Blachford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 

Green  Bros.,  124  King  St  E. 

Robinsou,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Whinnenburg,  Normian. 
Hastings — 

Howard,  P.  N. 


Hepworth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
Lakelield — 

Hendren,  Geo.  G. 
Lucknow— 

A.  T.  Davison.    'Phone  28. 

SimiS,  J.  G.  I 
Markdale — 

Oliver,  M. 
Mndmay — 

John  F.  Sclhuetfc 
Newmarket — 

Millard,  J.  H. 
North  Augusta- 
Wilson,  J.  R. 
North  Bay — 

M-artyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood — ■fMariposia  Station 

G.T.R.)  Wilmot  F.  Webster. 
Ohsweken — 

.Tohnson,  F.  L. 
Orillia — 

DinghaTn,  H.  A. 

W.  A.  Straohan,  Mgr. 
'Phome  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Ch.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  MePhee. 
Petrolia — 

Steadmian  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.,  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Catharines— 

Grabb  Bros. 

144-146  St.  Paul  St. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 


Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.   'Phone  102. 
Stratford — ■ 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 
Henry,  J.  G. 
Moyle,  J.  E. 
Toronto — 

Cobblediek,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 
Raper,  Washington,  Fleury 
Burial  Co.,  731  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourue  St. 

Vaneamp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont.— 

Woodhall,  J.  B. 
Waterloo — 

Klipper  Undertaking  Co. 
WeUand— 

PiP.tterson  &  Dast. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  B.  A 

Walker,  J.,  &  Sou. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 
QUEBEC 
Buckingham — 

Paquet.  Jos. 
Cowansville — 

.Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe— 

CadoTette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — • 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Co. 


Seaforth,  Ont. — 
W.  T.  Box  &  Co. 
Holmes,  S.  T. 

Halifax- 
Snow  &  Co.,  90  Argyle  St 

Sydney  Mines — 

D.  A.  McBae,  Clyde  Ave. 

Sydney,  C.B.— 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 

MANITOBA 

Brandon — 

Campbell  &  Camipbell. 

Vincent  &  McPherson. 
Souris — 

McCulloch,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

B-ardal,    A.    S.,    834  Sher- 
brooke  St. 

Thomipson,  J.  C,  501  Main. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

,  Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  .John  M. 
Prince  Albert- 
Howard,  A.  C. 
.  Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 

Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming'  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 


Cloth  Coverers  Wanted 


Casicet  manufacturer  wants  cloth  coverers  at  once.  Steady  work, 
good  pay.  No  booze  fighters  need  apply.  Address  Box  135, 
Canadian  Furniture  World  and  the  Undertaker,  32  Col- 
borne  St.,  Toronto,  Ontario. 
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Alaska  Feather&  Down  Co  o.b.c. 

Antiseptic  Uedding  Co  i.f.c. 


Canada  Casket  Co  49 

Canadian  Feather  &  Mattress  Co. .1(1 
Canadian  School  of  Embalming. .  .5.'t 

Central  Casket  Co  51 

Chair  Craft  Co  15 

Champion  Chemical  Co  47 

Columbia  Graphophone  Co  35 


Davies-Piitnam  12 

Dominion  Casket  Co  47 

Dominion  Mfrs.,  Limited.  .43-41-45-46 
Du  Pont  Fabrikoid  Co  12 

E 

Eokel8&Oo.,  H.  S  51 

Kfyptian  Chemical  Co  54 

Klniira  Furniture  Co   4 

Elmira  Interior  Woodwork  Co  4 

Evel  Casket  Co  38 


Farqubarson-Giiford  Co   9 


Qendron  Wheel  Co  54 

Ulobe- Wernicke  Co   7 


I 

Imperial  Rattan  Oo. 


Keystone  Hedding  Co  ti 

Kindel  Bed  Co   <> 

Knechtel  Furniture  Co  13 

Kohn,  J.  &  J  10 


M 

McLagan  Furniture  Co.,  Geo.,  o.f.c. 

Meaford  Mfg.  Co   16 

Mundell,  J.  C,  &  Co  i.f.c. 


N 

N.  A.  Furniture  Co   8 


Ontario  Spring  Bed  &  Mattress.. . .  8 


Pollock  Mfg.  Co. 


Hourd  &  Co. 


S 

Stratford  Chair  Co   5 


Textileather  Co   i.b.c. 


W 

Walter  &  Co.,  B  14 
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The  Board  of  Examiners 


Milverton 


Ontario 


NOTICE 


The  Government  Board  of  Examiners,  under  the  Em- 
balmers'  and  Undertakers'  Act,  will  conduct  an  exam- 
ination in  the  Anatomical  Section  of  the  Toronto  Uni- 
versity Building,  on  Friday,  Sept.  10th,  1915,  commenc- 
ing at  10  o'clock  in  the  morning.  Candidates  wishing 
to  take  the  examination  for  qualification  and  Govern- 
ment License  will  send  in  their  application  and  fee  to 
the  secretary  not  later  than  Sept.  1st,  1915.  Blank 
forms  of  application  can  be  had  on  application  to  the 
secretary. 

The  Canadian  Embalmers'  Association  will  hold 
their  usual  School  of  Instruction  commencing  Tuesday, 
Aug.  31st.  Students  who  intend  writing  on  Examina- 
tion are  advised  to  attend  the  lectures. 

JAMES  TORRANCE, 
Secretary, 

Milverton,  Ont. 

Milverton,  June  2Sth,  1915 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 


Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  C«nt8  per  line,  one  insertion 
Four  linea  once  for  $1.00,  three 
timeifor  $2.00. 

Cash  must  accompany  the  order. 
No  accounts  booked. 

MINIMUM  50  CENTS 


FOR  SALE — Good  double  Briougham,  Euglislh  make,  leiaitJh<>r- 
liiied  to  top,  a  liargiaiu,  .$100.  Double  set  of  silver-mounted  har- 
ness, .$2.5.     W.  N.  Knechtel,  1095  Yonge  Street,  Toronto,  Ont. 

7151?. 


FOR  SALE — A  pair  of  black  hearse  mares,  full  sisters,  6 
and  7  years  old,  sound,  and  in  good  condition.  Stand  16-2  and 
weight  ;>/bout  1,250  lbs.  each.  True  in  all  harness.  For  further 
partifulars  apply  to  J.  A.  Donaldson,  Caledon  East,  Ont. 


Assistant  undertaker,  one  who  has  taken  course  in  embalm- 
ing school,  would  like  jiosition  as  assistant  undertaker  and 
enibalmer.    Write  W.  O.  McBain,  Desboro,  Ont. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
StronBest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formnla 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKE1  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rirert,  Qne. 
JAS.  S.  ELLIOTT  &  SON 
Preicott,  Ont. 
CHRISTIE  BROS. 
Amherit,  N.S. 


Larger  Bottle*  filled  op  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 
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TESTING  THE  NORWALK 


'T'HE  best  known  cem- 
^    etery  in  the  United 
States  decided  to  test  the 
Norwalk  Vault. 

Selecting  at  random  a  stock 
vault  they  buried  it  eight  feet 
deep  in  the  softest  ground  in  the 
cemetery. 

The  moment  the  vault  touched 
the  bottom  six  men  began  to 
shovel  so  as  to  give  the  seal  of 
fresh  cement  the  least  possible 
time  to  harden. 

A  hose  was  then  turned  on 
and  a  constant  stream  of  water 
was  poured  on  the  grave  for  thirty  days  until  the  grave  sank  a  foot  below  the  surface. 

At  the  end  of  the  month  the  vault  was  hoisted  to  the  surface  through  the  clinging 
mud  by  the  handles  at  one  end.    (See  photo  reproduced  above). 

A  sledge  hammer  was  then  applied  and  the  vault  was  finally  opened  for  inspec- 
tion.   What  did  they  find  ? 

The  inside  was  as  dry  as  a  bone — proving  that  the  vault  is  what  we  claim  it  to 
be,  an  absolutely  moist  proof  burial  receptacle. 

No  other  vault  at  any  price  compares  with  the  Norwalk. 

It  is  made  of  moisture  proofed  cement,  every  inch  is  reinforced  and  there  being  no 
metal  exposed  to  the  elements  it  is  impossible  for  it  to  corrode. 

Anyone  who  understands  the  lasting  qualities  of  cement  knows  that  its  strength 
improves  with  age  and  the  vault  must  therefore  be  everlasting. 

For  Sale  by  all  Undertal^ers 


Visit  the  Factory  during  the  Convention  or  see  our  Exhibit  at  the  Exhibition 
or  write  for  folder  of  information 


Made  in  Canada  by 

THE  NORWALK  BURIAL  VAULT  CO. 


Works  :  Yonge  St.  &  St.  Clair  Ave.,  Toronto,  Ont. 
Phone  North  1587 


Sales  Agent  :  A.  Elder,  86  King  St.  E.,  Toronto 
Phone  Main  4095 


A  Trade  Winner 

Over  one  thousand  high-class  Furniture  Dealers  in  Canada 
are  making  good  profits  and  lifelong  friends  by  selling  the 

Banner  Spring  Bed 

The  BANNER  is  constructed  of  oil-tempered  spiral 
springs,  which  are  mounted  on  rigid  steel  trusses,  and  fit 
in  iron  bed  without  the  use  of  slats. 

The  sprmgs  are  held  in  place  by  oil-tempered,  unbreakable, 
interlaced  steel  wires. 

The  BANNER  is  sold  with  a  GUARANTEE  of 

20  YEARS  satisfactory  service. 

Order  a  BANNER  S P R I N G -Exhibit  it  on  your  floor, 
and  it  will  bring  business  to  your  stores. 

List  Price  $8.40.    Trade  Discount 

The  Alaska  Feather  &  Down  Co.,  Limited 

MONTREAL 
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A  Mundell-Made  

Money  -  Make r  

 Try  it. 


A  new  rocker  recently  added  to 
our  line,  of  solid  quartered  oak, 
finished  in  Fumed,  Golden,  or  Early 
English,  upholstered  in  Imitation 
Leather,   spring  seat  and  back. 


Shipped  K.  D.  No.  468 


Furniture  Makers 
ELORA  ONTARIO 


BAETZ  BROTHERS  &  COMPANY 

BERLIN  ONT. 

A  New  Suite  of 
Bedroom  Chairs 

No.  61 1 
"QUEEN  ANNE" 

Made  of  selected  Gumwood 
Finished  in  Anmerican  Walnut 

CHAIR  3.25 
ROCKER  3.50 
DRESSING  TABLE 
CHAIR  3.25 

MANY  NEW  PATTERNS  WILL 
BE  READY  THIS  FALL 
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The  Davenport  Bed  season 
is  now  at  hand.  Order 
a  few  designs  in  the  F-G 
make  and  be  prepared 
to  obtain  the  greatest  re- 
turns from  your  stock. 


F-G  Davenports 
are  Favorites. 


Farquharson  -  Giff  ord 
Co.,  Limited 


Stratford 


Ontario 


Solid  Comfort 
at  all  Times 


Comfort  is  one  of  the  first  con- 
siderations of  us  all.  There  is 
nothing  can  replace  it  because  it 
is  necessary  to  our  health  and 
happiness.  Naturally  as  F-G 
Davenport  beds  are  very  cosy 
you'll  find  them  good  sellers  at 
all  times,  especially  for  the  Fall 
season. 


"Stratford  Made 
Increases  Trade. 


So  Restful 


WHEN  ORDERING  DAVENPORT  BEDS  FROM 
STRATFORD,  REMEMBER  TO  ORDER  F-G 
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SPLENDID  PROFIT  MAKERS  f 

We  have  studied  your  requirements  this  past  six  months  as  5 

we  never  have  studied  them  before,  the  result  :  A  line  of  1 

dining  chairs,  chairs  and  rockers  that  meet  your  needs  in  1 

every  particular.  1 


Write  for  informalion 
about  our  complete 
line  oj 

BUFFETS 

EXTENSION  TABLES 

DRESSERS 

CHEFFONIERS 

and 

STANDS 


STRATFORD  CHAIRS  ARE  PROFIT  MAKERS 

At  both  ends  of  good  merchandising  (bread  and  butter 
and  the  more  particular)  you  will  find,  m  the  "Stratford" 
Line  of  Profit  Makers,  better  values  and  more  saleable  goods 
than  is  usual.  Close  attention  to  the  retailers'  requirements 
and  to  the  most  economical  methods  of  producing  it  are 
some  of  the  reasons.  Remember  all  our  goods  are  long  in 
value  and  short  m  price. 

STRATFORD  CHAIR  COMPANY,  LIMITED 

STRATFORD  -  ONTARIO 
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^  The  beauty  of  the  McLagan  Line  of  Library  Furniture  is 
exceeded  only  in  their  wealth  and  fine  materials. 

^  The  extreme  durability  of  their  finish  has  long  since  been 
established.  There  are  never  any  come-backs  in  the 
McLagan  Line,  their  finish  is  lasting,  and  beautiful. 

^  The  ready  salability  of  this  line  may  be  attributed  to  two 
causes — their  goodness  and  their  very  moderate  prices 
— prices  that  have  no  other  alternative  than  quick  sales. 
More  than  that  there  is  a  good  profit  in  them  for  you. 

^  You  owe  it  to  your  customers  and  to  yourself  to  see  this 
line.  In  the  meantime  send  for  information  of  the  McLagan 
Line  which  offers  you  a  splendid  opportunity  for  quick 
sales  and  big  profits,  to  say  nothing  of  the  pleased  buyers 
each  sale  creates. 


THE 

GEORGE 

McLAGAN 

FURNITURE 

COMPANY 

LIMITED 

STRATFORD 
ONTARIO 
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Globe  -  Wernicke  Sectional  Book  cases 


Globe- Wernicke  Bookcases  are  made  in  designs  to  harmon- 
ize with  the  furnishings  of  any  room  and  in  combinations  to 
suit  any  desired  space. 


An  Attractive  Standard  Style  Combination 

In  the  Standard  Style  the  book  units  are  finished  in  a  shapely  oval,  the  top  section 
having  a  slightly  projecting  curve.  The  number  of  finishes  in  oak  and  mahogany  gives 
wide  latitude  to  those  seeking  to  carry  out  color  schemes  in  decoration. 

Globe- Wernicke  Sectional  Bookcases  are  exceedingly  profitable  to  the  dealer. 
Coupled  with  a  very  attractive  profit  obtainable  on  every  sale  made  there  is  that  National 
reputation  behind  them  that  makes  the  Globe  Wernicke  line  first  thought  of  and  first 
bought  by  the  vast  majority  of  possible  customers. 


1  WRITE  FOR  CATALOG  1 

j     3'bcSlob«^crnickceo..£rd.  | 

I  STRATFORD  ONTARIO  | 
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THE  PEOPLE'S  DECREE  IS 

Stratford  Imperial  Make 


•mm  liiJIJ 


7 


"Original  designs  ana  not  copied 
from  another  fellow" 


The  demand  for  furniture  that 
possesses  all  desirable  features 
in  appearance  and  quality,  with 
lowness  m  price,  will  be  par- 
ticularly pronounced  this  Fall. 

Ele  gance,  Strength,  Lightness 
of  weight.  Durability  and  Econ- 
omy make  Imperial  Rattan 
Furniture  adaptable  for  use  at 
any  time  or  place,  in  perfect 
harmony  with  any  furnishings 
or  color  scheme. 


The  largest  and  most 
select  stock  of  Tapestry, 
Chintz,  Denim,  Imitation 
Leather  and  Solid 
Leather  Coverings  in 
Canada  is  carried  in  the 
Imperial  Rattan  factories 
— a  great  feature  is  filling 
orders  to  your  taste. 


IMPERIAL  RATTAN  CO.,  LIMITED 


STRATFORD 


ONTARIO 
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With  head  rest  thrown  back,  showing  pillow  holder 


The  New 

STRATFORD 

Couch  Bed 


^  For  Den  or  Library  this  new 
couch  bed  has  no  competitor. 
The  ordinary  Bed  Davenport  is 
too  bulky,  too  massive  looking 
for  the  ordmary  den,  and  you 
can't  stretch  out  on  it  for  a  "wink 
or  two"  because  there  is  no 
head  rest.  You  can  on  this 
No.  600.  Under  the  head  rest 
is  a  roomy  space  for  pillows  and 
the  same  folding  device  is  used  as 
on  our  regular  bed  davenports 
Let  us  send  you  a  sample  order 
of  this  sure  enough  hitmaker. 


The  Revolving  Seat  Bed  Davenport 

^  We  have  a  revolving  seat  bed  that  stands  alone 
for  value.  We  are  specialists  in  Davenports  and 
have  been  identified  with  the  Revolving  Seat  Bed 
Davenport  since  its  first  inception. 

Write  Us  For  Particulars 


THE  STRATFORD  DAVENPORT  CO.,  LIMITED 


STRATFORD 


ONTARIO 
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A  Cabinet  for  Satisfaction  and  Profits 


Roller  Curtain 


Removable 
Flour  Bin 


Drawer 

Latest  improved 
Flour  Sifter 


Deep  Drawer 
for  Extracts 


Shallow  Drawer 
FuH  Extension  Slid- 
ing Nickeloid  Top 


Rack  for  Cove 
and  Pans 


Sliding 
Removabli 
Wire  SKelifl. 

Metal  Mouse  P 
Back  and  Bottom  of 
Cupboard,  also 
Bottom  of  Base 

Extra  Large  Cupboard 
for  Kettles  and  Pots 


Glass  Coffee  Jar 
'  g  Glass  Tea  Caddy 


Glass 

Measuring  Cup 


ated  Mouse- 
Metal  Bread 
and  Cake  Box 


Elxtra  Large  Drawer 
for  Kitchen  Linen 


No.  61. 

Oak  Stock:   Finish,  Dull  Golden  Wax;  White  Enamel  Interiot 
Height  71  in.;  Width  of  Base  39  in..  Depth  26  in.; 
Depth  of  Tab'e,  when  open,  39  in. 

"NO    DOORS  OPEN   ON   WORKING  SURFACE." 

You  know  and  your  customeis  know  that  absolute  satisfaction  will  result  from  the  sale,  but 
only  you  know  the  profit  "The  Stratford"  will  give  you  and  yet  the  value  is  apparent  to  the 
purchaser.  Each  part  of  its  equipment,  each  labor  saving  device,  will  give  real  service,  it 
will  be  a  real  help  to  the  housewife.  Your  customers  will  realize  this  fact  eagerly,  if  you 
show  "The  Stratford"  to  them.  Get  full  particulars. 

STRATFORD  MANUFACTURING  CO.,  LIMITED 


STRATFORD 


ONTARIO 
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MALCOLM  &  SOUTER  FURNITURE 


Malcolm  &  Souter  Furniture  Co.,  Limited,  Hamilton,  Can. 

Makers  of  High  Grade  Furniture 
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FOR  FALL  TRADE 

You  need  the  new  and  classy  lines 
to  brighten  up  your  regular  stocJ^. 

THIS  "CHARLES  11" 
DINING  SUITE 

In  Quartered  Oak  is  one  of  the  most 
attractive  of  the  season's  offerings. 

TRY  IT 


No.  8360  Buffet 


No.  1265  Diner 


No.  8363  Ex.  Table 


No.  1264  Diner 


ARE  YOU  READY 

To  handle  your  fair  share  of  the  business 
this  year's  crop  money  is  going  to  start 


moving 


A  SELECT  STOCK 

Is  the  only  thing  that  will  draw  it  to  your 
store.    We  have  the  stock  you  need. 


ANADA  FURNITURE  WlANUFACTURERS 


pANADA  p. 


Limited 


WOODSTOCK 


Wholesale.  Showrooms  : 

TORONTO  WINNIPEG 


ONTARIO 


Distributing  W arehouse 
WINNIPEG.  MAN. 


No.  8361  China  Cabinet 


Manufacturers  of  Tapestry,  Velvet,  Brussels,  Wilton  and 
Axminster  Carpets  in  Piece  Goods  and  Squares 

Our  agents  are  now  starting  out  for  1916  Spring  placing 
business,  featuring  a  series  of  high  class 

SEAMLESS  VELVET  RUGS 

Patterns  are  perfect  reproductions  of  Persian,  Oriental  and 
Conventional  Designs.  All  details  in  these  Velvet  Squares  are 
well  attended  to.  The  cloth  is  closely  woven,  has  the  surface  of 
a  Wilton,  combined  with  a  BALMORAL  back. 
The  magnificent  lustre  and  general  appearance  is  wonderful, 
looks  like  a  fine  worsted  Wilton. 

DO  NOT  MISS  THEM 

European  products  will  be  scarce.   We  have  produced  a  bigger  line  than 
ever  of  new  samples  in  latest  designs  and  new  colorings  and  are  in  a  position 
to  handle  every  order  with  which  we  might  be  favored. 
See  our  line.   Compare  qualities  and  prices. 


Mad*  in  Gaelph.    Known  throughout  the  Dominion. 


The  Guelph  Carpet  Mills  Company,  Limited 

Guelph  Ontario 
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The  Good  Sellers 

REST  CURE 
IMPERIAL 
REGAL  and 
FOREST 

which  are  three  well  known  brands  of 
felt  mattresses  that  contain  quality 
which  will  guarantee  your  customers 
the  best  of  satisfaction. 

Our  combination  mattresses  include: — 
Hair  and  Felt,  Keystone,  Erie  Rest 
and  other  grades  of  mixed  mattresses. 


LOOK  FOR  THIS  TRADE  MARK  ON 
YOUR  MATTRESSES  AND  PILLOWS 


WARRANTED 


In  the  manufacture  of  "  Keystone" 
Bedding,  every  thought  is  given  to 
producing  goods  which  will  give  sati«- 
faction  to  every  person  who  buys 
"Keystone." 

Transform  your  Pillow  department 
from  a  "dead  "  issue  to  a  real  "  live" 
and  profitable  proposition. 

There  is  no  necessity  for  further  hesit- 
ation. Our  guarantee  provides  for 
your  protection,  but,  order  a  sample 
of  "Keystone"  pillows  and  you  will 
find    them  superior  in  every  way. 


THE  • 

Keystone  Bedding  Co. 

London  Ontario 


Maydwell  No.  34 


"The  Lady  and  the  Bed  Spring" 

OR 

"The  Three  Degrees  of  Comparison — 
"Good!  Better!!  Maydwell!!!" 

' '  These  sleepless  nights,  and  aching  head, 
"I'll  stand  no  more,"  the  lady  said, 
"A  spring  I'll  purchase  for  this  bed, 

"That's  'Maydwell.'  " 

The  bedding  expert  at  the  store 
Buys  all  his  springs  through  JIMMY  DORE. 
The  price  is  right,  and,  what  is  more. 
They're  "Maydwell." 

The  lady,  she  went  straight  to  town. 
(The  expert's  name  was  Mr.  Brown.) 
"A  spring,"  she  said,    'I  would  be  shown, 
"That's  'Maydwell.'  " 

"Yes,  ma'am,"  said  Brown,  "just  come  with  me, 
"I've  something  here  you'll  like  to  see. 
"It's  our  'Superlative  degree,' 

" — The  'Maydwell.' 

"  'Good'  's  Positive — No  good  to  me;  — 
"  'Better' — Comparative,"  said  he: 
' '  Superlative — which  here  you  see 
"Is  'Maydwell'  " 

The  lady  smiles  and  nods  her  head. 
"I  really  came  for  one,"  she  said, 
"But  you  can  send  me  three,  instead, 
"All  'Maydwell.'  " 

Mr.  Bedding  Expert 

The  moral's  plain.    Give  JIMMY  DORE 
Or  H.  G.  WALKER,  orders  for 
An  early  shipment,  freight  paid,  or 
Write  "Maydwell." 

— The  "Spring"  Poet. 

Ask  our  travellers  to  ahovi  you  our  full 
line  of  Bed  Springs,  Divans  and  Cots 

Maydwell  Mfg.  Company 

65  Saulter  Street,  Toronto 
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NECHTEL 
ITCHEN 
ABINET 


The  one  really  good  Kitchen  Cabinet 


"  Knechtel  "  Kitchen  Cabinets  are 
"  Made  in  Canada"  by  Canadian 
workmen  and  are  the  most  satis- 
factory hne  the  dealer  can  handle. 

The  materials  and  workmanship  are 
of  the  best  and  the  many  new  labor 
saving  features  make  them  a  very 
comprehensive,  convenient  and 
popular  article  of  kitchen  furniture 
for  the  modern  housewife. 


No.  64 


Now  is  a  very  opportune  time  to 
feature  "Made  in  Canada"  Kitchen 
Cabinets,  and  we  urge  upon  you  to 
get  in  touch  with  the  "Knechtel"  line. 

There  are  28  different  designs  in  our 
line  with  innumerable  and  exclusive 
ideas  in  construction  and  equipment. 

Write  for  particulars  of  our 
free  window  display  outfit 


Knechtel  Kitchen  Cabinet  Company 


Selling  Agents: 

The  Knechtel  Furniture  Co.,  Limited,  Hanover,  Ontario 
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Try  Our  Fumed  Elm — It  Sells 


No.  255-3375  Suite— Fumed  Elm— List  Price  $101.25 

The  extraordinary  demand  for  our  fumed  elm  has  encouraged  us  to 
make  several  new  designs  All  complete  suites,  and  all  designed  to  be 
"Leaders."  The  No.  255  suite,  shown  above,  is  the  lowest-priced  elm 
dining  suite  that  we  make,  and  only  one  of  many  equally  attractive 
suites  in  elm. 

Ask  our  representative  to  show  you  the  new  ones. 

NOTICE 

We  will  soon  have  samples  ready  and  photos  made  of  the  snappiest 
line  of  new  good^  for  fall  trade  that  we  ever  had  the  pleasure  of  show- 
ing. These  goods  are  not  only  the  "last  word"  in  design,  but  they — 
well,  you  wait  and  see. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  -  ONTARIO 
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ONE,"  says  Nature 
^  "  THREE,"  says  Cunning 

SPLITTING  hides  into  two,  three 
or  more  sections,  coating  and 
machining  the  under  spHts  to 
give  these  a  grain  leather  appearance 
is  where  man's  cunning  enters  into 
the  making  of  leather. 

The  extensive  advertising  of 


^  DU  PDNT  1^ 


Aco.u  s.  PAT  orr. 


CRAFTSMAN  QUALITY 

material  for  upholsterins^- furniture  is  making 
difficult  the  sale  of  split  leather  upholstery. 
A  large  number  of  prospective  buyers  of 
furniture  know  the  facts  about  split  leather. 
The  demand  for  Craftsman  Quality  uphol- 
stery is  increasing-  because  of  its  known 
superiority  over  split  leather. 

FA  BR  1  KOI  D  is  water  and  grease-proot, 
retains  its  pliancy  and  neither  cracks  nor 
peels.  FABRIKOID,  Craftsman  Quality, 
is  guaranteed  for  one  year  against  cracking 
or  peeling — a  guarantee  backed  by  the 
century-old  Du  Pont  reputation  for  integrity 
of  purpose,  superiority  of  production  and 
financial  responsibility. 

FABRIKOID  is  most  extensively  and  constantly 
advertised — a  selling  advantage  to  be 
considered  when  making  stock 
tmlections 

For  samples  of  FABRIKOID  and  facts  about 
leather  mention  this  publication  and  write  to 

DU  PONT  FABRIKOID  CO. 

TORONTO 

ONTARIO 


Lee-Burrell, 

Rex, 
Regent  and 
Invictus  Mattresses 


Whichever  grade  you  buy  you 
are  assured  the  best  value  for 
the  money  you  can  possibly 
secure. 

Made  up  in  layers  of  pure,  re- 
silient cotton  felt,  and  encased 
in  a  strong  attractive  ticking. 

These  mattresses  are  abso- 
lutely sanitary  and  durable, 
and  the  methods  adapted  in 
"Make  Up"  ensure  the  maxi- 
mum comfort. 

While  the  economic  admm- 
istration  of  our  plant  does  not 
permit  the  use  of  cheap  or 
inferior  materials,  it  enables  us 
to  cut  overhead  expenses  and 
so  offer  the  trade  high  grade 
mattresses  at  reasonably  lovv^ 
prices. 

Send  for  prices  to-day 

Standard  Bedding  Co. 

27-29  Davies  Ave.,  Toronto 
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No.  5-321 


^  The  disposition  to  buy  things  that  are  going  to  con- 
tribute to  the  individual's  greater  comfort  is  one  much 
more  apt  to  be  followed  than  almost  any  other. 

^  Love  of  comfort  is  almost  as  strong  and  predominating 
a  trait  of  human  nature  as  is  vanity. 

^  Chaircraft,  Rest  Fest  and  Rex  Reclining  Chairs  appeal 
to  both.  They  are  so  evidently  comfortable  as  chairs  and 
so  good  to  look  at  as  part  of  the  furnishing  of  a  room  in 
the  home  that  they  find  sales  readily  and  at  good  margins 
to  the  retailer. 

^  Chaircraft  reclining  chairs  are  in  the  nature  of  a 
specialty  with  the  good  profits  that  usually  accompany  a 
specialty,  but  with  a  "turn-over"  similar  to  a  staple. 


THE  CHAIR  CRAFT  COMPANY 


TRAVERSE  CITY.  MICHIGAN 


Having  enjoyed  very  good  business  from  our  Canadian 
friends  in  the  past,  we  take  pleasure  in  announcing 
that  our  patterns  for  the  new  summer  season  are  now 
ready — an  inquiry  will  bring  Catalog  and  Price  List. 


DAVIES- PUTNAM  CO. 

Grand  Rapids,  Michigan 

Exhibit  in  Keeler  Bldg.,  Ground  Floor 


No.  974  Muffin 
Stand,  36"  high, 
cane  shelves. 


Manufacturers  of  high  grade 
reproductions  and  novelties 
in   solid     Cuban  Mahogany. 


Textileather 

It  Costs  Less  and 

Better  Than  Genuine  Leather  It  Wears  Longer 

FOR  MANY  PURPOSES 


Write  for  a  Sample  and 
Try  it  Out 

Textileather  Co.,  212  Fifth  Ave.,  New  York,  N.Y. 

Write  Direct  or  to  Frank  Schmidt,  Berlin,  Ontario 
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Guaranteed 

SALEABLE 

UPHOLSTERED 

FURNITURE 


Illustrations  from  the  Jeffries' 
Lines  of  high  class  furni- 
ture. The  quality  and 
design  are  there,  and  the 
prices  give  assurance  that 
they  will  be  good  sellers. 


No.  123 


Don't  fail  to  see  our 
line  at 

Canadian  National 
Exhibition 

where  we  will  have 
a  representative, 
showing  our  new 
pieces  which  have 
not  yet  been  placed 
on  the  market. 


You  will  be  inter- 
ested, so  call  at  our 
exhibit  in  either  the 

Industrial  or  Educa- 
tional Building 

and  our  represent- 
atives   will  gladly 
give  you  any  infor 
mation    you  may 
request. 


JEFFRIES 
FURNITURE 

COMPANY 


WELLAND 
ONT. 


No.  122  R. 


No.  122 
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ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 

MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  6'  MATTRESS  CO. 

LONDON  .  -  .  .  CANADA 


A  Mattress 
With  Every 
Advantage 

See  oar  Exhibit  at 

Western  Fair,  London 


You  know  the  advantage  of  the  tuftless  type  of  mattress  and  you 
know  the  advantage  of  tufted  kind.  Imagine,  then,  a  product 
with  the  advantages  o[  both  (without  cither's  shortcomings)  and  you  have 
the  "  Adjusto  "  Mattress.  Its  ingenious  construction,  its  perfect  filhng  make 
it  an  unusual  mattress  value — worthy  of  our  guarantee. 

THE  ONTARIO  SPRING  BED  &  MATTRESS  CO., 


Maker*  of  Ontario  Brass  and  Iron  Beds,  Springs,  Mattresses  and  Pillows 

London  Ontario 


LIMITED 


Two  Whirlwind  Sellers 


I  IVE  wires  will  sell  a  raft  of  these  tables  this  Fall.  They  are  in 
demand  for  card  parties,  receptions,  and  other  social  functions, 
as  well  as  for  sewing,  reading-,  writing,  etc.  Their  uses  are  inex- 
haustible. A  positive  necessity  in  the  small  house  where  space  is 
limited. 


fffrELITE 

■    4     Km  nrlvr.  TAnrir 


FOLDING  TADLE ' 

This  table  hias  fewer  parts  than  any  otihe;- 
f'Oililing  table  on  the  market.  It  is  made  in 
.SO  in.  size  only,  land  wei<rhs  but  11  pounds. 
Su]iplied  with  felt  or  leatherette  top  and 
woodwork  in  golden  oak,  fumed  or  mahogany 
finush.  The  legs  are  firmlly  braced,  maJiimig 
a  liaWe  that  is  labsolutely  rigid  and  -nilll  not 
<vobbl'e. 


Write 
Now 

for  illustrated  litera- 
ture descriptive  of 
the  "Peerlesis"  and 
"  Elite  "  Folding 
tables.  Alsio  ask 
about  our  special 
proposition  to  buyers 
of  gross  lots.  Do  not 
put  this  off  until  an- 
other time  amd  forget. 
Scribble  off  a  post- 
card TO-DAY. 


The  Old 
Stand  By 


'T'HIS  line  has  long  been  a  favorite  on 
account  of  its  design  and  the  wide 
\'ariety  of  sizes  in  whieJi  it  is  supplied. 
Made  either  witih  round  top  or  square  top 
with  roumled  corners,  the 

WPEERLES5 

'    FOLDING  TABLE- 


may  be  had  in  either  felt,  leatherette  or  ])oJished  wood  to)>,  and  golden 
oak,  fumed  or  rn^ahogiany  finish.  Sizes  from  24  in.  up  to  full  dining  table 
size.    Strongly  made  and  braced. 

Put  a  display  of  these  tables  in  yorur  window.  You  will  be  surprised  to 
find  how  this  will  help  your  furniti' re  sales 

HOURD  &  CO.,  Ltd.,  LONDON,  ONT. 


SOLE  LICENSEES  AND  MANUFACTURERS 


2.'!  li 
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Quality 

IS  THE  PREDOMINATING  FEATURE  OF 

OUR  LINE 


JACOBEAN  PERIOD  FURNITURE 

We  claim  an  efficiency  of  workmanship 
and  a  supremacy  of  materials  and  finish 
that  is  backed  up  by  the  confidence  of 
business  leaders  all  over  the  country. 

Dining  Room  Suites 

Living  Room  Furniture 

Library  and  Den  Furniture 

Hall  Furniture 

YOU  WILL  FIND  IT  PRO- 
FITABLE SELLING  THESE. 
CATALOG  TO  DEALERS. 


THE  H.  KRUG  FURNITURE  CO. 

LIMITED 

BERLIN,  CANADA 
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The  Original  Lloyd 

"PRINCESS" 

Go -Carl  Sulk])  <2/7J  Carriage  Line 


Wrile  for 

catalogue  or 
salesman 
to  call 


LLOYD  MFG.  COMPANY 


BERLIN 


CANADA 


THE  WABASH  SLIDE 


MADE  HY 


B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  lumiture 
manufacturer  who  makes  a  dozen  arliclei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS    INSIST  on  WABASH  SLIDES 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 


Limited 


Owen  Sound 


Ontario 


Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


CAR  LOAD  DISTRIBUTION 

(TRACKAGE) 

FOR  BRITISH  COLUMBIA 
Independent  Van  &  Storage  Co.,  Ltd.,  Vancouver,  B.C. 


Every  Furniture  Manufacturer 

installs  new  equipDicnl  in  his  plimt  from  time  to  time— 
the  old  must  ko  !  There  is  a  way  to  dispose  of  it— econ- 
omically and  effectively.   Let's  tell  you 

Canadian   Furniture  World,  '"^^^ggNTo^^ 
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CoUeran  Improved  Steel  Clamping  Bar 


The  strongest  and  neatest  bar  on  the  market 
for  fastening  wire  fabric  to  wood  frames. 

Rigid  Construction 

One  edge  of  the  polished  steel  bar 
is  bent  at  right  angles,  forming  a 
flange  which  fits  into  the  groove  in 
frame. 

The  other  edge  is  turned  over,  mak- 
ing a  round  edge  which  cannot  cut 
the  wire. 

The  end  of  the  fabric  fits  snugly 
against  the  flange. 


Vermin  Proof 

The  bar  fastens  down  tight  on  the 
frame,  leaving  no  cracks  or  crevices. 


The  Colleran  Line  of  Woven  Wire  Springs 
Couches  and  Divans 


^^^^ 


Colleran  Steel  Divan  No.  10 

All  metal  ;  Colleran  patented  Rope  Edge, 
the  strongest  divan  made.  The  legs  fold 
under  by  a  simple  twist  of  the  hand  when 
not  in  use. 


GET  OUR  PRICES  TO-DA  Y 


Duchess  Lock  Weave  Spring 

If  this  spring  sags  in  use  we'll  take  it  back.  That's  our 
guarantee  to  you  and  to  your  customer.  The  fabric  is 
interlocked  with  coppered  steel  wire  and  is  remforced  with 
heavy  welded  end  cross  wires,  and  will  retain  its  strength 
and  resiliency  for  a  lifetime.  The  Lock  Weave  Spring 
is  supplied  with  wood  or  steel  frames  as  desired. 

Write  for  prices  and  full  information 


Colleran  Patent  Spring  Mattress  Company 

Toronto  -  Ontario 
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Best  Copper  Trimmings 
Genuine  Tennessee 
Cedar— Moth  Proof 


Try  Out  This 

Big  Profit  Maker 

Every  dealer  who  sells  furniture  ought  to  sell 

SHAFER  CEDAR  CHESTS 

It's  the  handsomest  line  you  ever  laid  your 
eyes  upon,  and  no  woman  can  see  it  on  your 
floor  without  getting  an  instant  desire  to  buy. 


Feature  Shafer  Chests  in  Your  Windows 

The  sooner  you  do  it  the  better.  Get  the  suggestion  working  at  once 
and  you  are  sure  to  reap  the  benefit.    Send  for  prices  on  the  next  mail. 

Aak  for  our  new  catalogue  showing  new  lines  including  medi- 
cine cases,  etc.    It  will  be  out  in  a  few  days. 


D.  L.  SHAFER  &  CO. 


St.  Thomas,  Ontario 


No.  15 — 2401.    The  "Dingbats"  Comic  Curlers 
Two  new  comic  subjects  in  our  framed  picture  line,  printed 
in  colors  and  framed  in  double  opening  oak  frame  with 
appropriate  ornaments. 

No.  IS — 2401^.    Same  subjects  framed  singly. 


Phillips  Manufacturing  Company 

LIMITED 

Carlaw  Ave.  TORONTO 


MOULDINGS,  FRAMES 

Framed  Pictures,  Mirrors 


No.  15— 3990 >^ 
Convex  Oval 
2  inch  Gilt  and 
Gold  Burnished 


No.  15-3990 
Circassian  Walnut 
Grain  and  Gold 
Burnished 

Size  14  X  20  inches 


One  of  the  new  patterns  illustrated  in  catalog 
which  will  be  ready  shortly.  We  specialize 
in  oval  frames  for  coovex  or  flat  glass. 
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No.  103 


Den  Rockers 
and  Chairs  for 
the  Fall  Trade 

Don't  overlook  the  new 
pieces  in  the 

Elmira  Line 

when  ordering.  It  contains 
light,  medium  and  heavy, 
massive  suites. 


No.  103> 


The  Elmira  Furniture  Co.,  Ltd. 


ELMIRA 


ONTARIO 


CANADA 


Here  is  a  Line  to  Push  During  Fall  Months 

^  After  the  summer  months  of  fun  and  frolic  have  passed  the  average 
man  turns  his  thoughts  to  the  furnishing  of  his  den,  lounge  room,  etc., 
and  now  is  the  time  to  feature  this  line. 


The  Elmira  line  includes 
a  wide  range  of  designs 
in  telephone,  magazine 
and  hall  stands,  office 
desks,  chairs,  filing  cab- 
inets and  sections.  Also 
electric  grate  mantels, 

Drop  us  a  line  for 
Catalog  and  Prices 


The  Elmira  Interior  Woodwork  Co. 

LIMITED 

Elmira  Ontario 
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In  "  Chesley"  Library  Tables 
quality  is  a  first  essential-  yet 
their  extreme  goodness  is  but 
a  subordinate  aim.  Con- 
sequently you  will  find  such 
patterns  as  will  move — move 
fast  and  sure,  leaving  you  a 
measure  of  profit  that  will 
amply  repay  you  for  careful 
selection. 


Quarter  Cut  Oak — ^rty  Firiish 


A  Good  Line  for 

Fall 
Trade 


Quarter  Cut  Oak. — Any  Finish 


Our  library  tables  give  you  the 
opportunity  of  getting  in  touch  with 
the  best  spenders  in  your  town. 
They  will  enable  you  to  make  a 
profitable  connection  and  give  such 
a  high  degree  of  satisfaction  as  to  in- 
sure a  permanency  of  the  patronage. 

Dealers  appreciate  quality  and  construc- 
tion of  Library  Tables.  Cfiesley  Li- 
brary Tables  enjoy  a  distinctive  reputa- 
tion for  features  in  design  ard  construction 
not  combined  in  any  other  line  on  the 
market. 


The  Chesley  Furniture  Co.,  Limited 


GEO.  DURST.  President 
WM.  DAMM,  Vice-President 


Chesley 


Ontario 


W.  G.  DURST.  Manager 

J.  HAUSER.  Executive  Officer 
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TWINS  TWIN 

You  receive 

DOUBLE  SERVICE 

when  you  handle 

"TWINS" 


Twin  Pedestal  Extension  Tables  are  now  being  made 
with  interchangeable  tops.  For  instance,  the  dealer  who 
buys  two  different  kinds  of  bases  and  two  different  shaped 
tops  can,  by  interchanging  the  tops,  show  four  different 
designs.  Send  an  order  for  at  least  two  "Twins"  and 
give  them  a  trial  on  your  floor.  They'll  suvely  please 
your  customers. 


We  illustrate  herewith 
table  No.  553 — showing 
one  of  the  many  attractive 
designs  which  are  shown  in 
our  catalogue  of  "Twins." 
A  post  c  xd  will  bring  this 
catalogue  to  you. 


No.  553 


The  Chesley  Furniture  Co.,  Limited 


GEO.  DURST,  President 
WM.  DAMM.  Vice-President 


Chesley 


Ontario 


W.  G.  DURST.  Manager 

J.  HAUSER.  Executive  Officer 
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See  Our  Many  New  Designs 


They 
are 

Beauties 


You  may  see  them 
at  our  exhibit  in  the 
Industrial  Building  at 
the  Canadian  National 
Exhibition,  Aug.  28th 
to  Sept.  13th. 


Order 
Now  for 
Fall 


You  are  letting  slide 
a  big  possibility  for 
profit  unless  you  carry 
the  Mersereau  Line. 
They  sell  at  sight. 


Canadian  Mersereau  Co.,  Limited,  81  Florence  St.  Joronto,  Ont. 


Septem'ber,  1915  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


29 


The  Forceful  KttM  Way  of 

Creating  Sales  for  Dealers 

Makes  the  Klltdft  Line  the  very  best  to  handle.  Just 
one  of  the  ways  used  to  help  the  general  public  appre- 
ciate the  many  merits  of  Kltld^  Palor  Beds  is  the 

Big  Demonstrations  at 

Canadian  National  Exhibition 

Toronto 

Central  Canadian  Exhibition 

Ottawa 

ISlndtt  Demonstrations  have  become  institutions  at 
these  Exhibitions  to  be  looked  for  every  year.  Come 
and  see  how  the  people  learn  to  consider  the  Klndfi 
Line  supreme. 


IBBtld^t  Bed  Company,  Limited 

I  Toronto 
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PARLOR  SUITES  THAT  SUIT 


Every  feature  you  examine  in  the 


Reveals  unlocked  for  qualities 

Many  New  Suites  For  Fall  Trade 

Den  t  buy  until  you  see  them. 

WATERLOO  FURNITURE  CO.,  LIMITED 

WATERLOO         -  ONTARIO 


THE  BEST  MATTRESS  THAT  YOU 
CAN  SELL 


the'KAPOK 


99 


After  the  6bre  hag  been  thoroughly  cleaned  and  prepared,  the  tick  is  filled  by 
compressed  air.  The  above  cut  shows  a  mattress  prepared  for  tufting  and  finishing. 
This  mattress  is  now  thirtv-six  inches  thick  through  the  middle  and  when  it  is  com- 
pressed to  six  inches,  as  it  is  when  finished,  some  idea  can  be  had  of  its  elasticity, 
yet  it  ii  not  hard  or  uncomfortable. 


This  cut  shows  the  finished  KAPOK  mattress.  Notice  its  symmetry  and  beauty. 
Ticking  and  coverings  of  the  best  quality  obtainable  are  used.  They  are  the  latent 
patterns  and  designs,  and  do  not  contain  any  finishing  substance  to  increase  the  body. 
Our  Imperial  edge  with  six  i«ch  border,  closely  stitched,  insures  that  our  Mattresses 
always  retain  their  shape,  and  cannot  break  down  on  the  edges  as  Mattresses 
made  of  other  materials  will. 


The  Kapok  Mattress  is  made  so 
moderate  in  price  and  their  ad- 
vantage so  great  that  all  dealers 
who  are  now  handling  it  find 
that  it  is  a  great  trade  winner. 

Kapok,  otherwise  known  as  the 
Queen  of  Bedding  Material,  is 
positively  the  lightest,  softest  and 
most  durable  and  most  comfort- 
able mattress  known  to  the  Bed- 
ding Industry. 


ORDER  A  SAMPLE  MATTRESS 
TO-DAY  OR  WRITE  FOR  BOOKLET 


The  Canadian  Feather  and 

Mattress  Co.,  Limited 

Toronto  -  Ontario 
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TIE  YOUR  SUCCESS  TO  THIS  LINE 

"GIBBARD" 


You  make  no  mistake 
when  you  stock  the 
"  Gibbard  Line."  Make 
their  success  your  own. 
They  possess  every  ad- 
vantage for  you  —  the 
attractive  appearance 
and  low  price  that  mean 
quick  sales  and  substan- 
tial profits ;  the  quality 
that  wins  friends. 


Illustrations  show  some 
of  our  new  Desks  and 
Music  Cabinets.  Well 
constructed  and  care- 
fully finished.  If  you 
are  a  keen  buyer  you 
will  appreciate  this  line. 
The  low  prices  of  this 
line  will  convince  you  of 
their  salability. 


No.  9.  Desk 


We  have  an  attractive 
line  of  medium  priced 
Bedroom  Suites,  China 
Cabinets,  Buffets,  Etc., 
that  meets  exceptionally 
well  the  present  require- 
ments. Investigate  if 
you  are  not  familiar  with 
our  fine. 


Drop  us  a  card  for  oar  new  catalog 
Tuhich  will  be  sent  out  in  a  few 
Weelis  and  will  contain  man})  new 
suites  which  willbe  fully  illustrated. 


No.  5.  Desk 


No.  56.    Music  Cabinet 


THE  GIBBARD  FURNITURE  CO.  OF  NAPANEE 


NAPANEE 


LIMITED 


ONTARIO 
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A  High  Grade  Kitchen  Cabinet  at 

a  Medium  Price 


Featuring  an  extension 
top  with  ahernate  2  inch 
strips  of  light  and  dark 
hardwood  constructed  by 
the  famous  Linderman 
Process. 

This  common  sense  top  will 
retain  its  appearance  when 
other  tops  are  worn  out,  when 
asked  for  we  can  supply  this 
top  on  all  Extension  Top 
Cabinets. 

Door  panels  are  made  of 
3 -ply  Veneer  Red  Heart 
Gum  Stock. 


Get  This  Live  Wire  on 
Your  Floor 


THE  H.  E.  FURNITURE  COMPANY,  LIMITED 

MILVERTON  ONTARIO 


"CADILLAC" 

VACUUM  CLEANERS 

New  models  at  reduced  prices.    Now  on  Sale- 

We  Want  Agents 

Call  on  us  at  the  Toronto  Exhibition, 
Induitrial  Building  No. 2.  Or  write  us. 

CLEMENTS  MANUFACTURING  CO.,  LTD. 

Dept.  F.      78  DUCHESS  ST.,  TORONTO 


"STORE  MANAGEMENT  COMPLETE 

ONL  Y  ONE  DOLLAR     is  ch.pt.r. 


272  Pa«e« 


Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 


COMMERCIAL  PRESS,  Ltd.,  32  Colborne  St.,  Toronto 
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COVERS 

THE  CONTINENTVc 
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THIS  emblem  stands  for  fifty  years  of  recognized  business  stability  for  an 
organization  that  covers  the  country  with  its  branches  and  service  stations 
and  above  all,  for  assurance  of  responsibility. 
Every  J-M  product  is  made  not  merely  to  sell,  but  to  give  service. 
To  assure  the  permanent  satisfaction  of  every  J-M  customer  and,  to  insure 
full  service  of  every  J-M  product,  this  company  pledges  the  whole  measure 
of  J-M  Responsibility. 

When  you  sell  them  a  Dining  Table — sell  them  a 
J-M  Asbestos  Table  Cover — too 

Show  your  customer  how  this  cover  will  preserve  the  high  polish  or  wax  finish  of  the  table,  just  purchased, 
and  also  how  it  will  protect  the  table  top  from  hot  dishes  and  liquids.  ^ 
There  is  more  profit  in  selhng  a  J-M  Asbestos  Cover  than  by  selling  an  ordinary  heavy  ^■ 
flannel  cover,  that  doesn't  protect  the  table  from  heat  or  moisture,  nor  make  serving 
any  more  silent. 

A  small  outlay  invested  in  astock  of  J-M  Asbestos  Table 
Covers  means  an  added  profit  for  you  on  every  table 
you  sell  as  well  as  a  side  line  for  general  demand. 
These  covers  are  made  for  all  size  tables  and  are  sec- 
tional— so  as  to  accommodate  table  extensions. 
Made  of  two  layers  of  asbestos  on  either  side  of  lamin- 
ated wool  felt  all  enclosed  in  a  heavy  flannel  envelope 
which  may  be  readily  removed  and  washed. 
Write  nearest  branch  for  all  the  facts  and  at  the  same 
time  ask  for  prices  on  J-M  Asbestos  Mats  for  individual 
dishes.     Both  covers  and  mats  are  priced  so  as  to  sell 
freely  and  on  a  good  margin  for  you. 

The  Canadian 

H.  W.  Johns-Manville  Co.,  Limited 


Toronto 


Montreal 


Winnipeg 


Vancouver 


3295 


FIBRE  PRODUCTS 


Stronger 

Than 

Wood 


Made  in  Canada 


Our  Fibre  Products  cannot  be  excelled  for  durability,  finishing 
qualities  and  price.  We  render  competent  service  in  designing  to 
nrianufacturers  free  of  charge  and  give  when  desired  exclusive  designs. 

A  proposition  which  enables  you  to  reduce  the  cost  of  manufacture 
and  still  reteiin  your  standard  of  quality,  should  be  mighty  interesting  to  you 

Get  Our  Catalogue.       A  Special  Proposition 

J.  WALTER  &  SONS 


BERLIN 


ONTARIO 


Finish 

Like 

Wood 
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Adams  and  Period 
Designs 


We  are  now  making  a 
great  variety  of  new 
designs  in  Adams,  Col- 
onial, Period  and  Mod- 
ern Furniture,  at  a  price 
withmthe  reach  of  those 
with  small  incomes. 


Keeping  in  touch  with  the  trade 
requirements  is  our  strong  claim. 

It  will  pay  you  to  keep  in  touch 
with  the  "Meaford  Line"  at  all 
times. 


WRITE 
US 

TO-DAY 


The  "MEAFORD  LINE" 
is  a  Combination  of  Quality, 
Utility  and  Price  Attraction 
that  is  bound  to  sell.  If  your 
business  needs  a  good  sales 
stimulant,  there's  nothing  that 
will  accomplish  it  more  satisfac- 
torily than  the  "Meaford  Line." 


THE 


MEAFORD  MANUFACTURING  CO. 

LIMITED 

MEAFORD  ONTARIO 
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Canada's  Good  The  final  report  of  the  Oemsxis 

Crop  Outlook.  Bureau  in  regard  to  the  acreage 

of  field  crops  under  cultivation 
in  Canada  definitely  decides  the  question  as  to  the 
increase. 

Until  the  Census  Bureau  undertook  the  investigation, 
loueh  of  the  estimating  was  based  on  guesswork  or  the 
observation  of  experts  who  traveled  over  seetions  of 
the  Dominion.  Now  we  are  officially  informed  that 
fh'e  acreage  of  wheat  under  cultivation  in  Canada  is 
18  per  cent,  larger  than  that  sown  last  year,  and  26 
per  cent,  above  that  from  which  crops  were  harvested. 
The  area  under  wheat  is  nearly  13,000,000  acres.  There 
is  also  a  substantial  increase  in  the  acreage  of  barley, 
oats,  corn  for  fodder,  and  potatoes.  In  hay  and  clover, 
buckwheat,  flaxseed,  turnips,  and  corn  for  husking 
there  are  slight  decreases. 

In  the  three  northwest  provinces  the  estimated  area 
sown  to  Avheat  is  11, 744, 700  acres,  compared  v.dth 
9,333,400;  barley,  962,000,  coin])ared  with  936.000;  oats, 
6,290,000,  compared  with  5,353,000,  and  flax,  1,004,000, 
compared  with  1.157,000. 

One  of  the  interesting  things  revealed  in  the  report 
of  the  Census  Bureau  is  that  more  than  one-half  of  the 
total  area  under  wheat  in  Canada  is  in  Saskatcliewan. 
And  yet,  according  to  a  statement  issued  the  other  day 
m  Regina,  it  is  estimated  that  only  about  25  per  cent, 
of  the  land  within  a  radius  of  ten  miles  of  either  side 
of  the  railways  suitable  for  farming  is  under  cultiva- 
tion. 

In  concluding  its  reference  to  grain  the  report  says : 
"Not  since  the  present  Canadian  crop-repoi-ting  system 
was  instituted  in  1908  have  the  grain  crops  at  the  end 
of  June  presented  so  favorable  an  appearance,  and  this 
fact,  coupled  with  the  large  areas  sown,  causes  the  out- 
look to  be  highly  promising." 

Dealing  with  the  farm  live  stock  situation  the  re- 
port points  out  that  there  are  48.361  more  horses,  35,- 
624  more  of  other  cattle,  and  29,184  more  of  all 
cattle  than  a  year  ago.  In  milch  cows,  sheep  and  swine 
there  have,  on  the  o1her  hand,  been  decreases.  In  swine 
the  decrease  was  322,361.  Avhich  is  doubtless  largely  due 
to  the  shortage  and  high  price  of  feed. 

The  report  is  on  the  whole  of  a  decidedlj^  reassuring 
character. 


Grave  His  Bride  a  At  a  recent  wedding  in  Toronto 
Talking  Machine.  the  grooim's  gift  to  tlie  bride  was 
a  talking  machine.  The  groiom 
was  a  AA'isie  man.  The  cynical  might  infer  that  he  was 
wdse  'because  while  the  machine  was  being  operated  the 
wife  could  not  talk.  But  the  iwrmally-minded  woukl 
say  that  the  groom  displayed  his  wisdom  in  a  two-fold 
sense.  He  secured  an  instrument  w'hich  would  supply 
the  home  with  both  music  and  furniture. 

At  any  rate  the  incident  suggests  the  featuring  of 
talking  machines  as  wedding  giftsi. 

/usi  as  soldiers  should  have  enthusiasm  for 
their  country,  so  clerks  should  have  enthusiasm 
for  the  store  in  which  they  are  employed. 

A  Man  Worth  Although  the  late  Andrew  Mai- 

Emulating-,  colm  had  lived  past  the  allotted 

threescore  and  ten,  and  was  well 
on  the  way  to  the  octogeniariaii  class,  luis  departure  is 
none  the  less  regretted.  We  cannot  well  afford  to  spare 
men  of  his  type  no  matter  how  old  they  got,  for  even 
though  they  may  become  too  old  to  be  active  they 
never  reach  an  age  when  their  life  is  not  withiout 
influence. 

He  was  a  Scotchman,  born  and  lired.  and  through 
life  he  was  characterized  by  the  outstanding  better 
(pialities  of  his  race.  He  was  sturdy  in  his  character 
as  he  was  in  his  physique.  He  never  attempted  to  mince 
words  in  ord'Cr  to  create  favorable  impressioniS.  Candor 
was  one  of  his  outstanding  iiualities,  but  he  was  one  of 
the  most  likea'ble  of  men  A\-hen  once  an  acqnaintance- 
ship  was  formed;  and  the  better  he  was  known  the 
better  he  was  liked. 

One  of  the  late  Mr.  Malcolm's  characteristics  was  a 
firm  belief  that  goods  a.s  well  as  individuals  should 
possess  (juality.  And  during  the  forty  years  he  was 
engaged  in  the  manufacturing  of  furniture  in  Caaiaida 
iie  comsisitently  put  his  belief  into  practice.  Conse- 
quently, while  he  himself  became  known  in  the'  com- 
)nunity  in  \\''hich  he  lived  and  by  business  men  with 
whom  he  was  brought  into  contact  as  a  man  of  sterling 
character,  the  products  of  his  factory  became  known  in 
the  trad-^  for  their  reliability. 

But  exacting  and  all  as  the  demands  of  business 
necessarily  were  upon  the  late  Mr.  Malcolm,  he  be- 


36 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


SepteTn'ber,  1915 


lieved  that  public  afiPairs  had  som<-  dcinand  upon  his 
time.  For  sovrral  years  he  served  his  home  town  as 
councillor,  reeve  and  mayor,  and  represented  his  county 
in  the  Ontario  Legislature  for  one  term,  retiring  at  its 
conelusion. 

The  late  Mr.  Malcolm  has  left  behind  him  a  large 
and  successful  manufacturing  industry  as  a  monument 
to  his  business  career  and  a  character  which  others 
may  well  emulate. 

The  greater  the  efficiency  practised  in  busi- 
ness the  better  will  be  the  results  obtained 
from  the  crops  when  they  are  marketed. 

The  Correct  Fignr-  The  correct  figuring  of  iirofits  is 
ing  of  Profits.  a  nuatter  of  vital  importance  to 

every  dealer,  and  though  we  have 
given  a  good  deal  of  space  to  the  subject  during  the 
paist  year  we  feel  that  no  more  than  wiarranted  has  been 
devoted  to  this  particular  phase  of  business. 

It  is  pathetic  to  find  retailers  laboring  sti'enuou.slv 
and  yet  nuiking  little  or  no  profit,  just  because  of  a  lack 
of  proi)er  knowledge  of  the  (|uestion  of  figuring  j)rofits. 

It  is  true  that  not  a  few  merchants  are  fooling  them- 
selves on  this  (piestion  of  figuring  profits.  Not  infre- 
((uently  iis  it  the  oase  that  a  dealer  thinks  he  is  following 
the  correct  method,  and  feels  so  certain  of  the  fact  that 
he  will  n'ot  stop  to  even  read  articles  in  his  trade  pai)er 
on  the  subject.  This  he  regrets  some  day  when  he 
Avakes  up  to  the  fact  that  he  has  be<'n  on  the  wrong 
track. 

A  mistake  commonly  made  is  that  of  failing  to  dis- 
tinguish l)etween  profit  on  cost  and  profit  on  selling 
price.  ?]xpenses  are  invariably  figured  on  selling  price, 
and  if  a  dealei'  figures  his  profits  on  cost,  without  reduc- 
ing his  expenses  to  a  similar  basis,  there  is  bound  to  be 
a  mix-up — with  the  dealer  believing  that  he  is  making 
more  mioney  than  he  really  is.  For  instance,  if  selling 
expenses  averaged  20  per  cent,  (which  iis  on  selling 
price),  a  dealer  might  think  thiat  he  was  making  money 
))y  selling  goods  at  an  advance  of  2^'  per  cent,  on  cost, 
Avhereas  he  would  just  be  breiaking  even,  for  25  per 
cent,  on  cost  price  is  only  20  per  cent,  on  selling  priee. 

That  is  the  point  that  <'very  dealer  wants  to  get  a  full 
undei'standing  of — that  a  percentage  of  profit  figured 
on  cost  is  vastly  ditt'ereiiit  and  lesis  I  ban  the  same  per- 
centage figured  on  selling  [)rice.  Take  out  a  pieee  of 
paper  and  do  a  little  figuring,  to  assure  yourself  that 
you  are  figuring  correctly.  This  is  something  on  which 
no  dealer  can  atford  to  be  astray.  It  is  of  vital  import- 
ance if  he  wishes  to  secure  a  profit  on  his  business. 

Dealers  who  during  the  fall  vigorously  push 
business  in  bedding  help  to  create  comfortable 
bank  accounts  for  themselves  as  well  as  physi- 
cal comfort  for  their  customers. 

Buy  a  Piece  of  Since  the  beginning  of  the  vear 

S'urniture  Now.  Canadian  Furnitui'e  World  has, 
month  after  jnonth,  been  asking 
the  funiiture  doalers  of  the  Dominion  to  pmsh  on  the 
"buy-a-piece-of-fuiniture"  campaign.  The  idea  is  not 
our  own;  it  emanated  from  the  furniture  exhibition  at 
l^erlin,  Out.,  last  Janiiary,  Mr.  D.  Hibner  making  the 
.^^uggestion  and  one  of  the  local  papers  there  publishing 
an  editorial  boosting  the  movement.  The  Furniture 
World  and  the  trade  gave  it  further  publicity. 

But  the  miovement  is  a  good  one,  and  dealers  should 
do  all  in  their  power  to  'help  interest  the  buying  public 


by  showing  the  importance  of  buying  furniture  now. 

The  time  of  uneertainty  as  to  business  conditions  is 
gone.  This  applies  as  much  to  the  furniture  business 
as  to  any  other  trade.  All  indications  point  to  a  steady 
improvement  in  all  sections  of  the  Dominion. 

The  money  sitna.tion  has  improved ;  there  is  more 
Tnoney  on  deposit  in  savings  accounts  in  the  banks 
than  a  year  ago.  And  record  cro[)S  of  almost  every 
kind  of  food.stuffs  are  garnered  a?id  waiting  to  be  mar- 
keted. These  at  high  prices  mean  still  more  money, 
aiid  this  money  must  be  put  to  work. 

The  Toronto  Star  recently  published  a  three-columned 
announcement  asking  the  public  to  "buy  furniture 
now,"  giving  reasons  for  them  doing  so.  This  an- 
nouncement, intended  for  the  buying  public,  contains 
such  good  hints  for  dealers  to  us«!  in  their  local  adver- 
tising, that  it  is  reprinted  here: 

BUY  FURNITURE  NOW 

Aftc  a  year  of  slack  business,  fine  furniture  has 
reached  the  lowest  price  in  years.  Usually  in 
August  furniture  ma;iufacturers  and  dealers 
"clear"  their  stocks  of  all  odds  and  ends.  This 
year  they  are  oflFering  their  regidar  stoeks  and  at 
price  reductions.  This  is  probably  one  of  the  big- 
gest opportunitieis  to  buy  fine  furniture  that  you 
or  anyone  else  will  s;^e  for  many  a  d.<;y. 

Market  Flooded  with  Fine  Furniture 

In  orrler  to  keep  their  skilled  workmen  and  artist- 
designers  togetber,  manufacturers  have  kept  their 
factories  running.  But  they  have  worked  a+  slow 
speed,  giving  the  greater  care  to  the  quality  of 
their  output.  The  market  is  literally  flooded  with 
fine  furniture  at  unusually  low  prices. 

The  Opportunity  Will  Not  Last 

This  opportunity  m'ay  never  occur  again.  Trade 
conditions  are  already  bettering.  The  large  steel 
companies — the  barometers  of  the  country — are 
now"  working  full  time.  Big  war  orders,  not  only 
for  ammunition,  but  aLso  for  hundreds  of  civilian 
needs,  are  bringing  prosperity.  Fine  furniture 
may  .«oon  be  in  demand— but  th?  furniture  men 
cannot  wait  for  that  demand.  They  need  their 
money  now. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

How  is  trade  with  you? 

•  •  * 

Keep  pushing  strong  for  business. 

•  *  • 

Give  the  profit  payers  prominence  in  display. 

•  *  * 

Advernsing  is  good  fall  medicine  for  a  sluggish 
business. 

•  •  • 

Don't  just  hope  for  an  increase  this  fall — hop 
around  lively  now  and  get  your  share  of  the  present 
business.  It's  all  right  to  keep  hoping — but  better  to 
keep  hopping. 

•  •  • 

All  the  learning  in  the  store  ought  not  to  be  done 
by  the  beginners.  Even  the  man  who  has  worked  there 
longest  should  be  watching  continually  for  a  chance 
to  learn  something. 
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A  Better  and  Bigger  Business  Promised  for  Fall 

The  adjusting  process  which  has  been  at  work  during  the  last  year  or  two  has 
led  to  healthier  conditions  basically.  Lighter  stocl^s  and  smaller  debts. 
Healthy  condition  of  the  agricultural  industry  owing  to  war  prices  for  pro- 
duce. Effect  of  war  orders  on  the  manufacturing  industry).  Canada's 
strong  position  financially-      Good  time  to  get  ready  for  better  business. 

By  W.  L.  EDMONDS  •        ' :  ■  ' 


WHILE  conditions  generally  are  not  all  that  could 
be  desired,  yet  the  outlook  for  fall  trade  is  one 
that  should  give  us  eonfidfnce  rather  than 
fear.  Th'-^y  are  decidedly  m'ove  reassuring  than  they 
were  a  year  ago.  A  year  ago  the  future  was  so  uncer- 
tain and  disturbing  as.  to  demoralize  business  and 
scatter  credit  to  the  four  winds.  We  did  not  know 
"where  we  were  at"  or  where  we  were  going.  There 
was  only  one  thing  we  were  certain  about,  and  that  was 
that  we  were  in  a  parlous  condition. 

But  now,  in  approa!ching  another  fall,  we  realize  that 
while  C'anada  has  passed  through  a  period  of  commer- 
cial stress    and    strain    of  unusnai 
severity  the  worst  is  behind  her,  and 
that  from  now  on  better  conditions 
will  prevail. 


High  Prices  Saved  the  Farmer 


The  situation  was  saved  for  the 
farmer  by  the  high  prices  which  the 
war  created  for  everything  he  pro- 
duced, thus  imparting  to  a  crop  much 
below  the  average  in  quantity  a  value 
greater  than  at  any  time  in  the  history 
of  the  country.  The  past  year  has, 
therefore,  been  one  of  good  times  as 
far  as  the  farmer  is  eoiicerned,  and 
explains  why  business  conditions  in 
country  towns  and  villages  have  been 
so  much  more  satisfactory  than  in  the  large  commercial 
and  manufacturing  centres  of  the  Dominion.  And  bad 
and  all  as  business  has  been  in  the  large  feeiilres  it  w^as 
saved  from  being  a  great  deal  worse  by  the  orders  for 
munitions  of  war  and  equipment  and  supplies  of  var- 
ious kinds  which  came  to  our  manufacturers  as  a  result 
of  the  outbreak  of  hostilities  in  Europe. 

The  V/ar  Orders 

These  orders  have  not,  of  course,  been  sufficient,  to 
make  up  for  the  decrease  in  home  trade  generally. 
But  they  have  materially  contributed  towards  doing  so. 

All  told,  these  orders  are  estimat'ed  to  possiess:  an. 
aggregate  vahie  of  about  $400,000,000,  which  is  about 
equal  to  28  per  cent,  of  the  total  annual  output  of  the 
factories  of  the  country.  As  a  saving  factor  its  import- 
ance has,  therefore,  by  no  means  been  insignificant. 

The  Furniture  Factories  and  War  Orders 

That  the  furniture  fa'Ctoi'ies  of  the  country  derived 
but  little  direct  beu'etit  from  war  orders  is,  unfortu- 
nately, too  true,  Furniture  does  not  come  within  the 
category  of  either  munitions  or  e([uipment.  A  chair 
may  be  .a  weapon  of  offence  or  defence  when  hositilities 
break  out  in  the  home,  but  not  on  the  field  of  battle. 
The  best  fihe  furniture  factories  have  been  able  to  do 
in  the  Avay  of  war  supplies  is  manulacturing  boxes  for 
shrapnel  shells.   In  certain  instances  these  orders  have 


^HILE  a  boom 
is  not  in  sight, 
the  general  situation 
warrants  business 
men  getting  ready 
for  a  better  and  big- 
ger Fall  Trade. 


been  of  considerable  benefit,  but,  taken  on  the  whole, 
they  have  contributed  little  to  the  benefit  of  the  fnrni- 
tui'e  industry  as  a  ■whole. 

Our  Economic  Excesses 

We  must  remember  that  it  was  not  the  war  that  wa,s 
the  immediate  cause  of  the  depression  through  which 
Canada  has  been  passing.  The  direct  cause  was  our 
economic  excesses.  Trade  began  to  take  a  bad  turn  a 
year  before  the  war  broke  out.  The  war  merely  hast- 
ened the  crisis  and  hurried  the  adjustment. 

And  the  adjiistment  which  has  been  going  on,  Avhile 
necessarily  painful,  has  been  produc- 
tive of  good  results.  On  the  one  hand 
we  have,  in  both  bu.siness  and  private 
life,  been  eliminating  waste  and  study- 
ing economy,  and  on  the  other  we 
have  been  concentrating  our  efiPorts 
on  production. 


Healthier  Conditions  Have  Been 
Created 


By,,t}K'se  efforts  business  has  not 
yetl  been  brought  to  the  point  of  ac- 
tivity. But  it  has,!  been  brought  to  the 
point  where  it  is  basically  he'althier 
tlian  it  ever  has  been  in  the  histoiy  of 
the  country.  Slipshod  methods  are 
■'-  being  eliminated,  credit  is  being  con- 

ducted on  a  sounder  basis,  and  buying  is  charaeterized 
less  by  speculation  and  more  by  necessity  than  has  been 
the  ease  for  many  years.  As  a  result  of  this  we  on  the 
one  hand  find  fewer  debts  on  the  boolfs  of  retailers  and 
on  the  other  smaller  stocks  in  their  stores.  Of  no 
class  of  business  men  is  this  probably  truer  than  of 
those  engaged  in  the  furniture  trade. 

Adjusting  Our  Foreign  Trade 

The  adjusting  process  has  not  been  confined  to  the 
home  trade.  It  has  been  at  work  as  well  in  regard  to 
the  foreign  trade  of  Canada.  During  the  fiscal,  year 
ending  March,  1914,  we  imported  about  *1 81,000,000 
more  merchandise'  than  we  exported.  But  since  then, 
b)^  on  the  one  hand,  buying  abroad  miore  cautiousl\', 
auid  on  the  other  concentrating  more  on  the  export 
trade,  we  have  been  able  to  turn  a  trade  balance  that 
was  adverse  to  us  into  one  that  is  favorable.  For  ex- 
ample, during  the  fiscal  year  ending  March,  1915,  the 
trade  balance  was  favorable  to  the  extent  of  about 
$6,000,000,  w'hile  during  the  first  two  months  alone  of 
the  present  fiscal  vear  it  reached  the  sum  of  nearlv 
$8,000,000. 

The  import  of  this  is  that  not  only  are  we  paying  for 
our  imports  with  our  exports,  but  we  are  building  up  a 
credit  balance  abroad  which  helps  to  meet  our  interest 
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diaries  in  London,  which  amount  to  prohably  $135,- 
000.000  or  $140,000,000  annn;;ll,v. 

Decrease  in  Imports  and  Increase  in  Exports 

TTie  m'orohan(lisi(>  imported  during  the  fiscal  year 
l')!^  was  $455,371,371  and  that  exported  $461,442,512. 
r'urniture  imports  declined  50.(53  per  cent.,  the  figures 
for  1915  and  1914  respectively  being  $1,506,756  and 
$3,049,874.  During  the  first  two  montJhs  of  the  present 
fiscal  year  the  decrease  in  furniture  imports  was  about 
66  per  cent.,  the  total  being  $144,469,  compared  with 
$425,75*^  during  the  corresponding  period  of  1914.  The 
total  iirvports  of  merchandise  of  all  kinds  during  tht 
first  two  months  of  the  pn^serit  fiscal  year  were  $62,- 
782.448,  compared  with  $82,014,652.  and  the  exports 
$74,797,494  compared  with  $51,305,424.  In  domestic 
products  exported  there  was  an  increase  all  along  the 
line.  And  it  must  be  remembered  that  these  increases 
in  the  expoi-t  trade  have  been  brought  about  in  spite  of 
iM:i(le(|uate  ocean  transport  service. 

Two  Trade  Barometers 

Among  the  be.st  of  baronn4ers  whereby  the  conditioiL 
of  tiade  may  be  gauged  are  the  baid<  eleai-ings  and  the 
uioiilhly  bank  returns.  While  the  bank  chjarings  still 
.show  a  decline  compared  with  each  of  the  three  last 
years,  yet  it  is  somewhat  reassuring  to  note  that  they 
are  larger  than  during  1911.  when  trade  was  normal. 
The  figures  for  the  seven  months  ending  July  clearly 
show  this,  they  being  $4,006,318,000,  compared  with 
$3,908,806,000  for  the^corresponding  period  of  1911.  or 
an  increase  of  $97,512,000,  Xinete'.'n  hundred  and  twelve 
and  1913  were,  it  will  be  remembered,  abnormal  years 
And  while  the  returns  are  running  below  that  of  1912, 
1913  and  1914.  they  are  not  doing  so  to  the  extent  they 
were.  In  fact,  in  certain  instances  the  latest  figures 
.•^how  increases.  And  then  it  should  be  rememhered  that 
there  are  not  now  anything  like  the  same  tranisactions 
in  real  estate  to  help  svvell  the  bank  clearings. 

More  Money  for  Business 

While  the  commercial  loans  continue  to  reflect  nuiet 
biisiness,  they  being,  according  to  the  latest  r'^tums, 
9.41  jjer  cent  below  those  of  1914,  yet.  taking  the  bank- 
ing statistics  as  a  whole  the  financial  condition  of  the 
country  is  shown  to  be  strong.  The  June  d'^posits 
reached  t'he  enoi-mous  sum  of  $1,032,818,783,  which  is 
the  largest  on  record  and  about  $14,162,324  above  the 
figures  for  the  same  month  a  year  ago.  With  the  period 
at  hand  when  the  usual  heavy  demand  will  be  miade 
upon  th"  banks  for  funds  to  move  the  crops  these  fig- 
ures ar»'  significant  On  Western  crops  alone  some 
$50,000,000  is  estimated  to  be  loaned  in  this  way. 
Notes  in  circulation  are  larger  by  half  a  million  dol- 
lars than  thev  were  a  year  ago.  Thev  usually  exoand 
$20,000,000  to  $25,000,000  during  ihe  crop-moving 
period. 

The  Immigration  Situation 

AHliough  imiriigration  has  greatlv  fall'^n  off.  prin- 
(■i|)ally  owing  to  the  war,  yet  there  are  still  quite  a 
inimber  of  Americans  settling  in  the  Western  provinces. 
It  is  estimated  that  at  least  30,000  have  crossed  the 
boundary  line  during  the  last  twelve  months,  bring- 
ing with  them  cash  and  eflPects  to  the  value  of  $25,000,- 
000.  Even  if  each  of  these  immigrants  only  spends  on 
an  average  $200  a  year  on  merchandise,  we  have  a  new 
permanent  purcha.sing  power  in  the  West  to  the  extent 
of  $6,000,000. 

Crops  as  a  Business  Factor 

But  that  whi(!h  Canada  is  the  most  concerned  about 


at  the  moment  is  the  coming  harvest.  Will  it  be  good 
or  bad?  That  is  the  all-important  (juestion.  While, 
owing  to  the  unfavorable  weather  conditions  during 
June  and  July,  the  (piality  of  the  crops  mil  not.  on 
the  whole,  be  as  satisfactory  as  was  at  one  time  antici- 
pated, yet  there  does  not  s^>em  to  be  any  reason  for 
doubting  that  the  fanns  of  the  countrv  will  yield  a 
larger  revenue  than  ever  before.  The  area  under  wheat 
cidtivation  is,  according  to  the  Government  returns, 
26  per  cent,  larger  than  that  from  which  crops  were 
harvested  last  year.  There  has  also  been  a  suhstantial 
increase  in  the  acreage  of  oats,  barley,  com  for  fodder, 
and  f)otatoes.  In  regard  to  live  .stock  the  conditions  are 
aKo  on  the  whole  excellent,  there  having  been  an  in- 
crease of  48.361  >n  horses  and  of  nearly  65.000  in 
eattle. 

A  Promising  Outlook 

Perfect  conditions  as  to  either  orops  or  business. 
C  anada  never  has  had  nor  never  will  have.  But  taking 
everything  into  consideration  she  enters  the  fall  of 
1915  under  rea.ssuring  circumstances.  Business  gener- 
ally is  improving,  and  with  stocks  throughout  the  coun- 
try relatively  smaller  than  at  probably  an}-  time  in  her 
history,  there  does  mot  appear  to  be  any  reason  why, 
after  harvest,  the  improvement  should  not 'become  more 
marked  and  general.  And  as  the  banks  are  in  a  more 
than  usually  favorable  position  to  proAade  the  medium 
of  exchange,  m'oney  ought  to  be  easier  to  seciire  and 
ctieaper  to  borrow  for  ordinary  business  purposes. 

At  the  time  of  writing  harvesting  of  spring  v  '' 
!-:is  scarcely  'begun.  With  fall  wheat  the  cas-^  is  dif- 
ff  rent,  and  a  preliminary  report  issued  by  the  Statistics 
Ottice,  at  Ottawa,  on  August  11.  estimates  the  yield  at 
28.10  bushels  per  acre,  which  is  6,32  bus/hels  above  the 
average  of  the  last  five  years.  The  harvested  area  of 
fall  wheat  in  Canada  is  235,100  acres  larger  than  in 
1914,  and  the  yield  33.957.800,  compared  with  20,837.- 

000  bushels  in  1914,  an  increase  of  nearly  63  per  cent. 

Get  Ready  for  Better  Business 

That  we  are  on  the  eve  of  a  business  boom  no  one 
cnnvprsant  with  the  situation  for  one  moment  believes. 
But  that  we  are  on  the  eve  of  a  period  of  better  and 
bigger  business  there  can  be  no  doubt.  And  it  looks 
like  a  time  for  the  business  men  of  the  country  to  judi- 
eionsl>'  prepai'e  for  it. 

1  Passing  Thoughts  on  Business.  | 

8  BY  IV.  L.  E.  I 

8  Spare  time  is  never  lost  time  "when  it  is  ritilised  8 
Q  for  arranging  the  stock  and  developing  business-  S 
Q     getting  ideas.  g 

8        He  who  keeps  his  autumn  goods  -where  they  will  S 

8  most  readily  catch  the  eye  of  the  customer  on  enter-  S 

o  ing  the  store  will  turn  his  stock  over  much  mote  8 

§  rapidly    than    he    who    makes    no  effort  in  this  Q 

8  direction.  S 

8  Judging  from  the  way  deposits  are  piling  up,  the  8 

O  banks  of  the  country  will  have  an  adequate  supply  8 

8  of  funds  in  the  fall  for  the  moving  of  crops  and  the  8 

§  financing  of  legitimate  business  enterprises.  8 
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Tasteful  Arrangement  of  Store  and  Stock  Pays 


Description  of  IVashingion 's  Furnilure  Store  at  Swift  Current, 
Sask-    An  exclusive  House  Furnishings  Depot  in  the  West. 


Tasteful  arrangement  of  stock  should  be  the  first 
requisite  of  a  furniture  store.  This  point  is  empha- 
sized in  the  furniture  store  of  A.  C  AA'ashing'ton,  at 
Swift  Current,  Sask.,  illustrations  of  which  accompany 
this  article. 

The  building'  is  iust  a  year  old,  is  50  x  80  feet,  three 
storeys  high,  with  a  full-sized  cement  basement,  and 


Exterior  of  Wiisliiiigton  Furniture  Store. 

is  occupied  exclusively  as  a  furniture  store.  The  entire 
building  is  steam-hciated,  electric-lighted,  and  has  a 
stand'pipe  with  50  feet  of  hose  on  all  four  floors,  con- 
nected with  the  city  water  pressure,  for  Are  protec- 
tion. Chemical  fire  extinguishers  are  also  ready  foi- 
use  in  case  of  small  tires. 

A  staff  of  fou^  salesm'en  look  after  the  store,  the 
b\isines's  of  which  was  started  a  little  over  seven  years 


Bed  :iiid  bedding  section  on  first  floor. 

ago  in  a  little  one-floor  frame  building  24  by  40  feet. 
During  the  entire  life  of  the  business  it  has  been  con- 
fined to  exclusive  funiiture  and  house  furnishings. 
This  spoaks  well  for  the  proprietor's  business  ability. 

Mr.  Washington  is  a  modest  m'an  when  it  comes  to 
speaking  a'bout  himself  or  his  store.  He  would  rather 
talk  on  crop  presp-^cts,  which  this  year  look  so  excep- 
tionally well. 

The  various  descriptive  articles  on  new  furniture 
stores,  which  Canadian  Furniture  World  has  been  pub- 
li'shinig  from  time  to  tin  o,  go  to  show  that  the  furniture 
dealers,  in  the  larger  centres  at  least,  are  gradually 
coming  to  recognize  the  value  of  store  arrangement. 


Not  a  few  of  them  here  in  Oftnada  are  spending  a  little 
time  and  money  on  plans  that  will  make  their  stores 
bright  and  chwrful  recognizing  that  care  and  taste  in 
arrangement  add  life  to  the  store's  appeai^ance. 

First  impressions  are  lasting.  Therefore,  it  is  im- 
portant that  the  space  nearest  the  door  be  made  and 
kept  attractive.  Seasonable  goods  might  well  be  disi- 
played  there.  These  would  be  an  incentive  to  enter  the 
store. 

Too  much  can  hardly  be  said  about  a)ranging  the 
furniture  stock  in  complete  outfits,  or  suites,  even  in 
the  cheaper  grades.  The  furnished  room  idea  has  stili 
possibilities  now  that  the  novelty  has  worn  off.  This 
plan  has  so  niany  advantages  over  the  older  method 
of  showing  rows  of  chairs,  then  rows  of  tables,  and. 


Second  floor — seasonable  furniture. 

again,  rows  of  buifets,  that  the  wonder  rather  is  that 
more  dealers  have  not  availed  themselves  of  the  fur- 
nished room  plan  to  interest  their  customers.  Tt  must 
be  a  good  sehenne,  for  the  big  departmejit  stores  are 
continually  extending  the  idea.  Tt  is  a  help  to  the 
buyer  and  an  advantage  to  the  dealer,  as  it  saves  him 
carrying  such  a  large  stock  cr  variety  of  pieces. 

The  subject  of  store  arrangement  is  on?  that  dealers 
Uiust  settle  for  themselves,  and  it  is  interesting  to 
Ivuow  that  furniture  men  in  the  progressive  towns  of 


Carpet  salesroom  on  third  floor.    Mr.  Washington  is 
to  the  left. 


standing 


the  Dominion  are  coming  round  and  making  of  their 
stores,  not  a  storehouse  of  furnilure  only,  but  an 
attractive  selling  place,  where  the  buyer  can  see  the 
goods  he  initends  purchasing  -set  out  in  orderly  and 
home-like  surroundings. 
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Looking  after 
the  Customer  in 
the  Talking  Ma- 
chine Depart- 
ment. 


Tt  richinK  children  to  drill 
hy  aid  of  talkintr  iiuu  lilnes. 
This  opens  uji  another  field 
to  diallers. 

'  ourtcsy  of  ( 'oltiiiihia  Ora- 
phoplionc  Co. 


When  customers  come  into  the  store  to  purchase 
certain  specified  records,  it  is  (|uite  in  order  to  draw 
their  attention  to  certain  other  records.  In  fact  it 
would  be  poor  sialesmanship  not  to  do  it.  l!ut  it  is 
not  good  salesmanship  to  force  other  records  on 
the  customers.  It  may  seem  smart  to  send  a  customer 
away  with  fifteen  dollars'  worth  of  records,  when  lie 
came  to  the  store  with  the  intention  of  limiting  his 
purchases  to  four  or  five  dollars,  but  nine  times  out  of 
ten  if  is  poor  business.  Nine  times  out  of  fen  the  cus- 
tomer will  resent  being  sold  to  against  liis  will,  and 
transfer  his  trade  to  some  other  place. 

One  of  the  outstanding  influences  in  bringing  people 
to  the  department  store  is  that  they  can  look  around 
without  feeling  under  any  obligation  to  buy.  They  aro 
made  to  feel  that  they  are  welcome  to  look  af' 
go  without  making  a  purchase  if  they  wish. 


RAZOR  OBLIGATO  WITH  ACCOMPANIMENT 

Patrons  of  at  least  two  iuipoi-fant  barlxM'  shops  on 
this  continent  now  get  shaved  with  a  talking  machiiu' 
record  accom|)animenf.  The  proprietors  have  pur- 
chased machines  and  records  to  i)rovide  music  for  those 
v.'ho  have  to  wait,  and  for  the  enjoyment  also  of  those 
ill  tile  eliair.  Tin'  idea  seems  a  good  one,  and  suggests 
that  dealers  should  get  after  the  barbers,  many  of 
whom  could  be  shown  two  lines  of  advantage;  one,  the 
personal,  the  otlici'  for  the  good  of  the  business. 


IN  THE  DENTIST'S  OFFICE  ALSO 

Mentioning  the  idea  of  a  talking  machine  in  ;i  barber 
shop  to  a  member  of  the  fj'ade,  he  volunteered  that  he 
found  it  necessary  to  shave  himself,  could  not  afford 
a  shampoo,  face  ma.ssage,  or  any  other  operation  that 
re(|uired  fourteen  hot  towels  to  finish  off  with,  and  so 
only  visited  the  barber  about  once  in  two  months  for 
an  old-fashioned  hair-cut.  What  he  Avas  more  con- 
cerned about  was  that  his  dentist  should  get  a  talking 
machine.  Not  that  he  visited  Dr.  Blank  any  more 
freijuently  than  the  barber,  but  if  the  young  lady  who 
recorded  apiioiiitments  and  answered  the  telephone, 
etc.,  would  keep  nutting  on  records  for  the  benefif  of 
those  in  the  waiting  room,  as  also  for  the  victim  who 
was  trying  to  shut  his  eyes  and  forget  the  buzz  of  the 
electric  drill,  he  would  get  considerably  more  than 
ordinary  satisfaction  out  of  music  under  those  con- 
ditions. 


That  also  looks  like  a  field  worth  working.  Throw 
out  the  talking  ntaehine  suggestion  to  the  dentists  and 
start  them  thinking. 


SELLING  TALKING  MACHINES  BY  INSTALMENT 

'i'lie  Coliimhia  (Traph()[)h(ine  ' 'o.  recently  issued  a 
!)ook  entitled  "IMusic  Money,"  which,  among  other 
good  things,  has  this  to  say  of  the  instalment  business- 

"The  talking  machine  retail  trade  was  at  one  time 
exclusively  a  cash  trade.  So  was  the  piano  trade.  So 
were  a  dozen  other  trades  that  have  since  been  built  up 
by  the  instalment  plan.  To-day  the  talking  machine 
trade  is  benefiting  as  mneh  as  any  by  the  instalment 
system.  The  additional  length  of  time  that  your  turn- 
over fakes  is  more  than  made  up  for  by  the  additional 
bulk  of  business  that  is  gained  thereby.  And  alwa.^  s 
remember  this' — the  record  business,  which  is  constant 
and  continuous,  is  a  cash  business. 

"Here  is  another  big  reason  why  the  instalment  sys- 
tem pays.  Tt  will  bring  you  closer  to  our  national  ad- 
A  erfising,  We  are  u.sing  the  national  magazines  all  tli  - 
liiiie  to  tell  people  about  our  j)roduct  and  to  send  them 
to  oiw  dealers.  From  time  to  time  we  make  definit'^ 
offers  of  instrumentsi  and  outfits  on  instalment.  All  our 
dealers  are  supplied,  without  cost  to  them,  with 
iiiatei'ial  to  t'ollov,  uj)  those  national  advertisements  in 
tlieir  own  territory. 

"The  dealer  who  insists  upon  .selling  for  cash  only 
can  still  carry  on  a  big  Columbia  business — but  he  will 
be  losing  a  considerable  and  profitable  part  of  his  pos- 
sible business. 

"People  who  will  pay  $5.00  or  .$10.00  a  month  are 
more  frequent  than  those  who  can  pay  $50.00  to  $150.00 
snot  ca'sh.  It's  to  your  interest  to  get  your  trade  fron; 
the  most  fre(|uent  kind  of  people  as  Avell  as  from  the 
others. 

"Another  big  reason  v.'h.y  the  instalment  system 
pays  in  tins  business:  Tt  provides  another  means  of 
Iceeping  in  personal  tcmeh  with  your  customer.  You  sec 
him  every  month.  Every  four  weeks  for  oftener)  you 
have  a  chance  to  talk  with  him  :  a  chance  to  sell  liiii; 
something  else.  New  records,  for  cash,  (juite  certainly. 
And  in  a  well  stocked  store  of  any  kind  he  is  sure  to 
find  something  tlVat  he  wants  when  he  makes  his  reg- 
ular iiionfhlv  visit. " 


licach  &  IMalcolm,  furniture  ilealers  and  undertakers 
at  Pembroke,  Ont.,  have  dissolved  partnership.  The 
business  w\]\  be  continued  by  M.  B.  Malcolm, 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


AUGUST  furniture  m\m  are  reported  in  the  East 
to  have  been  about  as  succesisful  as  a  y^ar  ago. 
One  thing  noted,  however,  -wias  that  stoclis  did 
not  appear  to  be  as  heavy  on  the  floors. 

A  new  stunt  was  added  to  the  August  sale  by  S. 
Levinlter,  Toronto,  who  called  his  sales  month  the 
"August  Invoice  Sale."  Advertising  that  to  the  manu- 
facturers' cost  was  added  only  the  duty,  freight,  and 
incidental  expenses  incurred  in  placing  the  stock  on 
the  floor,  vnih  nothing  allowed  for  selling,  customers 
were  invited  before  purchasing  to  inspect  the  invoices 
of  the  articles  offered  for  sale.  Window  displays  were 
relied  on  to  give  much  of  the  publicity,  but  grpcn  pen- 
nants with  white  lettering  were  also  used. 

The  Simpson  Co.,  Toront'o,  made  a  special  drive  on 
wicker  and  reed  furniture  during  August.  These  lines 
have  much  vogue  at  present,  says  a  fashion  n'ote. 


ARRANGING  THE  BED  STOCKS 

A  visit  to  the  larger  centres  of  trade  should  be  help- 
ful to  the  furniture  dealer  who  is  always  alert  for  sales 
suggestions.  A  tour  of  the  big  stores  will  always  bene- 
fit the  dealer  open  for  new  ideas.  The  other  day  an 
Ontario  furniture  man  was  impressed  with  the  simple 
way  the  big  Eaton  furniture  store  in  Toronto  kept  the 
stock  from  knocking  against  each  other  in  the  metal 
bed  department.  At  the  mme  tim^  aisles  between  the 
rows  of  stock  were  always  kept  clear, 

A  couple  of  strips  of  moulding  nailed  on  the  floor 
doAvn  the  borders  of  each  aisle  served  as  a  warning  to 
sales  people  that  .stock  must  not  encroach  on  this  sipa'ce. 
This  moulding,  catching  the  casters  on  one  side  of  each 
bed  set,  also  kept  the  stock  from  knocLing  the  beds  on 
the  next  aisle. 

The  visitor  also  noted  that  each  of  the  bed  sets  on 
the  floor  was  connected  up  with  short  wood  or  metal 
bars',  so  that  any  bed  could  be  shown  r-ustomers  without 
a  minute's  loss  of  time. 


LAYING  OUT  THE  FURNITURE  FLOOR. 

In  the  same  connection  might  be  mentioned  the  plan 
a  manager  in  one  of  the  big  furniture  stores  adiopted 
to  set  off  his  stock.  Pie  laid  out  the  floor  in  regular 
avenues  and  .streets  runnintg  east  aiid  Avest  and  north 
and  south,  erpddistant  between  the  big  '"■olumins.  Thus 
there  was  a  square  space  with  a  column  in  the  centre  of 
each  foT  the  display  of  an  attractive  group  of  furni- 
ture. Tt  did  not  permit  of  arranging  the  furniture  in 
example  rooms  but  considering  all  the  interests  of  the 
department  it  was  considered  better.  The  high  pieces 
were  placed  so  as  to  surround  the  columns,  the  lower 
pieces,  like  uphols+ered  furnitui-e  or  tables,  coming 
nearer  the  aisles.  Complete  suites  were  of  eoiirse 
sh'own  in  these  groups  though  not  in  alignment  accord- 
ing to  the  way  they  would  appear  in  separate  rooms. 
But  the  eye  can  sweep  all  over  the  vast  floor  and  with 
the  taller  pieces  against  the  columns  and  the  remainder 
of  the  square  space  occupied  by  the  loAver  affiliated 
pieces,  the  efi'ect  of  the  entire  floor  to  the  observer  is 
very  gTatifying.    Examiniation  is  e'asy.    Every  piece  is 


accessible  to  the  touch  as  well  as  llie  eye  and  all  re- 
lated pieces  are  together. 


A  $7  AND  $.11  SALE 

A  AVestern  furniture  dealer  recently  sprung  a  bright 
idea  in  the  shape  of  a  sale,  and  announced  the  fact  in 
full  page  space  in  the  newspapers.  He  called  it  a  ''$7 
and  $11  Sale."  The  ad.  man  at  the  start  answered  the 
question  "Why  $7  and  .$11?"  by  saying,  "Because 
these  two  prices  are  just  suitable  for  the  great  under- 
pi'icings  we  are  ofl^erimg  yo\i  this  week.  We  have 
selected  for  this  sale  articles  from  every  departmeut 
in  the  store  and  grouped  them  in  two  lots."  The  $7 
list  included  o'ak  dressing  tables;  six  comfortable 
diners:  four-shelf  music  cabinet;  collapsible  steel  go- 
cart;  $7  paymient  down  on  a  $75  graphophone ;  leather 
seat  rocker;  solid  oak  library  table:  vacuum  SAveeper; 
large  Turkish  rocker;  9  x  12  grass  rug;  tapestry  couch 
cover.  The  $11  list  included  a  kitchen  cabinet;  tea 
wagon,  six-foot  extension  table,  fuU-si'^e  brass  bed, 
ladies'  desk,  Morris  chair,  princess  dresser  with  Firench 
plate  nnrror.  velour-covered  couch,  etc.  And  down  at 
the  bottom,  in  smnll  type,  occupying  little  space,  w'as 
the  name  of  the  company;  the  idea  being  that  if  the 
I'eaders  were  interested  in  any  of  the  otferings  they 
would  find  out  where  they  could  be  secured. 

Furniture  dealers  should  endeavor  to  take  advantage 
of  the  general  publicity  of  strongly  advertised  lines. 
They  should  be  featured  in  the  windows  as  well  as  in 
the  advertising,  that  the  consumer  mav  be  familiar  with 
the  last  connecting  link.  Some  dealers  occasionally 
print  a  complete  list  of  the  advei'tised  lines  they  sell. 
Aside  from  direct  sales,  it  places  any  store  in  an  advan- 
tageous position  as  a  recognized  distributor  of  sub- 
stantial lines. 


LIVEN  UP  THE  FURNITURE 

Furniture  dealer's  sometimes  have  spoiled  sales  be- 
cause a  piece  of  furniture  has  stood  on  the  floor  some 
time  and  has  lost  some  of  itS'  lustre.  A  little  polisbing 
Avill  often  correct  this  defect.  Here  are  three  recipes 
of  furniture  cream,  which  dealers  can  make  for  then- 
selves  and  try  out.  Be  certain,  however,  that  "elboM' 
grease"  is  more  important  than  the  cream: 

1.  Yellow  wax,  4  ounces;  yellow  soap,  2  ounces; 
water,  50  ounces.  Boil  these,  Avith  constant  stirring, 
and  add  boiled  oil  and  oil  of  turpentine  each  5  ounces. 

2.  Soft  water.  1  gallon;  soap.  4  ounces;  white  Avax 
(in  shavings\  1  pound.  Boil  together  and  add  2  ounces 
of  pearlash.  This  is  to  be  diluted  Avith  Avater  and  laid 
on  Avith  a  paint  brush  and  polished  ot¥  Avith  a  hard 
brush  or  cloth. 

3.  A  very  fine  furnihire  cream  iis  made  as  follows: 
Raw  linseed  oil,  6  ounces :  white  Avine  vinegar,  3  ounces ; 
methylated  spirits,  3  oruices ;  butter  of  antimony,  V2 
ounce.  Mix  the  linseed  oil  Avit'h  the  vinegar  by  degrees 
and  shake  aa^cU  so  as  to  prevent  separation.  Add  the 
spirits  and  antimony,  and  mix  thoroughly  by  shaking. 
Apply  as  usual  with  a  soft  Avoollen  rag.  rubbing  vigor- 
ously and  drying  off  with  a  dry  cheesecloth  or  woollen 
rag. 
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A  "Booth  Week"  Conducted  by 
Regina  Store 

A YEAR  ago  when  an  editorial  representative  of 
this  journal  visited  Regina,  R.  H.  Williams  & 
Sons,  Ltd. — The  Glasgow  House — were  conduct- 
ing a  "Booth  Week."  Thirty-'seven  booths  were 
erected  throughout  the  store,  and  the  windows  were 
also  deeorated  to  represent  booths.  This  was  backed 
up  by  liberal  advertising  in  the  local  papers,  offerings 
being  listed  under  a  booth  number.  Each  bootli  was 
topped  by  a  pennant,  with  a  number  corresponding 
with  booth  numbers  in  advertisements. 

Could  be  Carried  Out  on  Smaller  Scale 

The  AVilliams  store  is  a  large  one,  but  there  are  a 
good  many  smaller  stores  that  could  use  the  idea  on  a 
reduced  scale  to  advantage.  C.  W.  Hansford,  the  ad- 
vertising manager,  explained  to  the  writer  at  the  time 
that  the  idea  of  "Booth  Week"  was  to  create  interest 
at  a  time  when  trade  is  somewhat  inclined  to  lag.  To 
be  successful  in  merchandising  in  these  days,  it  is  neces- 
sai'v  to  be  eoiiftantly  inaugurating  new  methods  of  in- 
tei'csting  customers  and  inducing  sales.  This  [»roved  a 
good  nii'ans  of  doing  so. 

Proved  a  Success 

Mr.  Hansford,  in  commenting  on  the  plan,  said : 
"The  sale  proved  most  successful,  and  huge  crowds 
gathered  each  day.  Each  booth  had  a  "special"  on  all 
of  the  days,  and  these  were  displayed  and  ticketed. 
The  windows  were  changed  each  day  to  create  fresh 
interest. 

"On  the  first  day  of  the  sale  tea  and  cake  were  served 
in  the  afternoon,  free  of  charge,  to  all  visitors.  Our 
delivery  rigs  displayed  'Booth  Week'  cards,  while  good 
publicity  was  given  by  means  of  the  local  papers. 

"The  feature  took  well,  because  we  did  not  call  it 
a  'sale.'  In  this  week  good  prices  were  obtained,  and 
prices  did  not  have  to  be  slaughtered  as  people  expect 
when  a  'sale'  is  put  on." 


PROFIT  IN  REPAIR  DEPARTMENT 

The  employiiH-iit  cF  a  capable  I'cpair  man  is  an  excel- 
lent feeder  for  the  stoi'i',  but  d'ahM's  seldom  see  the 
advantage  of  making  the  fact  public.  Heme  dealers, 
when  asked  about  this,  say  they  do  not  wamt  to  feature 
the  fact,  because  many  a  damng'  d  or  rusty  dresser  or 
chair  would  be  thrown  away  and  a  iiew  one  purchasetl 
if  no  plaei'  was  found  for  the  ucimIimI  fi'pairs.  It  never 
(HMMii's  to  them  that  thi'n'  is  an  ()|i:ioi-tn.nity  of  selling 
an  extra  pi^'ce  of  n"\v  fiirnil  iii'i'  in  ;i(l(litir>ii  io  tlie  profit 
in  making  the  old  dre.ssi'r  lock  lilie  new. 

Xo  (h'aler  in  a  town  of  fair  size  should  suffer  iny  loss 
by  keeping  an  efficient  repair  man  on  the  payroll.  Let 
the  furnitui'e  hospital  be  featured  in  the  store's  adver- 
tising, by  announcing  it  in  the  regular  newspaper  ads. 
or  by  classified  liners. 


DON'T  WAIT,  GO  A.PTER  IT 

In  till'  business  world  ffern'r;dly  there  are  far  too 
many  Mieawbers  "waiting  for  something  to  turn  u{)." 
The  waitiing  field  is  filled  to  overflowing,  and  when 
something  does  turn  up  there  is  never  eimugh  to  go 
around.   The  mian  or  the  firm  or  tbe  industry  that  ' '  gets 


there,"  that  pulls  out  a  satisfactory  business  in  the 
hard  times  season,  as  well  as  during  good  times,  is  *^he 
one  that  goes  out  and  turns  sotnething  up,  and  when 
it  is  turned  up  in  this  way  is  surprised  to  find  hov 
little  competition  there  is  in  the  field. 


SOME  NEW  LITTLE  SALES  STUNTS 

Th(^  "inspection  day''  idea  for  the  furniture  sitore 
originated  across  tlie  line.  The  new  goods  are  placed 
on  di.splay,  not  sold  for-  one  day.  and  the  s'ale.speople 
ar»'  banqueted  in  the  evening.  The  p'an  gives  the  pub- 
lie  a  ehanc:'  to  see  the  jroods — the  store  getting  pub- 
I liei'eby- -and  the  employes  arc  l)n)ught  closer 
togctli'u-  in  eo-operation. 

The  auto  Irucl.  is  conipeting  with  the  railroads  and 
winning  out,  at  least  .o  say  a  numbei-  of  ftirnitui^e 
dealers  in  California.  Not  only  has  the  auto  tiudc 
proved  of  value  for  the  city  dcliy  r'i<  s,  but  on  the 
longer  hauls  into  the  country,  tliat  were  formerly  inade 
liy  the  railroads,  it  shows  u[)  at  its  best. 

I>ou't  b't  a  one-time  customer  drop  out  of  sight. 
Keep  wa^ch  of  people  who  have  been  iu  the  habit  ol 
tiading  witli  you.  and  if  tb  'v  lose  the  habit.  in(|uire 
as  to  the  cause.  Often  a  recreant  customer  can  be 
brought  ba(d\  by  courtesy. 

We  wonder  if  dealers  are  taki)ig  advarUage  of  the 
opportunities  offered  them  on  Saturday  nights  in  the 
smaller  cities  and  towns.  \  Stratford  furniture  man 
draws  attention  to  the  numbers  of  young  couples  from 
neighboring  farmis  who  come  into  town  to  see  the  win- 
dows and  amuse  themselves  on  Saturday  nights.  He 
was  one  of  them  himself,  he  says,  when  a  boy.  Is  any- 
thing being  done  to  solicit  their  business? 


USEFUL  TABLE  OF  PERIOD  STYLES 

The  following  table  of  dates  corresponding  with  the 
various  periods  of  English  furniture  making  will  serve 
to  fix  the  subject  in  the  minds  of  salesmen  who  desire 
to  identify  t:he  different  styles: 

Elizabeth,  to  1608  "Elizabethan." 

James  1,  160-8  to  1625  "Jacobean." 

Charles  I,  1625  to  1649  "Jacobean." 

Commonwealth,  1649  to  1660  "Jacobean." 

Charle.s  n,  1660  to  1685  "Jacobean." 

James  11,  16«5  to  1688  "Jacobean." 

William  and  Marv.  16«9  to  1702. "Queen  Anne." 

Anne,  170?  to  1714  "Queen  .\nne." 

George  1,  1714  'o  1727   '  Queen  Anne." 

George  II    1727  to  1760  Chippendale's  work 

about  1754. 

George  in,  1760  to  1820  llenpelwhite's  work 

about  1789.  Adam 
I>ros.   work  aboul 
1790.  Sheraton 
work  about  1791, 

Georg,-  IV.  ]S'^0  to  !S:{0   Colonial  in  America 

William  TV,  1S:{0  to  1837  strongly  influenced 

Vir-toria   by    English — espe- 

i    eially  Queen  Anne 


A.  M.  Hamilton,  furititui-e  dealei-  .uid  undei-t;iker  at 
(Joi'i-ie,  Ont.,  is  dead. 

Hollinsworth  &  ('o.,  Ltd..  W!nni[)eg,  capitalized  at 
.-!<1 5,000,  have  been  incoi'i)orated  to  deal  in  furniture 
and  other  articles. 
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.1  acdhi'ai]  suilf  Jisplayed  in  Murray-Kay  Co.'s  window  at  Toronto. 

Window  Displays  Should  be  Seasonable 

Class  of  customers  should  also  he  considered — 
Dressing  the  window  —  V arious  fall  displays. 


THE  approach  of  fall  makes  tiinr'ly  a  few  words 
reg'ardino-  the  aiT'angement  of  the  furniture  win- 
dows. 

Fii'st  of  all  the  changing  seasons  will  liave  to  be  con- 
sidered. Unless  yon  are  closing  out  in  a  speci.il  siah' 
your  loft-over  summ'er  goods  (^and  it  is  well  to  sell  them 
off  like  this  than  stock  them  ovei;  '\^antf'r)  fall  lines 
should  be  featured. 

Window  displays,  of  furniture  sliould  be  in  keeping 
with  the  demands  of  the  sea.s'on  and  the  demiands  of 
the  particular  locality  in  which  your  store  happens  to 
be  located.  Many  dealers  get  suggestions  from  th*^ 
demands  of  their  customers  and  use  those  as  a  guide 
for  displays^  latcT  on.  For  instance,  ther'^  may  be  a 
number  of  demands  this-  week  for  dining  chairs,  and 
on  investigation  the  dealer  finds  that  a  number  of 
people  about  him  are  cleanin<>:  house.  This  simple  fact 
of  changing  the  house  for  the  winter  should  suggest 
many  things  that  may  be  dtsirable  to  the  housewife. 

During  September,  October  and  November  many 
aids  M'ill  be  found  in  nature  which  \^'ill  help  in  the 
window  trim,.  If  the  dealer  is  carryiTig  stoves  it  will 
soon  be  time  t'o  displaj'  these.  A  good  method  to  foillow 
is  to  arrange  six  or  seven  stoves  in  a  semi-circle,  plac- 
ing the  largest  in  the  centre  and  the  farthest  back  and 
tapering  the  others  according  to  size  bringing  the 
smallest  close  to  the  Avindow  on  the  extreme  ends.  Tbe 
floor  of  window  may  be  covered  with  jet  black  cloth,, 
and  fixtiires  arranged  on  floor  in  foreground.  A  card 
v>dth  "Warmth  in  Winter  means  Health  and  Comfort'' 
should  attract  attention. 

Perh'aps  it  is  a  dining  room  suite    that   is    to  be 


featured,  or  something  novel  for  the  afternoon  tea. 
If  in  a  fashionable  locality  an  afternoon  tea  table  and 
some  fancy  chairs,  with  appropriate  setting,  should 
prove  attractive;  or  a  dining  room  suite,  chosen  for  the 
general  run  of  the  store's  customers,  set  out  in  home- 
like surroundings,  would  make  a  choice  window  picture. 

A  carpet  and  rug  vdncloAv.  trimmed  with  autumn 
leaves,  wreaths  and  garlands,  can  be  made  to  look 
enticing.  Spread  one  large  rug  on  the  floor  of  the 
window  fiat,  place  one  flat  across  the  back  of  window 
and  one  on  each  side  flat.  This  v/ill  ]nal:e  the  three 
baclx^grounds.  Next  attach  thi-ee  rugs  by  one  corner 
to  the  ceiling  against  back  of  window.  One  in  right 
eorn_pi',  one  in  left,  and  one  in  centre.  Now  turn  the 
rags  from  the  bottom,  making  them  hang  iu  funnel 
shape  with  little  end  pointing  to  the  top.  Next  place  a 
long  stick  against  centre  of  top  of  eacli  side  of  window 
and  place  other  end  of  each  stick  so  they  come  together 
in  centre  of  floor.  Throw  a  rug  over  each  of  these  and 
the  display  is  complete.  Suitable  Mdndow  cards  will 
add  strength  to  the  display. 


'WINDOWS  SELL  THE  GOODS 

The  dealer  who  neglects  the  window  method  of  adver- 
tising must  expect  to  lose  business,  which  v^nW  be 
gained  by  his  more  enterprising  competitors.  It  mat- 
ters not  how  fine  the  goods  are  that  stock  the  floors 
v.dthin,  there  must  be  something  to  get  the  people  in- 
side the  store,  to  tempt  them  to  become  acquainted 
with  the  bargains  awaiting  them,  or  the  fine  qu'ality 
of  the  goods  offered    The  merchant  has  no  more  efife'c- 
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live  Avay  of  advertising  than  by  well  dressed  windows 
■stocked  Avith  goods.  That  tTiis  is  well  understood  in 
large  cities  is  amply  attested  by  the  elaborate  prepara- 
tiorus  iiLade  for  window  disjtlays  at  special  seasons.  The 
men  eni'i^loyed  are  recognized  as  artists  in  their  line 
and  receive  large  salaries.  It  is  said  that  months  are 
sometimes  occupied  in  preparation  of  siome  disj^lavG. 


MANUFACTURER  AND  RETAILER  CO-OPERATE 

The  possibilities  of  \viri(1()w  advertising  for  the  manu- 
facturer are  so  great  that  it  is  remarkable  that  more  of 
them  have  not  yet  made  a  systematic  effort  to  reap  the 
rich  Ivarvcst  that  awaits  tin  tiller  of  this  fertile  field. 
T'he  show  window  is  the  nuvst  direct  and  forceful  of  all 
advertising  mediums  and  its  "circulation"  is  enormous. 
Furthermore,  the  retaih'rs  are  willing  to  meet  the  manu- 
fa'cturer  half  way  in  th''  inattei-  of  window  display. 
They  are  glad  to  allow  him  the  use  of  window  space  if 
he  will  provide  t'hem  with  the  right  sort  of  displays. 

Although  the  number  is  increasing  rapidly,  there  ire 
as  yet  comparr'tively  Few  mannfac+urei-s  who  make 
anv  serious  effort  toward  co-operation  with  tlu'  '-I'tailer 


oni'  or  two  articles  which  it  was  most  desired  to  push; 
thus  to  so  feature  these  that  they  would  stand  out  and 
iinpress  themselves  upon  the  attention  of  the  passer 
with  more  force  and  strength  than  anything  else  on 
disiplay. 


POINTS  TO  REMEMBER 

Two  chief  faults  found  in  the  work  of  inexperienced 
window  trimmers  are  overcrowding  and  placing  the 
mercliandi.se  too  near  the  glass. 

Regarding  the  first  of  these  faults — it  should  be  re- 
membered that  it  is  not  necessary  to  fill  up  every  inch 
of  space  with  some  article.  A  close  analogy  to  this  is 
found  in  one  of  the  principles  of  preparing  advertising 
copy.  It  is  a  recognized  and  proven  fact  that  a  cer- 
tain amount  of  white  space  is  necessary  to  make  an 
advertisement  attractive.  This  white  space  permits  the 
eye  and  mind  to  be  concentrated  on  whatever  is 
printed.  And  so  it  is  with  window  dressing.  A  cer- 
tain amount  of  empty  space  is  necessary  if  the  articles 
in  the  window  are  to  be  impressed  on  the  mind  of  the 
ciistomer. 

With  regard  to  the  position  of  the  merchandise  in 


M;il<"   the   inlt-rior  disjjlay   couple  "Jp 

with  tlie  window.     Well  arranged  ii:- 

terier  in  Reinhorn  Bros.'  store  at 
Rcgina,  Sask. 


in  di.splaying  theii-  products.  On  the  other  hand,  then 
are  some  few  manufaeturin'g  conicerns  that  have  thor- 
oughly e((uipped  v/indow  dressing  departments  under 
the  direction  of  specialists.  It  is  a  significant  fact  that 
all  of  theise  concerns  started  their  window  advertising 
de[)artinents  in  a  very  .^mall.  experimental  way,  usu;dly 
under  the  supervision  of  some  officer  of  the  •'ioncern, 
and  soon  grew  into  an  important  factor  of  the  adAcr- 
tising  department. 


CONCENTRATE  ON  FEW  ARTICLES 

There  are  two  fundamental  wa.ys  of  dispfayiiig  goods 
in  furniture  show  windows.  One  is  to  make  the  windows 
a  catalogue  of  the  entire  contents  of  the  store.  Th" 
other,  to  feature  three  or  four  articles  in  strong,  simple 
display.  Which  is  the  b'^tter  way  is  forcefully  ex- 
pressed by  what  one  of  the  most  celebrated  window 
dressers  in  the  craft  recently  stated.  By  an  actual 
check,  covering  a  week,  he  found  that  a  far  greater 
number  of  people  stopped  before  the  window  which 
was  simple  in  arrangement  and  contained  only  a  few 
articles  artistically  placed  than  where  wind'ows  were 
crowded,  and  added  that  his  aim  in  arranging  the  win- 
dow was:  First,  to  make  the  window  harmonious,  so 
that  tl'.ere  will  be  no  clash  in  the  arrange!n,ent :  and, 
second,  having  done  this,  his  sole  idea  was  to  keep 
everytliing  subdued  and  in  the  bacbground  except  the 


the  window,  it  can  be  said  that  the  back  of  the  window 
is  just  as  valuable  as  the  space  near  the  glass.  This 
truth,  however,  is  dependent  upon  the  window  depth. 
Everything  within  a  depth  of  6  feet  can  be  seen  to 
good  advantage. 


FULL  DISPLAY  AND  UNIT  DISPLAYS. 

There  are  two  schemes  usually  followed  by  window 
trimmers  to  obtain  attractive  displays.  One  is  to  make 
full  displays  and  the  other  to  make  unit  displays.  It 
must  be  remembered  that  there  is  a  distinction  between 
"full  displays"  and  crowded  displays.  In  a  full  dis- 
play, practically  all  available  space  will  be  utilized 
but  the  articles  will  not  overlap  each  other.  From  any 
point  on  the  outside  of  the  window  the  contour  of  each 
article  can  be  seen  and  it  will  not  be  confused  with 
any  other  article  in  front  or  behind  it.  Furthermore, 
no  matter  how  full  a  window  is  dressed,  there  will  al- 
ways he  a  certain  symmetry  in  the  design  or  layout 
of  the  merchandise.  If  a  certain  lot  of  articles  rise 
to  a  certain  height  on  one  side  of  the  Avindow,  another 
lot  should  rise  to  approximately  the  same  height  on  the 
other  side. 

Unit  displays  consist  of  one  or  more  groups  of  units, 
each  unit  being  composed  of  one  or  more  articles  of  a 
certain  class.  If  unit  displays  are  to  be  used,  the  win- 
dow should  never  be  dressed  full. 
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Advertising  for  the  Fall  Bedding  Season 


BY  A.  B.  LEVER 


Ostermoor  Mattress  Special 


Lot  Number  1 

Lot  Number  2 

JJ.M 

Lot  Number  3 

Lot  Number  4 

'"'""'uOD 

imp    Hormwuic   Cu.Mm  Slr.ld,,,. 

SATUKDAY  SPECIAL  59c 


L.  A.  B  A  L  L 


AS  the  season  is  now  approaching  when  manj^ 
honsekeepens  will  find  it  necessary  to  replenish 
their  supply  of  bedding,  I  have  selected  for 
reproduction  in  this  issue  advertisements  which  bear 
ui3on  this  particular  subject.  Each  advertisement  in- 
cludeid  in  the  group  possesses  an  individual  distinctive- 
iTesis.  Consiequently  there  are  suggestions  for  adver- 
tisers of  all  sorts  and  conditionsi. 

L.  A.  Ball's  ad  is  simple,  yet  neatly  arranged.  It  is 
also  striking.  Not  only  does  the  advertisement  give 
information  regarding  prices,  but  aljout  the  quality 
oi'  the  mattress  on  which  the  special  sale  is  made,  A 
selling  talk  that  is  brief  and  to  the  point  usually  leaves 
an  impresision.    The  origijial  was  8  by  4i/4  inches. 

Ketcheson  &  Earle,  Belleville,  have  a  more  than 
usually  artistic  and  striking  advertisemenit.  It  is  the 
illustration,  of  course,  which  arrests  the  attention,  but 
the  arrangement  of  the  advertisement  itself  is  good. 
The  original  w^as  4I/2  by  10  irrches. 

The  strong  point  ahout  the  ad.  of  M'ahon's.  Ijimited, 
Halifax,  is  the  introductory  talk  about  the  needs  r»f 
sumaner  cottagers  on  their  return  home  after  their  sum- 
mer vacation.  The  ad.  is  one  that  might  be  termed  of 
a  " gripping"  nature. "  In  other  words,  it  is  likely  to 
arrest  the  attention  of  every  housekeeper  Vho  has  re- 
turned, 'or  is  about  to  return,  to  her  town  hom^e  after 
a  summer's  vacation.  The  original  was  GVo  by  'S 
inches. 

A.  Comstock,  Peterborough,  has  a  rather  unique  ad. 
AVhat  makes  it  S'o  is  the  liberal  allowanee  of  white  space 
which  STirrounds 
the  ad.  This  space 
was  an  inch  and  a 
quarter.  The  read- 
ing matter  is  put 
in  an  interesting 
Avay,  particularly 
in  view  of  the  fact 
that  the  m.attress 
advertised  was  a 
new  one  on  the 
Canadian  market. 
But  would  not  the 
ad.  have  been  more 
effective  if  prices 
had  been  given?  [ 
think  most  people 
will  agree  that  it 
would.  The  orig- 
in-al  was  7%  by  10 
iu'ches,  with  the 
centre  414.  by  8 
inches. 

The  advertise- 
ment of  McLaren 
&  Co.,  Ltd.,  is  a 
good  one  in  more 
respects  than  one. 
In  the  first  place 
it  is  striking.  In 
the  next  place  it 
has  a  touch  of 
human  interest. 
"Oh  bed,  oh  'bed, 


delicious  bed.  that  heaven  on  earth  to  weary  head,"  is 
a  poetical  expression  so  true  that  none  will  dispute  it. 
On  the  contrary  all  will  endbrse  it.  Therefore  the 
psychological  effect  is  favorable.  The  talk  ahout  the 
mattress  is  also  good.  The  original  w^as  6%  bv  lOy^ 
inches. 

The  advertisement  of  the  Halifax  Fnrnishing  Co.  is 
a  good  example  of  how  small  space  can  he  effectively 
used.  It  wasi  only  414  by  3  inches,  but  it  stood  out  clear 
and.  distinct. 

The  advertisement  without  a  firm  name  is  clipped 
from  a  department  store  announcement,  and  it  is  repro- 
duced because  of  the  interesting  way  in  which  the 
subject  is  introduced.  The  first  line,  "Refreshing  Sleep 
Depends  Upon  Proper  Bedding"  is  particularly  good. 


UAHON8  LIM 

ITEojs^ 

Time  To 

Re-Furnish  the  Home 

For  Autumn 

lly  nrt. 

Srrim, 

McLaren  &  CO.,  Umit«i 


McLaren  &  CO.,  Umit«l 


"Oh  Bed,  Oh  Bed,  delicious  bed. 
That  heaven  on  earth  towearyhead" 

•  -Hood-  "Her  Drtam". 

Slf*p  on  *  Maf  shall  Saniurv  Mmreesini)  prove  fof  younwK 
how  ■  delicious  "bed  reilly  Ib  Marehdl  SaniurT  MattreaseB  4r« 
a«ed  Id  tie  beH  institutions  and  homes,  tbej  »tw»yfl  relaio  iheir 
etup*  auii  do  not  become  hard  and  lumpf  afUr  a  httle  u»«  The 
numutacturers  sUnd  bscli  of  thie  toattTesi  and  ffuarantee  not  only 
the  matariaJi  and  worhroansbip  but  a'.to  ih»  »prlt)^  from  breakioB. 
becotniDg  roieplacedor  wearing  through  Iht  ticking  from  ordiDsry 
mtu,  (or  the  period  of  five  yean  The  Marahalt  SoniUrv  Mat 
treis'  bM  periecl  ventilation  i«  durable  and  most  reallieol,  turning 
these  mattteeaeB  twice  a  year  le  aufficient  Prices  accordina  to 
fliie  BAiitUini  »1 9-25  to  J25  00,  Cotton  fillme  M  6  00  to  $Z0 


Sale  of 
Silk   and   Satin  Comforters 


Ketcheson  &  Earle 

I  ^  \- 


NOW  IS  THE  TIME  TO 
BUY  MATTRESSES 


A.  COMSTOCK 


How  some  Canadian  furniture  dealers  advertise  their  fall  bedding  linos. 


ADVERTISING  DOES  GOOD 

When  I  have  asiked  furniture  men  why  they  adver- 
tised so  little,  at  various  times,  the  almost  invariable 
answer  has  been  that  they  "didn't  see  that  advertis- 
ing did  them  any  pai'tisular  good."  That  answer, 
naturally,  came  from  only  one  "division"  of  retailers 
and  is  interesting  only  in  comparison  with  statements 
from  advertising  furniture  men.  The  latter,  in  prae- 
lieally  every  case,  are  firm  in  their  advocacy  of  liberal 
advertising,  and  many  times  I  have  been  given  proof  of 
assertion  to  the  effect  that  advertising  pays,  whether 
known  returns  are  profitable  or  not.  A  peculiar  ease 
recently  came  to  my  attention  that  I  think  is  worth 
telling  of  here.    .A  retailer  had  a  slide  run  Saturday 

evening  in  three 
m  0  V  ing  -  picture 
houses,  advertis- 
ing a  showing  of 
new  porch  swings 
to  be  made  on  the 
following  Mionday 
afternoon.  Unfor- 
tunately on  the 
Sunday  following 
the  advertising, 
this  retailer  was 
notified  of  the 
death  of  a  relative 
in  a  nearby  town 
?'Td  Avas  forced  to 
close  his  'store  all 
day  Monday.  Nev- 
ertheless the  ad- 
vertising had  it« 
effect,  for  a  00m- 
letitor  on  the  same 
s*"reet,  hearing  of 
the  advertising, 
made  a  display  of 
similar  p  0  r  c  li 
swings  in  Ms  win- 
dow— and  in  two 
days  disposed  of 
every  swing  in 
stock,  thus  prov- 
ing the  effective- 
nesis  of  the  ad. 


Carpets,  Rugs  and  Linoleums 


McLaren  &  CC  Limited 


Halifax^  Fumishin^  Co., 


Rdrahiiig  Sleep  Depenili  Upon  Proper  BwUiiif 
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Value  of  Effective  Advertising  to  Increase  Distribution 


Responsibility  of  adverther — Fake  advertising  and 
its  company — Eliminating  fraudulent  advertising 


By  MKRLE  SIDENER* 


We  have  all  fotnid  that  it  is  costing  us  tnore  to  do 
biisincsK;  i*^  is  incrciasingly  hard  to  got  additional  disi- 
tribntioii,  and  we  have  also  found  that  one  method  of 
increasing  distribution  is  advertising.  We  know  that 
advertising  is  a  very  definite  business  course,  but  we 
have  been  finding  that  in  the  last  few  years  advertising 
is  becoming  less  effective  and  that  we  are  not  getting 
the  same  results  for  the  same  amount  of  money  ex- 
pended. Now,  this  isn't  necessarily  a  (|ueslion  of  in- 
teresf  only  to  the  man  who  is  using  display  advertivsing, 
it  is  a  (|uestion  of  importance  to  every  man  who  i«  doing 
any  type  of  advertising  or  is  dependent  on  it  directly  or 
indirectly. 

Recently  Mr.  Hugh  C-halmers.  in  an  address  in  New 
'i^ork,  answering  the  (|nestion,  '  Why  is  not  the  dollar 
expended  in  advertising  producing  100  cents'  worth  of 
results  to-day?'"  said:  "I  think  the  greates^t  cause  of 
waste  in  advertising  is  the  fact  that  too  large  a  section 
of  the  public  is  still  skeptical  about  advertising." 
This  condition  of  mind,  I  think,  is  due  to  two  chief 
causes:  First,  there  has  been,  and  still  is,  in  spite  of 
much  improvement,  too  much  "bunk"  in  advertising. 
The  inan  who  sticks  to  the  truth  in  advertising  has  too 
iuuch  to  overcome  in  exaggerated  statements  of  other 
advertisers.  There  is  still  too  much  advertising  of 
jjropositions  that  are  purely  fake.  Mr.  Chalmers,  of 
cou7"se,  is  a  man  of  experience  both  in  business  and  in 
advertising,  and  his  opinion  there  is  simply  the  opinion 
that  has  been  reached  by  men  who  have  been  studying 
this  (juestion  as  to  why  advertising  seems  to  be  cost- 
ing more  to-day  and  to  be  less  effective  than  before. 
Now  we  are  all  interested  in  it.  all  of  us  as  business 
men,  simply  beciause  we  are  dependent  to  a  certaii 
extent  on  this  forceful  advertising,  and  each  one  of  us 
has  a  responsibility,  whether  we  are  advertisers  or  not, 
whether  Ave  are  advertising  honestly  or  not.  We  have 
a  respon.sibility  to  mal;e  advertising  effective  and  to 
create  public  confidence  in  advertising  because  indi- 
rectly we  are  all  interested  in  it. 

You  know,  unfortunatelj'^  in  the  lasf  ten  or  fifteen,  or 
twenty  years  perhaps,  there  has  grown  up  that  spirit 
of  the  public  just  simi)ly  saying,  "l)h,  that  is  just  an 
advertisement."  A  person  reads  an  advertisement  and 
it  is  so  palpably  a  fake  that  he  don't  believe  the  rest 
of  the  advertising.  Now,  that  is  a  condition  which  has 
grown  out  of  this  fake  advertising.  As  soon  as  adver- 
tising became  a  definite  business  force,  as  .soon  as  it 
became  a  tremendous  power  in  business,  immediately 
the  crook,  the  fraud,  began  to  use  it  because  it  Was 
good.  He  has  been  allowed  to  go  to  some  extent  un- 
bridled ;  he  has  been  allowed  to  misrepresent,  to  exag- 
gerate, and  thereby  to  destroy  public  confidence  in  all 
advertising.  Your  advertisement  and  my  advertise- 
ment is  known  by  the  compan.y  it  keeps,  and  if  we  are 
traveling  alongside  of  some  other  advertisiement  which 
is  untruthful  or  which  is  unbelievable,  then  your  adver- 
tisement and  my  advertisement  suffer  thereby.    If  vou 

'Mr.  Sidener  is  chairman  of  the  Vigilance  Committee  of  the  Associated 
Advertising  Assn.  of  the  World,  and  this  is  part  of  his  address  delivered  at 
Chicago,  before  the  Federation  of  Furniture  Manufacturers. 


go  to  buy  a  barrel  of  apples  and  you  take  the  head  off 
and  find  one  rotten  one  on  top.  even  if  you  are  a.ssurcfl 
that  every  one  in  there  is  absolu*^eiy  good,  you  will 
not  paj^  top  market  price  for  that  barrel  of  apples.  It 
seems  to  be  human  nature  to  judge  the  majority  by  the 
few  that  are  bad.  Let  any  eight  or  ten  of  you  gentle- 
men sit  down  to  lunch  Avith  a  known  crooU  in  yonr  hoi:ie 
and  then  try,  about  Iaa'o  or  three  hours  later,  to  borroAV 
money  at  the  bank.  See  Avhat  happen?,  even  though 
you  have  the  best  of  reputation  in  that  tov-m.  Noav.  if 
the  eight  or  ten  are  honest  Avhy  doesn't  it  work  the 
other  Avay? 

Ninety  per  cent,  of  all  advertising  is  trustAvorthy.  but 
that  little  ten  per  cent,  perniciously  keeps  working 
and  is  undermining  the  Avhole  structure  of  advertising 
to  the  extent  that  the  other  ninety  per  cent,  is  being 
made  less  -i-A'cctive  and  less  efficient  on  that  account. 
Now,  we  can  not  afford  any  longer  to  ignore  this  con- 
dition. For  a  good  AA'hile  we  hav^e  been  satisfied  to  say. 
"Well,  T  am  an  honest  advertiser;  AA'hy  should  T  worry? 
It  isn't  up  to  me  to  make  the  rest  of  the  world  good." 
Now,  gentlemen,  you  Avouldn't  sit  still  in  your  oaati 
{)laces  of  businp.ss  if  you  kncAv  some  other  felloAv  Avas 
destroying  your  business.  Here  is  a  case  of  where  the 
other  fellow  doing  fraudulent  advertising  is  injuring 
your  business,  and  it  is  up  to  yon  to  join  other  forces 
in  stopjfing  that  kind  of  advertising.  We  have  passed 
that  day  when  the  Get-rich-quick  Wallingford  can  use 
advertising  and  get  aAvay  Avith  it.  A  grood  deal  of  the 
fraudulent  medical  advertising  has  been  eliminated. 
Those  things  have  passed,  but  Ave  have  come  to  a  more 
dangerous  period — that  is,  where  it  is  the  subtle,  the 
adroit,  the  indirect  that  is  still  being  used  in  mislead- 
ing  the  public.  And  the  reason  i+  g«ts  you  and  me  is 
that  as  soon  as  one  customer  has  been  stimg  by  an  ad- 
vertisement of  that  kind,  that  customer  at  once  begins 
to  declare  that  a!'  the  rest  of  the  advertising  lacks 
jioAver  and  is  not  to  be  trusted.  And  so  Ave  have,  e^ch 
one  of  us,  of  necessity  to  keep  in  mind  that  Ave  must 
croAvd  out  the  rest  of  this  stuff. 

Elbert  Hubbard  recently  said:  "One  of  the  bigeest 
discoveries  in  modern  business  is  that  truth  is  an  asset 
and  the  lie  a  liability."  We  find  that  true  in  ever\-  line 
of  business.  All  a'ong  the  line  Ave  are  finding  business 
not  from  a  moral  standpoint,  but  from  a  purely  eco- 
nomic standpoint,  reaching  after  the  tnith  and  honest 
and  s(|uare  dealing,  and  that  siame  condition  continues 
along  the  line  and  gets  into  our  advertising.  All  bnsi- 
ness  must  be  founded  on  truth. 


PROFIT  AND  NATIONALLY  ADVERTISED  GOODS 

By  J.  J.  Sieberg 

Your  customers  want  Avhat  they  come  after,  and  you 
should  give  it  to  them.  A  Avell  advertised  article  is  sold 
when  your  customer  comes  into  your  store ;  all  you  do 
is  to  hand  it  out.  No  time  is  lost.  You  can  sell  at  least 
four  or  five  advertised  articles  in  the  same  time  it  takes 
to  sell  one  imitation. 
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Trying  to  Solve  Sanitary 
Bedding  Problem 


For  some  time  past  Canadian  Pnrnitiire  World  has 
been  placing  before  its  readers  various  angles  of  the 
sanitary  bedding  problem.  We  have  had  opinions  of 
the  Toronto  and  Ontario  health  authorities^ ;  of  men  in 
the  trade;  of  manufacturers:  and  of  association  officers 
in  the  United  States. 

Acrosis  the  line  the  various  States  r.re  one  by  one 
dropping  into  line.  Oregon  is  the  latest.  At  the  recent 
session  of  the  legislature  of  that  State  the  following 
was  enaicted. 

Oreg-on's  Mattress  Label  Law 

An  Act  regulating  the  manufacture  and  sale  of  mat- 
tressies,  coraforters,  pilhjws  and  other  articles  of  bed 
clothinig  which  contain  a  covered  filling,  and  providing 
the  penalty  for  violation  thereof 

Re  it  enacted  by  the  people  of  the  State  of  Oregon: 

Section  1.  Whoever  manufactures  for  sale,  offers 
for  sale,  sells,  delivers,  oiv  has  in  his  possession  with  in- 
tent to  sell  or  deliver  any  maittress,  comfort,  pillow  or 
other  artdcl'^  of  bed  clothing,  which  contains  a  covered 
filling,  which  is  not  propev"ly  branded  or  labeled,  or 
whoever  us^s,  either  in  whole  or  in  ])art,  in  the  manu- 
facture of  mattrepses,  co'.5iforlers,  piPows  or  other 
airticles  of  bed  clothing  whicii  contain  a  covered  filling, 
any  cotton  or  other  material  whicli  has  been  used,  or 
has  formed  a  part  of  any  mattress,  pilloAV  or  hed  used 
about  any  public  or  private  hospital,  or  on  or  about 
any  person  having  infectious  or  cOn'tHgious  disease;  or 
whoever  dealing  in  mattrcisse?,  comforters,  pillows  or 
other  article  of  bed  clothing  Avhich  contain  a  covered 
filling  has  any  such  article  of  personal  property  in  his 
possession  for  the  purpose  of  sale,  or  offers  it  for  sale 
without  a  brand  or  label  as  herein  provided 
or  removes  or  conceals  or  defaces  the  brand 
or  label  thereon,  shall  be  deemed  guilty  of  a 
masdemean'or,  and  upon  conviction  thereof  shall 
be  punished  by  a  fine  of  not  less  than  twenty-five  dol- 
lars nor  more  than  five  hundred  dollars,  or  by  impirison- 
ment  in  the  county  jail  not  exceeding  sis  months,  or 
hy  both  such  fine  and  imprisonjuent.  Provided,  that 
nothing  herein  coi  tained  shall  be  construed  as  prohib- 
iting any  of  the  various  State  institutions  of  this  State 
from  remaking  any  of  its  own  mattresses  or  articles  of 
bed  clothi.ig,  provided  the  same  are  properly  fumigated 
or  sterilized;  and,  provided  further,  that  nothing  in 
<^his  Act  contained  shall  be  construed  as  prohibiting 
the  sale  of  second-hand  mattresses,  or  other  ar^ticles  of 
bed  clothing,  without  the  use  of  such  label,  if  such  mat- 
tress or  other  article  of  bed  clothing  has  not  been  re- 
uiade  for  the  purpose  of  sale,  or  if  the  same  is  labeled 
and  sold  as  a  second-hanid  article. 

Section  2.  The  t)rand  or  label  shall  contain  in  plain 
print,  in  the  English  language,  a  statement  of  the 
material  used  in  the  manufacture  of  such  mattreiss, 
comfort,  pillow  or  other  artiele  of  bed  elothing,  ^^^'hether 
such  article  of  personal  property  is  in  whole  or  in  part 
new  or  second-hand  and  the  quantity  of  new  and 
second-hand  materials  used,  and  the  qualities  of  the 
m'aterials  used.    Such  brand  or  label  shall  be  in  the 


shape  of  a  paper  or  cloth  tag,  to  be  sewed  or  otherwise 
securely  attached  to  each  artiele. 

Section  ?>.  Any  mattress  within  the  meaning  of  this 
Act  shall  be  defined  as  being  quilted  piad  stuffed  with 
hair,  Avool  or  other  soft  material,  to  be  used  upon  a 
bed  for  sleeping  or  reelining  purposes;  and  any  com- 
forter within  the  meaning  of  this  Act  shall  be  defined 
as  being  any  bedspread  filled  with  cotton,  wool  o^r 
down,  or  anj^  other  soft  filling. 

Seetion  4  Whenever  any  State  or  county  health 
board  or  any  other  public  officer,  shall  have  reason  or 
cause  to  believe  that  any  of  the  provisions  of  this  Act 
are  being,  or  have  been  violated,  such  board,  or  member 
thereof,  or  any  public  officer,  shall  advise  the  Attorney 
General  of  the  State  and  the  District  Attorney  of  the 
countj'  where  such  violation  has  taken  plaee,  giving 
his  information  in  support  of  such  belief ;  and  it  shall 
be  the  duty  of  the  Attorney  General  and  of  the  District 
Attorney  of  any  county  in  which  a  violation  occurs,  to 
forthwith  institute  proper  legal  proceedings  for  the 
enforcement  of  the  provisions  of  this  section,  and  for 
the  punishment  of  the  violation  thereof. 


Richard  Bradshaw 

New  Managing  Director  of  the  Ideal  Bedding  Co. 

There  is  probably  no  one  in  Canada  who  possesses 
greater  practical  experience  in.  or  more  intimate  knowl- 
edge of,  the  metal  bed  and  bedding  industry  than 
Richard  Bradshaw,  now  managing  director  of  tlie  Ideal 
Bedding  Co.  His  appointment  to  that  position  has 
just  been  announced,  and  comes  as  no  surprise  to  those 


Richard  Bradshaw 

who  know  him,  as  it  is  but  another  step  upward  in  a 
career  which  has  consistently  been  i  record  of  advance 
from  position  to  position  and  through  increasing 
responsibilities  year  by  year. 

Mr.  Bradshaw  came  from  Derbyshire,  England,  about 
thirteen  years  ago,  very  shortly  after  the  inception  of 
the  Ideal  Bedding  Co.  in  Toronto.  He  was  quite  an 
ordinai'y  English  boy  seeking  to  make  his  way  in  a  nevf 
country.   He  started  to  yvori'.  for  the  Ideal  Company  as 
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a  helper  in  the  paint  dopart'inent  in  their  old  factory  on 
•rarvis  Street.  Even  at  that  time,  so  we  are  told  by  the 
old  employes,  he  was  looked  ui)on  as  beiii^  destined 
for  advaneement,  there  being;  current  a  prophecy  that 
"the  office  boy  would  soine  day  be  superintendent. " 
Prophecies  are  not  always  fulfilled  as  completely  as 
this  one  has  been. 

A  time  in  the  paint  department  (piickly  brougjht  forth 
his  inherent  a'bilities,  and  befor'^  long  he  was  moved  to 
the  sprin;^  department  to  take  charee  of  a  section  of 
it.  This  gave  him  an  opportunity  to  exhibit  his  par- 
ticular genius  for  handling  men  and  for  getting  work 
cut  expeditiously.  And  alomg  with  all  this  he  kept 
learning  things  about  other  ])arts  of  the  factory,  so 
that  gradually  his  kno^vledge  developed  beyond  just 
what  was  immediately  before  and  about  him.  A.n  open- 
ing in  the  shipping  office  gave  the  next  opportunity  for 
advancement,  and  so  successful  Avas  he  here  that  iie 
quickly  rose  to  be  head  shipper  nnd  all  that  that  posi- 
tion means  in  the  way  of  supervision  in  a  large  manu- 
facturing plant. 

During  these  years  the  young  firm  had  been  growing 
and  expanding  rapidly.  A  new  and  large  factory  had 
been  erected  at  the  present  location  on  Jefferson  Ave. 
All  departments  had  been  enlarged  ;  new  departments 
had  been  added,  principally  the  brass  bed  department. 
New  and  improved  machinery  and  efjuipment  for  the 
turning  out  of  the  product  in  large  ijuantities  and  with 
less  labor  ami  time  outlay  had  been  installed.  So  in 
1:110  the  need  of  added  superintendence  was  felt,  ana 
it  was  decided  to  appoint  an  assistant  superintendent. 
The  energetic  head  shipper  with  a  record  of  accomplish 
ing  things  was  naturally  looked  to.  and  Mr  P>radshaw'>; 
appointnit-nt  to  the  office  was  soon  bulletined.  Tt  was 
a  matter  of  good  fortune  for  the  concern  that  in  tho^se 
days  of  rapid  expansion  someone  was  ready  for  and 
(^apable  of  udertaking  the  responsibilities  of  sue')  a 
position.  During  the  followii'g  year,  1911.  the  super- 
intendent of  that  time  retired,  and  th»  prophecy  of  ear- 
lier days  was  fulfilled  when  Tdr.  P.radshaw  naturally 
stepped  into  the  higher  office.  Tn  1912  the  position  was 
further  raised  in  importance  and  responsibility  when, 
under  a  plf.n  of  reorganization,  the  new  office  of  general 
superintendent  was  established,  with  Mr.  P.i;idshaw  as 
the  ap()ointee. 

Now  in  1915  comes  his  appointment  as  managing 
director,  the  chief  executive  position  of  the  firm  with 
which  he  has  spent  so  many  years,  and  in  so  many  of 
whose  activities  he  has  taken  part.  The  fact  that  Mr. 
]->radshaw  has  been  associated  particularly  with  the 
manufacturing  end  of  the  hisiness  has  no  doubt  re- 
sulted in  his  being  less  known  to  the  bedding  trade  than 
might  have  been  the  case.  His  is  a  genius  for  securing 
the  co-operation  of  others.  His  personal  interest  in  all 
departments  of  his  factory  and  even  in  each  employe 
is  always  commented  upon  by  persons  first  making  his 
acquaintance.  Many  plans  in  use  at  the  [deal  factory 
to  secure  the  kind  of  "working  together"  which  counts 
for  so  miuch  in  modem  large  plants  are  the  result  of 
Mr.  Bradshaw's  eflf'orts.  To  mention  one  only,  he  has 
for  some  time  heid  regidar  conferences  with  all  liis 
foremen,  to  give  every  opportunity  for  the  bringing 
out  of  ideas  and  suggestions.  No  doubt,  too.  his  gen- 
iality has  done  much  to  win  for  him  the  confidence  of 
those  about  him.  Even  under  the  most  trying  condi- 
tions (and  how  many  of  such  a  superintendent  meets 
with)  Mr.  Rradshaw  has  a  smile  and  a  nod  of  recogni- 
tion for  his  men. 

Not  every  man  is  fortunate  in  possessing  inventive 
talent  in  the  degree  that  Mr.  I'radshaw  has  it.  Several 


changes  and  improvements  in  tlie  manufacture  of  the 
bedding  lines  of  recent  ye^rs  are  directly  traceable  to 
him.  The  Ideal  safety  crib  latch,  the  "Neverspred" 
mattress  construction,  and  the  duplex  (two  springs  in 
one)  spring  construction  ;ire  thought  of  at  once,  but  to 
mention  all  the  patents  in  his  name  would  make  a 
wearisome  list. 

Mr.  I'radshaw  is  distinctively  a  Britisher.  Tt  has 
for  years  been  a  matter  of  [)ride  to  him  that  of  the  men 
in  his  employ  ninety  per  cent,  are  liritisli  citizens.  Tt 
is  his  rule  that  preference  is  given  to  I>ritish  born.  This 
is  a  record  which,  for  a  general  manufaci  uring  plant 
utili/'ing  sio  many  different  kinds  of  labor,  is  well  worth 
being  proud  of.  Richard  P>rad'shaw  has  at  all  times 
been  a  man  of  achievement  and  well  merits  tlie  honors 
which  liave  come  to  him. 


IWETAL  BEDSTEADS  IN  CHILI 

'Commercial  reports  from  Santiago,  Chili,  state  that 
metal  bedsteads  valued  at  $150,000  were  imported  into 
Chili  in  1913,  The  United  Kingdom  leads  in  this  trade. 
The  United  States  furnishes  22  per  cent,  of  brass  beds 
and  4  per  cent,  of  iron  beds  imported  into  Chili  There 
are  four  metal  bed  factories  in  Chili,  operated  under 
one  management,  with  capital  of  i^^l .000.000.  that  claim 
to  be  able  to  make  all  the  beds  that  are  used  in  Chili. 
Ecuador,  Peru  and  Bolivia  without  inter-^asing  their 
]ilant.  It  is  said  that  Pjuglish  bedsteads  cost  more  than 
American,  but  are  better  and  more  carefully  packed. 
The  American  consul  at  T(piique  says: 

I\Ietal  bed'steads  are  iised  ahmost  exclusively  her". 
,The  higher  grade  beds  have  come  from  Europe,  mostlv 
England,  but  now  many  of  these  come  fi-om  the  Na- 
tional factory,  the  brass  decorations  being  imported 
from  Europe.  I  do  not  believe  that  American  beds 
would  have  much  sale  in  competition  ^vith  the  nativ-^ 
product.  Besides,  American  beds,  as  a  rule,  are  not 
fancy  enough  to  meet  the  demand  here."  The  Amer- 
ican consul  at  Punta  Arenas  states  that  his  district 
oti'ers  a  good  opportunity  for  the  sale  of  metal  bed- 
steads. The  production  of  m-^tal  bedsteads  in  Chili  is 
stated  by  the  American  vice  con.sul  at  Valparaiso  to 
have  amounted  to  $630,947  in  1910,  $655,600  in  1911. 
and  $729,090  in  1912. 


REDDING  NOTES 

F.  C  Wheeler,  some  time  ago  Montreal  manager  of 
the  ideal  I^edding  (^o.,  and  mo»*e  recentTy  in  the  bed- 
ding business  in  the  United  States,  has  returned  to 
Montreal  to  become  citv  sales  manager  for  the  Alaska 
Feather  &  Down  Co. 

R.  B.  McClennon  has  severed  his  connection  with  the 
Alaska  T^edding  Co.,  Ltd.,  Winnipeg,  and  J.  H.  Julien, 
formerly  connected  wnth  the  company,  will  again  cover 
Alberta  and  British  Columbia.  A.  W.  Johnson,  for- 
merly of  the  Calo-ary  branch,  has  been  appointed  gen- 
eral sales  manager. 

The  P.nandon  Mattress  Co.'s  business,  at  Brandon, 
-Man.,  has  been  taken  over  by  !■.  S.  Howick. 

The  Canadian  Mersereau  Co.,  Ltd.,  Toronto,  is  mak- 
ing a  display  of  a  big  range  of  Jie^v  designs  at  the 
Toronto  Exlubition. 

A  $100,000  bedding  concern  has  been  formed  in 
Jlinneapolis  to  make- beds  that  fold  up  into  the  ceiling 
of  the  room  whjere  installed^  and  are  invisible  excep'' 
when  in  use. 
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Collins'  Course  in  Show  Card  Writing 


22nd  of  a 

series  of 

articles  specially 

prepared 

for  this  journal. 

A  recent  publication  makes  this  pointed  and  signifi- 
cant statement : 

"Merchants  and  manufacturers  all  over  the  country 
are  coming  to  realize  more  than  ever  that  the  greatest 
advertising  space  in  the  world  is  the  retail  show 
Avindow. ' ' 

This  view  we  have  frequently  emphasized  and  are 
pleased  to  note  that  others  are  emphasizing  it  also, 
Thei'e  sliould  be  no  rioubt  about  the  fact  that  show  win- 
dows are  the  strongest  selling  force  a  retail  merchant 
has  outside  of  his  sales  people.  Tf  anyone  doubts  the 
trade-pulling  'jualities  of  show  windows  let  him  go 
to  some  large  department  store  and  see  how  the  man- 
agers of  the  various  departments  clamor  for  windoAv 
spia'ce.  These  hard-headed  experienced  business  men 
knoAV  what  brings  customers  to  their  departments.  .\lso 
consider  the  great  amount  of  money  large  stores  spend 
on  windo^v  decorating,  which  includes  staff,  fixtures, 
special  lighting,  scenic  and  background  elfeets,  etc. 
Would  this  expenditure  be  tolerated  if  it  did  not  bring 
financial  returns? 

Merchants  in  llie  smaller  towns  and  cities  who  recog- 
nize the  above  should  bend  every  effort  to  make  their 


o9  -2^ 


t  ^ 


E.xainples  of  two  novel  window  cards. 

windows  as  attractive  as  possible.  There  is  a  tendency 
to  laxness  in  this  respect  among  many  retailers,  but 


they  should  remember  that  it  pays  to  give  attention  to 
the  windows. 

Every  article  in  the  ^vindow  display  should  be  price- 
ticketed.  This  is  an  important  feature.  When  people 
see  an  article  in  the  window  they  most  naturally  want 
to  know  its  price,  and  very  few  -will  go  inside  to  inquire. 

Attractive  window  cards  are  strong  selling  factors. 
They  do  much  in  the  way  of  desicribing  the  goods  on 
display,  and  should  the  windoAv  be  dressed  with  one 
price  goods  the  one  card  will  serve  to  tell  the  price 


The  Pavzant  Pi'ji — sliowjn;^  how  tf>  clfan  betwpoii  blades. 


Exact  sizes  of  strokes  made  with  Payzant  pen. 


asi  well  as  describe  the  lines  on  display.  Where  various 
lines  are  shown  then  price  tickets  will  be  ne'cessary. 

We  give  an  illustration  of  two  styles  of  ciards  that 
can  be  made  very  attractive.  One  is  the  "Screen 
Oard.  '  This  may  be  made  any  desired  size,  and  various 
designs  may  be  used  for  the  tops  of  the  leaves.  This 
screen  effect  is  simply  three  cards  hinged  together.  The 
hinging  is  done  by  pasting  a  strip  of  cotton  down  the 
back  at  each  joint.  Care  must  be  taken  to  leave  it 
sufficiently  loose  to  permit  the  two  outside  leaves  to 
turn  forward  enough  to  allow  the  screen  to  stand 
upright.  The  three  leaves  may  now  be  lettered  in  any 
desired  way. 

The  other  illustration  is  for  one  of  the  most  unique 
effects  in  card  writing.  Unfortunately  an  illustration 
will  not  give  a  true  idea  of  its  consti'uction.  The  out- 
line dra\A'ing  shown  is  merely  to  siuggest  how  the  cards 
are  made.  An  opening  is  cut  in  the  card,  any  attractive 
shape—  oval,  half -oval,  round,  half-round,  square  or 
diamond,  over  which  fine  black  netting  is  stretched 
and  pastfd  to  the  back.  The  meshes  of  the  netting 
should  be  about  one-sixteenth  of  an  inch.  On  this 
netting  may  be  pasted  wWte  or 'brilliant-colored  letters 
cut  out  of  cardboard.  As  the  netting  is  invisible  when 
the  card  is  set  up  iji  the  window^  the  effect  is  that  the 
letters  appeiar  to  l3e  suspended  unsupported  in  mid- 
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Example  of  good  aliiliabet  for  uhb  in  color  work 


air.  Not  more  than  oiU'  or  two  words  should  he  jmi 
oil  the  netting;  the  bfdance  of  the  uiattCT  rriaj'  be  writ- 
fen  in  the  ordinary  way  on  the  lower  part  of  the  card. 
Ciit-ont  pictures  may  be  treated  the  same  way  and  are 
VDUisually  effective. 

Illustrations  of  Payzaiit  Pens. 

We  s'how  a  )iui)dier  of  illustrations  of  Ihe  Pay/.ant 
pen,  which  lack  of  space  prevented  our  showing  last 
month.  These  are  all  actual  size  of  the  pen  in  various 
conditions.  The  strokes  show  the  actual  width  of  lines 
made  with  the  .^arious  sizes  of  the  pens.  One  of  the 
other  illustrations  shows  the  method  of  cleaning  lln^ 
y)en,  and  the  third  on^  shows  the  peai  taken  apart,  illus- 
trating convenience  for  cleaning.  For  full  descrij)tion 
of  these  pens  see  atiicle  in  last  month's  is*;ue. 

Alphabet 


The  aljjhabet  shown  lliis  month  is  a  rather  fanciful 
design,  but  not  difficult  to  execute.  It  is  suitable  I'oi 
one  or  two  important  words  on  a  card  and  shows  well 
when  done  in  bright  colors  and  shaded. 


WHAT  THE  TRADE  PAPERS  MEAN  TO  DEALERS 

Ff  there  is  one  thing  above  another  that  should  have 
the  attention  of  the  business  man  of  to-day  it  is  the 
trade  paper.  To  keep  posted  in  the  things  pertaining 
to  his  business,  and  that  which  is  necessary  to  aeconi 
|)li.sh  the  be.st  results,  he  should  carefully  peruse  the 
paper  that  represents  his  trade. 

There  was  a  time  when  a  trade  paper  was  received, 
thrown  aside  and  never  seen  again  only  to  h  "  thrown 
ijito  the  waste  baslcet,  and  perhaps  many  of  thein  de- 
served such  a  fate,  but  this  is  not  so  of  the  paper  of 
to-day.  The  reading  matter  of  the  trade  paper  has  im- 
proved wonderfully  and  is  worthy  the  consideration  of 
its  readers  Those  who  scan  its  pages  closely  from 
month  to  month  profit  greatly  by  the  informarion 
receiAH^d. 

When  a  man  fails  to  enjoy  reading  or  talking  about 
his  business  it  is  usually  a  conclusive  sign  that  he  is 
on  the  down  grade  and  it  Avou't  be  long  before  he 
reaches  the  bottom.  Pride  in  business  creates  enthus- 
iasm and  eveiy  article  written  appeals  to  him  as  does 
drink  to  a  thirsty  nature.  All  successful  men  are  look- 
ing for  every  scrap  of  information,  and  they  are,  as  a 
rule,  diligent  readers  of  the  papers  which  represent 
their  ti-ade  or  profession. — Pottery  and  Glass.. 


ATTRACTIVE  FURNITURE  SIGN 

S.  II.  Wilder,  furniture  dealer,  Yonge  St.,  Toronto, 
has  a  veiy  striking  electric  sign.     It    is  suspended 


directly  over  the  sidewalk  between  the  first  and  second 
Hoors  of  the  store  and  in  full  view  of  all  pa.ssing  in 
eithei-  direction.  It  is  16  feet  high  and  12  feet  deep, 
constructed  of  glass  and  metal.  It  represents  a  home, 
and  when  illuniinated  the  interior  can  be  seen  showing 


An  excellent  electric  sign  used  by  a  funiilure  dealer  in  Toronto. 

a  fireplace  all  aglow.  The  effect  is  very  realistic.  Above 
!lie  sign  a  fiag  in  natural  colors  is  electrically  illu- 
minated in  such  a  way  that  it  has  the  appearance  of 
waving  in  the  breeze.  This  adds  another  feature  to 
the  etfectiveness  of  the  display. 

The  letter  sign,  "Let  Wilder  furnish  your  home," 
links  up  the  advertising  value  of  the  sign  with  the 
firm's  name,  and  could  hardly  be  more  appropriate. 
The  sign  is  ilhiminated  at  dusk  and  continues  until 
about  eleven-thirty,  when  it  is  automatically  shut  off. 
It  is  controlled  from  the  interior  of  the  store. 


THE  ROMANCE  OF  BUSINESS 
By  Andrew  Carnegie 

IF  a  young  man  does  not  find  romance  in  his  business, 
it  is  not  the  fault  of  the  business,  but  the  fault 
of  the  young  man. 
Business  is  not  all  dollars.    These  are  but  the  shell 
— the  kernel  lies  within  and  is  to  be  enjoyed  later,  as 
the  higher  faculties  of  the  business  man,  so  constantly 
called  into  play,  develop  and  mature. 
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Death  of  Pioneer  Furniture 
Manufacturer 


One  of  the  oldest  and  most  prominent  furniture 
manufacturers  in  the  Dominion  passed  away  on  August 
9  at  his  home  in  Kincardine,  Ont.,  in  the  person  of 
Andrew  Malcoha,  president  of  the  Andrew  Malcolm 
Furniture  Co. 

This  Canadian  pioneer  furniture  manufacturer  was 
well  known  throughout  the  Dominion  for  nearly  half 
a  century.  T^orn  in  Killearn,  Stirlingshire,  Scotlanld,  75 
years  ago,  he  went  to  Jamaica  when  about  18  years  of 
age.  He  came  to  Canada  in  1867,  and  to  Kincardine  in 
1874.  Since  that  time  he  has  been  in  the  furniture 
trade  steadily. 

He  took  an  interest  in  the  municipal  affairs  of  the 
town,  has  occupied  all  positions  ij]  the    gift    of  the 


The  Late  Andrew  Maj.coi.m. 


people,  having  served  as  maj^or  on  several  occasions. 
In  1898,  in  the  general  elections  in  Ontario,  he  was 
elected  to  the  Legislature  to  represent  Clentre  Bruce. 
He  siat  the  term  out,  retiring  in  favor  of  the  late  Dr. 
Stewart.  He  contested  the  riding  again  in  1904,  when 
the  Ross  G^ovemment  went  out  of  power,  being  unsuc- 
cessful. He  was  president  of  the  North  Bruce  Liberal 
Association  for  many  years,  only  resigning  this  year  on 
account  of  ill-health. 

He  leaves  a  -widow,  one  daughter,  and  two  sons.  The 
daughter  is  Mrs.  Dr.  Clarke,  who  is  now  in  France, 
where  her  husband  has  been  wiVa  the  Canadian  troops 
since  the  War  began.  The  sons  are  Andrew  C  Malcolm, 
head  of  the  Listowel  factory,  and  James  Malcolm,  head 
of  the  Kincardine  factory. 

Only  last  November,  on  his  75th  birthday,  Mr.  Mal- 
colm was  given  a  demonstration  of  public  appreciiation 
and  good  will  by  his  fellow  townsmen  and  friends. 
Both  Mr.  and  Mrs.  Malcolm  were  the  recipients  of  hand- 
some bouquets,  an  illuminiated  address  was  presented, 
and  the  couple  were  tendered  a  banquet. 

Among  those  present  at  the  funeral  from  a  distance 
were:  E.  Bussell,  representing  the  T.  Eaton  Co.,  To- 
ronto :  C.  S.  C'oryell,  president  of  the  Adams  Furniture 


Co.,  Toronto;  F.  C.  Burroughes,  president  of  the  F.  C. 
Burroughes  Co,,  Toronto;  Alex.  Thompson,  Hamilton; 
J.  R.  Shaw  and  Jos.  Orr,  Canada  Furniture  Manufac- 
turers, Ltd.,  Woodstock;  C.  M.  Walker  and  R.  Clegg 
and  their  superintendents,  Fred  Johnston  and  C.  S. 
Blaekall,  Wingham';  EdAvin  A.  Hill,  manager,  and  J.  B. 
Young,  of  the  Toronto  Plate  Glass  Co. ;  John  and  Chris. 
Krug,  Chesley:  Thomas  and  Harry  Bell,  Southampton, 
all  of  whom  have  had  btisiness  dealings  with  Mr.  Mal- 
colm for  years;  C.  M.  Bowman.  M.P.P.,  Southiampton , 
Wm.  McDonald,  M.P.P.,  Chesley. 

A  special  train  came  up  from  Listowel  with  the 
employes  of  that  factory.  The  employes  walked  to  the 
cemetery. 


NEW  PRESIDENT  OF  COLUMBIA 

Pliilip  T  Dodge,  for  some  years  director  of  the  Amer- 
ican Graphophone  Co.,  whose  products  are  marketed 
by  the  Columbia  Graphophone  Co.,  has  been  elected 
president  of  that  corporation  to  fill  the  unexpired  term 
of  the  late  E.  D.  Easton.  Mr.  Dodge  is  also  head  of  the 
Mergenthaler  Tiinotype  Co.  and  the  International  Paper 
Company. 


NEW  SUPPLEMENTARY  CATALOGUE 

The  Ideal  Bedding  Co.,  Ltd.,  Toronto,  has,  under  date 
of  August,  1915,  brought  out  a  new  supplementary 
catalogue  and  price  list.  This  catalogue  brings  up  to 
date  illustrations  of  the  different  Ideal  lines,  and  the 
price  list  is  the  result  of  revisions  due  to  changed  costs 
on  raw  materials  and  improved  methods  of  manufac- 
ture. Attention  is  given  to  many  new  designs  of  brass 
beds,  steel  beds,  bed  couches,  and  other  lines  illustrated 
for  the  first  time  in  this  new  catalogue.  They  are  not 
experimental  designs,  but  each  has  been  subject  to 
careful  test  in  the  hands  of  salesmen  for  some  time, 
and  has  obtained  a  place  in  the  Ideal  line,  only  after 
the  expressed  approval  of  the  trade. 


This  party  of  furniture  inen — Hpnry  Krug,  Geo.  Whiting, 
P.  Loiselle  (buyer  for  Henry  Morgan  Co..  Montreal),  H. 
Krug,  .J.  Lappin  (of  Goodwins,  Ltd.,  Montreal),  and  R. 
Kn.ig — miotored  from  Berlin  down  to  Hespeler  one  nice 
Saturday  in  July  to  visit  the  Greutzner  fui'niture  factory, 
but  wben  they  got  there  they  found  Mr.  Greutzner  had 
gone  for  a  holiday  to  Southampton.  To  show  evidences 
that  they  were  at  Hespeler,  however,  this  photo  was  taken 
outside  the  Greutzner  factory  and  a  print  pre.sented  to 
the  pi*oprietor.  Mr.  Greutzner  missed  a  sale  that  day. 
but  he  managed,  as  .he  always  does,  to  get  around  the 
jokers,  and  booked  a  couple  of  nice  orders  to  be  delivered 
to  Montreal. 
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Hamilton  Furniture  Dealers  and  Travelers  Make  Merry 

Retailers  entertain  travelers,  Toronto  dealers  and  their  clerics — 
//  was  some  day,  Bo,  believe  me — How  the  time  was  spent. 


ALL  the  good  fellow  furniture  dealers  and  trav- 
elers of  Hamilton  and  'i'oronto  who  could  pos- 
sibly get  there  accepted  the  invitation  of  tho 
Hamilton  committee  and  attended  the  picnic  held  on 
Wednesday,  August  18,  at  Hotel  Dynes,  on  Burlington 
Beach. 

There  were  a  hundred  or  miore,  all  told — dealers. 


r;ill  Beney,   F'^rank   \V,-ilker  and  Frank  (iiffiTd  sliovviii, 
to  play  the  gime. 


tile  natives  hcv 


travelers  and  clerks.  They  met  first  at  Frraik  E. 
Walker's  and  scrambled  aboard  a  radial  car — that  is. 
those  of  them  who  had  not  motors  of  their  own  or  eoukl 
not  get  into  Louie  Y'oUes'  car. 

Arrived  at  the  sliore  about  2  o'clock,  the  following 
program  was  pulled  off: 

2.43 —  Umpire  to  be  chosen. 

2.44 —  Toss  up  for  first  at  bat. 

2.45 —  Big  league  game  called. 


BANQUET 

The  Banquet  CommiUee  has  been  working  steadily 
for  the  past  three  weeks  and  have  arranged  this 
feast;  they  have  also  stated  that  the  beaittiful 
"Gardens,"  which  surround  the  stables  and  pig 
I'ens,  are  looking  up  and  will  be  in  fine  bloom. 


TIdtel  Dynes 
Sponge  Consomme 


Aleiiu 
SO  JPS 


AUigusit  ISth 


Poison  Ivy  Crean^ 
Golden  Hair  a  Jus 

FRESH  WATER  FOODS 

Dog  Fish  Livers  (smotljcrpil  witlt  scales) 

Sword  Fish  (Pare  Brown  Sauce) 
Rubber  Neck  Clams  (with  Pirsh  Limbs) 

ENTREES 

Elephant's  Legs  on  Toast  (Tom  Ia<;Iiis  Sance) 

Quail  Feathers  (Burnt) 
Fuzzy  Caterpillars  (Stuffed  with  Mat  Brown  Goo) 

Pickled  Eel's  Feet  (Camphor  Sauce) 
Boneless  Liver  (Sluffeil  with  Bert  Menzie  An-tiseptu') 

VEGETABLES 
Sunflowers  (Dick  Stout  Style) 

Stewed  Pansies  (a  la  Bill  Wliitc) 
Violet  Onions  (Bill  Beney  Sauce) 

DESSERT 

Loose  Pie  (Knos  Style) 

Steel  Pie  (Geo.  Davidson  \s  Ives'  miake) 
Wrgon  Nuts        Horse  Chestnuts        Bolts  and  Nuts 
Fire  Crackers  Dog  Crackers 

AFTER  ALL'S 
Dom-Fine-o  Cigars      Preacher  "Wilson's" — that's  all 


3.00— Game  tie. 

3.30 — Travelers  lead  by  three  runs. 
3.45  — Game  tie  again — score  23  to  23, 
4.15 — The  winners  receive  handsome  cup — donated 
by  losers. 

4.30— Other  sip'orts  to  be  pulled  off. 
5.30 — ^Collect  all  water  rats,  etc. 

6.00 — Banquet  at  the  Palm  Gardens,  rear  of  stables. 

6.05 — No  time  to  listen  to  speeches. 

6.05V(. — liisten  to  the  gang  v.'restling  with  the  soup. 

6.L'0 — Tell  Sam  Avery  to  take  corn  out  of  his  ear. 

6.30 — No  morf^,  thank  you,  I  have  had  quite  sufficient. 

6.45 — Song:  "You  may  dodge  me  all  you  liKe  but 
will  get  you  in  the  end." — Roy  Knowles,  Furniture  and 
IJndei'taker,  Dundas. 

So  numerous  were  the  aspirants  to  figure  in  the  ball 
v;aine  that  it  had  to  be  run  off  in  two  heats — and  even 
jHcr  suivp'-r  Dave  Soutar's  Stars  played  Balem.an's 
I  ia  1 1  I  I  S  until  dark  when,  with  a  score  of  50 — 50  they 
decided  to  hold  over  the  game  until  next  year. 

The  lirst  baseball  game  to  try  out  the  players  was 
made  up  of  the  following  and  resulted  in  a  win  for  the 
dealers  by  13  to  10: 

Hamilton  Dealers — Billy  Sterne's  Stubs:  Kirk  Green, 
l>ill  Nash,  Harry  Thompson.  A.  Lowrie   Alf.  Reeves, 


It  was  Batenian's  birthdiiy.  This  sliciws 
Wallii'  witli  his  liathinc;  clothes  on  ask- 
in;;  I'c  rcy  Brown  (confidentially)  why  he 
tliifu  I  he  corn  when  he  wanted  to  sing. 
Wallie  is  loiming  on  Bill  Benty,  who  is 
invisible. 

H.  W.  Simpson,  with  Ralph  Smith  and  W.  Randall  in 
the  points. 

Travelers — Menzie 's  Mutts:  Percy  Brown,  Thomip- 
son,  Ab.  Dunke,  Bill  White,  Wallie  Batenian,  Will 
Beney,  with  Eddie  Bagshaw  pitching  and  Bill  Pearson 
catching. 

But  the  real  game,  in  which  the  travelers  won  ou! 
against  both  Hamilton  and  Toronto,  and  incidentally 
won  a  gold-lined  silver  loving  cup,  valued  at  $72.59V2> 
was  made  up  of  these  players: 

Travelers  (winners) — J.  T.  Montgomery,  Jimmie 
Dore,   Pat   Somerville,  Tom  Armstrong,  B.  Woon,  J. 
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Adams,  J.  Sussex,  with  Frank  Giflford  pitching  and  F. 
fl.  Maekie  ?atehing'. 

Hamilton  and  Toronto  Dealers  (losers) — Frank 
Walker.  Cohn,  Emberry,  Harrison,  Williamson,  Me- 
Minniney,  Louis  Yolles,  W.  Coryell,  Reid  and  Smith. 

Will  Logan,  St.  Catharines,  umpired  both  games,  be- 
ing awarded  a  prize  for  his  rulings  and  little  knowledge; 
of  the  game. 

A  series  of  races  and  other  games  next  took  up  the 
attention  of  the  multitude.  The  100-yard  dash  was  won 
by  A.  Lowrie,  with  F.  J.  Mackie  second.  The  fat  man's 
race  had  to  be  run  over  the  second  time  because  of 
weight  and  pressure  brought  to  bear  ou  the  referee, 
w'ho  was  afraid  to  give  a  decision.  Eventually  he  said 
J.  T.  Montgomery  wasi  first.  Eddie  Ragshaw  (handi- 
capped) was  second,  and  Bert  Menzie  third.   The  three- 


FOUL  TIPS 

It  was  the  second  annual. 

Next  year's  proposition  is  to  combine  Toronto  and 
Hamilton  and  picnic  at  Oakville. 

Furniture  men  and  travelers  v/ere  there  from  London, 
Rrantford,  Paris,  Stratford,  Oakville,  Caledonia,  St. 
Catharines,  St.  Marys,  Goderich.  Sraithville,  and  Bur- 
lington, as  well  as  from  Hamilton,  Toronto,  and  Hogg's 
Hollow. 

It  was  tag  day  for  the  furniture  trade,  and  every- 
body knew  it  was  Wallie  Bateman's  birthday. 

Frank  Walker  as  chairman,  and  Kirk  Green  as  sec- 
retary deserve  the  thanks  of  all  who  were  there  for  the 
■'time  of  their  lives." 

Everybody  was  looking  for  Bagshaw's  Hamilton  girl. 


Ab.  Dlllike,  "Will  Pearson,  Maekie,  and  Bert 
Menzie  trying  to  duplicate  Louie  Yolles 
home  run. 


legged  race  was  won  by  Collins-Lowrie,  Henderson- 
Newman,  and  Smith-Davidson. 

To  wind  up  the  afternoon's  proceeding  the  travelers' 
tug-of-war  team,  composed  of  Bert  Menzie,  Ab.  Dunke, 
Wallie  Bateman,  Bill  Beney,  Jack  Adams,  Pat  Sommer- 
ville,  and  Dick  Stout,  tackled  a  seven  from  the  dealers, 
but,  as  Eddie  Bagshaw  said  the  dealers  had  increased 
their  seven  to  about  20,  and  as  this  point  is  still  un- 
settled, we  are  not  allowed  to  publish  the  names. 

The  first  draw  showed  the  travelers  at  their  be.st,  but 
in  the  second  and  third  draw  the  travelers  were  pulled 
all  over  the  lot,  and  they  were  a  disgusted  and  dusty 
crew  when  the  top  surface  of  the  field  had  been  wiped 
up  with  their  new  clothes. 

All  Winners  at  the  Eats 

The  big  event  of  the  day  was  the  banquet  and  shore 
dinner.  The  menu  is  printed  herewith.  To  say  it  was 
im^mense  but  slightly  expresses  the  delight  of  the  crowd. 
Everybody  won  a  prize  at  this  game,  even  those  who 
sprinted  for  the  boat  at  the  canal. 

AH  the  good  things  being  disposed  of.  Chairman 
Frank  Walker  presented  the  prize  Avinners  with  their 
trophies,  done  up  in  gold  packages.  Rousing  cheers 
were  given  Eddie  Bagshaw  when  he  received  an  addi- 
tion to  his  harem  in  the  shape  of  a  boxed  kitten  :  aiid 
Jack  Montgomery  was  forced  to  make  a  speech  as 
captain  of  his  nine  when  the  big  silver  trophy  was 
handed  over  to  him 

Speeches,  more  or  less  witty,  were  made  by  F.  C. 
Burroughes  and  Louis  Yolles,  Toronto ;  Sandy  Thomp- 
son, "the  silver-tongued";  Dave  Soutar,  and  Frank 
Pond,  of  The  Ftirniturp  Journal,  and  James  O'Hagan, 
of  Canadian  Furniture  World. 

Pat  Sommerville  and  Will  White  proposed  a  vote  of 
thanks  to  the  Hamilton  dealers,  md  it  wais  carried  with 
a  standing  vote. 


HAMILTON  FURNITURE  MEN  S  LODGE  FORMEO 

By  F.  Walker,  after  the  Picnic. 

Tt  baiipened  in  a  small  town  cia'Jed  (Pat)  Sommer 
^■iile,  an-d  a' dirty  nigiht  at  tliat,  tut  Daive  said  it  would 
souteT  (of  ciours-e  iiei'  is  a  himl  witb  the  buneih  gath- 
tii-ed  all  arouind.  They  picked  on  a  clean  cut  eandiidate, 
in  fact,  a  (Bill)  White  'boy,  as  (iSam)  A'TOTy-body 
K'now.s  him.  On  Bill  knowing  he  was  the  choice  to 
be  candidate  anid  ais  he  wrs  somewhat  (Kirk)  Green 
and  a  little  (G-uy)  Luke  warm  on  aecoiunt  of  tihe  ac- 
tions of  those  surrounding  him,  Bill  and  his  good 
frienid  and  guide  Jack  Moutgnmery  approached  the 
(Jim)  Dore  himg  by  (Geo.)  Oarpenter  with  a  (Levi. 
Morlock  painted  (Percy  &  Mat.)  Broiwn,  tIhe  (Harry) 
Rapp'S  were  givem,  but  being  a  little  (Dick)  Stout  to 
go  thnough  the  door  he  ciould  not  enter — 'things  wea'e 
silent  for  a  momemt  and  the  rlo.oir  ordered  closed  in 
Bill's  face.  The  matter  was  then  talked  over  behinici 
closed  do'ors,  and  what  do  you  think,  isoimeoQe  objected 
to  Biill  going  through,  and  who  dO'  you  think  it  was — 
Jack  Adam;  he  being  a  very  old  main  (by  rame)  he 
was  asked  to  give  his  reason  for  objecting.  He  stated 
he  was  afraid  Bill  might  (Walter)  re  V'eiale  his  obliga- 
tion, SO'  they  voted  to  take  Eddie  Bagshaw  which  all 
(Ernie)  Wrig'ht.  Soti©  loud  person,  perhaps  George 
Davidson,  yelled  out,  "Has  anybody  seen  (E.  F.) 
Kelly.  But  Kelly  is  on  his  holidays  picking  ripe 
tomatoes. 

Eddie  upon  entering  the  lodge  room  wias  severely 
(Fred)  Cuffe-ed  and  hit  on  the  (F-iM)  Ben-ey  with  an 
CWill)  Arrow -Smiitih  by  Bill  Dalby,  w*hicli  made  Eddie 
very  (Norman)  Keene  to  get  even  with  someibody. 
Tom  Ingles  stood  up  and  spoke  a  few  words  on  Eddie's 
behalf,  but  of  course'  Tom,  speaking  in  his  native 
language,  no  person  present  could  understand  what 
he  was  saying,  but  those  present,  knowing  what  a  big 
hearted  fellow  he  is,  the'.^-  would  believe  every  word  he 
.laid.  Weil  by  the  time  Tom  got  tihrough  talking  it  was 
tim'e  to  call  off  lodge  and  adjorirn  to  the  banquet 
room  and  listen  to  'Our  Silver  Tongue  orator  Siauoy 
Thompson  give  us  a  talk  on  "Why  we  should  respect 
old  age  and  cripples." 
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THE  NEW  PHONOLA 

and  the  INVENTION 


that  makes  it  the  Musical  Superior  of  even  any 
other  member  of  the  Phonola  Family  and 
that  is  a  big  statement,  for  the  Phonola,  by 
actual  test,  is  the  finest,  the  sweetest,  the  truest 
tone-producing  instrument  on  the  market. 


Patented 
The  Pollock 
Manufacturing  Co. 
Limited 
Berlin,  Canada 


THIS  NEW  INVENTION  IS  AN 
EXCLUSIVE  PHONOLA  FEATURE 


h  amplifies  and  improves  the  tone  in  a  way  that  surprises  experts.  The  idea 
IS  unique  m  sound  reproduction.  It  is  a  scientific  production,  and  the  resonating 
chambers   employed    are    dimensioned   on    accurate    mathematical  calculation. 


This  new  invention  combines  the  use  of  a  plurahty  of 
resonating  chambers  with  the  tone  erm,  sound  con- 
veying and  amphfying  passage  of  the  machine,  so  that 
the  sound  waves  pass  into  the  open  ends  of  these 
chambers,  wfijich  vary  in  construction  as  to  their 
cross  sectional  dimensions  and  as  to  their  length  ;  some 
have  their    ends   distant    from    the    sound  conveying 


passage  closed,  while  others  have  their  distant  end 
open.  The  illustration  shows  the  cluster  of  pipes  as 
they  will  be  attached  to  the  bottom  of  horn  within 
the  cabinet.  Each  lube  is  constructed  so  at  to  vibrate 
in  sympathy  with  the  sound  passing  over  them.  The 
pipes  vary  in  size  from  '4  inch  to  5  inches  in  aiameter 
by  3  feet  to  6  feet  long. 


Get  Us  to  Send  You  all  Particulars 


THE  POLLOCK  MANUFACTURING  CO.,  LIMITED 


BERLIN 


Manufacturers  of  the  Phonola 


CANADA 
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Armstronig  in  bis  "September  Morn"  stunt  was 
there. 

Menzie  was  accused  of  "throwing"  the  first  game 
by  Bagshaw. 

Ab.  Dunke  says  Bagshaw  got  the  cash. 

But  we  all  saw  Dunke  with  the  fair  one  on  the  back 
porch. 

The  boys  did  not  bring  their  photos,  so  the  dealers 
felt  safe  in  saying  things. 

The  program  was  a  work  of  art  (Ti,  particularly  the 


illustrations.  It  took  Frank  a  whole  day  to  think  it 
out. 

Wonder  how  Wallie  likes  his  corn?  He  got  it  in  the 
ear  all  right. 

This  is  a  yarn  han'ded  out  by  Percy  Brown.  He  says 
ne  got  it  from  Louie  Yolles.  He  must  have  told  it 
after  m'aking  that  home  run : 

"Did  you  see  that  Jim  got  ten  years'  in  the  peniten- 
tiary for  stealing  a  load  of  furniture?"  "Serves  him 
right.  Why  didn't  he  just  buy  the  furniture  and  then 
not  pay  for  it,  like  any  other  g'entleman?" 


Hamilton  Furniture  Dealers'  Picnic,  Burlington  Beach,  Aug.  18. 


STRATFORD  DAVENPORT  TO  NEWER  QUARTERS 

An  imjportant  incident  in  furniture  circles  in  Strat- 
ford is  the  removal  of  the  Stratford  Davenport  Co. 
from  the  old  Kemp  building,  on  Ontario  Street,  to  the 
new  buildinig  of  the  Diebel  Furniture  Co.,  in  Stratford 
South.  The  latter  company,  specializing  in  frames,  it 
Avas  largely  with  a  view  of  being  convenient  to  these 
supplies  that  the  davenport  company  has  taken  the  two 
upper  storeys  of  Mr.  Diebel's  building.  In  the  new 
quarters  they  will  be  able  to  greatly  expand  their 
business,  Avhich  was  established  by  E.  W.  Forsberg 
and  A.  A.  Leipold  a  year  ago  last  July. 

In  spite  of  general  business  depression,  they  have 
made  marked  progress  and  find  an  ever-increasing  de- 
mand for  their  products.  Thev  intend  to  manufacture 
a  complete  line  of  upholstered'  furniture,  and  to  include 
several  new  lines  not  now  made  in  Canada.  This  is  in 
response  to  the  attitude  of  many  retail  fui-niture  dealers 
who  are  desirous  of  having  money  remiain  in  this  coun- 
try and  not  expended  in  furniture  imported  from  the 
United  States.  One  of  these  new  lines  is  a  couch  bed,  a 
product  of  the  local  factory,  said  to  be  an  improvement 
on  the  imported  article. 


THE  NEW  PHONOLA  TALKING  MACHINE 

The  Pollock  Mfg.  'Co.,  Ltd.,  Berlin,  Ont.,  announce 
their  new  Phonnla.  This  is  a  uniqu.e  instrument,  em- 
ploying an  entirely  new  and  novel  idea  in  sound  repro- 
duction. The  object  of  the  resonating  chambers  or 
pipes,  which  connect  with  the  horn  in  the  cabinet,  is  to 
amplify  and  improve  the  tone.  The  chambers  vary  in 
size  and  a.s  the  sound  passes  over  the  openinigs  the  tone 
strikes  its  affinity  and  a  pipe-like  effect  is  produced. 

Those  who  have  been  pre'sent  at  demonstrations  of 
this  new  Phonola  have  been  surprised  that  so  beautiful 
an  effeet  and  such  marked  improvement  in  tone  could 
be  produced.  Expert  talking  maichine  men  in  the 
United  States  have  been  greatly  interested  in  this,  new 
idea,  and  -^vhile  Mr.  Pollock  made  conditional  arrange- 
ments for  the  sale  of  his  United  States  p'atents  other 
irterest'S  have  arisen  that  will  make  the  new  idea  erti- 


ployed  one  of  even  greater  magnitude  in  the  United 
States  than  at  first  contemplated. 

The  chambers  vary  in  size  being  from  one-quarter 
inch  to  five  inches  in  diameter,  and  from  three  to  Siix 
feet  in  length.  Some:  have  the  end's  distant  from  the 
horn  or  sound  chamber  closed  and  others  open.  In  this 
respect  and  in  dimensions  tliey  have  been  scientifically 
determined  as  an  organ  builder  figures  his  pip'^s  or  as 
a  piano  maker  draws  his  scale. 

Retailers  of  talking  maichines  will  do  well  to  learn 
about  the  niew  Phonola  and  the  principle  employed. 


DIEBEL  CO.  READY  TO  MAKE  FRAMES 

After  numerous  delays,  for  which  the  management 
was  not  altogether  responsible,  the  Diebel  Furniture 
Co.  is  only  awaiting  the  completion  of  the  dry-kiln  to 
commence  business  at  Stratford  in  its  new  buildinig. 
The  company  will  specialize  in  the  manufacture  of 
frames  for  all  lines  of  furniture:.  Heretofore  the  frames 
for  furniture  have  been  made  in  only  a  very  limited 
way  in  Canada,  and  thousands  of  dollars  have  gone  to 
the  United  States.  The  Diebel  Furniture  Co.  will  now 
supply  the  various  Stratford  concerns  with  these 
frames,  and  has  already  booked  many  orders  from 
other  furniture  centres  in  Ontario. 


PROMINENT  STRATFORD  MAN  DEAD 

The  father  of  Chas.  A.  Moore,  manager  and  S'ecretary- 
treasurer  of  the  Stratford  Mfg.  Co.,  Ltd.,  Stratford, 
Ont..  died  recently  at  his  home  in  the  city.  The  sym- 
pathy of  the  trade  is  extended  Mr.  Moore. 


NEW  WOODWORK  FACTORY  AT  LONDON 

The  Ijondon  A.rt  Woodwork  Co.,  Ltd.,  London,  Ont., 
capitalized  at  $40,000,  has  received  an  Ontario  charter 
to  make  furniture  and  fittings  for  churches,  schools, 
banks,  offices  etc.  Provisional  directors  are:  Joseph 
Jveller.  P.  J.  Mugan,  J.  J.  Callaghan,  E.  R.  Dennis,  and 
M.  F.  Forristal. 
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The 


Electric 


Vacuum  Cleaner 


has  been  awarded  the  Grand  Prize  which  is 
the  highest  award  obtainable  at  the  Pan- 
ama-Pacific World's  Exposition 


Showing  the 
"Eureka" 
when  not  in  use. 
Note  the  cord 
coiled  on  the 
convenient 
hook  on  the 
handle. 


Showing  the 
convenient 
button  switch. 


Several  New  Special 
Features 

of  the  "Eureka"  which 
makes  it  easy  and  conven- 
ient. 

The  illustration  shows 
clearly  the  curve  of  the 
handle  which  fits  the 
natural  position  of  the 
hand  when  drawing  the 
machine  back  and  forth. 
Notice  also,  the  button 
switch  by  which  the  elec- 
tricity IS  controlled.  The 
most  simple  device  you 
can  imagine. 


This  is  the  time  to  Feature 

the  Eureka  Vacuum  Cleaner  which  with 
all  Its  new  features,  the  price  remains  the 
same. 

W rite  us  for  our  new  Literature  and  Trade  Prices 

Onward  Manufacturing  Company 

Berlin  -  Ontario 


REAR  AND  FRONT  ACTION  ilNVELOPE 

Renaud,  King  &  Patterson,  Titd.,  furniture  dealers, 
Montreal,  recently  got  out  a  new  envelope.  wi*h  both 
"reifir  and  front  action."  That  i.s  to  say.  they  have  an 
envelope  which  gives  them  opportunity  to  advertise 
ilieir  lines  on  both  front  and  back,  and  still  give  prom- 
inent position  to  the  address. 


NATIONAL  HOME  FURNISHERS'  CONVENTION 

The  National  Home  Furnishers'  .Association  held  its 
fourth  annual  convention  at  the  New  York  Furniture 
Kxchange,  July  22,  President  C.  Ludwig  liauriiann  pre- 
siding. The  secretary's  report  noted  that  2, .^00  ac- 
counts had  pa.ssed  through  the  secretary's  office  for 
collection.  The  treasurer's  report  showed  receipts  of 
*'^00  for  the  year. 

John  J.  Brennan  si)oke  on  the  v.'ork  of  the  Credit 
P>ureau  of  the  New  York  Association,  and  urged  forma- 
tion of  siitnilar  systems  in  other  cities,  which  would 
save  members  mlany  times  the  cost.    The  New  York 


This  is  a  yjliolo  of 
Chas.  li.  Robinson,  of 
the  Maydwell  Mfg.  Co., 
Toronto,  the  "spring' 
poet.  It  shows  Charlie 
in  the  position  of  woo- 
ing the  muse.  He  is  a 
great  Britisher,  as  liis 
verses  on  the  war,  re.ad 
by  his  friends,  amply 
prove.  Besides  writing 
"spring''  poetry  Charlio 
aSso  sells  springs,  as 
sisled  by  .Jimmy  Dora 
and  Harry  Walker. 


P>ureau  was  steadily  growing  and  of  great  benefit  to 
the  local  members.  Other  addresses  on  "Premiums 
and  Trading  Stamps,"  "The  Evils  of  Factories  Selling 
Direct,"  were  listened  to  attentively.  The  elections 
resulted  as  follows:  President,  Albert  Leon,  Perth 
Amboy,  N.  J.  -  secretary,  Charles  A.  Smith,  Smith  Bros., 
TJoston,  Maiss. ;  treasurer,  L.  A.  Reinert,  NeAv  York. 


Furniture  Man  Wants  Position 
as  Salesman  or  Buyer 

LATE  DEPARTMEN  FAL  MANAGER 
F.  C.  BURROUGHES.  TORONTO 

KNOWLEDGE  OF  ADVERTISING 
EXCELLENT  REFERENCES 

R.  P.  Taylor 

2  Kenilworth  Ave. 
Toronto 
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NEARLY  HALF  GALE  STAFF  ENLISTING 

Geo.  Gale  &  Sons,  Ltd.,  Waterville.  Qua.,  record  witli 
pride  t'he  fact  tlmt  42  per  cent,  of  their  employes  have 
gone  to  the  Front,  with  more  still  going.  Judging  by 
the  physi-qne  and  general  appearance  of  those  who  have 
answered  the  call,  it  looks  as  if  the  "Gale  Guaranteed'' 
tr'ade  mark  will  be  worthily  apheld  on  the  firing  line; 

Geo.  A.  Symons,  accountant  for  the  company,  thus 
]*oetically  expresses  the  semtinients  of  the  men  : 

Now's  the  time  to  stand  toigether; 

Nobly  did  they  volunteer. 
When  Great  Britain  called  they  answered, 

Thought  not  life  nor  au.t^ht  was  dear. 
Send  them  forth  and  send  this  message 

To  our  gallant  noble  band  • 
Britain  will  for  aye  rememher 

Those  who  fight  for  Motherland. 


WINNIPEG  BEDDING  PEOPLE  PICNIC 

The  'employes  of  The  Alaska  Bedding  Co.,  Ltd.,  Win- 
nipeg, held  their  annual  picnic  on  Saturday,  August 
14.  at  Kildonan  Park^  at  which  an  enjoyable  time  was 
spent  with  races,  games,  etc.  The  factory  and  office 
staffs  entered  into  the  spirit  of  the  occasion  and  their 
efforts  made  the  outing  very  succeissful.  The  prizes 
were  deservingly  won  and  the  fancy  races  were  very 
amusing. 

The  Alaska  people  are  fairh-  well  represented  at  the 
war  front,  and  one  of  the  latest  additions  to  the  contin- 
gent was  made  the  centre  of  a  little  gathering  at  the 
picnic.  General  Manager  F.  J.  Baker  looked  after  the 
interests  of  his  employes,  who  were  guests  of  the  day. 


Knobs  of  News 


The  Amherst  Furniture  (!o.  has^  been  registered  at 
Montreal. 

V.  H.  Nash's  furniture  store,  at  St.  James,  Man.,  was 
damaged  by  fire  recently. 

Luke  &  Rose,  Assiniboia,  Saisk.,  are  succeeded  in 
business  by  The  Assiniboia  Furniture  Oo. 

H.  R.  MagW'Ood  has  gone  to  the  West  in  the  interests 
of  the  F.  E.  Coombe  Furniture  Co.,  Kincardine,  Ont. 

AVm.  O'Comnor,  furniture  dealer,  Renfrew,  Out.,  has 
taken  a  partner.  The  firm  is  now  known  as  O'Connor 
&  Gi'ace. 

The  storage  warehouse  of  the  Dominion  Bedding  Co., 


at  Belleville,  Ont.,  suffered  a  loss  of  $500  by  fire  re- 
cently. There  was  little  insurance. 

Roberts  &  Ray  have  bought  the  furniture  stock  of 
the  estate  of  Johai  Leslie,  Winnipeig. 

The  Crown  Furniture  Co.,  Ltd.,  Preston,  Ont.,  has 
received  an  Ontario  charter,  with  a  capital  of  $40,000. 

Fire  damaged  the  stock  of  refrigerators  in  the  fac- 
tory of  the  Sussex  Mfg.  Co.,  Ltd.,  at  Sussex,  N.B., 
recently. 

Thos.  Thompson,  furniture  dealer,  Belleville,  Out., 
recently  had  his  ear  destroyed  by  fire,,  which  'also  con- 
sumed his  garage. 

The  Toro'U'to  Grafonola  Co.  is  removing  from  141 
Yonge  Str?et  to  Queen  Street  West  directly  opposite 
Teraulay  Street  and  the  City  Hall. 

Mrs.  Mary  D.  McAlpine,  of  Glencoe,  Out.,  has  dis- 
posed of  her  furniture  and  undertaking  business  to 
J.  B.  Gough  and  So'U,  of  N'a])ier.  Mr.  Gough  was 
license  inspector  for  West  Middlesex  for  some  years. 

Frank  Lovett,  a  member  of  the  Canada  Furniture 
Company,  Woodstock,  Ont.,  has  received  the  appoint- 
ment of  Inspector  foT  the  P'urniture  Manufacturers' 
Safety  Asso'^iation  for  Ontario.  His  duties  will  be  to 
in-spect  the  Ontario  factories,  with  a  view  to  lessening 
the  causes  of  accidents  throughout  the  province  in 
factories. 

The  tenth  annual  convention  of  the  Dominion  Board 
of  The  Retail  Merchants'  Association  of  Canada,  Incor- 
porated, was  held  recently  at  the  rooms  of  the  Quebec 
Provincial  P>oard,  SO  St.  Denis  Street.  Montreal.  E.  M. 
Trowern,  who  has  been  Dominion  and  Ontario  secretary 
O'f  the  association,  will  devote  all  his  time  to  the  Do- 
minion Board,  and  W.  C.  Miller,  who  has  been  his  'assis- 
tant for  the  past  year,  will  fill  the  otfice  of  Ontario 
secretary. 

The  Canadian  Mersereau  Co.  are  to  have  a  fine  e.x- 
hibit  at  the  Toronto  Exhibition.  Manager  J.  Newton 
will  be  in  charge  of  the  display,  and  he  will  have  assist- 
ing him  W.  W.  Arrowsmith,  Percy  Brown,  'and  H.  G. 
Walker.  They  ask  members  of  the  trade  to  call  at  the 
exhibit  and  get  a  Mersereau  pencil  to  keep  track  of 
their  dates  while  in  Toronto.  The  Mersereau  factory 
is  but  a  few  minutes  from  the  grounds.  They  carry  a 
full  line  of  their  goods  in  their  showro'oms  there. 

W.  P.  Bennett,  manager  of  the  Ideal  Bedding  Co., 
Ltd.,  has  resigned  to  become  a.ssociated  as  a  partner 
with  L.  W.  Manchee,  who  recently  bought  out  the 
Rudd  Paper  Box  'Co.,  of  Toronto.  Mr.  Manchee  founded 
the  Ideal  Bedding  Co.  in  1900,  but,  owing  to  ill  health, 
was  compelled  to  retire  about  four  years  ago,  and  Mr. 
Bennett,  who  had  'been  his  right  hand  man,  tO'Ok  charge. 
Since  withdrawing  from  the  bedding  company  Mr. 
Manchee  has  traveled  in  various  parts  of  the  world. 


Aliiskii  Bedding  Co.'s  Empluyes  and  Families  Picnic  at  Kildonan   Park,  Winnii^eg. 
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THE  staggering  increase  of 
Columbia  business  during 
the  last  eight  months  is 
going  somewhere!  How 
much  of  your  legitimate  share 
of  it  may  have  slipped  beyond 
you  ? 

The  Columbia  demand- 
increase  has  matched,  month 
by  month,  the  quality-improve- 
ment of  Columbia  products. 
It  has  attained  a  momentum 
that  makes  it  the  most  signifi- 
cant factor  in  the  musical  in- 
strument trade  this  moment. 
This  fact  is  so  very  obvious 
that  the  only  thing  necessary  is 
to  ask  you  to  weigh  carefully 
just  this  one  point:  Can  it  be 
wise  for  you  to  hamper  and 
limit  the  growth  of  your  busi- 
ness when  by  a  scratch  of  your 
pen  you  can  begin  to  share  in 
this  splendid  Columbia  pros- 
perity —  already  unmistakably 
present  and  gathering  momen- 
tum with  every  round  of  the 
clock  ? 

Columbia  Graphophone  Co. 

Toronto 
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SPECIAL  ILLUSTRATED  SECTION 


Latest  Creations  from  Canadian 
urniture  Factories 


pURNITURE  DEALERS,  always  interested 
in  new  designs,  will  be  more  than  usually  in- 
terested in  looking  over  the  following  pages  of 
illustrations  of  the  new  furniture  items  from  Cana- 
dian factories. 

A  glance  at  these  illustrations  will  show  that  this 
Fall  the  makers  of  furniture  in  the  Dominion  have 
given  much  time  and  money  in  designing  new 
ideas  and  features  specially  applicable  to  present 
day  conditions. 

The  following  pages  show  the  results  of  these 
efforts,  and  they  constitute  a  splendid  tribute  to 
the  efficiency  of  Canada's  furniture  factories. 


—THE  EDITOR 
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o.  2531 — New  .Tiicobean  Chijia 
Cabinet,  made  by  the  George 
McTjagan  Furniture  Company, 
Limited,  Stratford,  Ontario. 


The  CoUi;nbia  Grand,  said  to  be  the  highe.st 
priced  taPt-ng  machine  in  the  world.  Made 
by  The  Columbia  Graphophone  Co.,  Llil., 
Toronto,  Can. 


No.  .54 — Music  Cabinet,  made 
by  The  Gibbard  Furniture 
Company  of  Napanee.  Lira 
ited,  Napanee,  Ont. 


No.  6 — Desk.  Made  by  The  Gibbard 
Fun  iture  Co.  of  Napanee,  Ltd., 
Napanee,  Ont. 


No  P31- -Willow  Flower  Stand,  wit:i 
bird  cage,  made  by  The  Imperial 
R&ttan  Co..  Ltd.,  Stratford,  Ont. 
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Adams    Library    Table — From    three-piece    library  suite, 
made  by  the  Meaford  Mfg.  Co.,  Ltd.,  Meaford.  Ont. 


whi.h  Library    Table— Solid    mahogany,    except  top, 

Ini^h  T'^r"'-.,  '^"-own    or  light  antique 

fanish  ^dull  or  polished.  Maliogany  drawer  interiors,  finished  Tuna 
lubbed  diill.  Fitted  with  steel  glides.  60  ins.  wide,  34  ins.  deep 
Net  weight,  150  Ib.s.  Made  by  Canada  I'urniture  Manufacturers 
Jjtd.,   Woodstock,  Ont. 


810— Lyndale  Settee— A  large  attractive  settee,  shown  by  The  Jeffries  Furniture  Co.,  Welland  Ont. 


210-Chefronier  and 
Dressing  Ta  ble-Two 
articles  from  several 
new  bedroom  suites 
made  by  the  Malcolm 
&  Souter  Furniture 
Co.,  Ltd.,  Hamilton, 
Ont. 
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New  settcf.  made  by  the  Imperial  Rattan 
Co..   Ltd..   Strafford.  Ont. 


No.  408 — New  Rocker,  of  solid  quar- 
tered oak',  finished  in  fumed,  golden,  or 
trrly  English,  upholstered  in  imitation 
liathfr,  spring  back  and  seat.  Made  by 
John  C.  Mundeil  &  Co.,  Ltd..  Eiora.  Ont. 


No.  600 — New  Stratford  Couch  Bed,  for  den  or  library, 
made  by  The  Stratford  Davenport  Co.,  Ltd  ,  Stratford,  Ont 


No.  8363 — Dining  Extension  Tabic, 
with  .Jacobean  effect,  made  by  Canada 
Furniture  Manufacturers,  Ltd.,  Wood- 
stock, Ont. 


No.  209 — Bed  with  cane  panels,  made  by  Mal- 
colm &  Souter  Furniture  Co.,  Ltd.,  Hamilton,  Ont. 
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No.  2523 — New  design  of 
music  cabinet,  made  by  The 
George  ilcLagan  Furniture 
Co.,  Limited,  Stratford,  Oat. 

No.  2520 — New  Adams 
Design  Serving  Table.  Made 
by  The  George  McLagiin 
Furniture  Co..  Ltd.  Strat- 
ford, Ont. 


IV,  I'^'^^T^'^-^""''^  '^^'^1'^  °f  attractive  design. 
fwd''oift       "   I"'P"ial  Rattan  Co.,   Ltd.,  Strat- 


Nos.  21^  and  211/2— Two  chairs  from  new 
Jacobean  rinms  suite,  made  by  the  Elmira  Fur- 
niture Co.,  Ltd.,  Elmira,  Ont. 
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No.  7.55 — New  Chesterfield,  in  all  colors,  tapestry 
or  leather,  loose  cushion  seat  and  back.  Made  by 
Farquharson-Gifford  Co.,  Ltd.,  Stratford,  Ont. 
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Nos.  1264  and  1265 — Diners, 
made  by  The  Canada  Furniture 
Manufacturers,  Limited,  Wood- 
stock, Out. 


Newly  patented  Phonola,  described 
elsewhere,  raade  by  The  Pollock 
Mfg.  Co.,  Ltd.,  Berlin,  Ont. 
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No.  C," — KitcVicn  Cabinet,  entirely  new, 
made  t£  miiple  s'.ook,  waxtd  natural;  interiji 
is  natural  or  white  enamel.  Made  bv  The 
Stratford  Mig.  Co.,  Ltd.,  Stratford,  Ont. 
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Popular  Bent  Wood  Chairs 


Made  in  Canada 


^  In  every  point,  construction,  dura- 
bility, and  appearance,  it  is  superior  to 
imported  goods.  Prices  are  right.  Let 
us  send  you  sample  order. 

^  Illustration  shows  our  No.  1810. 
A  very  strong  and  handsome  chair, 
made  in  oak,  with  fumed  or  golden 
finish,  also  supplied  in  imitation 
mahogany  finish.    Write  for  prices. 

THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 


OWEN  SOUND 


LIMITED 


ONTARIO 


A  Profitable  Selection — Jacobean  Design  Furniture 

from  the  . 

''Lipped  Line'' 


Illustration  shows  our  No. 
278  Chair  and  Rocker 
which  are  made  in  solid 
quarter  cut  oak.  Up- 
holstered in  tapestry  or 
leather  with  settee  or 
sofa  to  match. 


Write  us  for  Catalog 
and  Prices 


THE  LIPPERT  FURNITURE  COMPANY,  LIMITED 

BERLIN  .  ONTARIO 
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Prompt 
Service 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


TRADE  MARK 


"Quality"  Line 


iiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


An  Invitation 


Fair 
Prices 


^  If  you  attend  the  Annual  Convention  of  the  Canadian 
Embalmers'  Association  at  Toronto,  September  7,  8  and  9, 
call  and  see  our  exhibit  at  80  King  St.  West,  Toronto. 

^  We  will  have  a  good  range  of  Funeral  Caskets,  well  worth 
your  examining.  Exclusive  designs  in  latest  fashions  of 
Ladies'  Dresses,  Gentlemen's  Suits  and  Casket  Linings. 
Westfield  Plate  Hardware  (Hercules  steel  brace  and 
guaranteed  not  to  tarnish).  Furthermore  there  will  be  a 
warm  welcome  for  you  from  our  staff. 

^  If  you  do  not  attend  the  Convention  write  for  full  informa- 
tion regarding  the  lines  we  offer. 


Remember  the  Addreta  Daring  Embalmert'  Convention 
80  King  St.   West.  Toronto 

The  Evel  Casket  Company,  Ltd., 


Hamilton 


Ontario 


Has  no  affiliation  with  any  other  firm  in  the  Trade 


^^HlllllllilllllllllllllllllllllllllllllllliilllllllU^ 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  With — News  of  the  profession  throughout  Canada. 


Fundamentals  of  Embalming 

PART  11 

By  Professor  H.  S.  Eckels,  Ph.  G.,  Dean  Eckels  College  of  Embalming, 
Philadelphia,  Pa. 

Before  continuing  our  diseu^sion  of  how  to  obtain 
the  best  results,  let  me  repeat  the  two  fundamental 
rules  of  embalming: 

Rule  One — The  Four  Signs. 

The  proof  is  easy  to  obtain  because  we  have  four 
signs  upon  which  we  can  rely.  The  injection  of  the 
fluid  should  not  be  stopped  imtil : 

Sign  1 — The  .surface  of  the  body  becomes  dry. 

Sign  2 — The  flesh  becomes  firm. 

Sign  3 — A  mottle  caused  by  the  fluid  spreads  over  the 
body. 

Sign  4 — Fluid  escapes  with  the  blood  through  the 
drainimg  tube. 

Here  are  fandamental  rules  for  procedure  in  nonmal 
cases : 

Insert  the  Oenung-Eckels  draining  tube  in  the  axil- 
lary vein;  allow  blood  to  pass  out  until  the  color  of  the 
body  is  lifelike  and  natural,  injecting  fluid  through 
an  artery,  preferably  the  axillary.  It  is  a  good  plan 
for  the  beginner  to  inject  toward  the  hand  enough  fluid 
to  cause  the  arm  to  become  firm  and  dry.  and  other- 
vidse  show  all  of  the  four  signs.  Then  inject  the  fluid 
through  the  same  artery  toward  the  triTrd?:  of  the  body, 
-Jiat  faster  than  one  quart  in  ten  miniTtes,  until  the  four 
signs  appear  there. 

Remove  the  draining  tube  when  the  first  three  signs 
appeiaj  over  the  body  iip  to  the  neck  and  ears,  pro- 
vided the  color  is  normlal.  If  the  color  is  still  too 
dark,  allow  blood  to  continue  to  pass  out  of  the  drain- 
ing tube  until  the  exposed  parts  of  the  body  are  life- 
like in  color.  Then  remove  the  draining  tube  and 
ligate  vein.  Stop  injecting  fluid  only  when  the  fourth 
sign  appears. 

Leave  the  arterial  tube  in  the  artery  directed  toward 
the  body  until  you  can  examine  the  body,  say  ten  hours 
after  the  fi.rst  injection  Remove  the  artery  tube 
directed  toward  the  arm,  at  the  same  time  you  remove 
the  draining  tube  at  the  completion  of  the  first  injec- 
tion, ligating  the  artery  when  you  remove  it.  After 
approximately  ten  hours,  examine  the  body.  If  it  is 
dry  all  over  the  surface,  and  a  firmness  of  tissue  is 
everywhere  appiarent,  it  will  not  need  any  more  fluid 
for  a  preservation  of,  say,  a  week.  Should  any  parts 
of  the  body  be  soft  and  damp,  inject  enough  fluid  to 
cause  those  parts  to  become  dry  and  firm.  When  all 
parts  of  the  body  are  dry  and  firm  remove  the  arterial 
tube. 

Should  you  be  called  upon  to  hold  the  body  longer 
thian  one  week,  I  would  advi?e  a  second  injection  of 
fluid  at  from  ten  to  twenty  hours  after  the  first  injec- 
tion. This  I  would  do,  no  matter  what  the  condi- 
tion of  the  body. 


After  the  entire  body  is  dry  and  firm — and  not  until 
then — ^use  a  hollow  needle  in  all  of  the  ca-vities,.  if  you 
feel  that  this  is  absolutely  neccsisary,  renioving  gasies 
or  any  secretions  from  them  and  injecting  them  mth 
lluid.  It  -will  be  found  imnecessary,  however,  in  moni 
ca.S'es.  The  amount  of  fluid  needed  to  produce  the 
four  signs  will  vary  from  one  quart  to  fifty  pounds  of 
body  weight  to  one  quart  to  fifteen  pounds  of  body 
weight. 

If  an  old  line  raw  formaldehyde  fluid  is  used,  the 
use  of  the  larger  quajitity  is  pretty  sure  to  cause  trouble 
and  burn  the  body.  Always  close  the  xnouth  and  eyes 
properly  before  embalming. 

Rule  9 — Piirginjs^ 

Rule  Two  will  be  called  into  re([uisition  where  purg- 
ijig  from  the  lungs  or  from  the  stomach  is  caused  b} 
I'ermentation  of  the  secretions  coiitained  therein  or 
from  leakages  of  the  embalming  fluid  into  those  cavi- 
ties, or  from  the  secretions  and  leakages  of  fluid  in  the 
stomach  or  alimejitary  canal,  forced  from  thence  by 
gases. 

This  purging  may  be  stopped  by  pr-oducing  pressure 
of  the  cavities  (the  thoracic  or  abdomin'al  cavity),  so  as 
to  drive  the  secretions,  gases,  or  fluids  into  the  throat, 
and  from  there  they  may  always  be  aspirated  into  a 
bottle. 

When  such  purging  occurs,  aspirate  through  an 
Eckels  nasal  tube.  This  can  be  bent  into  such  shape 
that  it  may  in  all  cases  be  inserted  into  the  throat 


THE  JOUENEY 

I  think  of  deat'h  as  some  ilelig'htfu]  journey 

That  I  shall  tiake  whon  all  my  tasks  axe  done. 
Thouigh  life  has  giveii  me  a  heapin'g  meiasine 
Of  lall  beis't  giftis,  and  many  a  ©up  of  pleasure, 

Still  betler  things  awiaiit  me  fuithen'  on. 

This  little  eiarth  is  sneh  a  mori-y  jilanet, 

The  distances  beyouid  it  so  supreme, 
I  have  no  doubt  thiat  all  the  mighty  sipaceB 
Between  us  and  the  stars  lare  filled  with  faces 

More  beautiful  than  any  artist's  dream. 

I  like  to  think  that  I  shall  yet  behold  thiem. 

When  from  this  wiaitiag-room  my  soul  has  soared. 
Earth  iis  a  wayside  station,  where  we  wander, 
L'ntil  from  out  the  silent  darkness  yonder 

Death  swimigs  his  lantern  and  cries,  "All  aibo-ard!  " 

I    thinik    death 's   train    sweeps   through    the  solar 
syisteim. 

And  'passes  suns  and  moons  tliat  dwarf  our  own. 
And  'Cloise  beside  us  we  shall  find  our  dearest, 
Tjnei  spirit  frieinds  on  eiarth  we  held  the  neaa-est, 

Aud  in  the  shining  distance  Gold's  great  throne. 

Whatever  disappointmcntis  may  ibefall  me 

In  plans  or  pleasures  in  this  "world  of  doubt, 
I  knoiw  that  life  at  worst  can  but  delay  me, 
But  no  malieious  fate  has  power  to  stay  me 

From  that  gTand  .iourney  cm  the  Greiat  Death  route 

— Ella  Wheeler  Wilcox. 
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through  the  nostrils,  the  embalmer  manipulating  the 
epiglottis  by  pressing  it  first  to  the  right  and  then  to 
the  left. 

This  treatment  will  always  allow  the  secretions  and 
gases  which  have  been  forced  up  from  the  alimentary 
canal  or  bronchial  tubes  to  pass  into  the  throat,  and 
from  thence  they  ra'ay  easily  be  aspirated. 

This  latter  result  is  best  produced  hy  elevating  the 
foot  of  the  embalming  board  or  couch,  while  pressure 
is  applied  to  the  body  as  above  described. 

This  method  is  far  better  than  the  old  trocar  method, 
because  by  using  it  no  rupture  of  the  systemic  cir- 
culation can  oec;ir,  while  all  can  be  accomplished  in 
this  way  that  could  j)Ossibly  be  accomplisbed  by  the  use 
of  the  hollow  needle  or  trocar. 

If  these  two  rules  and  the  famous  four  signs  be 
followed,  satisfactory  results  should  be  obtained  in  all 
normal  cases. 

There  are,  however,  a  number  of  special  eases  in 
which  the  four  signs  are  applied  under  different  cir- 
cumstances. Indeed,  they  even  may  be  varied  slightly 
in  some  of  them,  especially  the  so-called  "difficult 
cases." 

For  tlhis  reason  I  feel  inclined  to  discuss  some  of  the 
special  treatments  desirable  in  certain  diseases  and  to 
indicate  just  when  and  how  Rule  One  and  Rule  Two 
best  apply. 

Jaundice 

Take  up  the  carotid  arteries  and  insert  arterial  tubes 
upward,  preferably  using  the  double  "Y"  attachment, 
so  that  both  can  be  injected  simultaneously. 

Make  an  incision  in  the  arm-pit,  raise  the  axillary 
vein  and  insert  a  Genung-Eckels'  draining  tube.  Inject 
upward  into  each  of  the  carotids  about  .six  ounces  of 
pure,  and,  if  possible,  distilled  water.  This  will  wash 
from  the  arteries,  veins  and  capillaries  the  free  portion 
of  the  yellow  pigment  found  in  the  circulator}^  system 
of  such  cases. 

Do  not  inject  fluid  until  this  is  done,  because  even  a 
small  percentage  of  formaldehyde  will  .^et  this  or 
change  it  to  a  green  color,  so  that  no  amount  of  after- 
work  cian  rid  the  body  of  it. 

In  the  meantime.  alloAV  the  most  complete  pos.sible 
drainage  of  blood  from  the  axillary  vein,  massaging 
face,  neck  and  ears. 

Now  take  eight  ounces  of  RE-Ooncentrated  Dioxin, 
mixed  to  its  peroxide  strength — that  is,  one  pint  bottle 
of  RE-Ooneentrated  Dioxin  to  a  full  gallon  of  waiter. 
Mix  this  eight  ounces  of  peroxide  fluid  with  an  equal 
quantity  of  distilled  water,  making  sixteen  ounces  of 
peroxide  fluid  of  half  strength.  Inject  one-half  of  this 
upward  into  each  of  the  carotids  or,  if  the  "Y"  tube 
be  used,  inject  it  all  into  both  of  the  arteries. 

This  should  insure  that  the  face  will  not  .show  the 
characteristic  yellow  or  green  color  inevitable  where 
raw  formaldehyde  fluids  are  used. 

The  same  treatment  can  be  given  through  the  axil- 
lary arteries  to  remove  the  yellow  color  from  the  hands. 

face  and  hands  taken  care  of,  reverse  one  of  the 
arterial  tubr's  and  inject  downward  fluid  in  its  regular 
strength,  since  it  is  not  neees.sary  to  secure  cosmetic 
effect  in  other  parts  of  the  body. 

Dropsy 

Tn  bad  dropsy  eases,  the  embalmer  needs  every  re- 
source at  his  eomtmand.  Cosmf-tie  effect  must  be  laid 
aside  and  everything  sacrificed  to  preservation. 

The  circulatory  system  and  the  tissues  are  gorged 
with  ammonia-laden  serum  and  dropsical  water.  Under 
the  most  favorable  circumstances,  a  large  portion  of 


this  ammonia-laden  material  will  remain  in  the  system. 
It  is  therefore  necessary 

1.  To  usie  si]ch  artificial  methods  as  elevation  of  the 
foot  end  of  the  board. 

2.  To  have  reeour.se  to  bandages  to  force  the  drop- 
sical Avater  from  the  tissues  by  extt^rrial  pressure. 

In  addition  to  this,  after  inserting  the  vein  tube  m 
the  axillary  A'ein  and  draining  as  thoioughly  as  he  can, 
he  must  inject  —preferably  through  the  axillary — much 
fluid  of  double  .strength.  He  does  this  for  several 
reasons : 

1.  Because  in  the  circulatory  system,  his  fluid  is 
diluted  by  the  large  quantity  of  dropsical  water  which 
remains  there. 

2.  Because  the  ammonia  in  the  dropsical  secretions 
will  partially  neutralize  his  formaldehyde. 

3.  He  needs  a  powerfully  astringput  fluid  to  assist 
the  bandages  in  contracting  the  swollen  tissue  io  force 
the  water  into  the  venous  circulation. 

4.  The  astringeney  of  the  extra-strong  fluid  will  en- 
able him  to  get  rid  of  dropsical  water  AA'bich  the  band- 
ages were  unable  to  force  out  alone. 

In  mild  dropsical  cases,  RE-C'oneentrated  Dioxin  has 
made  the  attainment  of  cosmetic  effect  possible. 

In  such  cases  the  procedure  should  be  as  follows: 

Take  up  the  axillary  artery  and  the  axillary  vein. 
Inject  a  somewhat  larger  quantity  of  RE-Concentrated 
Dioxin  in  its  peroxide  streng-th  than  you  normally 
would  iise,  draining  blood  and  serum  from  the  vein 
thi'ough  a  Genung-Eekels  draining  tube,  with  the  lower 
end  of  the  board  elcA'ated.  The  oxygen  in  the  peroxide 
fluid  ■wall  liquefy  the  jelly-like  dropsical  secretions,  so 
that  practically  all  will  drain  out  naturally  through 
the  axillary  vein. 

The  u.se  of  the  peroxid^e  fluid  will  enable  the  em- 
balmer to  secure  a  good  cosmetic  effect,  and  if  he  will 
take  a  little  time  before  he  injects  stronger  fluid  this 
effect  will  be  permanent. 

C  To  be  continued. ) 


ONTARIO  EMBALMING  BOARD'S  REPORT 

Secretary  James  Torrance,  of  the  Ontario  Board  of 
Examiners,  appointed  under  the  Embalmers'  and 
Undertakei's'  Act,  has  presented  to  the  Provincial  Sec- 
retary the  first  report  of  the  work  of  the  board  for  the 
eight  months  ending  December  31st  last.  Up  to  that 
time  625  embalmers  in  the  province  made  application 
for  certificates  or  permits,  and  of  these  612  were 
granted  certificates  and  10  permits.  Since  the  com- 
mencement of  the  year  and  iip  to  the  6th  of  May,  1915, 
164  additional  certificates  have  been  granted. 

Of  15  candidates  who  presented  themselves  for  ex- 
amination at  the  close  of  the  Canadian  Embalmers' 
Association  convention  la.st  fall  14  were  pa.ssed,  seven 
of  them  with  honors. 

The  amount  of  fees  received  from  all  soiirces  total 
$6,321.17;  and  the  expenses  of  the  board  were  $2,592.85. 

All  embalmers  in  Ontario  who  have  not  applied  be- 
fore May  6  last,  under  Section  8  of  the  Act  must  now 
(pialify  through  examination  for  a  certificate  to  prac- 
tise embalming  in  the  province. 


Uncle  Ezra — "Eph  IToskins  must  have  had  siome 
time  down  in  New  York." 

Uncle  Eben — "Yep.  Reckon  he  traveled  a  mighty 
swift  pace.  Eph's  \\dfe  said  tHiat  when  Eph  got  back 
and  went  into  his  room,  he  looked  at  the  bed,  kicked  it, 
and  said:  'What's  that  dum  thing  for?'  " — Judge. 
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First 
Quality 


Dominion  Manufacturers  7^21 


LIMITED 


An  Illustration 
of  our 
No.  15 
General 
Casket 
Catalogue 
Which  is 
NOW 
READY 


It  is 
Made  a 
Convenient 
Size  and 
Handsomely 
Bound  in 
Leather 
Making  it  Rich 
and  Impressive 
In  Appearance 
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Quality     Dominion  Manufacturers  wTJ 

 LIMITED  


This  Illustration  Gives 


A  Mighty  Convenient  Book 
For  the  Funeral  Director 
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Quality     Dominion  Manufacturers  se^Tce 

 LIMITED  


We  have  a  Copy  for 

YOU 

If  you  do  not  receive  one 
within  the  next  few  days 
be  sure  to  let 

us 

know  and  we  will  see  that 
one  is  sent  you  immediately. 
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Quality     Dominion  Manufacturers 

 Limited  


To  the  Profession 


Dear  Sirs, 

We  beg  to  advise  you  that  we  have  arranged  to  hold  our 
Annual  Exhibit  during  the  week  of  the  Convention  commencing 
September  6th,  at 

No.  70  KING  STREET  WEST,  TORONTO 

the  same  building  we  were  in  last  year. 

We  extend  to  one  and  all  a  most  cordial  invitation  to  come  and 
inspect  our  display  of  all  the  new  creations  in  our  line  of  business. 

Make  our  Showrooms  your  headquarters  during  your  stay 
in  the  City. 

Representatives  from  our  different  branches  including  the 
Toronto,  Hamilton  and  London  factories  will  be  on  hand  to 
show  you  every  attention.  We  trust  your  visit  will  be  both 
pleasant  and  profitable. 

We  thank  you  for  your  kind  patronage  in  the  past  and 
assure  you  that  in  the  future  it  will  be  our  aim  to  please  by 

givmg  you  PROMPT  SERVICE,  WELL  MADE  GOODS 
and  FAIR  PRICES. 

We  trust  that  the  recent  rearrangement  of  territories  covered 
by  our  travelling  representatives  is  affording  you  satisfactory  ser- 
vices and  has  in  no  manner  disturbed  our  pleasant  relationship. 

Yours  faithfully, 

DOMINION  MANUFACTURERS,  LIMITED 
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Dominion  Casket  Co.,  Limited 


Teleohones  - /'^•yNo.  1020.    Nights,  Sundays 
eep  """  l^j  Holidays  Nos.  1069-1101 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


Our  designs  are  the  latest.  The  quahty  of  our  goods  is  the  best.  Shipping 
facilities  from  our  factory  are  such  that  we  can  supply  your  requirements 
days,  nights  and  Sundays.   Try  us  and  you  will  be  convinced  that  our 

service  is  right. 

We  cordially  invite  the  trade  to  visit 
our  display  during  the  Convention  of 
the  Embalmers'  Association  at  To- 
ronto, Sept.  7th,  8th  and  9th. 


No.  322 


Is  Yours  a  Growing  Store? 


w 


Building  ■^ 
Furni!urc 
I?tjsiiu-ss 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preacliment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

Publishers  of  The  Canadian  Furniture  World  and  The  Undertaker 


Canicula  Embalming  Huid 


MANUFACTURET)  IN  CANADA 
BY  CANADIANS 


HAS  been  Thi  ty-one  years  before  the 
Profession  and  used  by  the  Leading 
Embalmers  in  Canada,    it  is  the  per- 
fection of  years  of  study  and  pronounced  by 

by  tKe  best  professional  Embalmers  as  the  most 
economical,  as  well  as  the  best  preservative,  with 
gratifying  cosmetic  results,  ever  known  in  a  fluid. 

When  you  have  tried  all  others  and  run  up 
against  the  case  that  has  failed  you,  a  phone  message 
to  us  will  bring  you  the  requirement!  of  your  success. 


Canicula  Chemical  Co, 

Manufacturers  and  Importers  of  Embalmers'  ecessities 

366  Bathurst  St.,  Toronto,  Ont. 

Local  and  Long  Distance  Phone  College  3097 
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CANADIAN  EMBALMERS'  CONVENTION 

An  elaborate  program  has  been  arranged  for  the 
Canadian  Embalmers'  Association  Convention,  to  b' 
held  at  Toronto  on  September  7,  8,  and  9.  The  meet- 
ings will  be  held  in  the  anatomical  building  at  Toi-oiito 
University. 

A  feature  of  the  convention  this  year  will  be  the 
picnic  to  be  held  on  Wednesday,  Sept.  8,  at  Island  Park, 
where  a  baseball  gam.e  between  teams  captained  by 
Chief  Sndbury  and  Chief  Ha.miiton  will  contest  foi 
honors.  Then  there  will  be  a  series  of  races,  among 
others  for  men  under  40,  for  men  over  40,  for  fat  men, 
and  for  members'  Avives.  Prizes  donated  by  several 
manufacturers  will  be  given. 

A  full  course  dinner  will  be  served  to  the  convention- 
ites  after  the  games  at  Hotel  Manitou,  When  an  ent-er- 
tainer  will  be  present  to  drive  dull  care  away.  Shori 
speeches  will  be  delivev^d  by  a  few  good  talkers  witli 


Prof.  U.  R.  Siiiiin.iis,  Pre.,;.  Syracuse  (N.Y.) 
Si-lioiil  of  Kiiil)alining  and  Sanitation,  who 
will   lecture  and  .leraonstrate  at  convention. 


something  to  say,  among  them  the  dean  of  the  profes^ 
sion,  J.  B.  Maclntyre,  ex-mayor  of  St.  Catharines,  and 
Byron  StaufTer. 

The  officers  of  the  association  want  to  emphasize  the 
importance  of  keeping  strictly  to  the  time  table  for 
Wednesday  afternoon.  All  must  be  at  the  Bay  Streei; 
dock  at  IM  sharp  and  dinner  will  be  served  at  4.30 
sharp. 

A  number  of  manufacturers  of  funeral  directors' 
sitpplies  will  exhibit  their  goods  in  the  hotels  and  down- 
town section  of  the  city  during  the  week  of  the  con- 
vention. 


PROFESSIONAL  NOTES 

S.  Leveille  &  Co.,  undertakers,  Montreal,  have  been 
registered. 

Griffith  &  Willsie,  undertakers,  at  London,  Ont.,  have 
dissolved  partnership.  Mr.  Griffith  is  continuing  the 
business. 

The  Miaritime  Norwalk  Vault  Co.,  Ltd..  with  a  capital 
of  .$50,000  and  headquart'^rs  at  Moneton,  N.B.,  has  been 
incorporated  at  Ottawa,  to  make,  erect  and  use  burial 
vaults,  community  mausoleums,  etc.  A.  W.  Oliver, 
Albert,  N.B.,  and  Wm.  Murray  and  Geo.  H.  Gorbell, 
Moneton,  are  interested. 


Program  of  32nd  Annual  Convention  of  the 
Canadian  Embalmers'  Association  and  the  5th 
Annual  School  of  Embalming,  Anatomical 
Building  of  the  Toronto  University 


School  will  open  on  Tuesday,  August  31st,  at  10.00 
a.m.,  and  continue  one  week. 

The  convention  will  open  Tuesday,  September  7th, 
at  10.00  a.m.,  and  continue  on  7th,  8th  and  9th. 

The  Government  examining  board  will  be  in  session 
on  Friday,  ScptembPr  10th. 

TUESDAY,  SEPTEMBER  7th 

The  Officers  will  recoivc  nieanbers  at  9  a.m.  to 
10.30  a.m. 

10.80  a.m. — Professor  Simiraioms  will  give  a  brief 
ilpscriptioii  of  tlir  arterial,  venous,  eapdllpry  amil 
lymphatic  (irculation;  t;ie  cmmposition  of  th«  blood 
and  lymphatic;  and  the  strup-tuve  of  the  skin. 

Afternoon  Session 

Secretary  and  Fimaneia!  Secretary  will  bo  present 
at  1.30  p.m.  to  receive  dues. 

2.00  p.m. — Ad'dress  of  welcome  by  His  Worsni]! 
Mayor  Church.  Eeeiponse — .T.  H.  Robinson,  of  Haimil- 
ton,  Ont. 

President address. 

3.00  to  4.30  p.m. — Lecture  by  Prof.  Siimmons:  Dis<- 
coloratioins,  thwir  manses  ancl  removal;  good  eosmetic 
etfects;  and  the  cause-s  of  dropsy  amid  jaundice,  and 
tlieir  treatment  by  the  emhalmer. 

WEDNESDAY,  SEPTEMBER  8th 

9.00  la.in. — Report  by  the  Secretary.  Report  by  tlic 
Treasurer. 

9.30  a.m. — Lecture  by  Prof.  L.  R.  Simmons,  on  sani- 
tation. 

Short  Talk— T.  E.  Simpson,  of  Sault  Ste.  M-arie;  C. 
N.  Greenwood,  of  Stratford 

Afternoon 

At  noon  we  knock  oif  busine.sis  and  meet  at  the 
Toronto  Ferry  Co.'s  dock,  foot  of  Bay  Street,  at  1.30 
I'ju.  sharp.  Every  member  bring  along  his  best  giri. 
and  frieinds.     All  welcome. 

2  p.m. — Enjoy  the  (many  lattracitioms  at  Centre  Island, 
lipantiful  scenery,  a  real  ball  game,  captained  oy 
Cliii'f  Sudburv  (.J.  G.  Henry'),  and  Chief  Hamilton 
(Chas.  Blachford). 

4.30  ]).'n.  shiai'p. — Dine  at  the  Hostel  Manitou,  a  mo.st 
delightful  spot. 

FoT  further  informaUon  enquire  at  Secretary's  office. 
(Convontiou  meetitng.) 

Speakers^ — Mr.  Henry,  of  Sudlbury:  Mr.  Mclutyre,  of 
St.  Catharines;  Rev.  Byron  Stauffer,  of  Toronto. 

THURSDAY,  SEPTEMBER  9th 

9.00  a.m. — Reports  amd  unfinished  business. 
10.00  a.m. — Prof.  Simmons.    Demonstration  on  cad- 
aver; derma-surgery,  wound-filling  and  blind  stitching. 
11.00  a.m — Election  of  nihcers.     General  business. 

Afternoon 

2.00  p.m. — Installation  of  officers  hy  the  retiring 
president.     Unfinished  bueiDess. 

3.00  p;m. — ^Leeture  hj  Prof.  Simmons:  The  beautiful 
dead;  and  practical  snggestions  (ilbjstrateid)  of  the 
uses  of  creams,  tints,  cosimeties,  drapes,  winding  sheets 
appropriate  shades  in  flow^ers.  ribbons  and  caskets,  for 
different  ages  and  conditions. 

Question  box. 
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CANADA  CASKET  LINE 

Correct  in  design,  construction  and  finish.  We  welcome  com- 
parison with  any  other  casket  made. 


We  have  a  most  modern  and  well  equipped  plant  for  the  manufacture  of  the  best  in  Cloth 
Covered  Caskets,  Robes,  Linings,  Casket  Hardware  and  Undertakers'  supplies. 


Casket  No.  214  in  black,  also  in  white,  or  grey  broadcloth 


See  our  attractive  new  line  at  Toronto  during  the  Canadian  Embalmers  Convention.  All 
orders  executed  promptly  and  every  care  is  used  in  shipping  to  ensure  quick  delivery.  Write  us 
for  our  new  catalogue  unless  you  have  already  received  one. 

Canada  Casket  Company,  Limited 

Wiarton,  Ontario  Toronto  Office:  309-10-11  Confederation  Life  Building 
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NO  CONVENTION,  BUT  SEND  AMBULANCE 

H.  G.  Stone,  of  Red  Deer,  secretary-treasurer  of  the 
Alberta  Funeral  Directors'  and  Embalmers'  Associa- 
tion, in  notifying  the  members  of  that  association  that 
the  executive  have  thought  it  better,  under  present 
monetary  conditions,  not  to  hold  a  conventiion  this  year, 
as  there  will  not,  in  all  likelihood,  be  sufficieni,  attend- 
ance to  meet  the  expenses  of  the  eonventioi],  siays  they 
hope  to  be  able  to  liold  a  big  one  in  1916. 

Enclosed  with  this  announcement  was  a  card  askiniS- 
if  the  members  of  the  Alberta  Association  would  per- 
sonally be  willing  to  help  towards  the  buying  of  a  Ford 
ambulance  to  present  to  the  Provincial  Government  to 
accompany  one  of  the  overseas  contingents  from 
Alberta.  "If  we  cannot  go  and  fight  for  our  flag," 
states  this  notice,  "we  can  surely  help  those  that  do, 
and  this  gift  may  be  the  means  of  siaving  many  a  life 
on  the  battlefield  where  our  boys  are  now  fighting  for 
you  and  me.  Will  you  help?  If  so,  fill  out  the  form 
below  and  return  at  as  early  a  date  as  possible  to  PI.  G. 
Stone,  Sec'y-Treas.,  Red  Deer,  Alta.  $15  from  each 
funeral  director  in  Alberta  will  buy  one  of  these 
ambulances. ' ' 


INTERESTING  FUNERAL  CASE 

An  interesting  funeral  and  <Miili;i1i'iiiig  case  is  re- 
ported as  having  been  conducted  by  Mr.  AVall<er,  Jr., 
of  J.  Walker  &  F'on,  of  Wingham,  Ont.  Mrs.  Rowe,  a 
v/ell  known  and  highly  respected  resident  of  that  town 
died  in  Novemfber,  1914,  while  visiting  a  relative  in 
Philadelphia  The  body  was  shipped  to  her  home  in 
Wingham,  to  let  the  family  and  friends  see  the  remains, 
in  a  solid  mahogany  state  casket  enclosed  in  a  solid 
iniahogany  shell,  with  solid  copper  lining.  The  funeral 
was  held  and  the  body  shipped  back  to  Philadelphia 
where  it  was  interred  in  a  mausoleum. 

Then  th*^  h^^sband,  Mr.  Rowe,  died  at  his  home  in 
Wingham  on  May  24.  the  outfit  being  duplicated  by 
Jas.  Wall^cr  &  Son.  The  body  which  was  interred  in 
Philad(  Ijihia  was  again  shipped  back  to  Wingham, 
arriving  on  May  28,  a?id  it  was  placed  alongside  the 
husband  in  the  family  home. 

On  Saturday,  May  29,  th^  double  funeral  left  the 
family  residence  to  Wingham  cemetery,  the  cortege 
being  two  miles  long.  The  bodies  were  deposited  in  a 
temporary  soTh'^  liiiek  grave  built  with  reinforced  con- 
crete top,  until  such  time  as  arrangements  can  be  made 
to  build  a  Pcoteh  granite  mausoleum,  where  they  will 
remain  for  the  family  and  friends  to  view  at  all  times. 

The  funeral  was  a  costly  one  and  it  was  in  keeping 
with  any  that  takes  place  in  the  largest  cities  of 
America. 


A  STRONG  AMALGAMATION 

An  amalgamation  has  been  effected  b^^tween  Daniel 
Stone  and  W.  H.  Stone,  funeral  directors,  Toronto, 
with  Robt.  U.  Stone  as  general  manager  of  the  concern. 

Both  Daniel  and  W.  H.  are  well  known  in  the  pro- 
fession throughout  Canada,  the  family  being  funeral 
directors  for  three  generations,  and  Roibt.  U.  Stone  is 
rhe  fourth  member  of  the  present  generation  who  has 
taken  up  the  profession.  Hf^  has  made  a  study  of  his 
business  and  has  traveled  the  American  continent  in 
search  of  informatioii  and  ideas  to  better  his  standing. 

The  amalgamated  eompaiiy  has  taken  over  and  re- 
furnished Daniel  Stone's  residence  at  525  Sherbournc 
Street,  making  it  one  of  the  largest  and  best  equippati 
funeral  establishments  in  Canada.  Five  funeral  ser- 
vices caB  be  conducted  at  the  same  time,  and  the  whole 


of  the  outfit  and  ecjuipment  is  laid  on  the  same  thorough 
lines. 


NORWALK  VAULTS  MADE  IN  CANADA 

The  fun'Tai  tlirectors  of  Ontario  will  be  interestt-d  in 
knowing  that  the  Norwalk  cement  (reinforced)  burial 
vault,  so  favorably  known  across  the  line,  is  now  being 
manufactured  in  Toronto,  J.  A.  Livingston,  until  re- 
cently a  leading  Ontario  railway  contracto)-,  havi'",'^ 
])urchased  the  patent  rights  for  Ontario.  TTis  wide 
experience  in  the  use  and  merits  of  cement  and  concrete 


in  railroad  construction  enabled  him  to  immediately 
appreciate  the  value  and  lasting  qualities  of  the  Nor- 
Wciilk  cement  burial  vault  as  soon  as  he  saw  it.  and. 
judging  by  the  number  already  u.>ed  by  the  leading 
undertakers  of  Toronto,  the  success  of  the  business  is 
assured. 

The  illustration  shows  the  sj'-stem  of  construction  of 
the  vaults.  Being  made  of  waterproofed  cement  ana 
reinforced  every  inch  throughout,  they  are  guaranteed 
to  be  absolutely  moisture  proof  and  have  enormous 
strength.  The  vaults  have  a  handsome  appearance,  the 
exterior  being  finished  in  battleship  grey  and  the  in- 
terior in  white  enamel.  The  Norwal'k  Burial  Vault  Co. 
do  the  placing  and  sealing  of  the  vaults  with  their  own 
men  at  the  grave,  the  men  being  dressed  in  neat 
uniforms. 

There  is  no  town  of  any  size  across  the  line  where 
the  Norwalk  vault  is  not  being  used  and  there  is  sure 
to  be  a  similar  dem;and  in  this  country  when  the  merits 
of  the  vault  are  fully  knoAvn  to  the  Canadian  public. 
Andy  Elder,  so  long  connected  with  the  furniture  busi- 
ness, is  the  sales  agent  for  Ontario,  and  be  pleased 
'.0  meet  any  of  his  old  friends  during  the  undertakers" 
convention,  at  86  King  Street  Bast,  and  show  them  the 
vaults  in  the  process  of  manufacture.  The  company 
has  just  issued  a  handsome  illustrated  folder,  giving 
full  information  regarding  the  vaults.  The  vaults  wili 
be  shoAvn  at  the  Toronto  Exhibition. 

WILL  DISPLAY  MOTOR  HEARSES 

Hards,  Timpson  &  Co.,  makers  of  motor  hearses  and 
wagons,  at  683  Queen  Street  West.  Toronto,  are  to 
have  an  exhibit  of  their  vehicles  during  convention 
week,  and  are  inviting  the  trade  while  in  the  city  to 
inspect  them.  They  are  making  a  specialty  of  under- 
takers' work  and  have  several  new  designs  in  motor 
hearses  and  casket  wagons.  The  members  of  the  firju 
of  Hards,  Timpson  &  Co.  are  experienced  hearse  men. 
having  for  years  been  connected  with  the  old  estab- 
lished Matthew  Guy. 


BOARD  OF  EXAMINERS  FOR  SASKATCHEWAN 

IVfaiirice  iMacdonald  Seymour,  ^I.D.,  Kegina.  Com'- 
niissioner  of  Public  Health;  Ah^xander  McG.  Young, 
M.D. ;  Thomas  Watson,  provincial  sanitary  in.spectcr; 
A.  Broadfoot,  of  Moose  Jaw,  licensed  embalmer,  and 
John  Droppo,  of  Moose  Jaw,  licensed  embalmer,  have 
been  appointed  memibers  of  the  Board  of  Examiners 
for  Embalmers  for  Saskatchewan  by  a  recent  Provin- 
cial Governmeiit  decree. 
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We  cordially  invite  the  Undertaking  trade  to 
visit  our  headquarters  at  the  Prince  George 

Hotel,  take  elevator  to  3rd  floor,  suite  No.  60.  Friends 
may  have  long  distance  telephone  calls,  mail  or  telegrams 
sent  in  care  of  us  either  day  or  night  during  the  Conven- 
tion of  the  Embalmers*  Association. 

Central  Casket  Company,  Limited 

Bridgeburg,  Ont.       R.  S.  Flint,  24 1  Fern  Ave,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


Announcement 


A  New  Principle  in  Embalming 


We  herewith  announce  the  discovery  of 
A  NEW  PRINCIPLE  IN  EMBALMING. 
This  is  something  absolutely  unictue  and 
embodies  a  method  which  is  in  no  manner 
like  any  other  ever  in  use  before. 

We  have  put  this  new  method  and  new 
principle  to  the  most  rigid  tests  and  it 
has  produced  results  which  can  be  de- 
scribed only  as  wonderful  in  both  preser- 
vation and  cosmetic  effect. 

Professor  Eckels  has  just  published  a 
thoroughly  thought-out  treatise  descrip- 
tive of,  giving  reasons  for  and  the 
methods  of  procedure  in  this  wonderful 
new  method  which  OPENS  UP  A  NEW 
EPOCH  IN  THE  SCIENCE  OF  EMBALM- 
ING. 

This  treatise  has  been  put  into  a  book 
of  about  130  pages,  beautifully  printed 
in  two  colors  and  attractively  bound. 

It  will  be  sent  FREE  OF  CHARGE  to 
any  reliable  and  established  undertaker 
in  the  United  States  who  is  willing  to 
prove  the  efficacy  of  this  method  for 
himself. 

This  method  may  be  used  with  ANY 
STANDARD  EMBALMING  FLUID  arter- 
ially  injected.  The  embalmer  can  use  the 
fluid  to  which  he  is  most  accustomed. 
The  material  for  putting  this  new  method 
to  the  most  practical  of  all  tests — its  use 
in  your  own  embalming  room — costs  but 


$7.50.  If  you  want  to  do  better  work, 
if  you  want  to  obtain  results  you  never 
before  have  attained  at  only  a  slight 
additional  cost  over  your  previous  method 
and  a  few  minutes'  extra  work,  fill  out 
the  blank  in  the  corner  of  this  page  and 
mail  it  at  once.  The  volume  will  be  sent 
to  you  without  charge.  Read  it  carefully 
and  then  if  you  care  to  send  back  the 
equipment  and  keep  the  book,  we  will 
pay  transportation  charges  both  ways. 

Better  yet,  study  the  method  as  out- 
lined in  the  volume,  keep  both  the  volume 
and  the  material  and  we  will  bill  you 
for  $7.50. 

This  notice  is  addressed  to  those  who 
realize  that  the  inventor  of  the  famous 
Eckels-Genung  Axillary  method,  the  dis- 
coverer of  Dioxin  and  the  compounder  of 
the  only  RE-Concentrated  fluid  on  the 
market  would  not  make  this  announce- 


Cut  off  this  COUPON  and  Mail  To-day! 


To  H.  S.  Eckels  &  Co., 
24 1  Fern  Avenue, 
Toronto,  Can. 

Pleaie  icnd  to  the  address  below^  free  of 
charge,  your  1 30-page  book  entitled  '  A  New 
Principle  in  Embalming." 

You  may  include  with  it,  if  you  like,  the 
materials  necessary  for  testing  this  new  method 
(enough  for  1 2  average  bodies)  and  bill  us  for 
$7.50,  with  the  distinct  understanding  that  if 
aftrr  reading  the  book  and  after  testing  the 
method  we  do  notsecure  results  far  better  even 
than  we  anticipate,  we  may  keep  the  book,  but 
return  the  materials  within  30  days,  and  you 
will  cancel  the  bill. 

(Signed) 


C  F. 


ment  if  he  were  not  sure  of  the  won- 
derful efiicacy  of  the  method  this  interest- 
ing book  explains.  Lack  of  space  forbids 
a  more  extended  explanation  here.  Be- 
sides, the  book  gives  it  thoroughly,  and 
every  progressive  embalmer  wants  to 
know  ALL  about  this  new  and  forward 
step  in  the  path  of  progress. 

Write  to-day  and  tell  us  to  send  you 
the  outfit.  The  book  is  yours  whether 
you  keep  the  outfit  or  not. 


H.  S.  ECKELS  &  CO. 

1922  ARCH  STREET         PHILADELPHIA,  PA. 

Canadian  /Laboratories:  241  Fern  Avenue,  Toronto 
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PROPER  HANDLING  OF  FLOWERS 

By  Prof.  L.  R.  Simmons 

Much  taste  as  well  hs  poetic  sentiment  can  be  ex- 
pressed in  suitably  choosing  and  arranging  flowers  in 
the  room  and  about  the  casket,  and  as  a  door  badge. 
A  language  of  flowers  has  been  recognized  since  his- 
tory began,  and  so  long  before  that  tradition  says  the 
angel  with  the  flaming  sword  threw  a  rose  to  Eve  as 
she  knelt  outside  the  gate  of  paradise.  And,  because 
she  was  so  bcantiful,  and  because  she  coitld  not  see 
how  fair  were  the  pure  white  cyclamens  left  growing 
at  her  knee,  he  plucked  a  rose  from  the  Eden  tree, 
where  the  four  great  rivers  met. 

The  rose,  white  as  her  former  innocence,  pink  as  her 
first  infant's  cheek,  or  red  as  her  heart's  blood  pierced 
by  its  cruel  thorn.  A  rose  pouring  forth  its  gift  of 
delicious  fragrance,  like  the  ministry  and  sacrifice  of 
woman's  life. 

The  prophets  of  old  drew  lessons  from  "The  Rose 
of  Sharon  and  the  Lily  of  the  Valley,"  and  He  who 
spake  as  never  man  spake  gave  one  of  His  sweetest 
lessons  that  has  enabled  discouraged  souls  to  struggle 
on  through  adversity  and  failure,  when  He  said,  "Con- 
sider ye  the  lilies." 

The  funeral  director  should  understand  the  meaning 
and  .symbolism  of  the  "Sheaf  of  wheat  fully  ripe," 
the  crescent,  the  star  and  anchor,  and  the  different 
shades  of  ribbon  and  flowers  used  in  door  badges.  The 
crescent  should  be  chosen  only  for  the  very  young,  or 
for  the  old,  since  it  signifies  the  beginning  or  the  wane 
of  life.  Many  have  heard  the  story  of  the  wife  of  the 
dead  alderman,  who,  spying  npon  the  casket  the  point 
of  an  anchor  protruding  beneath  a  tasteless  mass  of 
flowers,  supposed  to  be  a  pillow,  but  looking  more  like 
a  shovel,  thought  some  one  was  hinting  at  her  late 
husband's  early  occupation,  and,  raising  her  veil,  she 
swept  a  scornful  glance  about  the  room  and  said: 
"Who  the  d'l  sent  that  pick?" 

A  young  man  of  twenty-five  died  of  delirium  treiiien«. 
The  union  to  which  he  had  belonged  paid  for  his  fun- 
eral at  the  parlor  of  the  undertaker.  No  one  sent 
flowers,  and,  as  the  plain  cloth  casket  looked  bare  and 
meagre,  the  undertaker  laid  upon  it  the  sheaf  of  wheat 
tied  with  royal  purple.  He  did  not  know  that  his  act 
was  as  fine  a  piece  of  irony  as  could  be  nerpetrated. 
Surply  the  poor  boy  had  reaped  as  he  hfid  sown,  but 
a  sheaf  of  wild  oats  would  have  fitted  him  better  than 
the  emblem  of  a  long,  well-spent  life,  tied  with  the 
royal  purple  of  kings. 

All  sorts  and  colors  of  flowers  are  sent  to  be  used 
at  funerals,  and  the  undertaker  should  know  how  to 
choose  those  most  suitable  to  place  upon  the  casket, 
leaving  the  others  to  be  used  as  bouquets  about  the 
rooms.  Rosebuds,  smilax  or  vines,  lilies  of  the  valley, 
or  any  small,  white  flowers  are  appropriate  to  place 
near  a  child,  since  they  typify  innocence.  Large,  white 
lilies,  emblems  of  purity,  and  white  roses  or  white  car- 
nations are  chosen  for  the  young  maiden.  Pink  roses 
and  pink  carnations  and  any  or  all  beautiful  and  frag- 
rant flowers  for  the  young  wife  or  mother  or  for  the 
young  man ;  while  the  purple  flowers,  heliotrope,  hv- 
acinth,  sweet  peas  and  asters  and  the  foliage  wreath 
are  more  appropriate  for  the  aged. 

Of  course,  the  wishes  of  the  Ifldy  of  the  hoirse  should 
be  respected,  even  ahead  of  the  undertaker's  .iudg- 
ment,  and  he  should  counsel  with  her  in  all  arrange- 
ments for  the  funeral.    When  she  finds  that  he  under- 


stands arranging  the  flowers,  she  usually  leaves  it  all 
to  him,  sim[)ly  telling  him  which  of  the  boufjuets  or 
floral  pieces  were  sent  by  nearest  relatives  or  dearest 
friends,  that  he  may  place  them  upon  or  near  the  cas- 
ket. Pieces  sent  by  lodges  or  societies  should  take 
pi-ecedence  over  all,  except  some  one  piece  sent  by  the 
one  dearest  loved. 

Most  undertakers  do  not  like  to  place  many  flowers 
inside  the  casket.  As  one  undertaker  expressed  it, 
"Fifty  cents'  worth  of  flowers  can  hide  several  dollars' 
worth  of  casket  trimming."  Only  a  few  small  sprays 
should  be  placed  inside  a  nice  casket.  Of  course,  if 
it  is  a  poor  one,  cover  it  up  with  flowers  and  green. 

An  article  recently  sent  to  the  writer  by  Kent  Atkins, 
with  theAlpha  P'Horal  Company  of  Kansas  City,  is  so 
timely  that  T  wish  to  quote  it  here: 

"The  floral  ofi'erings  that  come  to  the  house  from  the 
friends  of  the  deceased  are  usually  in  a  great  diversity 
of  forms  and  coloring — it  represents  a  problem  to  those 
concerned  to  make  the  most  efi^ective  arrangement,  in 
the  disposition  of  them  in  the  rooms  of  the  house.  This 
arrangement  is  very  often  left  to  friends  of  the  family 
who  have  had  no  experience  in  the  matter,  or  no  natural 
taste  in  this  direction,  consequently  flowers  which  are 
of  good  (juality  and  plentiful  in  quantity  are  so  dis- 
posed as  to  lose  nearly  all  their  natural  beauty  and 
effectiveness. 

Every  undertaker  who  a.spires  to  build  up  a  name  as 
a  funeral  direetor  who  can  take  full  charge  and  handle 
everything  connected  with  the  funeral,  should  make  a 
study  of  the  subject  and  make  himself  fully  competent 
to  take  charge  of  the  placing  of  the  flowers  in  a  manner 
pleasing  to  all.  He  should,  as  far  as  possible,  place 
each  offering  so  as  not  to  cover  up  or  conflict  with,  or 
be  hidden  by  another.  Be  careful  that  colors  har- 
monize— place  colors  that  conflict  as  far  as  possible 
from  each  other.  See  that  the  tallest  designs  are  at 
the  back  farthest  from  the  eye — gradually  bringing 
the  arrangement  down  to  the  flat  sprays  on  the  floor. 

The  undertaker  might  provide  himself  with  velvet 
or  other  materials  to  drape  a  stand  or  pedestal,  and 
provide  a  few  necessities  not  found  in  the  ordinary 
house,  for  the  proper  elevation  of  the  choicest  pieces, 
to  be  out  of  the  way  and  in  full  view  of  all.  He  should 
have  hooks  aiul  pins  and  other  accessories  for  fasten- 
ing flowers  to  the  walls  or  curtains — or  sides  of  caskets 
when  this  disposition  of  flowers  is  necessary  or  desir- 
able— and,  above  all,  he  should  train  himself  to  handle 
all  flowers  with  great  care,  so  as  to  preserve  the  arrane*^- 
inent  of  the  florist  as  he  intended  it  to  be — and  as  thp 
sender  would  like  it  to  be  treated." 


SPLENDID  CASKET  CATALOGUE 

An  elsiboratf  catalogue  is  1he  Dominion  Manufac- 
turers, litd..  No.  15,  general  casket  catalogue,  just 
issued.  It  is  moror'co-covered,  .stamped  in  gold,  and 
with  gilt  edges.  The  contents  are  printed  in  black  on 
highly  coated  paper,  brinsring  out  nil  the  lines  and  pat- 
terns distinctly  The  bronze  casket  illustrations  are 
brought  out  in  n'atural  bronze  color.  Besides  all  manner 
of  coffins  and  caskets  described  and  shown  in  pictures, 
the  Baker  Springfield  and  St.  Thomas  burglar-nroof 
grave  vaulfs  are  illustrated,  as  Avell  a.s  the  Maxwell  and 
Atlas  Tnetal  vaidts.  Emgraviner  machines,  embalmii.g 
boards,  amljulance  baskets,  chnrch  trucks,  lowering 
devices,  etc.,  are  also  shown. 
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ONTARIO 

Amherstburg — 

J.  H.  Sutton. 
Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.,  &  Co. 
Bobcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont. — 

Mc'Killop  &  Melntyre. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbach,  Geo.   R.,  162 
King  St. 
Brooklin — 

Disney,  R.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 

Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  "Wesley. 
Cobalt — 

McN-abb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A.  « 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  R.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.     'Phone  68. 
Dut  ton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Gait- 
Allen  &  Ray. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

McLay  &  Monro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont. — 

Blachford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 

Green  Bros.,  124  King  St  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 


Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

MeCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
Lakefield — 

Hendren,  Geo.  G. 
London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dun  das  St. 
Lucknow — 

A.  T.  Davison.    'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  r.  Schuett 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood — (Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia — 

Bingiham,  H.  A. 

W.  A.  Straehan,  Mgr. 
'Phone  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Oh.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  MePhee. 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.,  &  Son. 
Renfrew — 

0  'Connor,  Wm. 
St.  Catharines — 

Gnabb  Bros. 

144-146  St.  Paul  St. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 


Seaforth,  Ont. — 

W.  T.  Box  &  Co. 
Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.   'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 
Henry,  J.  G. 
Moyle,  J.  E. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 
Raper,  Washington,  Fleury 
Burial  Co.,  731  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont. — 

Woodhall,  J.  B. 
Waterloo — 

Klipper  Undertaking  Co. 
WeUand— 

Patterson  &  Dast. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  R.  A 

Walker,  J.,  &  Son. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 


NOVA  SCOTIA 

Ferrona — 

Eraser,  D.  &  Co. 
Halifax — 

Smiow  &  Co.,  90  Argyle  St. 

Sydney  Mines — 

D.  A.  McBae,  Clyde  Ave. 

Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 

MANITOBA 

Brandon — 

Oampbell  &  Campbell. 

Vincent  &  MePherson. 
Souris — 

McCulloch,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Biardal,    A.    S.,    834  Sher- 
brooke  St. 

Thompson,  J.  C,  501  Main. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wain  Wright  &  Jackson. 

BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 


U.  STONE 

Principal 


525  Sherbourne  St. 

Toronto 


Every  Furniture  Manufacturer 

installs  new  equipment  in  his  plant  from  time  to  time — 
the  old  must  go  !  There  is  a  way  to  dispose  of  it— econ- 
omically and  effectively.   Let's  tell  you 

Canadian  Furniture  World,  '"^?ii8NTo^^ 
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INDEX  TO  ADVERTISEMENTS 


A 

Alaska  Feather  &  Down  Co  o.b.c. 

B 

Baetz  Bros  i.f.c. 

C 

Canada  Casket  Co  81 

Canada  Furnitvire  Manufrs  11 

Canadian  Feather  &  Mattreso  Co.. 30 
Canadian  School  of  Embalming. .  .85 

Canadian  Mersereau  Co  28 

Can.  H.  W.  Johns-Manville  Co. . .  .33 

Canicxila  Chemical  Co  79 

Central  Casket  Co  83 

Chair  Craft  Co  17 

Champion  Chemical  Co  i.b.c. 

Chesley  Furniture  Co  26-27 

Clements  Mfg.  Co  32 

Columbia  Graphophone  Co  58 

Colleran  Patent  Spring  Bed  Co. , .  .23 

D 

DavicsPutnam  18 

Dominion  Casket  Co  79 


Dominion  Mfrs.,  Limited  .  7.')-7ti-77-7S 


Du  Pont  Fabrikoid  Co  16 

E 

Eckels  &  Co.,  H.  S  83 

Egyptian  Chemical  Co  86 

Elniira  F'urniture  Co   25 

Elmlra  Interior  Woodwork  Co  25 

Evel  Casket  Co   72 

F 

Farquharson-GifTord  Co   3 

G 

Gendron  Wheel  Co  86 

Gibbard  Furniture  Co  31 

Globe- Wernicke  Co   6 

Guelph  Carpet  Co  12 

H 

Hourd  &  Co  20 

H.  E.  Furniture  Co...  32 

Hards.  Timp?on  &  Co   i.b.c. 


I 


Imperial  Rattan  Co   7 

Independent  Van  &  Storage  Co. .  ,22 

J 

Jeffries  Furniture  Co  19 

K 

Keystone  Redding  Co  13 

Kindel  Hed  Co  29 

Kneehtel  Kitchen  Cabinet  Co  14 

Knechtel  Furniture  Co  15 

Krug,  H  21 

L 

Lippert  Furniture  Co  71 

Lloyd  Mfg.  Co  22 

M 

Malcolm  &  Souter.   10 

Maydwcll  Mfg.  Co  13 

McLagan  Furniture  Co.,  Geo   5 

Meaford   Mfg.  Co    31 

Mundcll,  .1.  i:.  &  Co.  i.f.c. 


N 

N.  A.  Bent  (;hair  Co  71 

N.  A.  P^urnitiire  Co  22 

0 

Ontario  Spring  Bed  &  Mattress..  .  20 
Onward  Mfg.  Co  56 

P 

Pollock  Mfg.  Co  54 

Phillips  Mfe.  Co  24 

S 

Shafer,  D.  L  24 

Stratford  Chair  Co   4 

Stratford  Davenport   8 

Stratford  Mfg.  Co   }» 

Standard  Bedding  Co  16 

T 

Taylor,  R.  P  .56 

Textileather  Co  18 

W 

Waterloo  Furniture  Co  30 

Walter  J.  &  Son.s   33 

Walter  &  Co.,  B  22 

Want  ads    S6 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  three 
times  for  $2.00. 

Cash  must  accompany  the  order. 
No  accounts  booked. 

MINIMUM  50  CENTS 


WANTED — Good  strong  lines  to  work  in  with  chair  hue  foi 
western  Ontario  teirxitory.  Write  for  particulars  to  Box  No. 
I'iS,  Canadian  ruTnitiure  World,  32  Colborne  St.,  Toronto. 


WANTED — Coiinimifsion  salesimian  to  sell  on  commissaon  in  the 
j'rovinees  of  Manitoba,  Saskatchewan,  and  Ontario,  a  weli 
known  line  of  go-carts.  Must  be  well  acquainted  with  the  furni- 
ture and  department  store  buyeirs.  Answer  with  references  to 
Box  lU,  Canadian  Furniture  World  81512 


FOR  SALE — Naitioinal  lowering  device,  just  returned  from 
manufacturers  after  Ijeimg  thoroughly  overhauled.  Good  icasons 
for  selling.  Box  140,  Canadian  Furniture  World  and  The 
T.'nder  taker. 


WANTED — A  medium  lightweiight  douide-deek  casket  wagon, 
ruljber  tires  jiref erred;  must  be  a  gocd-ljookifng  rig  and  in  good 
condition.    B.  E.  Brintneli,  Brighton,  Ont. 


FOR  SALE — Undertaker's  brougham,  in  first  class  condition, 
used  as  first  call  amd  leading  funeiralis,  reasonable,  jjhoto  om 
request.    Hopkins  &  Burgess  Burial  Co.,  529  Ynnge  vSt.,  Toronto. 


FOR  SALE — A  pair  of  black  hearse  mares,  full  sisters,  6 
and  7  years  old,  «ound,  and  in  good  condition.  Stand  16-2  and 
weight  about  1,250  lbs.  each.  True  in  all  harness.  For  further 
particulars  apply  to  J.  A.  Donaldson,  Caledon  East,  Ont. 


FOR  SALE— (iood  double  Brougham,  English  make,  leather- 
lined  to  top,  a  bargain,  $100.  Double  set  of  silver-mounted  har- 
ness, $25.    W.  N.  Knechtel,  1095  Yonge  Street,  Toronto,  Out. 

71513 


WANTED  to  hear  from  owner  of  good  furniture  store  for 
s;ile.  State  cas'h  price,  description.  D.  F.  Bush,  Minneapolis, 
Minn.  SjoM 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirement',  of  any  case. 
Write  us  for  catalogue  No.  2(J  and 
prices,  if  interested. 


Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Fonnnla 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 
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HARDS,  TIMPSON  &  CO. 

Manufacturers  of  Carriages,  Motor  Hearses,  Motor  Wagons,  Sleighs,  Motor  Bodies  of  all  descriptions. 

UNDERTAKERS'  WORK  A  SPECIALTY 


This  Motor  Hearse  equipped  on  McLaughlin  Self-Starting  Truck  Chassis 

Phone  Adelaide  433  TORONTO,  ONT 


Champion  Embalming  Fluid 

IS  the  Very  Best 

Our  knowledge  and  experience  in  the  compounding  of  a  first- 
class  and  reliable  fluid  makes  it  safe  for  you  to  rely  on  "ChampioTi," 
For  over  thirty-five  years  we  have  been  diligently  laboring  to  com- 
pound a  fluid  that  will  give  the  best  possible  results  in  the  greatest 
number  of  cases. 

The  proof  of  our  success  is  the  great  and  constantly  increasing 
demand  for  Champion.    This  demand  has  been  much  greater  each 
successive  year  since  1878. 
Priced  as  follows: 

$18.00  per  case  of  24—16  oz.  Bottles 

There  is  No  Duty  to  pay  on  Champion  Fluid. 
It  is  manufactured  and  shipped  from  our  Canadian  plant. 

Send  Order  Direct  to 


The  Champion  Chemical  Company 

Springfield)  Ohio 


Furniture  Dealers  sell  Health"  Mattresses  with 
confidence  because  over  one  million  are  in  use  to-day  in 
Canada  under  the  test  of  fifteen  years'  guarantee 
Advertising. 

No  marsh  hay  and  miasma ;  no  flock  and  uncleanness — 
just  layers  of  sanitary,  aspen  wood  wool,  covered  with 
layers  of  carded  new  cotton.  Made  in  bright,  clean 
factories  by  healthy,  well  paid  experts. 

No.  1  Health  retails  for  $6.00 
No.  2  Health  retails  for  $5.00 
No.  3  Health  retails  for  $4.00 


The  Alaska  Feather  &  Down  Co.,  Limited 

MONTREAL 
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Who  also  Publish  :  The  Retail  Grocer  anJ  Provisioner,   The  Retail  Druggist,  Canadiar}  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay- IVorl^er,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Canadian  Nurse,  Motoring 


DESIGNS  of 
MERIT 


New 

Mahogany 

Dining 

Pieces 


We  are  well  prepared 
for  Fall  and  Christmas 
Trade  this  season. 

Our  new  designs  in- 
clude a  great  variety 
of  pieces  which  make 
excellent  sellers.  The 
sales  making  qualities 
of  McLagan  Lines  are 
wel  known  to  the  trade. 


HIGH  CLASS  in 
QUALITY 


Why  not  stock  these 
quick  selling  goods  ? 


The 

Geo.  McLagan 
Furniture 
Co.,  Limited 

Stratford 
Ontario 


CANADIAN  FU1?NITUKH  WOULD  AND  THE  UXDHUTAKEJl 
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Your  Customers 

will  appreciate  the  convenience  of  this 
table,  with  its  unusual  feature  of  a  desk- 
drawer  attachment.  A  hinged  lid  over  the 
drawer  forms  the  writing  surface,  with 
places  for  ink-well,  pens  and  pencils,  while  the  space  beneath  may  be  used 
for  stationery,  etc.  Besides  this,  there  is  the  space  at  each  end  for  books 
and  magazines,  and  a  long  shelf  underneath. 

A  practical  library  table  and  desk  combined,  at  a  moderate  price — just 
order  one,  and  see  how  it  "  takes." 


ELORA 


ONTARIO 


"PEERLESS" 

Folding  Divanettes  and  Davenports  received  considerable 
admiration  at  Canadian  National  Exhibition 


Ease  and  Comfort  Day  nnd  Night 


Peerless  Folding  Parlor 
Pieds  and  Divanettes  are 
something  your  customers 
will  be  pleased  with  and 
talk  about  and  induce  their 
friends  to  buy.  They  are 
of  the  best  value  and  will 
give  as  good  service  as  an 
on  the  market.  They  are 
most  certainly  saleable  and 
profit  making  to  retailers. 


Everything  has  been  done  to  make 
"  Peerless  "  leaders,  from  the  stand- 
point of  workmanship  and  merchandise 


ANTISEPTIC  BEDDING  CO. 


187-189  PARLIAMENT  ST. 
TORONTO 
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MADE  m\ 


DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  o( 
every  description.  UphoUtered  Living  Room 
Furniture  and  Chetteriieldt. 

Stratford  Chair  Co.,  Limited 

Dinert,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Elxtension  Tables. 
Dressers  and  Stands,  Cheffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brau  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports. 


When  the  Leaves 
Begin  to  Fall 

By  gracious  these  cold  mornings  made  me  haul 
out  my  Fall  overcoat  and  Winter  underwear. 
It  reminds  me  that  the  coal  bin  must  be  filled 
and  preparation  made  for  winter. 

The  long  evenings  are  upon  us  and  for  the  next 
six  months  we  spend  most  of  our  time  indoors. 

Now  this  means  some  new  pieces  of  furniture 
must  be  bought  to  add  to  our  comfort  during 
the  winter. 

The  Canadian  housewife  is  thinking  right  now 
of  a  suite  for  the  dining  room,  a  desk  or  book- 
case for  the  library,  a  suite  for  the  bed  room, 
some  easy  chairs,  couch  or  davenport  for  the 
living  room  or  a  cabinet  for  the  kitchen.  She 
has  the  money  this  year  to  pay  for  it. 

The  furniture  dealer  must  push  now  for  this 
business  and  make  extra  sales  while  the  public 
are  considering  these  needs. 

If  they  put  off  buying  for  a  month  or  two  the 
chances  are  they  will  not  buy  at  all. 

Remember  the  Stratford  Combination  can  sup- 
ply most  attractive  furniture  for  practically  every 
room  in  the  house. 


Buy  Stratford  Furniture  the 
kind  that  builds  better  business 


"Uncle  Si" 
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No.  2\>/2 


THIS  IS  ONE  OF  THE 

New  Jacobean  Designs 
From  ^The  Elnlira  Line^^ 


For  medium  priced  goods 
m  period  designs  they 
speak  for  themselves. 

Look  for  our  new  lines  of 
Living  Room  Rockers, 
Chairs  and  Tables  in 
Jacobean  as  well  as  other 
designs. 


No.  20 


The  Elmira  Furniture  Co.,  Ltd. 


ELMIRA 


ONTARIO 


MADE 
IN 

CANADA 


This  Office  Desk  is  a  Splendid  Value 


A  handsome  desk  that 
reaches  the  top  notch  of 
excellence  in  its  class. 

it  is  plain  yet  aristocratic 
in  design,  and  will  never 
become  out  of  style.  The 
drawers  are  spacious  and 
well  arranged.  Write  for 
our  prices  and  you'll  be 
sure  to  order  several  at 
once. 

Our  Line  of 
Chairs 

Filing  Cabinets 
Tables,  Etc. 

should  interest  you.  Our 
catalogue  will  be  sent  on 
application. 


The  Elmira  Interior  Woodwork  Company,  Limited 

C.P.R.  Elmira  -  Ontario  g.t.r. 


OietO'her,  1915 
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The  Line  that  maizes 
Profits  for  the  Dealer 


Stratford  Chairs  excel  in  selling  value 
because  their  construction,  upon  which  the 
essential  factors  of  attractiveness  and  comfort 
depend,  is  of  chief  consideration  in  their 
production.  Not  only  are  Stratford  Chairs 
attractive  but  they  contain  style  and  quality 
of   w^hich  is    unquestionably  up-to-date. 


s 


These  Selections  Give 

Some  Idea  of 

the  Scope  oj  Our  Line 


i 


Write    us  about  our  inexpensive 
line  of  dining  room  furniture.  It 
is  a  line  which  is  well  worth  your 
investigation. 


STRATFORD  CHAIR  COMPANY,  LIMITED 


STRATFORD 


ONTARIO 
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New 


randel 


Designs 


This  is  one  of  our  new  hard 
edge  Kln^W  Divanettes,  the 
only  parlor  bed  that  can  hold  a 
heavy  mattress.  The  prices  are 
low  and  the  quality  same  as  all 
Klnd^Beds.  We  carry  all  lines 
of  davenports  from  the  lowest 
to  the  highest. 

KtntUi  Davenports  and  Divan- 
ettes are  made  to  match  furni- 
ture in  any  design,  wood,  finish, 
or  covering,  and  can,  therefore, 
be  secured  to  match  up  with 
the  furnishings  of  any  room  in 
any  house. 

It  will  pay  any  furniture 
dealer  who  does  not  handle  this 
line  to  get  in  touch  with  us. 


Write  us  to-day  for  in- 
formation and  include 
some  Kitld^  designs 
in  your  Fall  and  Christ- 
mas showing. 


The  Kindel  Bed  Co.,  Limited 

Toronto  Ontario 


Keystone 
Bedding 

Contains  Real  Quality 

REST  CURE 
IMPERIAL 
REGAL  and 
FOREST 


LOOK  FOR  THIS  TRADE  MARK  ON 
YOUR  MATTRESSES  AND  PILLOWS 


Health 


WARRANTED 

Four  of  our  well-known  brands  of 
felt  mattresses  that  contain  quality 
which  will  guarantee  your  custom- 
ers the  best  satisfaction. 

Our  combination  Mattresses  include 
Hair  and  Felt,  Keystone,  Trenton, 
Erie  Rest  and  other  lower  grades 
of  mixed  mattresses. 

Our  Feather  pillows  are  thoroughly 
sterilized  and  positively  dustless. 


Our  goods  are  guaranteed.  The 
lower  grades  as  well  as  the  best 
grades.  Returnable  if  not  as 
represented. 


THE 


Keystone  Bedding  Co. 


London 


Ontario 


October,  1915 
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Charm  and  Adaptability  are  Saleable  Features  in 

GLOBE  -WERNICKE  SECTIONAL 

BOOKCASES 


GLOBE -WERNICKE  ART  MISSION  BOOKCASE  WITH  DESK  UNIT 


m  ^  Globe- Wernicke  designs  are  made  in  designs  to  harmonize  with  furnishings  = 

J  of  any  room,  and  in  combinations  to  suit  any  desired  space.  J 

1  Globe- Wernicke  Bookcases  are  made  in  period  and  modern  styles  for  home  J 

1  and  office  use.  We  shall  be  pleased  to  send  our  catalog  and  dealer  proposition.  1 

M  Put  "  Globe-Wernicke  "  Furniture  on  your  floors  and  ensure  the  s 

M  building  of  that  prestige  that  comes  from  the  sale  of  reliable  goods  = 

I  STRATFORD                       ONTARIO  | 
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Popular  Bent  Wood  Chairs 


Made  in  Canada 


^  In  every  point,  construction,  dura- 
bility, and  appearance,  they  are  strictly 
high  grade.  Prices  are  right.  Let 
us  send  you  sample  order. 

^  Illustration  shows  our  No.  1810. 
A  very  strong  and  handsome  chair, 
made  in  oak,  with  fumed  or  golden 
finish,  also  supplied  in  imitation 
mahogany  finish.    Write  for  prices. 

THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 


OWEN  SOUND 


LIMITED 


ONTARIO 


FIBRE  PRODUCTS 


Stronger 

Than 

Wood 


Sharp  in 
Detail 


4^ 


Made  in  Canada 


These  Fibre  Ornaments  are  now  in  use  on  the  best  furniture  in 
leading  Canadian  furniture  factories.  We  render  competent 
services  in  designing,  to  manufacturers,  free  of  charge  and  give 
when  desired  exclusive  designs.  Let  us  show  you  how  we  can  save 
you  money  and  at  the  same  time  add  to  the  appearance  of  your  line. 


Get  our  Catalog 


Send  for  Samples 


j.  WALTER  &  SONS 


Finish 

Like 

Wood 

Everlasting 
in  use 


A 


BERLIN 


ONTARIO 


Crevier  &  Fils,  Montreal,  Distributors  for  Province  of  Quebec 
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NEW  DESIGNS 

FOR  THE 

LIVING  ROOM 


With  the  coming  of  the  Fall  and  Winter 
Season  comes  renewed  mterest  in  furniture 
for  the  Living  Room.  This  chair  must  be 
replaced^ — a  couch  is  needed  here — limited 
space  necessitales  the  purchase  of  a  Daven- 
port Bed. 

On  every  hand    are    sales  possibilities — 
opportunities  to  make  new  customers  and 
more  profits.    The  demand  is  here,  what 
you  need  now  is  the  right  goods. 


NeTP  Living  Room  Stuffed  Chair  ,, 
to  match  Chesterfield  below 


'  No.  705 — New  Chesterfield,  in  all  colors,  tapestry  or  leather,  loose  cushion  seat  and  hack 


FARQUHARSON-GIFFORD  CO.,  LIMITED 

Stratford  -  Ontario 

WHEN  ORDERING  DAVENPORT  BEDS  FROM  STRATFORD.  REMEMBER  TO  ORDER  F-G 
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ONE,"  says  Nature 
"THREE'  '  says  Cunning 

SPLITTING  hides  into  two,  three 
or  more  sections,  coating  and 
machining  the  under  splits  to 
give  these  a  grain  leather  appearance 
is  where  man's  cunning  enters  into 
the  making  of  leather. 

The  extensive  advertising  of 


DU  PONT 


iico.u.t.MT.orr. 


CRAFTSMAN  QUALITY 

material  for  upholstering  furniture  is  making 
difficult  the  sale  of  split  leather  upholstery. 
A  large  number  of  prospective  buyers  of 
furniture  know  the  facts  about  split  leather. 
The  demand  for  Craftsman  Quality  uphol- 
stery is  increasing  because  of  its  known 
superiority  over  split  leather. 

FABRIKOID  is  water  and  grease-proot, 
retains  its  pliancy  and  neither  cracks  nor 
peels.  FABRIKOID,  Craftsman  Quality, 
is  guaranteed  for  one  year  against  cracking 
or  peeling — a  guarantee  backed  by  the 
century.old  Du  Pont  reputation  for  integrity 
of  purpose,  superiority  of  production  and 
financial  responsibility. 

FABRIKOID  is  moat  extensively  and  constantly 
advertised — a  selling  advantage  to  be 
considered  when  making  stock 
selections 

For  samples  of  FABRIKOID  and  facts  about 
leather  mention  this  publication  and  write  to 

DU  PONT  FABRIKOID  CO. 

TORONTO 

ONTARIO 


For  Your  Fall  Trade 

P'OR  the  long  Fall  Evening!,  when  the  air  is  too  chilly 
for  lilting  outtide,  your  customers  will  be  looking  for 
folding  tablet.  The 


fifrELITE 

•     »       KOI  DTNrr.  TART  TT 


FOLDING  TADLE 

is  the  handiest  and  most  attractive  thing  of  its  kind  on  the 
market.  Made  with  felt  or  leatherette  top,  sizes  30"  x  30" 
and  24"  X  30"  with  woodwork  in  Golden,  Early  English, 
Fumed  Oak  or  Mahogany  finish. 

You  can  sell  it  at  a  low  price  and  make  a  good  profit. 

• 

Write  for  Booklet  "  W  "  and  ask  about  our 
special  proposition  to  buyers  in  sross  lots 

HOURD  &  CO.,  LIMITED 


Sole  Licensees  and  Manufacturers 

LONDON  ONTARIO 


99- R 


Is  Yours  a  Growing  Store? 


l^ujiilruri; 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
atx)ut  your  store. 

Every  man  wtio  is  looking  for  new  ideas  in  furniture  merchandise 
and  metliods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

Publishers  of  The  Canadian  Furnitare  World  and  The  Undertaker 
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Nothing  More  Appropriate 


IMPERIAL  FURNITURE 
ADDS  TO  THE  APPEAR- 
ANCE OF  ANY  HOME 


Reed  and  Willow  furniture 
is  becoming  moce  and  more 
popular  for  practically  every 
room  in  the  house.  It  will 
pay  to  anticipate  this  rapidly 
growing  demand  by  stock- 
ing a  few  of  the  attractive 
Imperial  designs. 


Write  for  Particulars 


IMPERIAL  RATTAN  COMPANY,  LIMITED 


Stratford 


Ontario 


Push  Canadian  Made  Furniture 

We  all  agree  that  conditions  warrant  a  large  increase  in 
furniture  buying  this  fall,  as  a  result  of  the  splendid 
crop  now  harvested.  Canadian  Furniture  Factories  can 
supply  goods  the  equal  of  those  produced  anywhere. 

Now  it  is  up  to  \;ou  to  l^eep  Canadian 
Worl^men  busy — maintain  the  suprem- 
acy of  British  trade  and  push  Made 
in  Canada  Furniture. 


|llllillll!ll!!|l|||lllllllllli|l|lilllllllllllllll|illlllllllll>llllllllllllll^^ 
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Textileather 

An  artificial  leather  that  gives  better  service 
than  any  other  furniture  covering 
made.    All  shades. 


1 


Write  for  Sample  of  Textileather 
and  put  it  to  the  test.    Address : 


Textileather  Co., 


212  FIFTH  AVENUE 
NEW  YORK  CITY 


or  Frank  Schmidt,  Berlin,  Ontario 


Textileather  possesses  all 
the  characteristics  of  gen- 
uine solid  leather,  vv^ears  lon- 
ger and  costs  much  less. 


A  Line  of  Merit 


The  "Colleran"  Line  of  Woven 
Wire  Springs,  Couches  and 
Divans  is  one  which  is  worthy 
of  a  prominent  place  on  your 
floor. 

All  "Colleran"  products  are 
backed  up  with  our  un- 
restricted guarantee. 

There  is  good  profit  to  be  had  on 
the  "Colleran"  Line. 

MADE  IN  CANADA 

Get  our  prices  to-da}) 

Colleran  Patent  Spring  Mattress 

Company 

Toronto  Ontario 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining^  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


STORE  MANAGEMENT  COMPLETE" 


272  P»M 


ONL  Y  ONE  DOLLAR     is  ch.pt.r. 


Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 


COMMERCIAL  PRESS,  Ltd.,  32  Colbome  St.,  Toronto 


STRATFORD 

KITCHEN 

CABINETS 


Will  represent  the  result  of 
our  experience  with  increased 
facilities. 

During  the  past  several  months 
we  have  perfected  and  incor- 
porated a  large  number  of  vitally 
important  new  ideas  and  con- 
veniences which  will  make  the 
"Stratford"  one  of  the  most 
talked  of  cabinets  on  the  market 
today. 

An  increase  in  our  Kitchen 
Cabinet  Sales  has  clearly  dem- 
onstrated that  the  people  want 
high  grade  cabinets  at  a  fair 
price. 

Don't  fail  to  investigate  the 
Stratford  proposition  before 
making  plans  for  the  coming 
season. 


STRATFORD  MANUFACTURING  COMPANY,  LTD. 

Makers  of  Ladders,  Lawn  Swings,  Bayer's  Gliding  Settees,  Folding  Chairs  and  Tables,  Chairs  for  Assembly 
Seating,  Lawn,   Camp  and  Verandah   Furniture,  Kitchen    Cabinets,    Woodenware,  Park  Seats,  etc. 


STRATFORD 


ONTARIO 


14 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Oetoiber,  191.' 


\7Idjusfo 


Qy^aftress. 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 

MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  (s  MATTRESS  CO  ., 

LONDON  •  •  •  •  CANADA 


Turning  Prospective 
Purchasers  Into 
Eager  Buyers 


Take  the  prospective  purchasers  of 
mattresses.  They  have  seen  a  lot  of 
mattresses — and  most  mattresses 
look  alike  to  them.  There  is  nothing  to 
distiiig-uish  one  from  another,  except,  per- 
haps, the  ticking.  Same  old  tufts  Jind 
same  o\A  materials — just  like  they  were 
when  mattresses  were  first  invented.  Few- 
can  tell  their  value  or  their  difference. 


THE  ADJUSTO  MATTRESS 

(Patent  Applied  For) 

is  different  in  appearance  and  different  in  traterials.  The  Adjusto  is  made  of  pure  layer 
cotton — clean  and  snowy  white.  Its  patentable  feature  does  the  talking,  in  other 
words,  it  sells  itself.  A  glance  at  the  cut,  or  better  still  the  mattress  itself,  will  con- 
vince the  most  skeptical.    There  is   a    difference — a    difference    that    is  apparent. 

The  Ontario  Spring  Bed  &  Mattress  Company,  Limited 

Maker*  of  Ontario  Brass  and  Iron  Beds,  Springs,  Mattresses  and  Pillows 

London  Ontario 


THE  WABASH  SLIDE 


SLIDE  making  a  SPECIALTY  BUSINESS 


MADE  BY 


B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articles. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


MOTORMG 

The  Pioneer  Paper  in  the 
Automobile  Field  in  Canada 


^  We  have  made  this  journal  the  most  practical  automobile 
paper  in  Canada.  It  is  an  authority  on  the  subjects  of  vital 
interest  to  all  motor  car  owners  and  users. 

The  big  editorial  features  each  month  are  striking  and 
timely  and  the  claim  is  easily  substantiated  that  it  is  more 
virile  now  than  at  any  period  of  its  long  record  of  progress 
and  achievement. 

^  If  you  have  a  pleasure  or  a  delivery  car  you  siiould  be  a 
subscriber  to  this  paper. 


The  Commercial  Press,  Limited 

'^■"^■^  32  Colborne  Street,  Toronto 


Q  A  monthly  magazine  oj 
real   interest    and   value  to 
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About  Our 
Walnut  on  Elm 


FOR  YOU 

Who  appreciate  good  furniture  at  a  medium  price 
The  Meaford  Line  is  particularly  mteresting. 

Desks,  Bookcases,  Library,  Hall  and 
Parlor  Tables,  Smokers'  Sets,  Bedroom 
and  Dining  Room  Furniture,  either  odd 
pieces  or  made  to  match.  Also  Music 
Cabinets,  Hall  Racks,  Seats  and  Mirrors 


IN 

Surface  OaJ^ 
White  Enamel 
Surface  Mahogany 
W alnut  on  Elm 


Feeling  the  pulse  of 
the  trade  is  one  reason 
for  the  popularity  of 
The  Meaford  Line. 


The  stately  Canadian  Elm 
when  properly  cut  for 
grain,  well  seasoned  and 
kiln  dried  makes  one  of  our 
very  best  cabinet  woods. 

The  designs  selected  in  that  rich  Nut  Brown 
Walnut  shade  in  the  satin  finish  are  a  perfect 
harmony  for  durable  furniture. 

Try  a  few  pieces  early  this  Fall  and  you  are  sure 
to  want  more  for  your  Xmas  trade. 


THE 


MEAFORD  MANUFACTURING 
COMPANY,  LIMITED 


MEAFORD 


ONTARIO 


16 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


October,  1915 


No.  3-327 


^  The  absolute  comfort  and  complete  relaxation  a  Rest 
Fest  or  Rex  Recliner  Chair  presents  to  the  mind  of  the 
prospect  appeals  to  the  imagination  and  to  the  purse  strings 
in  a  way  that  makes  the  retailer  glad  he's  here. 

^  Then  when  the  calculations  go  further  and  begin  to  take 
into  account  such  features  as  design,  construction,  etc.,  the 
sale's  made,  and  the  capital  invested  has  suddenly  become 
profits  realized,  with  the  customer  well  satisfied  for  all  time 
and  another  point  made  in  establishing  the  business  on  a 
firm,  unshakable  basis. 

Are  you  familiar  with  all  the  new  Rest  Fest  and 
Rex  patterns  and  prices  ?  If  not  let's  get  together  and  see 
if  we  can't  do  some  business  that  will  be  mutually  profitable. 


THE  CHAIR  CRAFT  COMPANY 

TRAVERSE  CITY.  MICHIGAN 


October.  19.15 
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PREPARE 

for 

CHRISTMAS 
TRADE 
NOW 


No.  325 
Oak  Secretary 
$19.50  (List) 
Fumed  or  Golden  Gloss 


Our  new  line 
of 

Holiday 
Novelties 

is  priced  to 
Sell  Quickly 
besides  being 
Properly 
Constructed 
and 

Finished 


No.  322 
Elm  Secretary 
$14.25  (List) 
Fumed  or  Golden  Gloss 


Centre  and 
Library  Tables 
Jardiniere  and 
Pedestal  Stands 
Umbrella, 
Smoker  and 
Book  Stands 
Den  Chairs 
and  Secretaries 
Rockers 

Kitchen  Cabinets 
Medicine 
Cabinets  and 
Music  Cabinets 


No.  48 
Quartered  Oak  Secretary 
$42.75  (List) 

See  Our  New  Holiday  Line 

Our  travellers  will  show  you  the  strongest  line  of  gift  furniture  that  we  have  ever  made. 
Designs,  construction  and  finish  are  extra  good — the  prices  mean  "quantity"  orders  for  us. 

THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  -  ONTARIO 


IS 
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Also  Parlor 
and  Library 
Tables  and 
Specialties 


Let  the  "Chesley  Twins" 
Build  up  Your  Trade 


NO  GAPING  PEDESTAL  IN  THE 

Twin  Pedestal 

No.  553  I — 1  •  r-j— 1     1  1 

extension  lable 


^  Once  the  dealer  places  two  or  three  designs 
of  the  "Chesley  Twins"  on  his  floors  he 
begins  to  notice  the  trend  of  public  opinion 
in  favor  of  the  twin  pedestal  idea. 

^  **  Twin"  Extension  Tables  are  made  with 
a  pair  of  pedestals,  each  complete  in  itself. 
They  always  present  a  completely  finished 
appearance  whether  opened  or  closed,  show- 
ing no  unfinished  surfaces  when  extended. 
The  three-point  support  of  each  pedestal 
gives  the  table  unequalled  supporting  strength. 

^  In  our  range  of  designs  and  finishes  you'll 
find  just  those  qualities  that  appeal  to  those 
of  average  and  better  means — the  trade  that 
you  find  most  profitable. 

^  Our  catalog  will  enable  you  to  deter- 
mine the  advantages  of  the  "Twin  Pedestal 
Extension  Table."   Why  not  write  for  it. 


The  Chesley  Furniture  Co.,  Lmited 

Chesley       -  Ontario 
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For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  hcrok  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


J-M  Asbestos  Table  Qovers 
and  Mats  should  be  a  part  of 
every  Furniture  Man's  Stock. 


Beautiful  polished  furnilure, is  dear  to  the  heart  ol  eyery  women. 
It  is  almost  a  tragedy  to  a  womaii  when  some  careless  hand  mars 
her  dining  room  table  with  a  hot  dish  or  by  spilHng  water  upon 
it  and  thoughtlesily  leaving  it  to  soak  in  and  spoil  the  flniih. 

J-M  Waterproof  Asbestos  Table  Covers  and  Table  Mats  will 
find  a  ready  sale  in  your  store  because  they  are  exactly  what 
every  woman  has  been  looking  for.  Made  of  wool  felt  center 
enveloped  by  waterproofed  asbestos.  They  not  only  protect 
table  tops  against  over- heated  dishes  but  against  damage  by  water 
and  knocks  from  dishes. 

J-M  Waterproof  Atbestos  Table  Covers  and  Table  Mats  are 
extremely  durable,  and  thoroughly  practical  because  they  are 
made  for  all  sizes  of  Tables  and  are  furnished  with,  additional 
sections  for  extensions. 

Write  for  Descriptive  Literature,  Prices  &  Terms 
THE  CANADIAN 

H.W.JOHNS-MANVILLE  CO 

Limited  '■ 

Toronto 
Montreal 
Winnipeg 

Vancouver 

3356 


A  Spring  that  will  not  Sag,  Stretch  or  give  any  Trouble 


(The  Royal  Patent  Twin  Link) 


GUARANTEED  TEN  YEARS 


The  most  comfortable,  noiseless,  and  lightest  Bed  Spring  of 
this  character  ever  devised. 

' .  Small  mesh  openings,  longitudinal  double  wire  Imks  of  just  the  proper 
size  for  flexibility,  resilience,  comfort  and  strength.  There  are  no 
loose  connecting  links  cross  wise  to  become  displaced  and  noisy. 
The  straight  pull  of  the  twin  links  on  the  helical  springs  mea  s  great 
comfort  for  both  occupants  of  a  double  bed  as  there  can  be  no 

i ,.  sagging  whatever.    Write  for  our  Booklet. 

The  Canadian  Feather  &  Mattress  Co.,  Limited 

TORONTO  -  OTTAWA 


2X4  MESH 


TWIN 
LINK 
FABRIC 

IPATENTED^ 
May  9,  1d11 

L.  F.  CO.  Of  A. 
ST,  LOUIS 


'Trado  MorK 


20 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


October,  1915 


illlliliillllllllllllii 


THE 

ADVANCE 
LINE 


Distinction  of  Design 
and  Perfection  in 
Detail  are  the  Key-- 
notes of  our  Success. 


Our  designs  are  ever  /n  advar^ce  of  our 
competitors,  and  appeal  to  the  critical 
buyers.  IJ  you  would  make  your  store 
the  fashion-studio  of  ^our  locality,  study 
our  new  patterns.  We  have  matched 
T^eriod  Suites  for  the  ^edroom,  T)ining,- 
room  and  Library,  that  cannot  be  equalled 
on  the  Canadian  ^Miarkd.  Let  us  have 
your  enquiries. 


'Che 

ANDREW  MALCOLM  FURNITURE 
COMPANY,  LIMITED 

Head  Office  :  KINCARDINE  USTOWEL 
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Distinction  in  FuT-niture  mamifaetu'rer.s  in  ttoe 

Furniture.  Uniteid  States  are  diisciisisiing  the 

development  'of  style's  typically 
AmeTiiean.  Cania'di^an  mianufiaictairers  are  drsieii'ssinig  the 
develcprnmts  of  stylets  pe'culiar  to  this  country,  'biit 
althoiig-h  Cacada  occupies  the  gre'ater  half  of  tihe  con- 
tinent they  do  not  piropiOBe  to  term  them  typically 
American.  They  prefer  the  phrase,  "typically  Cana- 
dian.  ' ' 

But  after  all  what  is  ther^e  in  a  name  as  lonig  as  the 
gO'O'ds  haA'e  distiniction.  Anid  Oanadian-made  furniture 
is  aicqaiiring  the  niam'e  'because  it  is  de'velioping  the 
dfetinetion. 

He  is  a  wise  retailer  who  studies  his  own  busi- 
ness methods  with  a  view  to  improving  them 
rather  than  the  methods  of  his  competitors 
with  a  view  to  undermining  them. 

Furniture  Imports  Camiada's  imports  of  furniture 
for  Three  Months.  for  three  nwnths  of  the  present 
.fiscal  velar  show  the  remarkable 
decline  of  64  per  cemt.  This  is  larger  by  about  14  per 
cent,  than  the  decrease  for  the  fiscal  year  ending 
March  last. 

This  diecline  mlay  be  a'seribed  to  two  causes.  The 
first  is  the  trade  d'epression.  The  seicond'  is  the  made- 
in^Canada  campaign. 

The  value  of  the  imports  for  the  three  months  ^,va:s 
^•220,128  compared  with  $613,939  for  the  corresponditig 
period  of  1914. 

Althoagih  the  decline  in  the  imports  from  the  United 
States  is  vvithin  a  fraietion  of  being  as  large  as  the  per- 
eentaige  to  the  total,  yet  the  proportion  from  that 
c'ountiy  to  the  total  from  ali  countries  is  slightly  larger 
than  for  the  same  three  months  in  1914,  being 
87  per  cent,  compared  with  86.  The  actual  figures 
■rare  $192,149  and  $531,853  respectively. 

The  reasicn  the  proportion  obtained  fi'om  the  United 
StatCiS  stand's  so  high  may  be  aiscri'bed  to  the  aibsiemce 
of  imports  from  Austria,  although  imports  from  Great 
Bri'ta,.in  declined  from  $38,488  for  thp  three  months  of 
1914  to  $6,481  for  the  same  period  this  ye'ar,  or  about 
S4  per  cent. 


Canada  America's  It  may  perhaps  be  not  generally 
Best  Customer  known  that  Canada  is  the  largest 

buyer  in  the  world  of  Americiau 
furni'.ure.  Of  all  the  countries  to  which  the  United 
States  exports  furniture  there'  are  none,  except  Canad'a, 
to  Avhich  the  arrmial  value  runs  into  seven  figures. 

A'ccording  to  the  figures  furnished  by  the  Depart 
nient  of  Commerce  at  W'ashinigton,  the  United  States 
exported  to  (\anada,  during  the  fiscal  year  1914,  $1, 
479,319  AA'iorih  of  furniture,  while  the  next  "best  cus- 
tomer, Argentina,  purchased  $770,215  worth,  a  differ- 
ence of  about  48  per  cent,  in  favor  of  the  Oan'adi'an 
market. 

Out  X)f  a  total  of  $6,529,249  worth  of  furniture  ex- 
j)orted  fro'm  the  United  States  in  1914,  the  percentage 
shipped  to  Canada  was  22.65,  and  to  the  whole  of  the 
llriti'.sh  Em'pire  46.30. 

As  the  total  exported  to  countries  within  the  British 
Empire  was  valued  at  $2,923,478,  it  will  he  seen  'ait  a 
glance  that  a  little  over  one-half  went  to  Canada. 

To  advertise  is  to  stimulate  the  turnover. 

Canadian  Furniture   A  field  v.hich    seems   to  offer 
in  New  Zealand.         o'pportunity  for  aidditional  enter- 
prise   for    Canadian  furniture 
inian'ufactnrers  is  New  Zealand. 

That  country,  with  a  p'Opulation  of  a  little  over  one 
million,  imports  over  half  a  million  dollars  worth  of 
furniture  annually,  'but  Canada's  contribution  is  small 
indeed. 

According  to  the  New  Zealand  official  returns  the 
imports  of  furn'it^lre  from  Canada  during  the  fiscal  year 
ending  IVTarch  31,  1915,  were  valued  at  £5,451,  o'r  about 
$27,000.  Latest  Canadian  retui-ns  giving  figures  for  the 
export  tiade,  being  of  a  preliminary  character,  do  nM 
intelride  those  re'latimg  to  New'  Zealand ;  htit  the  returns 
for  1914  show  an  export  value  in  that  year  of  $25,182. 
As  the  eyport  figures  do  not  include  freight  and  other 
incidental  charges,  which  New  Zealand  does  when  valu- 
ing imports  for  citstomis  duties,  it  is  prohahle  that  the 
value  of  the  exports  for  1915  was  much  ahout  the  same 
a'S  for  the  previous  fiscal  year. 

Although  Caniadian  ftirniture  hais  a  preference  of 
12V2  P'Pr  cent,  in  the  New  Zealand  mi^irket,  yet  un- 


9.2 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


October,  1915 


lOrtiuvateJy  our  exporitis  thereto  do  not  increase.  In 
fact  they  were  larger  bv  a  Mttle  more  than  one  h'alf  in 
:i9n.  1912  and  3913  than  tbey  were  in  1914  and  1915. 

UxiitP'd  States  exports  to  Ncav  Zealand  in  1914.  M'Tiile 
smaller  tlian  in  1913.  were,  however,  larj^er  than  in 
1910,  1911,  or  1912.  The  values  coverintg  each  of  thes(j 
vears  are  as  follows:  1910,  $22,251  ;  1911,  .$28,783;  1912, 
$'?9,003;  1913,  $52,571:  1914,  $41,563. 

The  I'a.rgesit  lamount  of  furiiitiire  'Canada  eveir  ex- 
ported to  New  Zealand  wais:  $55.41-8,  which  wa-s  in  1911. 
VVe  have  only',  therefore,  to  reaieh  the  figures  of  four 
i-e'ars  a\g'r>  .to  a.tlfcain  a  position  in  th'e  New  Zealand 
iinarlve't  superior  to  thiat  of  the  United  States. 

ii 

}Vhile  Christmas  is  three  months  wway,  yet  it 
is  ?tot  too  distafit for  the  dealer  to  begin  making 
his  plans  for  the  holiday  gift  trade. 

A  Crop  That  \i  the  preliminary  official  eisti- 

Bring^^'Us  Round  mate  of  the  grain  crops  of  Canad.i 
the  Corner.  turns  out,  when  threshing  is  fin- 

ished, to  be  correct,  the  output 
af"  wlieftt,  Oats,  barkv,  rye  &  flax  Avill  aggregate  nearly 
824,000,000  boshels.'  Of  this  308,839^800  bushels  is 
wheat  and  4-18,000^000  bushels  oats. 

Never  before  in  the  histoiy  of  the  country  has  the 
yield  been  so  bountiful.  Wheat  shows  an  increase  of 
117,559,800  bushels,  or  91  per  cent,  in  excess  of  1914, 
33  per  cent,  in  excess  of  the  previous  highest  record, 
and  58  per  cent,  in  excess  of  the  five  previous  years. 
Ir.  oats  the  increase  is  aboat  43  per  cent. 

Tn  1910  the  total  yield  of  the  five  grains^-wheat, 
oats,  barley,  rye  and  flax — was  less  by  about  38,000,000 
bushels  than  the  yield  of  oats  alone  this  year,  while 
the  increase  this  year  of  these  five  grains  is  a  little  over 
.100  percent.,  compared  Avith  .five  years  ago. 

That  the  value  of  the  crop  will  be  somewhait  curtailed 
because  of  damage  by  frost  there  can  be  no  doubt.  A 
crop  free  from  frost  Canada  never  has  had  and  possibly 
never  may  haA  e.  But  that  the  crop  of  1915  is  by  far 
the  n'.ost  valuable  the  country  has  ever  reaped  there  is 
not  the  shadow  of  a  doubt.  It  is  equally  certain  that 
it  Aviii  put  ba-kbone  into  the  trade  and  commerce  of 
the  country. 

Canada  has  not  l  een  able  to  see  very  far  ahead  lately 
That  was  because  she  was  nearing  a  corner  in  her  cotu- 
mercial  ea?eer.  The  bountiful  crop  .has  brought  her 
aroiind  the  corner,  and  she  is  able  to  get  a  broader  vicAv 
of  tlie  situation.  And  that  view  is  of  such  a  character 
that  it  gives  her  rencvved  hope  for  a  brighter  and  bet.Ter 
future. 

The  greater  the  service  the  dealer  or  the  clerk 
renders  for  the  tnoney  received  the  greater  will 
be  the  ultimate  remuneration 

Money  for  Business,  That  the  banks  will  have  no  diffi- 
culty in  financing  the  movement 
of  the  crops  and  furnishing  accommodation  to  the 
business  enterprises  of  the  country  is  evident  from  the 
figures  revealed  by  the  Government  returns. 

Never  in  the  history  of  the  country  were  the  banks 
ever  better  supplied  with  funds,  the  savings  deposits 
during  the  last  two  or  three  months  having  exceeded 
all  prcA  ions  records.  At  the  end  of  June  they  weie 
$1,032,818,783,  an  increase  of  $20,571,697  for  the  year. 
The  notes  in  circulation  were  $99,125,000,  and  increase 
of  $2,836,000  and  $1,364,000  respectively. 

As  it  is  by  the  loaning  of  money  that  the  banks  are 


able  to  keep  their  doors  open  and  earn  dividends  for 
their  shareholders,  it  naturally  folloAvs  that  with  good 
';rops  assured  they  will  judiciously  loosen  their  purse 
strings  at  the  earliest  possible  moment.  At  present 
they  have  about  $78,000,000  less  out  in  commercial 
loans  than  they  had  a  year  ago. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

If  you  would  maintain  sales,  maintain  your  selling 

effort. 

*  *  « 

The  clerk  who  is  fired  with  ambition  is  not  likely 
to  be  fired. 

«    *  • 

A  pessimist  is  a  person  who  is  seasick  during  thn 
entire  voyage  of  life. 

*  *  * 

It's  all  right  to  save  time,  but  some  people  lose  a  lot 
figuring  how  they  can  save  a  little. 

*  *    *  ' 

Show  yourself  a  man  by  not  getting  hot  under  the 
collar  .even  when  you  have  considerable  provocation, 

*  «  * 

The  merchant  who  stops  pushing  because  times  are 
dull  Avill  be  the  one  who  Avill  not  wake  up  Avhen  times 
begin  to  get  better. 

*  •  • 

The  bouquets  people  may  hand  us  about  our  business 
methods  miiy  tickle  our  ears,  but  it  takes  good,  sound 
criticism  to  stir  our  determination. 

*  •  • 

Two  sets  of  rules  in  the  store— one  for  the  favored 
clerks  and  the  other  for  the  rest — is  liable  to  reduce 
the  general  efficiency  of  the  sales  force. 

*  #  # 

A  circus  lithograph  in  your  windoAV  is  an  advertise- 
ment of  the  fact  that  you  do  not  know  what  your  win- 
dows might  be  made  worth  to  A'our  business. 

*  *  * 

Competition  is  often  a  blessing  in  disguise,  making 
a  man  do  his  very  best  to  develop  his  business.  Why 
not  speed  up  Avithout  such  a  competition.  It  Avill  mean 
more  profit  for  you. 

*  *  * 

If  a  competitor  is  getting  your  business,  there's  a 
reason.  If  it's  price-cutting,  leave  him  to  the  business 
undertaker;  if  not,  there  is  something  he  can  teach  you. 
Find  out  what  it  is. 

*  *  • 

There  are  two  things  which  a  wise  business  man  al- 
ways keeps  in  touch  with — the  figures  on  his  monthly 
balance  sheet  and  his  customers.  It  pays  to  be  well 
acquainted  with  each. 

*  #  # 

Don't  be  frightened  into  reducing  prices  just  be- 
cause a  customer  says  your  competitor  is  underselling 
you.  We  like  to  have  faith  in  our  customers,  but  some- 
times they  exaggerate  a  little. 

*  *  * 

The  dealer  who  is  contemplating  the  erection  of  a 
new  building  should  put  it  up  now.  Building  material 
and  labor  are  both  obtainable  at  lower  rates  than  have 
been  obtainable  for  many  years.  He  Avill  also  be  help- 
ing to*  solve  the  unemployed  problem. 
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Business  Getting  Stunts  for  Retail  Furniture  Dealers 


HAVE  SHOPPING  WEEK  THIS  FALL 

From  England  comes  a  new  shopping  'Stunt  that 
could  be  adopted  with,  profit  to  retailers  in  the  smaller 
centres  of  the  Dominion.  We  have  had  the  "Dollar 
Day"  istunt,  but  the  town  of  Swindon  recently  held  a 
"Shopping  Week,"  th,at  is  reported  to  have  been  a 
complete  success.  All  the  merchants  entered  into  the 
spirit  of  the  scheme,  not  the  least  prommerjt  being  the 
furniture  dealers.  Prizes  were  given  for  window  dis- 
plays; special  advertising  was  done;  and  a  noteworthy 
feature  was  the  issue  of  voting  papers  to  the  public, 
prizes  being  awarded  for  the  best-  foro'cas't  of  the 
judge's  deeisions. 

One  of  the  furniture  dealers  emtei'ed  four  windows 
in  the  competition.  The  premier  window  had  for  its 
specialty  the  complete  furnish  of  a  bedroom,  in  Rose 
du  Barri,  heliotrope  and  medium  blue  and  white,  in  the 
Sheraton  style.  The  second  window  had  black  walls 
■and  iceiling,  "wath  a  white  entrance  door  and  steps,  on 
Avhieh  were  displayed  a  rose  colored  velvet  portiere  cur- 
tain, and  the  same  shade  of  Wilton  stair  carpet,  with 
brass  fittings.  The  third  window  represented  a  hail 
in  the  Elizabethan  style.  The  walls  were  panelled  with 
tapestry,  and  the  low  ceiling  supported  bv  a  large  beam, 
ornamented  with  old  armor.  The  fourth  v^dndow 
showed  a  small  modem  dining-room,  illustrating  the 
revival  of  oak,  on  Jacobean  lines.  The  -w^iite  walls  Avere 
panelled  with  browi.  A  fumed  oak  mJantlepiece  was 
shown,  with  brown  tiles  in  the  grate,  and  an  "Esto" 
fire.  There  was  a  sm'all  oak  sideboard  with  circular 
mirror,  and  c'athedral  glass  panels  in  the'  cupboards. 
A.  set  of  chairs,  upholstered  in  bro"wn,  Avith  s'teel  oxi- 
dized nailed  edges,  and  a  grandfather  easy-ebiair  to 
match;  a  telescope  dining-table,  -with  square  legs;  a 
revolving  bo'okstand  and  a  sauall  writing-cabinet,  on  a 
seamless  Axminster  carpet,  of  Persiian  design,  com- 
pleted the  room. 

Other  furniture  dealers  made  splendid  displays,  as 
did  the  various  other  trades.  But  the  chief  feature  was 
the  resultant  business  that  came  to  the  stores  and  the 
many  profitable  sales  made  during  the  "Swindon  Shop- 
ping Week." 

HOW  LONG  WILL  THE  ICE  LAST? 

A  dealer  recently  aroused  a  g^^-od  de^al  of  interest  by 
a  somewhat  unusual  form  of  guessing  contest.  He  ad- 
vertised that  at  a  certain  time  he  would  place  in  a 
refrigerator  in  his  window  a  sixty-five-pound  cake  of 
ice  and  give  $5  in  gold  to  the  person  guessing  clrise=;it  to 
the  number  of  hours  the  ice  would  last.  The  guesses 
ranged  all  the  way  from  ten  to  fourteen  hundred  hours. 


DIGGING  UP  BUSINESS  THROUGH  CIRCULARS. 

There  is  a  picture  framing  store  in  Toronto  Avhich  is 
stirring  up  quite  a  little  business  for  itself  by  sending 
out  circular  letters  to  housekeepers  in  the  vicinity  of 
its  store.   This  is  one  of  its  latest : 

"The  unfilled  farm  yields  no  grain;  the  idle  factory 
produces  no  dividends ;  so  it  is  with  the  broken  chair, 
it  brings  no  comfort  to  the  weary  body  besides  being 
an  eyesore  to  the  room.  The  same  may  be  said  of  other 
pieces  of  furniture  jvhether  in  the  kitchen  or  drawing 
room.   And  again,  think  of  how  much  pleasure  you  are 


losing  by  keeping  that  unframed  picture  laid  away 
in  some  box  or  drawer ;  if  it  was  only  suitably  framed 
and  put  on  the  wall,  where  it  would  not  only  be  an 
ornament  to  the  room,  but  also  pleasing  to  the  ey€.  And 
those  photos  of  friends,  may  be  dear  ones  who  will 
never  return,  how  much  better  it  would.be  to  have  thepa 
put  in  some  inexpensive  frame  where  they  would  be  ^a 
pleasure  to  show  to  your  friends.  , , 

"It  may  be,  too,  that  you  have  some  frames  that 
need  regilding  or  probably  a  new  glass;  again, , your 
frames  might  be  too  large  for  your  walls, and  they  need 
cutting  down  to  a  suitable  size,  this  can  be  done  at  very 
small  cost.  Did  it  ever  occur  to  you  that  you  can  get 
all  this  work  done  at  Jordan's  Art  Store,  365.  Ronces- 
valles  Avenue,  at  a  most  reasonable  price?  It  is  .always 
a  pleasure  for  us  to  give  you  an  estimate  on  any  work 
you  need  done." 


SAVE  THE  RECEIPTS. 

A  merchant  gave  out  a  cash  register  receipt  to  every 
cash  customer.  At  the  end  of  the  month  'he  placed  'a 
sign  in  his  window  telling  the  date  of  the  "Free  Day." 
Anyone  having  receipts  for  that  day  got  them  cashed 
on  presentation. 


GOOD  ADVICE  FOR  RETAIL  DEALERS  , 

In  the  course  of  an  address  delivered  at  the  annual 
convention  of  the  Pennsylvania  and  Atlantic  Seaboard 
Hardware  Association,  the  president  of  that  organiza- 
tion laid  down  the  following  rules  for  every  hardware- 
man  to  adopt :  '  ■ 

He  should  know  how  to  figure  the  cost  of  business. 

He  should  realize  that  his  most  valuable  advertising 
medium  is  his  window.  It  should  be  changed  once  a 
week. 

He  should  know  that  a  great  trade  winner  is  polite- 
ness, and  that  it  costs  nothing. 

Another  winner  that  costs  little  is  cleanliness. 

He  should  know  that  the  customer  is  always  right, 
that  he  is  boss;  because  he  pays  not  only  the  clerks' 
but  the  proprietor's  salary  also. 

That  advertised  goods  are  sold  for  him.  Don't  be 
a  price  cutter. 

He  should  know  that  if  he  subscribed  for  every 
magazine  and  book  published  he  would  not  learn  as 
much  about  his  business  as  by  reading  one  issue  of  his 
trade  paper. 

SMALL  DEALER'S  ADVANTAGE 

The  small  store  often  has  an  advantage  over  the  large 
one  because  of  the  personal  attention  the  dealer  ca'n 
give  to  his  selling.  In  most  of  the  small  town  stores 
1he  dealer  is  usually  out  in  front,  a.rid  if  he  does  not 
make  every  siab>  himself,  he  watches  carefully  the  work 
of  his  salesmein.  In  many  eases  he  does  ihe  greatest 
volume  of  selling  personally,  ai:d  with  his  knowledge 
of  the  cost  and  the  margin  of  profit,  together  with  the 
confidence  that  comes  from  i'';^ing  ihe  boss,  he  is  able 
to  talk  better  than  an  employed  s.-ilesman.  He  also  has 
the  advantage  of  knowing  what  the  same  article  costs 
liis  competitors,  and  th-it  helps  him.  The  fact  that 
is  the  proprietor  gives  the  customer  a  certfiin  confi- 
dence, aaid  that  helps  the  sale  wonderfully..  ■> 
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Business  Methods  as  Discussed  by  Exchanges 


HOW  DRIVERS  HELP  TO  HOLD  TRADE 

If  the  drivers  are  pleasant  and  courteous  and  oblig- 
ing, the  housewives  will  think  of  the  impression  the 
drivers  have  made  upon  them  when  a  competitor  offers 
to  supply  t'hem.  They  will  say  to  themselves:  "It  has 
always  been  easy  to  get  siatisfaetion  from  the  Consumers 
C'ompany. "  They  will  think  just  tbat,  even  though  the 
driver  is  the  only  member  of  our  organization  they  have 
met  face  to  face.  And  tlhey  may  also  think  to  them- 
selves: ''T  guess  I'll  continue  to  deal  with  the 
Consumers  Company  and  not  risk  ti'ying  out  this  other 
company. — F.  W.  Upham,  in  System. 


NOVEL  SCHEME  THAT  PROVED  EFFECTIVE 

A  contest  of  a  unique  cbaraeter  served  to  keep  keen 
interest  centred  in  the  store  of  a  certain  "Western  dealer. 
Every-  morning  at  10  o'clock  and  -^veiy  afternoon  at 
2  a  number  of  cards  were  dropped  from  the  second- 
storey  window,  each  bearing  a  letter  of  tbe  alpbabet.  A 
ten-dollar  gold  piece  w'as  offered  as  a  prize  to  the  indi- 
vidual who  first  presented  at  the  store  the  letters  spell- 
ing the  words.  "Green  &  Son — The  Quality  Store." 
These  cards  were,  of  course,  so  gotten  up  that  they 
could  not  be  easily  duplicated. 

It  was  tw'o  weeks  before  the  prize  was  finally  won, 
and  the  dealer  thinks  he  got  many  times  his  money's 
worth  of  publicity. — F.  L.  Edman,  in  National  Hard- 
ware Bulletin. 


A  GOOD  SUGGESTION 

We  had  oieeasion  to  call  on  a  printer  a  few  difivs  aigo 
for  some  office  stationer.y  and  before  we  left  tbe  place 
he  was  making  an  effort  to  sell  us  furniture  and  cab- 
inets to  go  with  or  make  up  a  complete  outfit. 

We  have  recently  seen  that  through  trade  papers  of 
various  classes,  those  goinig  to  pbysiciams,  another  per- 
taining to  hosipitals  and  others  treatinig  on  general  office 
'.\'-ork,  all  carry  advertise in'ents  of  furniture  and  furnisb- 
ings  especially  ■ad.'ipted  for  each  particular  claisK,  to  be 
sold  either  direct  from  the  manufacturer  or  a  suy)ply 
house  m  one  of  these  gener.il  lines  in  the  larger  cities. 

Stationers  and  printers  find  that  it  pays  tbem  to  send 
a  solicitor  out  to  look  for  business.  While  he  is  picking 
up  an  order  for  a  little  printing  or  cards  for  filing  index, 
it  is  lust  a's  easy  for  him  to  suggeisit  a  new  calbinpt  of 
som'e  soit  or  even  a  desk  or  chair.  If  this  business  is 
worth  while  seeking  by  the  stationers  or  printers,  it  is 
wor^tb  jiist  as  mnich  to  tbe  furniture  mercbant,  and  tbe 
aame  effort,  possibly  on  a  small  scale  or  with  a  lesser 
time  expended,  sbould  prove  reliatively  sjs  profitable  to 
the  furniture  mercbant  in  a  smaller  eomnninity. 

Why  not  try  it  out  on  the  doctor  in  yoxir  town  with 
whom  yon  should  be  on  good  terms  and  indiiee  him  to 
spruce  np  .i  little  bit  by  getting  in  a  nice  new  desk  or 
bookcipsif-.  Just  because  the  driigigist  supplies  him  with 
mledicine  is  no  reason  that  he  should  be  in  a  better  posi- 
tion to  fnmieh  a  desk  with  a  modem  card  systewi 
drawer  therein.  After  you  have  landed  the  doctor  it 
will  be  easier  for  you  to  go  further  and  land  someone 


else  on  a  proposition  sxiitable  for  his  needs.  Thfire  is  a 
nice  little  profit  in  all  this  for  the  merchant  and  it  pays 
much  better  than  sitting  around  the  store  for  these 
custon.eT-s  to  go  and  buy  elsewhere. — The  Furniture 
2 )  t 'al  e  r ,  jMi  n n e  ap olis . 


GETTING  MOST  OUT  OF  THE  CATALOGUES 

•A  catalogiie  that  bangs  behind  a  door,  tied  to  a 
strin'g,  is  seldom  the  most  productive  catalogue.  In 
several  stores  I  have  visited  I  have  found  as  many  as 
five  catalogues  from  the  same  manufacturer  filed  be- 
hind the  door.  It  happened  that  someone  asked  for  an 
article  not  carried  in  stock.  The  busy  dealer, 
not  knowinig  that  he  already  had  the  manufacturer's 
catalogue,  had  written  for  another.  Hence  the  dup- 
lication. 

There  is  only  one  way  to  file  a  catalogue,  and  that 
is  the  wasteless  way.  I  do  not  want  to  suggest  that 
you  make  up  an  elaborate  crosis  index  file  showing  on 
one  card  the  article,  its  price  and  by  whom  made,  and 
on  another  the  name  of  the  manufacturer  and  what  he 
makes.  That,  of  course,  is  an  excellent  plan.  But  your 
business  may  not  be  large  enough  to  warrant  it. 

Try  this:  Get  a  number  of  small  gummed  labels  and 
put  a  number  on  each  one.  These  labe^ls  are  pasted  on 
the  backs  of  your  catalogue  and  filed  in  numteral 
order  in  a  sectional  bookcase,  numbers  to  the  front.  A 
card  file  in  your  desk  gives  the  items  and  the  number 
of  the  eataloigue  or  catalogues  in  which  these  items 
can  be  located.  If  you  know  this  pretty  well,  then 
simply  have  the  manufacturers'  names  on  your  cards. 
You  don't  even  need  cards — a  notebook  will  do. 

Now  the  dealer  I  have  ,iu.st  mentioned  goes 
OA'^er  each  new  catalogue  as  he  goes  over  his  trade 
journals.  He  wants  the  new  things.  Few  manufac- 
turers give  publicity  to  their  entire  lineS' — at  least,  not 
often  enough  to  be  of  much  help  to  you.  But  they  omit 
nothing  from  their  catalogues.  Freqiiently  you  will 
find  soTne  splendid  little  novelty  tucked  away  between 
the  catalogue  pages  that  will  just  fit  into  your  needs. 
Study  your  catalogues.  Try  to  get  some  good  idea, 
some  worthy  thought,  from  each  one  before  you  file  it. 
TTsually,  if  you  go  about  it  with  an  honest  desire  to 
discover  something,  you  will  discover  it.  You  cannot 
tell  how  an  article  is  going  to  sell  and  how  to  sell  it  by 
looking  at  pictures  of  it.  That's  where  imagination 
comes  in. 

While  you  are  looking  at  the  pictures  visualize  your 
market — get  it  in  front  of  you.  If  there  is  still  a  doubt 
that  won't  stay  settled,  talk  it  over  with  your  clerks. 
They  may  know  more  about  it  than  you  do.  The  m'aster 
politician  learns  a  great  deal  from  his  henchmen.  But 
he  is  a  better  organizer  than  they  are.  So  never  hesi- 
tate to  get  your  men  thinking  with  you.  Dig  into  your 
catalogues. — R.  T.  Gebler,  in  Hardware  Age. 


Asked — ^Did  Bob  make  any  money  on  that  chicken 
farm  be  boug'ht? 

Tellit — Did  he!  Why,  he  cut  it. up  into  building  lots 
and  sold  the  chicken  coops  for  bung-alows! 
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Timely  fall  window  of  electric  lamps  and  other  electrical  goods  made  by  a  Winnipeg  dealer.  The  background  of 
the  display  Is  made  of  beaver  or  Wiillboard  with  Ave  arches  cut  out.  It  stands  a  foot  forward  from  the  back  of  the 
window  proper  lo  allow  for  the  shelf  above.  It  was  painted  pink  with  red  cloth  hangings  and  red  velvet  drapes.  A 
stand  for  the  lamps  was  set  in  each  arch,  the  stands  having  glass  shelves.  Purple  flowers  were  used  for  decorations. 


Putting  the  Punch  Into  Furniture  Store  Displays 

Interview  with  an  enterprising  salesman  who  has  gone  a 
long  way  towards  learning  how  to  put  punch  into  displays 

WRITTEN  BY  A  STAFF  EDITOR 


AdOOD  many  furniture  diBiplays  I'ack  tlie  neces- 
sary "ptmch"  to  put  them  into  the  attention- 
attracting  and  sales-pro dneing  class.  How  many 
di'splayfii  Ave  encounter  that  are  .iust  paisisatole — ^pierhaps 
not  bad  enough  to  bring  forth  any  unfavoTiahle  coni- 
rrient,  yet  lackinig  the  "something"  that  will  impress. 
They  are  passed  'by  uneioncernedly  like  the  ordinary 
thinigs'  of  life  generally  are.  They  d'o  not.  enthuse  or 
inspirv^  to  action.  They  do  not  prodnee  resnlts— at 
leasit  not  the  inaximium  results.  The  truth,  in  slvort,  is 
that  they  lack  the  "punch."' 

Take  Deep  Interest  in  Display 

While  in  a  Cianadian  city  not  long  aigo,  the  writer 
d'asmH',  across  a  salesmian  who  has  gone  a  long  way  to- 
wards learning  hoAV  to  put  the  "pimch"  into  displays. 
Baick  of  his  siiccesis  in  this  direction  is,  no  d'O'ubi.  his 
d'eep  inierest  in  the  work  of  arranging  displays,  from 
wthdich  ho  may  see  direict  reisnlts  coming'.  To  Mr.  Stover 
— 'We  will  call  him  by  that  name,  'because  he  rathe i' 
opiened  his  confidence  to  the  Avriter  as  to  his  work  and 
nmhitiopg,  and  does  not  Avish  his  name  mentioned  in  onr 
i-ptport  of  tlie  interAdew — ^there  is  a  deep  siatisf action, 
as  undonhtedly  there  is  to  every  person,  in  tnrning  ont 
displays  that  attract  attention  and  create  sales.  There- 
fore he  hais'  made  quite  a  study  of  the  producing  of  dis- 
plays that  -will  not  only  appeal  to  the  eye.  'but  AA'hich 
will  sell  goods. 

Gives  Study  and  Effort  to  Work 

No  doubt  a  good  deal  of  Mr.  Stover's  snceess  in  this 
direction  is  due  to  the  study  and  effort  that  he  puts 
into  the  AA'^ork,  and  the  time  he  puts  into  planning  and 
Avor'king  ont  displays  that  will  be  albove  the  ordinar;^'. 
His  employer  gives  him  a  good  deal  of  a  "free  hand,'' 
and  he  is  thus  ahle  to  hrinig  his  full  initiative  into  play. 
Just  here,  T  w^onld  like  to  urge  that  dealers  give  cleriks 
who  look  after  display  AA'or'k  more  of  a  free  hand  than 
many  are  inclined  to.  A  man  dloe's  'better  work  when 
he  is  not  restricted  too  nixich.   He  then  feels  that  he  is 


responsible  for  this  work,  and  is  likely  to  put  more 
thought  and  effort  into  it. 

Mr.  Sl.OA'-er 's  heart  is  in  his  Avork,  and  that  is  an  essen- 
tial in  order  to  produce  the  best  resiilts.  The  en- 
taiusiasm  AA'ith  AA'hich  he  explained  to  the  writer  hoAv 
he  has  worke'd  ont  various  displays  showed  his  deep 
interest.  DoAvn  im  the  'baseirnent  he  has  a  little  work- 
shop AA'here  he  builds  many  fixtures'  of  his  own,  and 
creates  m'any  fanicy  arriamgeTuents  that  add  much  to  the 
appearance  of  displays.  Here  he  stores  aAA'ay  any  trim- 
minigs  that  come  to  hand  that  will  come  in  useful  in 
arraniging  displays.  The  reader  does  not  wiant  to  run 
away  AAdth  the  impreission  that  he  spends  a  good  deal  of 
cim'e  in  this  Avorkshop  of  his,  AA'hen  he  should  he  looking 
after  saleis,  for  he  does  not.  Whenever  he  AA^antr,  to  ar- 
range anything  ispecial  he  can  do  it  there  Avith  the 
greatest  rapidity,  because  he  has  things  conveniently 
arranged. 

As  an  incentive  to  the  best  display  AA^ork.  it  is  neeeis- 
sary  that  a  person  be  fully  convinced  that  it  is  valu- 
able in  making  sales.  That  is  probably  the  reascn  that 
some  dealers'  interest  in  display  is  only  lukewarm- - 
tliey  hiavo  ncA'er  followed  its  value  clo'se  enough  to  be 
enthused  into  putting  effort  into  it  that  would  proddee 
real  big'  results.  Mr.  Stover  isi,  hioAvever,  convinced  of 
the  value  of  display  in  getting  busineiss',  and  particu- 
larly of  the  value  of  AvindoAA^  display.  This  is  because 
he  sees'  such  a  la.rge  amount  of  btisiness  eotning'  in  as  a 
result  of  the  AvindoAvs. 

Tr  stance  of  What  Interior  Display  Will  Do 

The  proper  kind  of  interior  display  is  also  of  a  great 
leal  of  value  in  creating  sales,  in  his  eisititaation.  Of 
this,  too,  he  has  had  much  proof.  He  instanced  a  case 
of  having  on  hand  some  lines  that  were  not 
knoAvn.  and  which  had  -not  sold.  They  had 
been  bidden  aAA'ay  in  an  u.npro'minent  cornei-.  He 
took  them  out  and  made  a  display  so  that  customers 
could  see  what  they  were  like.  A  price  card^ — the  reig- 
ular  price— Avas  put  on  the  display.   Not  only  was  this 
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stock  that  had  been  sticking  worked  off,  hut  a  good 
trade  was  built  uip  in  th^'  line.  Thus  is  shov/n  what  oan 
be  done  by  proper  disiplay. 

Many  New  Display  Ideas  Can  be  Worked  Out 

"Tt  is  Avonderful. '" "  stated  Mr.  Stover,  "bow  many 
display  ideas  can  he  wiorked  out  if  a  person  only  gives 
some  thought  and  study  to  the  work."  He  makes  a 
policy  of  changing  things  around  and  of  constantly  in- 
jecting some  new  feature  into  displays.  Fancy  display 
fixtures  are  extensively  used,  which  will  be  used  in  the 
window  and  afterwards  in  the  store  interior.  Then  it 
will  be  put  aw'ay,  and  later  on  brought  out  and  used 
again,  with  different  goods  or  with  some  slight  change. 

Some  Hints  on  Making  Fancy  Fixtures. 

"These  fancy  display  fixtures  are  easily  constructed 
once  one  gets  a  little  practice  at  making  them,"  states 
Mr.  Stover,  "and  it  is  wonderful  the  different  ideas  of 
arrangement  that  will  suggest  themselves  when  one 
gets  interested  in  the  work. 

Many  little  artistic  display  arrangements  have  been 
fixed  about  the  store.  Flowers,  foliage  and  palms  are 
made  good  use  of  to  give  an  artistic  touch  to  displays. 
Showcards  are  also  made  good  use  of.  These  are  the 
things  that  assist  materially  in  putting  the  "punch"  of 
which  I  have  spoken,  into  his  displays. 


MAKE  TELLING  WINDOW  TRIMS  IN  FALL 

THE  show  window  ranks  high  as  a  sales  medium 
when  given  the  proper  care  and  attention. 
This  is  admitted  by  all  progressive  merchants 
who  have  made  a  real  effort  to  make  their 
windows  effective  in  the  matter  of  sales.  There  are 
undoubtedly  some  windows  that  do  not  bring  in  a  very 
large  revenue  to  the  sitore,  but,  in  most  cases,  it  will 
be  found  that  neglect  is  the  cause  of  this. 

Those  who  give  to  them  the  needed  attention  find 
that  the  time  is  well  warranted  by  the  increased  busi- 
ness they  attract.  There  are  few  such  merchants  who 
(Jo  not  wish  they  had  much  larger  window  space.  Few 
such  men  could  do  without  their  windows.  "Take 
away  my  windows  and  you  take  away  my  business," 
is  not  an  unusual  contention  with  city  dealers,  and 
even  in  the  smaller  centres  the  same  thing  holds  true 
to  a  consiiderable  extent. 


Now  is  undoubtedly  an  excellent  time  for  the  dealer 
to  give  special  attention  to  his  windows.  At  this  time 
of  the  year,  the  people  frequenting  the  streets  are 
very  many,  and  the  weather  is  such  that  they  readily 
stop  to  inspect  a  worth-while  display.  It  behooves 
the  trimmer  to  work  out  as  many  good  displays  and 
to  change  them  as  often  as  possible. 


FURNITURE  MAKES  GOOD  WINDOV/  DISPLAY 

Perhaps  in  the  use  of  no  other  merchandise  can  win- 
dows be  made  more  attractive  than  with  furniture. 
Nearly  every  man  and  woman  is  interested  in  a  com- 
fortable home,  find  windows  furnished  to  represent  the 
various  rooms  in  the  home  are  the  greatest  advertise- 
ment knoAvn.  Th^e  success  of  window  advertising  de- 
pends on  the  siame  principles  as  the  success  of  display 
newspaper  advertising — on  Avhat  is  ^'hoAvn  and  AVhat  is 
said  about  it. 


WINDOW  DISPLAY  ADVICE  IN  BRIEF 

The  Avindow  trimming  policy  oi  one  clerk  may  be 
briefly  summed  up  as  follows: 

Displays  are  changed  regularly  once  a  week. 

Tries  to  work  out  some  original  feature  in  each. 

Crowding  in  displays  is  carefully  avoided. 

Selling  power  is  not  sacrificed  to  secure  attractive- 
ness. 

Detailed  comment  on  these  rules  is  hardly  necessary, 
as  the  value  of  each  is  generally  recognized.  It  is  well, 
however,  to  constantly  impress  them  on  the  trimmer. 
It  is  quite  true,  as  this  clerk  points  out.  that  a  window 
may  be  an  attractive  one  in  the  fact  that  it  appeals  to 
the  eye,  and  yet  fall  doAvn  in  its  real  object — that  of 
selling  goods.  It  is  certainly  Avell  to  aim  for  attract- 
iveness in  displays,  but  selling  value  should  not  be  sac- 
rificed to  attain  it. 


WINDOW  PHOTOGRAPHS  WANTED 

Tile  editor  of  Canadian  Furniture  "W.Trld  iimtes 
readers  to  send  illustrations  and  descriptions  of  good 
Avindow  'display.*. 

A  Detroit  retailer  prices  in  plain  figures  every  article 
that  goes  into  his  store  windows,  and  wherever  possible 
inside  he  follows  the  same  practice. 


Splendid  store  fiviiL  of  Luke  Bios.,  Oshawa,  showing  ponfiibilities  ot  striking  window  displays. 
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An  Opportune  Time  for  Getting 
More  Business 


By 

W.  L.  EDMONDS 


WE  have  all  learned  from  experience  t'tat 
there  are  many  thing-s  that  we  might 
do,  'biTt  ^"i''hieh  it  is  not  opportiin:e  tShat 
we  should  do. 

Advertisin'g'  is  not  one  of  these. 
There  may  'be  times  or  seaisoius  when  it  niay 
bi'  necesmry  to  curtail  advertising. 

But  there  are  never  timeis  and  seasons  -when 
it  shoi'W  'be'  cut  out  al'to^gether.  unleisis  business 
is  ixnobtainaMe  eitther  now  or  in  fh-e  near  dis- 
tant future,  which  is  a  contingency  almost  be- 
yond the  ken  of  the  imagination. 

Trite,  opportunities  are  not  a'lways  tihe  same. 
Ju.st  as  there  are  fluctuations  in  business  so 
there  must  be  fluctuations  in  opportunity. 

No  one  (juestions  t(he  fact  that  in  periodis  of 
Irade  activity  advertising  WiY[  hring  more 
business  than  when  the  oppoisite  conditions 
prevail. 

But  as  there  is  always  some  business  there 
is  always  neied  for  some  advertisiing. 

Owing  to  the  ti-ade  d'epression  of  the  last 
twelve  or  eighteen  montlhs  tliere  were  a  good 
many  business  men,  who,  deeming  the  oppor- 
tunity for  advertising  not  a  good  one,  either 
reduced  their  space  or  ceased  usinig-  any. 

Those  "vs  ho  ceased  evidently  ovr-rloolced  the 
fact  that  money  eimployed  in  good:  ad'vertising 
is  an  investment,  not  an  expenditure,  and  that 
the  purpose  of  ad^'ei'tising  is  to  get  'business. 

But  Avhatever  may  have  been  the  wisdom  or 
otherwise  of  either  curtailing  advertising  or 
cutting  it  out  nltoigether,  there  oan  be  no  doubt 
as  to  the  policy  \Y'hich  should  oibtain  at  present. 

And  that  is  to  advetitise. 

One  of  the  definitions  of  opportunity  is  "eon- 
ATrnience  or  aidvantage  of  situation. " 

Some,  through  financial  circumstances,  ma.y 
not  'be  in  a  position  to  invest  as  much  mouey  in 
^idvertising  as  they  wish. 

But  thcT'e  can 'be  no  doubt  as  to  the  advan- 
tage of  the  present  situation  for  the  inau'gura- 
tion  of  ftn  adA'ei'iising  campaign. 

In  the  tlrst  pla,ce,  nearly  even^body  has  for 
a  year  or  more  been  largely  confininig  his  pur- 
chases to  necessities. 

This  applies  with  equal  truth  to  the  consumer', 
the  retailei",  and  the  manufacturer.  All  were  in 
the  same  boat. 

But  now  the  cause  of  which  this  was  the  effect 
is  disappearing. 

,  In  other  words,  a'bnormally  poor  trade  con- 
ditions are  giving  way,  to  normal  trade  condi- 
tion^.. 


They  may  not  yet  have  arrived;  but  th^ey  are 
on  the  wav.  And  there  isn't  anv  doubt  about 
it. 

The  preliminary'  report  just  issued  by  the 
.Statistical  Department  at  Ottawa  shows  the 
estimated  agcregate  yield  of  wheat,  oat's,  bar- 
ley, rye.  and  flax  to  be  SfM,00O,000  'busbels. 

This  is  an  increase  of  over  58  per  cent.,  com- 
pared with  1914. 

But  in  wheat  alone  the  increase  is  91  per 
cent,  and  in  oats  43  per  cent. 

No  farther  back  than  five  years  ago  the 
aggregate  yield  of  wheat,  oats,  barley,  rye  and 
flax  was  not  as  large  by  about  38,000,000 
bushels  as  the  yield  of  bats  alone  this  year. 

I.iast  year  the  value  of  all  the  field  crops  of 
Canada  was  officially  estimatpd  at  $638,580,300. 
This  established  a  new  record.  Bxit  it  will  be 
a  record  no  longer.  The  figures  for  1915  will 
transcend  by  many  milli.ons  of  dollars  those  of 
1914  or  any  previous  year. 

-ill  this  spells  i^ltimate  prosperity; 

From  now  on  the  money  into  which  the  crops 
are  being  turned  will  flow  in  increasing  volume 
into  the  banks,  whence  it  will  in  turn  flow  out 
for  the  liquidation  of  liabilities  and  tihe  pur- 
chase of  merchandise. 

That  the  purchases  of  merchandise  will,  be- 
fore a  gre.at  while,  'be  heavy,  there  can  be  no . 
doubt. 

Everything  faA^ors  that  supposition. 

In  the  first  place,  as  already  pointed  out, 
there  is  the  lightness  of  s'tocks  in  retailers' 
hands.  It  is  doubtful  whether  they  were  ever 
before  so  low  genera'lly,  for  it  is  about  t'wo 
years  since  "cheese-paring"  began. 

And  then  the  farms  have  this  year  created 
wealth  suffieient.  to  guarantee  a  great.er  pur- 
chasing power  than  at  any  time  in  the  previous 
history  of  the  country, 

These  conditions  not  only  augur  well  for  the. 
future,  but  they  crea<:e  an  opportunity  for  resur-.. 
reeling  advertising  campaigns  that  bave  been 
alloAved  to  hibernate  and  of  expanding  those 
that  have  been  allowed  to  shrink. 

''A  wise  man,"  says  Baieon,  "will  make  more 
opportunities  than  he  finds." 

The  business  mav  who  has  the  \visdom  to  a)d- 
vertise  can  find,  without  effort,  ample  oppor- 
tunity for  doing  so,  whether  be  be  retailer, 
Avholesaler,  or  manufacturer. 

And  now  is  the  most  opportune  time  he  has 
had  for  a  year  or  two  of  doing  so. 

He  will  be  a  Avise  man  Avho  does  U'ot  noigleet'it. 
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WHAT  ADVERTISING  IS 

Joseph  H.  Appe],  director  of  publicity  for  the  John 
Wanamaker  stores  of  New  York  and  Philadelphia, 
reeontlj'-,  discussing  the  interest  of  the  people  in  nd- 
vertising,  urged  that  "human  interest"  ho  injected  into 
advertisements.  He  laid  down  the  following  as  good 
advice  to  keep  in  mind  when  advertising: 

"Advertising  is  the  'speech'  of  business. 

"  AdA'ertising  is  to  business  what  language  is  to  nian 
-  -its  mode  of  self-expression. 

"A  business  that  will  not  advertise  is  both  dtaf  and 
dumb  and  is  as  heavily  handicapped  in  the  world's 
progress  as  a  de^af  and  dumb  man. 

"Advertising  that  is  saturated  with  human  interest 
is  bound  to  be  most  Avidely  read. 

"The  word  'neAVs'  as  printed  in  our  .A.merican  news- 
papers has  come  to  me'an  'human  interest.'  Stores 
must  tell  their  own  nevps  in  a  human-interest  way. 

"The  source  of  store  news  is  the  merehandise  and 
the  merchandise  chief  who  buys  it.  Efficient  advertis- 
ing requires  the  writer's  personal  eyainination  of  the 
merchandise  and  the  hearing  of  the  'story'  of  its  pur- 
chase directly  from  the  lips  of  the  buyer  who  secured 
the  merchandise  in  the  wholesale  market. 

"Merchandise  is  dtimb — until  seen;  then  it  "speaks 
louder  than  words.  To  bring  people  into  the  store  to 
see  the  merchandise — to  speak  for  the  merchandise 
until  it  can  speak  for  itself — is  the  first  step  in  adver- 
tising. 

"Advertising  must  he  fair  to  the  merchandise  as  well 
as  to  the  people  it  invites  into  the  store. 

"Advertising  must  'square  iip'  with  the  merchandise 
and  with  the  store. 

"To  'square  up'  with  the  merchandise  and  with  the 
store,  advertising  must  be  accurate.  To  be  accurate, 
advertising  must  he  truthful. 

"Advertising  is  as  honest  as  the  man  who  signs  his 
name  to  it, 

"A  store  is  as  honest  as  its  advertising. 

"Retail  advertising  is  the  people's  guide  in  their 
everyday  living. 

"The  newspaper  is  the  rtatural  mediuiii  foi-  retail 
advertising. " 


TRADE  PAPER  ADVERTISING 

Trade  paper  advertising  has  been  one  of  the  most 
important  divisions  of  this  civilizing  force. 

It  has  broiaght  to  the  maker  a  method  for  the  creation 
of  demand  among  the  distributors  more  directly  inter- 
ested. 

It  has  brought  to  the  m'anufacturer  knowledge  of 
machines  and  raw  materials  which  have  enabled  him 
to  lower  manufacturing  covst  and  raise  the  startdard  of 
(iuality  of  his  product. 

It  has  brought  to  the  retailer  the  knowledge  of 
modem  mercantile  methods  and  has  eniabled  him  to 
take  advantage  of  the  quick  fluctuation  of  prices.  The 
cash  register,  coupon  hook,  mercantile  sy.stem,  and  dis- 
play rack  were  quickly  in+rodueed  with  trade  paper 
advertising. 

It  has  paved  the  Way  for  consumer  advertising. 
It  has  been  the  pioneer  in  extending  the  frontier  of 
sales. 

And  what  it  has  been,  it  will  continue  to  be. 


The  popularity  of  black  walnut  continues  to  thrive 
^nd  spread. 
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{Continued  from  page  32. ) 

rooms  on  King  Street  East,  four  floors  being  givcm  over 
to  their  A'aried  ajnd  complete  furniture  lines,  iocluding 
baby  cari'iages  and  carts,  period  style®,  and  items  and 
suites  for  every  room  in  the  house.  Besides  high-'class 
suites,  many  furniture  itetas  in  medium  and  cheaper 
gradies  for  the  small  piirse,  all  of  them  of  first  class 
work-manship,  however,  were  shc-wn. 

Snj'der  Bros.  Upholstering-  Co. 

The  F.  C.  Burroughes  P'urniture  Co.,  Ltd..  looked 
after  the  '  "I'horoil)ed "  display  iriade  by  Snyder  Tiros. 
L'pholsterin'g  Co.,  Ltd.,  Waterloo,  Ont.  The  "Thoro- 
hed''  is  a  hed-daveni)ort.,  made  in  two  siizes.  fitted  with 
"Simmions''  steel  fahric,  s-upported  by  odl-tempered 
helical  .spiings,  to  carry  a  'i5-pound  mattress.  In  the 
back  is  a  dusitproof  wardrobe  for  storing  the  bedding. 

The  divanette  foot  rail  allows  of  sleeping  at  either 
end,  and  is  as  well  a  convenient  place  for  the  spare 
comforter.  The  "Thorobed"  comes  in  over  200  cover- 
ings— denims,  A'^elours.  tapestries,  silks,  imitation  leather 
and  genuine  leather. 

Globe- Wernicke  Company,  Limited 

Two  compartments  of  this  company's  booth,  in  the 
Manufacturers'  BuiUdimg,  served  to  display  their  line 
of  office  ^nd  lihrary  equipment.  Tn  the  "ofiRce"  were 
to  be  found  examples  of  roll  top  desks,  in  o'ak,  chairs 
and  filling  cahiniets),  disappearing  typevn-iter  desks, 
office  tables,  flat  top  desks,  and  office  bookcases.  A 
featture  of  the  exhihit  was  a  steel  safe — fireproof,  and 
equipped  Avith  Yale  combination  Icck,  the  interior 
being  fitted  up  for  the  filing  of  deeds  and  important 
eorrespondence.  Avith  a  special  system  of  card  index 
and  folders  complete.  In  the  library  were  to  be  found 
various  siamples  of  solid  ma'hogany  bookcases  and  desk 
and  bureau  units  of  modem  design,  together  Avith  a 
full  line  of  library  equipment. 

Gold  Medal  Furniture  Mfg.  Co. 

Hercules  spring  beds,  bed  d'avenports.  unholstered 
in'ahogany  and  o'ak  chesterfields,  sofas,  and  d'avenports 
made  up  the  disn:)lay  put  on  by  this  company.  The 
exhihit  was  favorahly  com)mented  on  by  visitorf^.  The 
upholstering  showed  many  ncAv  patterns,  coIot-s  and 
design  (s. 

Toronto  Furniture  Company,  Limited 

Tavo  Hnr  sullies  of  this  company's  manufacture  Av^ere 
on  exhibition  in  the  Manufacturers'  Hall.  They  con- 
sisted of  a  Jaeohean  period  design  dining  «uite  of  oak. 
and  an  Adam  period  bedroom  suite  of  maho'gr.ny  an- 
tique finish. 

In  the  Stove  Building 

Among  the  many  stove  exhibits  were  the  Ad«ms 
Furniture  Co.,  Avho  loolced  after  the  D.  Moore  Oo.'s 
line;  S.  LcA^nter,  the  Hamilton  Stove  &  Heater  Oo.'s 
"Souvenir"  stoves  and  ranges;  and  the  F.  C.  Bur- 
roughes Furniture  Co.,  the  "Royal"  line  of  stOAres, 
made  hy  the  Hai-riston  Stove  Co..  and  the  A-B  Stove 
Co.'s  gas  ranges. 

The  Adams  Furniture  Co.  also  looked  after  the  booths 
of  "Hoosier"  cabinets,  "White"  sewing  machines,  and 
"Puli'mian"  davenports.  Louis  YoUes  had  the  "Nap- 
anee"  kitchen  catoinets  on  shoAV. 

The  Cendron  Mfg.  Co.  made  one  of  their  best  dis- 
plays of  baby  carriages  and  reed  furniture,  besddfts 
sleds,  Avagons,  folding  carts.  ba.s.sinettes,  fancy  lamps, 
and  trays.  Tom  ChadAvicl<  and  Wallie  Bateman  were 
in  charge  of  the  display. 
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SPECIAL  ILLUSTRATED  SECTION 

Showing  Some  of  the  Newest  Furniture  Creations  from  Canadian  Factories 


I 


Two  pieces  of  a  new  snile  beiug  msde  by  John  C.  M\indell  &  Co.,  Ltd.,  Elora,  Ont.  The 
other  piects  are  desk,  desk  eliair,  arm  chair  to  n.atch  rocker,  settee,  and  two  small  tables 
or  .iardiniere  stands.  They  are  tinished  in  a  light  fumed  oak  witli  an  inlay  of  black 
ebo'nized  wood,  and  cane  panels.  The  loose  spring  cushion  seats  of  settee  and  chairs  are 
made  of  tapestry  or  leather. 
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Dressing  table  and 
chiffonier  of  Adams 
dpsign  —  two  items 
from  several  ne.v 
bedroom  suites  mado 
by  The  Mplcolm 
S(  liter  Purnituri'  Co., 
Ltd.,   Hamilton,  Ont. 


7 


mm. 


One  of  several  new  living- 
room  settee'i  made  by  The 
Imperial  Rattan  Co.,  Ltd  . 
Stratford,  Out. 


Two  ~  new  ( hina  cabinets, 
one  Jacobean  the  othoi* 
Adams,  made  by  The  Geor;e 
McLagan  Furniture  Co , 
Ltd.,  Stratford.  Ont. 
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Oue  of  the  latest  patterns  in  brass  beds,  made  by 
the  Canadian  Mer&ereau  Co.,  Ltd.,  Toronto,  Ont. 
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Furniture  Displays  at 

Canadian  National  Exhibition 


THE  19ir»  Oanadian  National  Exhibitioia  laddeid  an- 
otlier  laurel  wre'sth  to  its  already  long  list  of 
triumphs    and    ti-o^jhies    bestowod    upon  this 
annuallj'  reeurrinig  eA'enit. 

The  g'oods  displayed  in  the  various  buildinigs  sihowed 
the  advances  made  in  ditTlerent  lines  of  manufacturing. 
/Vmong  tihese,  furniture,  beddiu'g  and  stoves  'held  a  fore- 
nios't  place.   These  diisplays  were  v/ell  worth  seeiing. 

Canadian  Mersereau  Co. 

This  company  made  a  splendid  showinig  of  brass  beds 
in  their  booth  in  the  Industrial  Building,  and  Me««:rs. 
Newton,  the  manager;  Percy  Brown  and  Pat.  Somer- 
ville,  who  were  in  charge  of  the  display,  gave  a  great 
deal  of  their  timie  to  explaining  to  callers  the  merits  of 
Mprsereau  beds.  Some  thii-teeii  or  fotirteem  new  de- 
signs were  shown.  Present  stylesi  are  runnimg  to  heavy 
beds,  some  of  the  pillars  being  three  inichw  in  diameter, 
oatin  finish  holds  its  own,  aiid  certainly  in  a  big  dis- 
play there  is  nothing  like  it. 

T'he  l'>ck  eorners  of  all  the  beds,  the  fioot  drop  on 
cri'bs,  ana  the  other  featxires  of  the  Merserelau  were 
properly  explained  by  the  attendants.  Amomg  the 
exhibit'^,  too,  were  tihe  Oxford  sofa-bed  and  the  Harold 
cot. 

Ideal  Bedding-  Co. 

►Standard  lines  made  up  the  display  sho^vn  by  the 
Ideal  Bedding  Co.  Nearly  t'he  whole  exhibit  was  given 
over  to  many  designs  of  ehilless  iron  enameled  beds. 
There  were,  too,  of  course,  a  number  of  splendid  new 
brass'  beds,  and  a  mesh-side  child's  cri'b  in  the  centre  of 
t'h'e  display  was  shown  for  the  first-  time. 

Another  first  display  was  the  first-m.ade  wood-end 
f  ouch,  a  new  line  with  the  company,  made  to  compete 
for  tl;e  davenport  trade.  The  hiammo-couch  and  a 
number  of  mattrewsesi  completed  the  display.  A 
"Sofnap"'  mattress  was  displayed  for  the  first  time. 
The  vail  in  front  of  the  booth  gave  examples  of  the 
various  wire  mattress  weaves. 

Me«5srs.  Brown,  Woon  and  Kare  looked  after  the 
Dooth. 

Fischman  Mattress  Co. 

In  the  Industrial  Building,  and  in  charge  of  John 
MeLaughlin,  the  Fisehman  patent  mattrens'  was  shown 
and  demonstrated.  ,  The  mattress  is  guiaranteed  for 
3.000  nights.  The  feature  of  it  is  tlie  little  coil  springs 
contained  in  strong  cotton  pocketsi  arranged  in  rowsi. 
eiaeh  row  beinig  vvTapped  in  fine  cotton  felt,  makin^g  it 
impossi'ble  for  the  springs  to  touch,  one  anotlier  and 
tear  the  pockets  by  friction.  There  are  840  springs  in 
each  mattress,  in  ?5  rows,  eaeh  spring  aetinig  indepen- 
deutly.  A  severe  test  of  'bearinig  a  ton  weiight  for  two 
weeks  i(;ft  the  mattresis  unaffected. 

Kilgour  Davenport  Co. 

T'he  Kil'gour  diavenport  sofa-Ttied  is  a  diavenport  of 
"  Chesiterfield  construction"  and  ''sdmpliciry  of  opera- 
tion." These  two  features  were  empliaisized  in  the  dis- 
play and  are  made  the  slogan  of  the  company,  which 
is  the  personal  concern  of  R.  D.  Kilgour,  the  '.vell- 
iino^vn  "'Carload  Bolt."  In  its  construction,"  said  Mr. 
Kilgour,  who  Avas  in  charge  of  the  exhibit,  "only  quali- 


fi'"d  mec'hanics  are  employed,  no  boy  or  girl  laJbor  being 
at  all  employed."  The  best  materials,  too,  are  used, 
as  well  as  the  latest  fittings.  It  is  so  simple  that  a  child 
of  ten  can  operate  it. 

It  contains  four  .strong  feature? — wardrobe,  couch, 
diavenf)ort,  and  bed — and  Mr.  Kilgour  has  suoeeeded  in 
removing  tlic  objectionable  feature,  namf^ly.  the  bed 
appearance,  in  hi.s  d'avenpor*t  construction. 

Several  differemt  desiigns  were  shown — Jacoibear:. 
Chesterfield,  Colonial,  and  other  period  design®.  All 
kinds  of  cod  ers  were  s)hown.  Mr.  Kilgour  is  .iust  issu- 
inig  a  new  catalogue  which  he  mil  send  when  printed 
to  all  dealers  who  make  request. 

Kindel  Bed  Co. 

This"  company  gave  continuous  demonstrations  and 
exhibitions  of  their  various  convertilile  beds,  and  there 
was  always  an  interested  audience.  The  Kindel  kind  of 
fnmiture  loolvs  like  a  davenport  or  divan,  has  the 
proper  proportions  for  comfort  and  appearance,  and  is 
a  practical  bed.  The  construction  is  simple,  it  is  e'asy 
to  operate,  and  is  aibsolutely  sanitary. 

The  .Kindel  kind  is  made  in  three  t;\"pesi— divanette. 
somersiaul.tic,  and  de  luxe.  The  divanette  i.s  a  bed  for 
a  mom  that  has  no  room  for  a  bed:  the  de  luxe  is  a 
littlt:  longer  tlian  the  divanette,  and  is  always  ready 
for  the  iinexpected  guest.  Matched  chairs  to  make 
complete  suites  may  also  be  h'ad;  and  the  various  Kin- 
del convertible  beds  are  fidly  ecpiipped  with  requisite 
bedding  articles. 

Antiseptic  Bedding  Co. 

Ab  Dunke  gave  prominemce  to  the  new  Peerless  par- 
lor bed,  divanette  and  davenport  in  the  display  he  made 
for  the  Antiseptic  Bedding  Co.,  makers  of  high-class 
parloT'  bed.s,  bed  sprinigs,  mattresses,  pillows,  and 
cushions. 

The  Peprless  parlor  bed  used  in  the  display  deraon- 
strated  the  one-action  feature  of  the  bed.  By  a  single 
simple  movement  tIhe  Peerless  parlor  bed  can  be  coin- 
verted  from  a  davenport  or  divan  into  a  I'oomy,  fuli- 
.sized.  comfortable  bed.  ft  is  constructed  of  the  hest 
materials,  and  has  no  casti'iigs  to  break.  The  mattress 
is  v(ry  thick  and  heavy,  a  strong  feature  with  the  Peer- 
less.  It  carries,  too,  the  makers'  guarantee. 

Du  Pont  Fabrikoid  Co. 

Samples  of  imitation  leather  coveriiiigs  for  fuj'niture. 
ba'by  carriagies.  and  other  uses  were  displaved  in  tlhis 
company's  booth  in  the  Industrial  Buildinig.  This 
"Fabrikoid"  is  a  scientifically  made  artificial  leather 
b.ased  on  a  woven  fabric  mucii  stronger  and  more  uni- 
form than  a  fleshy  sjplit  hide,  l)ut  coated  and  embossed 
in  the  same  way.  It  is  not  affected  by  heat  or  cold, 
gives  good  service,  can  })e  washed,  and  does  not  scratch. 

Jeffries  Furniture  Co. 

This  company  made  a  splendid  showinig  of  tlheir  up- 
ho'lstere"!  livincrroom  and  library  furniture  in  the 
Fducational  Building,  and  not  only  was  Mr.  Jeffries 
satisfii'd  'vit'h  his  display,  but  he  was  pleased,  too,  with 
the  busiiicss  he  had  done. 

Suites  and  individual  chairs,  couches,  rockers,  and 
davenports,  in  leather  and  tapestay  coverings,  were 
tastefully  set  about,  giving  ample  opportunity  to  visi- 
tors to  examine  the  goods.   The  display  was  a  good  one. 

Canada  Furniture  Manufacturers 

This  c(mipariy  did  not  sli(n\  on  the  Fair  ground.s,  but 
they  did  make  a  fine  display  in  their  Toronto  ware- 

{Continued  on  page  28) 
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Collins*  Course  in  Show  Card  Writing 


23  rd  of  a  term  of 
articlet  tpecially  prepared 
for  this  journal. 

More  About  Shading 


AS  it  is  somewhat  difficult  for  some  to  grasp  the 
principles  of  shading  letters,  we  show  aai  illns- 
tration  herewith  that  wall  be  of  great  assd'Stence. 
It  is  well  to  remem'ber  t'hait  the  object  in  shading  letters 
i-s  to  stand  them  out  or  give  them  "thickness."  Shad- 
ing letters  is  not,  therefoire,  a  matteir  of  "liigihit"  or 
how  the  light  m)ay  sitrike  a  letter,  but  it  is  designed 
to  sho-w  the  sidles  and  bottom  of  the  various  portions 
of  the  letters.  It  has  been  found  more  coinvenient  to 
filhaide  tihe  left  side  and  bottom  of  tihe  various  strokes, 
as  these  sieem  to  suit  the  njatural  position  of  th>'^  brush 
while  held  in  the  hanid. 

The  s'haidinig  on  letteirs  gives  a  soft  of  perspective 
view  of  them.  In  reigui'ar  perspective  the  prmjection 
lines  all  radi'ate  to  one  point,  whereas  in  letter  shading 
the  projeietion  lines  are  all  parallel.  These  lime®  are 
indicated  in  Pig.  24  by  the  various  arrows.  It  has 
ills'o  'been  found  Tihat  fhefee  lines  work  best  at  afbout 
the  langle  of  45  degrees. 

One  diifieiilty  a  beiginner  has,  is  to  determine  tlie  width 
of  the  shade  at  the  side  of  the  various  strolfes.  At 
first  thought  it  may  seem  that  this  \^"idbh  will  he  the 
same  on  all  strokes,  but  thiis  is  not  true.  The  bottoin 
will  always  be  the  same  width  or  thickness.  Lines 
Aa,  j^g.  ?24  determine  the  thickness  of  the  shading 
at  the  bottom,  and  the  angle  of  the  proiectiori  lines 
will  determine  it  on  the  sides.  Next,  if  you  draw  or 
"project"  two  lines  from  the  top  and  bottom  left 
hand  points  of  the  stroke  of  the  letter  at  the  anigle  of 
45  degrees,  the  points  where  tihey  touch  the  lines  A  A 
will  deteiTTiine  the  thickness  of  th"^  shading  on  the 
sides  of  tlie  strokes.  A  line  drawn  from  theisie  two 
points  will  show  it.  Should  the  stroke  be  at  an  anigle 
of  45  degrees,  no  shading  will  show  on  either  side,  but 
the  bottom  will  show.    See  Nos.  2  amd  6  in  Fiig.  24. 

An  interesting  experiment  with  a  piece  of  wood  will 
be  of  great  assistance  in  understandinig  this  principle. 
Take  a  piece  about  6  inches  long  and  2x1  or  1  inch 


square  and  hold  it  in  a  hiorizontal  position,  'as  No.  i 
in  Pig.  24,  to  the  right  and  above  the  eyes.  You  will 
then  see  the  bottom  and  left  side  of  the  piece  ais  No.  1. 
Now  drop  it  until  it  reaicheis  the  position  of  No.  2  and 
you  will  not  be  alble  to  see  either  sidte  of  tihe  piece.  But 
continue  to  drop  it  until  it  rciaelies  a  vertical  position 
and  you  see  the  bottom  and  left  side  as  in  No.  3.  Next 
let  it  fall  over  as  4,  5,  6,  7  and  note  how  the  side  Avill 
appear  to  you  in  the  various  positions,  or  tip  it  in  the 
opposite  direction  as  in  8,  9,  10,  11,  and  note  the  appear- 
ance of  the  side  until  you  reach  the  position  of  No.  12, 
which  is  the  same  as  No.  1.  The  drawback  with  this 
experimient  is  that  the  end  of  the  bloclv  of  wood  will 
not  appear  as  the  end  of  the  strokes  of  the  letters  w^ll, 
as  it  will  always  remain  at  ri'ght  angiles  to  the  side  of 
the  block,  but  the  end  of  the  stroke  of  tbe  letters  is 
ahvays  made  horizontal,  no  matter  what  the  anigle  of 
the  stroke.  But  the  experiment  will  show"  con-ectly 
the  side  of  the  bloc'k  and  tiie'  diminishing  or  increasing 
of  its  width  at  various,  angles.  The  a'bove  explanation 
together  with  the  illustration,  should  give  you  nuich 
asisd'stance  in  shading  letters  witSh  the  ang^le  strokes, 
such  as  A  Tv  M  N  V  W  X  Y  Z.  Of  course,  in  ordin^ary 
work  you  will  not  take  the  time  to  measure  shading,  but 
the  principle  as  set  forth  atoove  should  be  understO'Od, 
that  you  may  do  the  work  intelligently.  If  you  hold 
your  brush  in  one  position  at  about  the  angle  of  45 
degrees,  it  will  take  care  of  the  various  widths. 

Alphabets 

The  alphabet  shown  thiis  month  is  speicially  suited 
for  pen  work.  In  caises  where  much  m'atter  goes'  on 
a  card,  it  is  sometimes  desiralble  to  use  a  pen.  There 
are  spe'eial  pens  for  this  work.  A  "music"  pen  is 
considered  by  miany  most  excellent  for  tbisi  purpose. 
Others  prefer  the  Soenneeken  pen,  w^hieh  is  a  situb- 
pointed  one  to  l)e  had  in  variousi  widths.  Another 
and  veiv  similar  miake,  is  the  Blanzy  Poure.  Tbe 


ABCDEFGHIJLM 
NOPQRSTUVWXI 

ab  C  de  f ^hii  klmnop  g  r 


Upper  and  lower  case  alphabets  suitable  for  pen  work. 
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'bottoin  lino  of  the  alphabet  shows  how  nicely  tihis  style 
lettCT  ;id-",])ts  iliself  to  eothei-  condensed  or  elongated 
fonm. 

Sample  Card 

jlj  The  card  given  this  nionth  is  siiitable  for  Thaniksigiiv- 
'ling  window.    It  is  an  air  bru'sih  design  with  the  turkey 


I  I 

Timely  Thanksgiving  window  card. 

ciit  from  a  picture  sitnek  on  to  the  oval  with,  the  effect 
that  h.e  is  stepping  ISiroiTgh  it.  The  shadJinig  of  tihe 
oVal  is  brown  and  the  lettering  is  in  dark  brown, 
shaded  with  a  gre.y  timt. 


Knobs  of  News 


The  H.  AV.  Johns-Manville  Co.  have  removed  their 
Chicago  offices  to  n(!w  premises  at  Mi'ehigain  Avemie 
and  ISth  Street. 

Jacob  Seltzer  is  building  a  furniture  stofe  for  John 
and  Louis  Krug  at  Tavistock,  Out.,  at  an  eistitaiated 
cost  of  $3,500. 

Naomi  Oei-tzhein's  fui-niture  store  at  Toronto  was 
damaged  by  fire  recently.    It  waiS'  imsured. 

11.  D.  Hall  is  about  to  erect  a  factory  at  Petrolea  for 
the  manufacture  of  gates  and  woodenware  of  all  kindis 

A.  F.  Farrell  has  taken  over  the  furniture  busineis.1 
foTmsriy  controlled  by  Farrell  Sc  M'ills,  at  Dauphin, 
Man. 

The  Durham  Furniture  Co.,  Ltd.,  has  T'eicedve'd  On- 
la.ri"o  letters  patent,  inicreasdwg  their  capital  from  $100. 
000  to  $250,000. 

A.  Dalry-mple  has  opened  a  furniture,  carpet  and 
linolearri  department  in  connection  Avith  his  business 
.•it  "Waskada,  Man. 

The  Spies/  Furniture  Company,  of  Hanover,  has  re- 
cently s-O'cured  an  order  for  ten  thousiand  .sihell  boxes 
from  the  Dominion  Government. 

Pat.  Somerville  has  taken  over  the  representation  of 
the  Canadian  Mersere'au  bed  line  in  the  Georgian  Biay 
an'd  northern  distrie't  of  Ontario. 

George  Kersley  hias  resigned  his  positiofi  as  general 
manaiger  of  the  Dominion  Mahogany  &'  Veneer  Co., 
Ltd.,  I\Iontreal  West.  H.  Lefeber  has  been  appointed 
manager.  ,  vl 

Wrights,  Ltd.,  Sydney,  N.S.,  are  about  to  &ye^t';a 
fui-nitnre^factor^'  on  Charlotte  Street.  Frank  C.  Red- 
ding, North  •Sydney,  has  been  gr£inteid  the  contract, 
which  amounts  to  $25,000.  - 


The  Gai'dncr-Browne  Furniture  Co.  and  the  Standard 
Furniture  Co.,  both  of  VancouA'er,  have  amalgamated 
thedr  businesses,  A.  F.  Gardner  is  the  general  man- 
age']:',of  the  new  company.  , 

Flight  Lieutenant  Douglas  A.  Hay.  of  Owen  Sound, 
Ont..  who  trained  at  Toronto,  is  reportf^d  accidontally 
killed  while  ascending  in  an  aeroplane  in  England.  He 
is  the  second  Canadian  aviator  who  has  lost  his  life  for 
the  Empire. 


ONTARIO  BEDDING  EXHIBIT  AT  WESTERN  FAIR 

These  iiiriiiture  buyers  who  were  lucky  enough  to 
visit  the  Western  Fair,  at  London,  were  well  repaid  for 
their  trouble.  The  exhibit  of  The  Ontario  Spring  Bed 
&  Mattress  Co..  Ltd.,  of  London,  was  lo'cated  in  the 
Main  Building,  aind  it  Avas  the  opinion  of  all  who  siaw  it 
that  it  was  iH)t  oidy  one  of  the  best  boddinjg  exhibits 
yoit  seen  at  anj'  exhibition  in  Canada,  but  tlhat  it.  was 
about  the  best  display  in  the  Crystal  Palace.  The  space. 
\\'hicih  \>/as  the  larg<'st  in  the  bnildinig.  was  tastily  decor- 
aied  and  was  in  charge  of  11.  (!.  Williams  and  J.  E. 
Sussex,  the  company's  Western  Ontario  representa- 
tive. Tliey  report  some  very  nice  business  in  Ml  their 
lilnes,  but  more  esipecially  with  the  "Adjusto"  mattress 
were  buyers  interested.  This  mattress,  Avhich  is  now 
familiar  to  the  trade,  is  rapidly  coming  to  the  Pront 
and  sales  gradually  increa.sing. 

The  "Afljusto"'  mattress  was  made  right  in  the  ex- 
hibit, ijuid  pi-oved  a  big  djawimg  card,  few  dreaming 
■hat,  for  instance,  there  are  1,000  stitches  around  the 
ediges  alone.  T'hese  stitches  hold  the  edges  up,  keeping 
them  sciuiare.  while  the  cotton  cables  prevent  the  mat- 
tress from  spreadinig  or  expanding  either  m  width  or 
imgth.  Most  of  the  brass  beds  shown  were  of  new 
pattem,  designed  in  the  company's  OAvn  factory  b}^ 
Walter  '"Motion  and  James  Bates,  experts  of  many  years' 


Fig.  24.— Showing  principle  of  shading. 


expei'ieuice.  Judging  from  the  many  compliments  re- 
ceived from  {uirchasers  and  prospective  purchasers 
they  should  prove  big  seillers  this  fall. 

Besides  brass  beds  and  mattresses,  tliere  was  a  very 
comprehensive  display  of  iron  beds,  cribs,  oostumers. 
spiral  springs,  sanitary  couches,  davenports,  and 
jullows 


HE  FINDS  IT  VERY  HELPFUL 

The  following  i;;  an  extract  from  h  letter  receivcnl 
fTO'iTi  PJ.  A   Comptori,  SummeTside,  P.E.I. : 

"J  covild  liave  used  six  cards  oveir  to  sintf 
tile  praiisee  of  Canadian  Furndtuje  World  and  Tao 
Ilndertakfr.  I  find  it  veiry  helpful  in  eveiy  way  in  n-y 
±)i!sines-s,  l)io1.h  to  myself,  Keith,  and  uo  my  daugihter  iii 
the  furniture  die,])artmei!t.  We  keep  evefry  copy  to 
rei'ei'  -to  and  find  the  firsit  as  gopd  as  the  last. ' ' 
•  •f  [■(  .■•  
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A  Furniture  Dealer', 
Prosperity  Depends 
Upon  His  Ability  to 
offer  the  Right  Goods 
at  the  Right  Time. 


OPEN  UP  YOUR 
SLUICE  GATES 


^AN ADA'S  immense  crop— can 
you  grasp  what  it  means  to 
Columbia  Dealers  ?  Millions  of  bush- 
els of  wheat  are  now  being  converted 
into  a  river  of  dollars  to  irrigate  and 
refreshen  the  thirsty  business  world. 
Don't  wait  until  the  flood  is  sweeping 
past  to  dip  in  your  pail.  Deepen  your 
side  channels  now.  You'll  get  more, 
get  it  easier,  and  give  it  the  habit  of 
flowing  your  way  even  before  it  starts. 

The  demand  for  Columbia  product 
is  growing  every  day.  No  other  line 
can  be  of  such  interest  to  the  furniture 
dealer.  It's  a  winner !  Columbia  busi- 
ness is  coming  better,  brighter,  and 
stronger  than  ever.  Will  you  let  it 
go  by  your  door. 


Columbia  Graphophone 
Company 

365  Sorauren  Ave.  Toronto 
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Furniture  Business  Spreading  in  East 

New  premises  and  up-to-date  methods  in  P.E.I,  store — 
Spreading  out  the  departments  ■ 

H.  A.  Coinptoii  has  just  completed  fittiiKg  up,  at 
SummeTside.  P.E.I. ,  a  new  and  very  handsome  show- 
I'oom  ajcljoining  his  original  premises  on  Oentral  Street. 
The  mew  premises  are  devoted  entirely  .to  honse'hold 
furniture  of  every  d'esicription,  over  which  his  dtoghter, 
Miss  Alt'reda  Compton,  aMj  presides. 

Thils  new  department  is  on  two  floors  of  ample  di- 
mensions, and  is  fitted  throuffhout  in  modem  style, 


H.  A.  COMPTON 

Of  Compton  &  Son, 
furniture  dealers, 
Summerside,  P.K.I. 


with  ornamental  sited  ceilings,  very  large  plate  gl'ass 
windows,  electric  light  and  up-to-date  decora tiomS;  and 
is  replete  with  one  of  the  best  stocks  to  sielect  from  in 
SummersiidJe. 

Mr.  €'om]iton  has  also  now  taken  his  son,  Keith,  wbo 
recently  iiuallified  as  a  funeral  director  and  embalmer, 
into  the  busine'sis  and  is  fitting  up  the  undertaking  de- 
partment one  door  north  of  the  old  stand  with  a  m'or- 
tuary  and  chapel.  This  department  will  be  run  by 
Mr.  Compton  and  his  son  on  the  most  up-to-date  lines. 

The  premises  formerly  devoted  to  furniture  are  being 
decorated,  papered  and  improved  and  the  firm  will 
continue  all  kind's  of  furniture  repaiir  work,  picture 
Pi'aming,  et'c. 

The  local  papers  «pe'ak  •highb,'  of  Mr.  Compton 's 
business  methods.  "All  those."  it  says,  "who  hme 
had  businesis  deia lings  with  Mr.  Compton,  know  thnl 
they  get  a  fair  deal  every  time." 

Mr.  Coinpton  has  been  in  business  ne^arly  forty  years, 
.•tnd  in  all  th'at  time  haS'  tried  to  please  every  existomei 
who  came  into  his  store. 


WINNIPEG  FURNITURE  BUSINESS 
REORGANIZED 

The  businesis  of  the  Inte  John  Leslie,  at  Winnipeg, 
hasi  been  re-organized  and  in  future  will  be  caiTied  on 
by  Edgar  Rofbertsi,  a  son-in-law  of  the  late  merchant, 
i:nd  B.  W.  Ray,    The  latter  is  well  known  in  Mani- 


toba, having  been  western  representative  of  CJjuiadian 
and  American  furniture  factories,  while  the  former  has 
also  been  connected  for  a  number  of  years  with  busi- 
ness of  a  sirailar  nature.  With  Messrs.  Roberts  and 
Ray  will  be  associated  Mrs.  John  Leslie.  The  busines.s 
will  be  carried  on  under  the  style  of  Leslie's.  The 
Standard  Trusit  Company,  executors  of  the  estate  of 
the  late  Mr.  Leslie,  have  already  disposed  of  the  sitoclc 
at  324  Main  Street,  and  the  warehouses  on  Port  and 
Assini  borne  to  the  new  owners. 


NATIONAL  CANADIAN  PATRIOTIC  FUND 

The  drain  upon  the  National  Patriotic  Fund  hais  now 
assumed  such  large  proportions  that  the  reserves  are 
being  materially  deiereased.  and  the  exe'cntive  com- 
mittee finds  it  nwesisiary  to  make  a  further  appeal  to 
the  C'ajr-ad.ian  public. 

This  fund  is  now  as.siating  tAvcnty  thousand  families 
of  men  wlho  h^ave  enlisted  for  overseas  service,  and 
during  July  and  August  $700,000  was  expended.  There 
ai*e  many  worthy  causes,  but  the  Patriotic  Fnnd  shoidd 
not  be  allo'wed  to  fail.  The  Government  is  arming  and 
equipping  the  troops,  but  the  work  of  looking  after 
the  wives  and  ehildren  of  the  C'anadian  men  at  tihe 
front  devolves  on  the  people  left  at  home. 

The  niational  organization,  with  headquarters  at  Ot- 
taw'a,  and  branches  in  every  part  of  the  Dominion,  is 
worthy  of  generous'  support  in  the  evergrowing  task 
it  has  undertaken.    Help  the  cause  to-day. 


CANADIAN-MADE  TOY  FURNITURE 

An  exhibition  of  toy  and  children's  furniture  made 
during  the  Nation,al  Exhibition  weeks  at  Toronto  by 
t  ie  Victoriaville  Furniture  jijnd  Victoriaville  Chair  Com- 
panies, tenided  to  show  the  possibilities  there  are  in  this 
field  since  the  war  with  'Grermany  and  Austria  upset 
husineiss  and  industrial  conditions  in  the  trade  world. 
Alf.  T.  Roberts,  representative  of  the  Victoriaville  fac- 
tories, was  in  charge  of  the  exhibit,  and  he  explained 
to  those  members  of  the  trade  who  called  tihe  varioois 
pieieeH  of  furnitnre,  which  were  first-class  specimens. 

The  companies  have  been  making  this  line  for  two 
years  now.  Besides  doll  furni+^ure  there  are  chairs, 
conches,  desks,  etc..  for  kiddies'  nse  Tip  to  8  or  9  years 
of  age.   Tnelud'^d  iti  the  disnlay  were  kindergarten  sets, 


.'^Kin  front  of  Compton  &  Son,  Summerside,  P.  E.  I.   Mr.  Couipton 
iind  daughter  in  doorway. 

arm  chains,  rockers,  Morris  chairs,  dre-ssers,  chefFoniers. 
k'itc!;en  cabinets,  shoo-fly  rockers,  beds,  bookcaises.  china 
cabinets,  dining  sets,  and  many  other  items,  some  up- 
holstered, some  ail  wood.  _  The  enamel  line  inlaid  Avith 
cretonne  compares  favorably  in  everj^  respect  with  im- 
ported goods,  as  do  also  the  other  lines.  The  children's 
furniture  comes  in  various  finishes — surface,  early  Eng- 
lish, li^'ht,  dark,  and  golden  oak,  and  w^hite  enamel. 
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THE  NEW  PHONOLA 

and  the  INVENTION 


that  makes  it  the  Musical  Superior  of  even  any 
other  member  of  the  Phonola  Family— and 
that  is  a  big  statement,  for  the  Phonola,  by 
actual  test,  is  the  finest,  the  sweetest,  the  truest 
toie-producing  instrument  on  the  market. 


Patented 
The  Pollock 
Manufacturing  Co. 
Limited 
Berlin,  Canada 


THIS  NEW  INVENTION  IS  AN 
EXCLUSIVE  PHONOLA  FEATURE 

It  amplifies  and  improves  the  tone  ill  a  way  that  surprises  experts.  ,  The  idea 
is  unique  in  sound  reproduction.  It  is  a  scientific  production,  and  the  resonating 
chambers   employed    are   dimensioned   on    accurate   mathematical  calculation. 


This  new  invention  combines  the  use  of  a  plurality  of 
resonating  chambers  with  the  tone  arm,  sound  con- 
veying and  amplifying  passage  of  (he  machine,  so  that 
the  sound  waves  pass  into  the  open  ends  of  these 
chambers,  whiich  vary  in  construction  as  to  their 
cross  sectional  dimensions  and  as  to  their  length  ;  some 
haye  their   ends   distant   from   the   sound  conveying 


passage  closed,  while  others  have  their  distant  end 
open.  The  illustration  shows  the  cluster  of  pipes  as 
they  will  be  attached  to  the  bottom  of  horn  within 
the  cabinet.  Each  tube  is  constructed  so  ai  to  vibrate 
in  sympathy  with  ihe  sound  passing  over  them.  The 
pipes  vary  in  size  from  '4  inch  to  5  inches  in  diameter 
by  3  feel  to  6  feet  long. 


Get  Us  to  Send  You  all  Particulars 


THE  POLLOCK  MANUFACTURING  CO.,  Limited 


BERLIN 


Manufacturers  of  the  Phonola 


CANADA 
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TRADE  MARK 


"Quality"  Line 


Fair 
Prices 


HMIIIIIIIIIIIIIill 
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"Evel  Quality" 

is  always  the  same.  It  stands  for  the  best  in 
design,\  workmanship  and  material  in  casket 
manufacture.  Evel  Caskets  stand  comparison  and 
never  disappoint  your  customer.  The  **  Evel  " 
Casket  accepts  any  challenge  and  welcomes  any 
comparison,  as  there  is  not  a  defective  piece  of 
material  or  workmanship  in  any  one  of  our 
Caskets.    Write  for  full  particulars  of  our  line. 


We  have  always  ready  for  immediate  Shipment  the 
best  in  polished  Oak  and  Mahogany  caskets,  Cloth 
and  Plush  covered  Caskets. 


The  Evel  Casket  Company,  Ltd., 


m 


Hamilton 


Ontario 


Has  no  affiliation  with  any  other  firm  in  the  Trade 


I 
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32nd  Annual  Convention  of  Canadian  Embalmers'  Assn. 

Held  in  the  Anatomical  Building,  University  of  Toronto,  on  Tuesday, 
Wednesday  and  Thursday,  September  7,  8  and  9 — Successful  meetings 

■d3,  it!  not  more  so  than,  a  man  in  the  protfeissiion  in 
ord'cr  to  gain  recog-nition.  Some  people  began  to  say 
that  Mrs.  Sinimonis  did  mot  know  much  atbont  it,  and 
■-bey  doubted  if  a  -vvomian  cotild  leam  it.  She  deieided 
to  take  a  course  of  aniatomy  in  Syracuse  TMedlical  Ool- 
Jege  and  study  anatomy  and  dissectinig.  Her  first  day 
in  the  dissecting  room  was  a  decidedly  nnp'l easanlt  one, 
but  she  soon  became  inteTested  in  tbe  wonderful  me- 
chanisim  of  the  humian  body  and  found  tliat  anatomy 
was  a  beautiful  study.  She  eiarneid  $],0()0  the  first 
year  that  she  taught,  and  was  able  besides  to  attend 
to  her  home  duties  aAd'  mother  her  two  b'albieis. 

By  that  time  her  husband's  financial  affairs  were  so 
micnd'ed  that  she  dilseontiinueid  iteaeMng  and  never 
expected  to  teach  again,  but  "U'hen  her  husband  died  she 
wais  left  on  her  own  resources,  and  with  her  children 
she  ■was  very  glad,  ttett  she  had  a  profesision.  She 
said  she  had  found  the  nndertakersi  invaria'bly  court- 
eous and  kind,  and  considered  tlhem  among  the  best 
of  professional  gentlemen.  She  had,  in  her  calling, 
been  aJble  to  'be  of  great  comfort  to  others  of  her  sex 
who  were  in  gi'ief. 

The  lecturer  then  pluniged  into  her  subject,  giving 
a  brief  dcfrcriiption  of  the  arterial,  venous,  capillary 
and.  lymphatic  eireuUitidfri  •  tihe  compo'sition  of  the 
blo'od  and  lymph;  and  the  structure  of  the  skin,  as 
preliminary  to  her  later  addresseisi  This  continued 
address  will  be  found  printed  elsewhere  in  this  isisue. 

TUESDAY  AFTERNOON 

The  afternoon  session  was  called  to  order  at  2  o'clock, 
the  first  item  'being  the  reading  oi.  the  presidential 
addi~e9s. 

President's  Address 
To  the  Ca'iadian  Embalmers'  Association  in  convention; 
Your  ex-cutive  extends  a  liearry  welcome  to  the  menrtership,  and  trusts 
that  you  vill  find  the  meetings  and  lectures  cif  this  our  thirty-socond 
aanuai    convention   instrnctivo   and   profitable.      The   program    we  have 


F>  J.  McAkthcr,  Cobourg  N.  B.  Cobbi.edick,  Toronto  Robt.  Nugent,  Lindsay- 

Elected  second  vice-president.  The  new  president.  Promoted  to  first  vice-president. 

THE  THREE  PRESIDING  OFFICERS  OF  THE  C.E.A.  FOR  1915-16. 


THIS,  the  oldest  association  of  Canadian  funeral 
directors,  met  for  their  32nd  annual  convention  - 
at  Toronto  dui^nig  the  second  week  of  the  Oama- 
dian  National  Exhibition,  the  sichoiol  having  been  in 
session  during  the  previous  week. 

All  tlie  sessions  were  presided  over  by  Wm.  Edwards, 
president  of  the  association,  w'ho  called  the  first  meet- 
ing to  order  a<bout  10.30  o'clock  on  the  morning  of 
Tuesday,  September  7fh.  He  unceremoniously  opened 
the  convention,  and  in  a  few  words  welcomed  the  meiu- 
bers  of  the  as'sociation  to  theil*  32nid  annuail  convention, 
and  hoped  their  deliberate ons  would  be  helpful  and 
their  time  in  the  city  would  be  pleasant. 

Introducing  the  Lecturer 

Mr.  Edwards  next  introduced  Mrs.  L.  R.  Simmons, 
president  of  the  Syracuse  (N.Y.)  School  of  Emlbalm- 
inig  and  Sanitation,  who  was  chosen  as  this  year's 
lecturer  and  demou'Sftrator. 

Mrs.  Simmons,  in  her  opening  remarks,  told  how 
s'he  came  to  enter  the  professiion.  "I  did  not,"  she 
said,  "enter  the  profession  because  I  enjoyed  teaching 
men  or  because  I  wanted  to  handle  dead  bodies,  but 
basincss  reverses  came  to  iis  and  at  that  time  a  young 
man  with  whom  f  was  acquainted  wanted  to  pass  a 
State  examination  and  procure  an  embalmer's  license, 
and  knowing  tjhat  T  hiad  been  a  school  teacher  and 
had  taught  physioloigy,  he  asked  me  to  help  him  with 
his  lesso.ns.  He  was  successful  in  passing  his  exarrdna- 
tion  and  sent  another  student.  This  gave  me  the  idea 
th.'at  I  could  help  my  husiband  pay  the  indebtednesis 
that  his  failure  in  business  had  incurred,  so  I  ajttended 
several  embalming  schools  and  began  teacbing  in 
earnest. ' ' 

She  soon  discovered  that  if  a  woman  enters  a  m  an  "s 
profession  she  i'S  obliged  to  prepare  herself  thoroughly 
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placpp  in  yo'ir  hands  was  arranged  at  our  rnoeliog  of  July  6th.  It  wiil 
',>6  carried  out  as  nearly  as  possible. 

The  C'linmittee  on  by  laws  met  with  the  executive,  and  the  chairman, 
Pat-t-Prcsi'ient  Greenwood,  will  givj  llieir  report  recommending  changes 
necessary  to  bring  our  rules  up  to  date. 

We  have  suffered  the  loss  of  osteemi  d  members  in  the  death  of  th'.- 
late  Messrs.  Smith  and  Webb,  of  Barrie.  T'leir  counsel  was  a  great 
Md  to  our  .nssociaiioii  ai'd  their  periuuialily  commanded  oar  respect. 

The  yrar  har,  passed  with  ^  ery  little  buf^iness  requiring  our  alter. 
ti(n,  and  *Iie  affairs  of  the  association  have  been  most  efficiently  handb  d 
by  our  secretary,  F.  W.  Mattl.ows,  t-i  whom  we  r.we  our  best  thanks. 

We  are  now  ab'lo  to  appreciate  more  fully  the  benefit  to  our  \irote% 
sion  of  the  work  of  the  Board  of  Kfaminers,  under  th.i  Undertakers'  and 
F.rab.ilmers'  Act,  and  we  desire  'p  re'/ord  our  recognition  of  the  on' 
tinued  sympathy  of  the  board  with  our  associatim,  and  we  trusr  that 
the  cordial  relations  will  always  be  maintained.  The  examinations  ti 
be  held  following  our  conventicn.  on  Friday,  September  lOth.  wi'l 
nfrord  any  who  desire  the  privilege  of  writing  an  opportunity  of  doinj: 
so  at  s'ight  expense  and  little  U'SS  of  lime. 

As  li  yal  Canadians  our  members,  we  presume,  have  made  many 
sacrifices  in  ihr-  past  year  for  King  and  country.  Yet,  we  believe  that 
our  ass.'Ciali'T.  ni'ght  make  soiie  appropriation  to  the  Red  Cross,  or 
other  patri.'iif  funds,  if  the  finance  ccmmittee  thirk  ive  arc  able  to 
spare  the  mcney. 

In  regard  to  our  work  as  embahners  let  this  association  always  press 
forward  in  v-ducaiion  and  progress,  maintaininrr  the  highest  ideils  of 
service  and  i)rotr"tive  sanitation  ti-  those  of  our  fellow  citizens,  who 
unfort.niate  ennuL'h  to  require  our  prrfessional  duties  in  their  h.imes. 
We  have  nn  h»rituge  of  S2  years  of  intelligent  effort  by  our  leaders  of 
the  pa:;t,  and  look  out  in  the  future  with  open  minds,  welcoming  all 
that  will  uplift  and  enlarge  onr  horizon  regarding  our  profession.  W,^ 
are  assured  ol  tli;se  advances,  if  vie  keep  our  association  active  and 
aggref-iive.  Mith  every  meml-er  ready  to  do  his  part  and  accept  his 
share  (f  responsibility. 

For  the  crnfideiice  with  whicb,  v,iu  have  honored  me  during  the  paut 
year    I  thank  you. 

WILI.TAM   EDWARD-S,  President. 

Following  this  ad'dreips.  Mr.s  Siininoiis  coiiitiiined  hei- 
addre'ss  of  iTiP  mornin.g,  spcakins  pjirtieularly  of  dis- 
eoloratioiis.  tlipir  causes  and  rpmovaL  and  srnod  eos- 
tiietic  eff-et's.  Also  t'he  causes  of  dropsy  and  janndite 
and  tlhc  sipeicial  treatmont  that  srich  eases  must  mieive 
from  tfhe  ein'balmer  to  produce  t!he  best  results. 

Committees  Appointed 

President  Edwards  appointed  tin-  followinir  com- 
mitteieis  to  help  facilitate  tbe  work  of  the  convention  : 

Committee  on  by-laws' — C.  N.  Greenwo'od,  Straltford  : 
T.  H,  McKillop.  Brampton:  PI.  Ellis.  Toromtto. 

Committee  on  finance— A.  W.  Burtcb;  Uansdowiie ; 
W.  Wallace.  Comfber ;  Robert  Nngent,  Tiind^ay. 

Committee  on  presi dent's  addreisiS' — II.  A.  Metier. 
Pemvi'ck;  Bart  Wri^bt.  Ch^^ii^ley  ;  S.  Leatberland.  Schom- 
beirig'. 

Committee  on  se'eretiar\'^'s  report — N.  T.  Boyd.  Mit- 
ebeill;  R.  A.  Cnrrie,  Win.g'bam;  A.  W.  Barlett,  Toronto. 

Committee  on  treasurer's  report — R.  U.  Stone,  To- 
ronto; W.  A.  Wri'orht,  Richmond  Hill:  C.  W.  Sutber- 
land,  Welland. 

Value  of  Association 

J  H.  Robinson,  Hamilton,  for  the  pnrpose  of  discns- 
sinn,  asked  the  f|uestion  as  to  whetlher  tbe  org'aiiiza- 
tion  is  necesisary  now  lhat  the  Ontario  G^overnit.ient 
has  appointed  a  Bo'ard  of  Extam'iners.  fie  called,  on 
members  to  give't'heir  views  in  this  reigard. 

N.  J.  Boyd,  Mitcbell,  said  that  in  rev?ard  to  thp  ap- 
pointment of  the  Boiard  by  the  G-ovemment,  they  bail 
foug-bt  \^'ire  pullimcr  in  order  to  have  tbe  B«ird  ap- 
pointed. There  had  never  been  a  meeting  but  had  been 
ureatly  beneficial  to  those  who  attended  tbi^  conven- 
tions and  tbe  school,  and  it  showed  the  appreciation  of 
the  Oni'cers'  eft'orts  when  they  sec  tbe  large  attendan'ce. 
The  fact  of  tbe  Board  working  in  conjunction  ouglit 
to  be  ail  ineentive  for  ns  to  continne  our  afPliation  with 
tbe  Association  and  do  wbat  lies  witbin  our  power  to 
als'sist  tJhem  in  the  Avor-k  in  whi'cb  they  are  enigaged. 

C.  N.  Greenwood,  Stratford — Regarding  view'S  as 
to  wb.etber  they  b'ave  any  need  of  organizvation  or  not, 
tbe  Board  of  Examiners  is  a  scbool  and  this  eonventioti 
is  a  Rc'hool,  and  if  tbey  wish  to  continne  in  busiineiss  and 
in  tbe  good  v.'ill  of  the  public  they  will  have  to  raisie 
tbe  standard  monally  a  little  higber  than  they  bvave 


done  if  tbey  wisb  to  succeed  in  the  future  avS  they 
have  in  the  past. 

Every  educational  institution  feels  tbe  need  of  con- 
ventic'us.  Comparing  conditions  about  twenty-five 
yeiars'  ago  with  to-d'ay,  one  of  the  reasons  things  were 
so  mxiieb  improved  over  twenty-five  years  ago  was  be- 
c;'n'se  of  the  existence  of  sneh  an  organization  am  tltm. 

The  Civic  Welcome 

The  entrance  of  Controller  Thompson,  ADdermlan 
Rvdir.g,  Alderman  Ramsden  and  Assistant  City  Clerk 
Somer.si,  representing  the  Mayor  of  Toronto,  put  an 
I'nd  to  the  discussion. 

Controller  Tbomp.SiOn  saifl  he  had  beer.  aJsked  by  His 
Wor.ebip  the  .Mayor  to  say  that  he  regrf'tted  has  ab- 
seince.  but  it  was  absolutely  imposLsible  for  him  to  be 
here  as  be  liad  a  meeting  of  Bo'ard  of  Police  Commis- 
sioners'  ard  he  was  very  sorry  both  for  his  .sake  and 
theirs. 

The  city  extended  to  them  a  generous  welcorae.  He 
was  not  in  the  habit  of  going  around  weleoming  di»- 
liniguished  visitors  to  tbe  city,  but  he  would  siay  riight 
'■foiu  his  heart  that,  he  was  glad  to  meet  the  gentle- 
men frc  m  the  different  seetions  of  the  province.  It 
mig'ht  appear  to  them  a  strange  thing  to  welcome  a 
lot  of  gentlemen  undertakers  and  emhalmers,  but  be 
would  sooner  come  to  meet  them  than  have  them 
'•ome  <o  see  him.  He  felt  quite  safe  in  coming  to 
meer,  them'  and  expressed  a  sincere  -vvish  and  hope  that 
he  v/ould  be  spared  many  years  to  come  to  se<>  them, 
although  it  was  poisisihlj^  not  in  the  line  of  good  busi- 
ne's®. 

You  are  engaged  in  a  very  noble  bu.siness,  a  different 
bu;sine'?isi  to  ajiy  other.  Wben  we  employ  a  mlan  to  cio 
anything  we  always  want  to  see  bis  work  before  it  is 
^nisihed.  but  in  this  particular  business  we  do  not 
kniow  bow  you  do  it  until  it  is  done. 

Alderman  Rydiuig — It  Avas  my  privilege  la.st  yeiar, 
and  plei'^isure  also,  to  welcome  you.  and  it  is  a  pleasure 
again  to-day.  I  see  many  faees  again  to-day  that  I 
saw  Jialst  year,  and  I  knoAV  that  the  erabalrners  are  the 
ones  that  have  a  time  when  tbey  get  away  from  their 
birsiness.  I  hope  and  trust  that  we  may  meet  many, 
many  years,  and  have  the  privilege  and  pleiasure  to 
welcorae  you  to  our  city  and  hope  you  have  benefited 
much  sinee  last  year. 

Yours  is  a  profession  and  a  noble  one,  and  a  very 
great  wot^  you  are  doing.  1  hope  and  trust  you  will 
h-ive  a  successful  ye^ar  and  improve  in  every  way  pos- 
sible, and  will  go  away  impressed  vpith  our  city.  I 
truist  you  Avill  h^ave  a  good  time  when  you  are  here. 

..Alderman  Ramsden^ — You  have  boen  welcomed  in 
ilupiicate,  I  do  not  think  it  is  neee.ssiary  for  me  to  wel- 
come you  in  ti'iplicate.  I  agree  with  everythinig  that 
hais  been  siaid  by  my  colleagues. 

The  Association's  Reply 

Mr.  Robinson — It  is  my  privilege  to-day,  on  this,  our 
'!2nd  annivei'sary,  to  reply  to  the  very  kindly  welcome 
we  have  received  at  tbe  bands  of  Controller  Thompson. 
I  am  sui'e  we  reciprocate  very  much  the  kindly  words 
.-poken  by  bim.  and  I  want  to  assure  bira  and  those 
who  are  Avifb  him  that  our  interests  are  bound  up  in 
tbe  city  of  Toronto  to  a  very  great  extenl.  We  have 
met  here  no  less  than  thirty  times,  and  some  time  ago 
A/ie  eoneluded  that  Toronto  was  the  place  and  the  Cana- 
dian National  Exhibition  Avas  tbe  time  Ave  would  meet 
henceforth.  We  reeognize  the  fact  that  Toronto  has 
advantages  for  an  assoeiation  of  this  nature  that  other 
cities  have  not  got.    We  also  appreciate  the  kindly 
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welcome,  that  we  get  each  yeiar  from  the  city  fathers 
ia  Toronto. 

Mr.  Tlionipsoin--I  mi<^ht  say,  Mr.  Chairman,  that  if 
you  can  ai)point  a  special  time  to-morrow  afteirnioon  I 
will  siay.  on  behalf  of  the  city,  fhat  Mr,  Somers  will  be 
\  cry  glad  to  arrange  to  t'ake  you  fo'r  a  run  anound.  the 
city  in  automobiles,  so  if  you  fix  the  time  we  will 
fix  the-  aut'omobileis. 

Mr.  Matthewsi — At  the  meetinig  of  the  exe'cutive  in 
July  it  was  decided  by  the  executive  that  they  should 
have  some  form  of  entertainment,  havinig  in  mind,  of 
course',  the  meeting  of  our  members  wlhile  they  came  for* 
insitruction,  a't  tihe  same  time  we  felt  that  something 
posisiib'ly  out  of  the  ordinary  would  be  aic'oeptaible  to 
ihem,  and  they  felt  that  a  luncheon  at  the  Y.M.C.A. 
wo'uld  be  fine;  but  becaiuse  of  my  having  been  in  the 
city  I  thonght  the  idea  to  go  to  Centre  Island  in  the 
way  of  a  little  oiiting  a  good  one.  Centre  Isl'and 
is  one  of  the  m'Oist  beaiutiful  spots'  in  Toronto  and  has 
goo'd  hotel  accommodation.  We  have  'also  providtd 
for  en^:ertainment  two  or  three  foot  races,  a  baseb'all 
gam'e,  anid  a  guessimg  contesit,  and  we  would  expet^t 
the  members  there  to-morrow  afternoon. 

Followinig  the  depiairture  of  the  civic  d'eputation,  it 
w'ais  moved  by  Mr.  MatthewLs,  seleond'^d  by  past^presi- 
d'ent  C.  N.  Oreenwood,  tliat  the  secretary  be  injstru'cted 
to  write  a  letter  to  Controller  Thompson  thanking  him 
for  the  kind  offer  of  an  'automobile  ride,  but  regretting 
that  time  could  not  be  afforded  this  year. 

Greeting's  From  the  East 

Mrs.  Simraoms  read  a  letter  from  Mr.  Wallace.  Mayor 
of  SusKCx,  N.B.,  in  which,  he  sent  his  greetinigs  to  this 
Asiso'ci'ation,  and  ais'ked  her  to  say  that  he  was  here  in 
spirit  if  not  in  per-son. 

It  was  moved  by  R.  IT.  Stone,  siecond'ed  by  W.  A. 
Wrigtht,  Richmond  Hill,  that  the  secretary  'be  instructed 
to  write  a  letter  and  place  it  in  Mrs.  Simmion,s'  hands, 
to  be  given  to  the  Mayor  of  Sussex,  conveying  the 
greetinigs  of  t!his  Association  to  the  i\Iaritime  Associa- 
tion. 

Mrs.  SimmoMs  made  a  few  rem'arks'  about  the  Avork 


Mayor  Wa,llace  hias  done  for  the  i\Iaritime  As'siociataon : 
how  he  had  held  it  toigether,  sometimes  even  at  'hi'S 
own  expense,  and  of  the  wonderful  work  done  by  that 
as'sociation  at  the  time  of  the  "Titanic"  disaster,  and 
the  good  condition  in  Avhieh  the  bodies  had  been  pre- 
served which  were  sent  to  all  parts  of  the  world. 

Mrs.  Simmons  conicluded  the  afternoon  session  hy 
a  lectiire  on  the  structure  of  tbe  skin  and  the  effeict  of 
embalming  tiuids  on  the  tissueis. 

WEDNESDAY  MORNING 

.Seeretarj'  "Alatthews  sadd  it  was  quite  usual  at  these 
annu'al  conventions  to  take  as  road  the  minutes  of  the 
previous  year's  eionvention  because  of  the  sicarcity  of 
time,  and  also  because  the  members  have  already  read 
the  proceedings  in  their  trade  paper,  Canadian  Furni- 
ture World  and  The  Undertaker,  wbieh  Avill  also  pub- 
lish a  ri'port  of  this  year's  proiceedings  in  its  next 
issue. 

It  was,  therefoire,  moved  by  Robt.  Nugent,  Linidsa;v, 
ajid  seiccnded  by  W.  Wallaicei,  Comber,  that  the  minutes 
of  last  year's  meeitings  be  taken  as  read — carried. 

.Secretary  jMaitbews  read  a  letter  he  had  received 
froia  past-president  J.  S.  Henry,  of  Siidlbury.  as  fol- 
io avs: 

Owiii^'  to  my  state  of  health  1  am  unable  to  meet  with  you  in  con- 
vonti)n,  Xt  is  a  terrible  disappointment  to  me,  particularly  after  not 
being  able  t...  attend  last  year  for  t:.e  same  reason,  and  I  did  want  to 
thank  the  association  personally  for  myself  and  family  for  the  most 
beautiful  cabinet  cf  silver  given  me,  and  which  is  very  much  appre- 
ciated by  us.  Chairman  Simpson,  of  the  Examining  Board,  took  the 
trouble  to  call  on  his  way  home  from  the  convention  and  presont  san;i.', 
and  w'lile  I  fully  pppreciate  what  was  given  me,  still  I  cherish  thy 
kind  words  and  tlie  flattering  remarks  conveyed  by  the  association 
tlirotigh  him  more  th.an  anything  else,  and  you  can  "rest  assured  that 
they  will  not  soon  bo  forgotten. 

I  W'juld  ask  you  kindly  to  convey  to  the  association  my  most  sincere 
regrets  at  not  being  able  to  meet  them  as  T  am  firmly  convinced  and 
am  pleased  to  take  this  opportunity  of  saying  that  1  personally  ha"e 
received  more  berefic  from  a  professional  standpoint  by  attending  these 
conrentions  .-ind  meeting  with  the  men  attending  same  than  from  any 
other  source.  You  can  rest  assured  that  I  will  alwajs  have  the  interest 
and  welfare  of  our  calling  at  heart  and  will  always  be  ready  and  willing 
to  do  anything  that  I  can  for  its  ac' vancement. 

1  tri'.sh  this  gathering  will  l^e  the  banner  convention  yet  held  from 
every  point  of  view,  and  1  know  the  executive  have  left  nothing  undone 
to  make  it  so.  It  would  have  teen  a  great  ])leasure  to  me  to  hav.;  been 
able  to  c  eet  Professor  Simmons  and  Ic  have  benefited  by  her  lectures 
and  demonstrations. 

I  would  also  ask  to  congratulate  the  examining  board  on  the  splendid 
work  done  bj  them  during  the  past  year.  Jt  am  sure  the  association  will 
fully  appreciate  their  work. 

Wistiiiig  you  all  a  pleasant  onting  at  the  Island  on  the  8th,  an.]  that 
voi-'r  hall°£i.-imc  will  be  a  dnnd.r.     You  might  keep  an  eye  on  Mr.  Robin- 
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This  is  the  body  of  a  Haileybury 
merchant  who  died  some  months 
ago,  and  whose  funeral  was  attended 
to  by  Thorpe  Bros,  of  that  town. 
The  body  was  embalmed  with  Dioxin 
and  was  kept  a  week,  and  then  ship- 
ped for  burial  to  France.  It  took  a 
month  to  make  journey,  and  a  letter 
ju»t  received  states  that  the  body 
arrived  in  good  condition,  was  open- 
ed for  the  inspection  of  friends  before 
interment  took  place. 
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Ror.  and  Mr.  MrTntjre  while  the  loast  list  is  on,  and  see  that  nothing- 
IOC  strong  H  taken.  You  might  asK  Mr.  Coltart  or  Fred  Martin  to 
captait:  the  ball  team  for  me.  Yot'rs  sincerely, 

J.  G.  HENRY. 

Mr.  MattlitHvs :  1  am  sure  wo  all  feel  the  loss  of  our 
past  president,  Mr.  Henry,  because  be  lias  been  a 
great  help  to  us  in  our  association  work  imd  in  our 
meetings  in  past  years  anid  we  all  wish  him  GrO'd  speed 
and  quick  recovery. 

In  reading  the  report  of  last  year  it  iis'  usieless  for  me 
to  say  anylliing;  it  is  your  wishes  ais  well  a.«  my  own  to 
enrtail  fiine  and  miako  thesie  T-eports  m  short  as'  pos- 


F.  W.  Mathews 
Re-elected  Secretary  ■ 

sible.  In  reading  the  report  to  you,  if  there  are  any 
questions  tliat  you  would  like  to  ask  I  would  be  glad  to 
answer. 

Secretary's  Report 

Mr.  Presideni,  Officers  and  Fellow  FuiHral  Directors: 

Again  I  varit  to  express  my  rharUs  tc  v.iu  for  the  assistance  you  have 
given  me  in  the  p.ist  yr-ar.  The  work  of"thf  association,  apart  from  the 
little  ups  and  dciwns.   has  been  one  of  progress. 

-lmrn;{  the  duties  of  the  seer.tary  is  the  collection  of  dues 
which  IS  very  important,  and  under  instruction  from  the  executive 
board  a  circular  letter  was  sent  out  to  members  owing  the  association 
four  dollars  or  over.  From  tie  y?l  re>;uests  I  received  33  replies, 
which  is  not  a  very  (,ood  showing  Co  operation  is  what  i.i  required 
and  I  ask  fr  r  the  e.ssistance  of  each  of  you  to  do  your  bit. 

Recei:jts  for  the  year  $800.  Sundry  <>xpense  account  and  petty 
account,  $28.95. 

The  executive  met  only  cjice  since  r.ur  last  convention,  that  nieetinr; 
loking  place  cn  .5nly  6th,  at  66£  Spadina  Ave.,  Toronto.  The, arrange 
raents  for  the  session  and  everything  pertaining  to  it  were  carefully 
considered. 

This  year  you  wiU  note  a  few  new  features,  one  being  the  outing  for 
this  afternoon,  and  T  hope  to  see  everyone  there. 

A  conmittee  consisting  of  Messrs.  Greenwood.  Ellis  and  McKillop  ir3l 
or  the  same  date  as  the  executive  to  revise  the  by-lav/s.  Their  recom 
mendations  will  come  before  you  for  your  ratification. 

Lengthy  leports  are  not  appreciated,  therefore  allow  me  to  thani; 
you  for  youi  attention,  and  don't  forget  to  be  at  the  Toronto  Ferry 
Co.'s  dock,  fo(  t  of  Eav  St.,  at  one  thirty  sharp. 

F.  W.  MATTHEWS,  Secretary. 

Before  handing  in  his  report,  Mr.  Matthews  made 
the  f-oilowing  remarks  concerning  his  office: 

Two  ways  you  can  help  by  sending  .subsieriptions. 
Ycm  can  help  yourselvesi,  and  yo'a  dan  help  the  Associa- 
tion. That  is  of  paying  your  own  dues  promptly  first 
and  tapping  the  other  fell'ow  on  the  shoulder  who  is 
a  member  of  the  Association  and  ask  him  if  he  has  paid 
his  dues.  There  is  no  question  about  the  intention  of 
onr  members.  In  most  instaneeisi  it  is  just  a  question 
of  proicrastinjation,  hut  in  the  meiantime  we  ahva>s 
have  heiard  and  know  th'at  procrastination  is  the  thief 
of  time,  and  in  this  case  it  is  the  thief  of  our  trea'snrer, 
and  this  Asisociation  cannot  work  without  funds.  Some 
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of  us  do  not  realize  the  expenditure.  The  «chool  cofts 
!his  Association  $500  ever^-  session.  We  have  eleven 
students  with  us.  The  elevi^m  students  pay  v»  $15  per 
tie'ad,  -which  alsjo  entitles  them  to  membership  in  the 
A'Sisoiciation. 

A  memher  is  amply  repaid  for  his  time  and  expendi- 
ture in  listening  to  the  lectures  ar.d  demoni?1ra.tions 
for  the  three  days.  The  Canadian  Embalmers'  Asso- 
ciation is  an  organization  purely  educational.  Many 
of  our  members  have  got  it  mixed  with  the  ClovernmeTtt 
Board,  with  the  Health  Otfice,  and  other  kinds  of 
thiugs. 

Our  ledger  show's  a  meiabership  of  554.  Receipts 
.for  the  year  .simce  our  last  meeting  are  $800.  Secretary's 
expense  account,  $28.:)5.  Many  mem'bers  send  in 
che  ines  for  their  dues  and  they  forget  to  add  exchanige 
on  cheques  for  $2  or  $4.  Kindly  send  po.st  office  order 
or  express  money  order. 

Mr.  Kdwards^There  was  a  good  deal  of  fine  situff  in 
Ihe  secretary's  report.  What  is  to  be  done  -^vith  Mr. 
M  a tthews '  report  V 

Moved  by  A.  W.  Burteh,  Tjiansdowme,  sieoonded  by 
Mr.  T.eatherland,  Schomherg,  that  the  report  of  the 
.se'crptary  be  reiceived  and  referred  to  the  commattee- 
carried. 

Tr€asi'.rer's  Report 

Mr.  President  and  Fellow  Undertakers: 

Mr.  Matthews,  our  secretary,  thoight  I  would  detain  you  a  long  tin.e 
in  my  rep(  rl.  T  am  going  to  say  I  liave  it  in  form  here.  I  might  say 
that  T  have  all  the  orders  and  r.;ceipts  for  our  expenses  during  the 
year,  which  amounted  to  $1,1.!4.1'2.  rnd  that  there  is  a  balance  in  the 
banlf  to  the  credit  of  the  Canadian  Embaln  erp'  .\ssociation  at  the  presei-t 
time,  after  all  cxpmses  have  been  paid,  of  $1,092.46.  There  are  a 
little  less  deficits  on  liand  this  year  than  there  were  last  year — in  the 
neighbi  rhood  of  about  $300  less  this  year.  I  think  quite  a  bit  of  th." 
jeficit  is  owing  to  the  change  in  our  association  with  regard  to  the 
Government;  Board  of  Examiners.  We  do  not  realize  as  much  now  from 
new  inenibers  coming  in  as  we  tised  to,  and  it  may  be  that  it  will  be 
necessary  in  the  future,  instead  of  the  annual  fee  being  S2.  which 
we  must  ail  admit  is  a  very  small  artouiit  for  the  benefit  we  receive, 
it  may  be  that  it  will  be  necessary  to  make  the  annual  dues  a  little 
more,  so  as  t:'  keep  everything  gtiuare,  evtrything  in  good  running  order 
Howo>er,  that  will  Vie  for  the  association  to  say  wliether  they  will  do 
that  or  run  the  ripk  <if  exhausting  what  little  funds  we  have  on  hand, 
which  I  do  ',ot  think  would  he  a  wise  idea,  and  it  will  not  he  :iecessary 
for  nif  to  make  anv  further  ;'ein;irks  other  than  that  the  amount  of 
exi)endit  ii.',  as  I  told  you  was  $1  134.12.  leaving  a  balance  on  hand 
at  Ihe  pres.^-nt  time  of  $1,092.46. 

A.  R.  COLTART.  Treasurer. 

Moved  by  Mr.  -Coltai-t,  seconded  by  Mr.  ]Me4rthur. 
C'ohourg,  that  the  report  of  the  treasurer  be  r'^ferred 
to  the  auditing  committee. 

Secretary  Matthews  here  interposed  the  statement 
of  the  amount  approximately  of  Avhat  the  Association's 
assets  are  in  eaish — $1.0't2.45  in  the  treasurer's  hands ; 
$S00  in  the  secretary's  hands,  totalled  $1.8P2.46.  This, 
plus  what  Ave  have  collected  since  yesterday  afternoon, 
roughly  speaking,  would  he  about  $2,000  at  the  present 
moment. 

3Irs.  Simmons  here  took  up  her  morning  lecture 
until  11  .>'cloclc  on  "Whiat  is  disinfection  At  its 
cionelusion  the  Committ'^ie  on  the  President's  Address 
reT)Oi'ted  through  First  Vice  President  Cohhlediek  as 
follows : 

W>.  your  Committee  on  President  s  Address,  beg  leave  to  report: 
We  have  listened  with  pleasure  to  the  report  of  our  president  on  the 
business  proceedings  for  the  past  year,  and  we  feel  that  the  association 
is  to  be  congratulated  on  having  had  such  an  efficient  servant  in  the 
Doison  of  President  Edwards.  Yotir  eotmiittee  most  heartily  concur 
in  the  recommendation  of  you,  Mr.  President,  to  contribute  what  funds 
the  finance  committee  deem  wi*e  to  help  the  patriotic  novem'^nt.  We 
are  pleased  lo  see  our  president  animated  with  such  a  patriotic  spirit, 
nnd  we  lielieve  it  is  our  duty  to  assist  in  every  possible  way  \vith  the 
ifulfiliiient  of  his  suggestion.    All  of  wrich  is  respectfully  submitted. 

Signed    H.  A.  METLFR.  Fenwick. 

S.    LEATHERLAND.  Schomberg. 
N.  J.  BOYD,  Mitchell. 

The  following  other  re<|iorts  were  presented  hy  the 
reisipeeth!^  rhairnien  of  committees: 

Report  of  Committee  on  Treasurer's  Report. 

Mr.  Stone— T  looked  into  tihe  atTairs  of  the  treasurer 
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and  have  ccme  to  the  coneiliisiion  that  the  Association 
is  to  be  thoroughly  coiigratiilated  on  still  keeping  in 
office  such  a  watch  do-g  of  the  treasury. 

Moved  by  li.  U.  Stone,  s'eeonided  by  Mr.  Wright, 
Riehmoiiid  IliTl,  that  the  report  of  Committee  on  Treas- 
arer's  Repoit  he  accepted' — 'carried. 

Finance  Committee's  Report 

Your  Finance  Committee  leg  to  report  tliat  they  have  examined  the 
treasurer's  bool<s  and  vouchers  and  find  that  they  correspond,  and  also 
correspond  with  .the  treasurer's  report.  Your  committee  would  also 
recommend  that  this  association  ai'propriate  two  hundred  dollars  to  lie 
applied  to  the  Red  Cross  Fund,  as  suggested  by  the  president  in  his 
address. 

Signed    .-V.  W.  BDRTCH 
R.  NUGENT 
W.  WALLACE 

Ontario  Embalmers'  Act  Explained 

T.  E.  Simpson,  chairman  of  tiit.  Orttario  Grovern- 
la'ent  Board  of  Examiners,  and  a  past  preisident  o£  the 
Assiociabion,  being  called  on,  spoke  as  followis. 

T  j,m  glad  tc  have  the  opportunity  this  morning  of  speaking  for  a 
few  minute.i  to  the  members  of  the  Embalmers'  Association.  As  your 
president  has  said,  I  have  had  the  honor  of  serving  you  as  an  officer 
of  this  association  in  the  years  that  have  passed.  I  cannot  soon  forget 
the  loyal  manner  in  which  the  members  of  the  association  stood  behind 
me  in  those  days,  and  th3  executive  which  we  had,  in  which  every 
member  stood  bel:ind  me  and  the  manner  in  which  they  set  to. 

I  congratulate  you  Mr.  President  arid  execative  on  having;  a  lady 
lecturer  and  demonstrator.  Wl\en  "  attended  the  meetings  of  the  con- 
vention yesterdiiy  I  fisstre  you  that  I  was  favorably  impressed  with  the 
manner  in  which  Mrs  Simmons  conducted  her  part  of  the  aflFairs  of  this 
convention.  Her  lectures  were  \  ery  clear  and  plain,  so  very  clear  auil 
plain  that  I  think  every  member  sitting  in  this  room  was  quite  able 
to  understand  what  she  was  tr>  ing  to  convey  to  you.  and  I  think  yoa 
were  fortunate  this  year  in  having  as  ynuv  lecturer  and  demonstrator 
Mrs.  Sini.rnons. 

I  feci  also  that  the  little  variatioi;  that  you  have  .worked  in  this 
year  in  the  way  of  a  special  outing  for  this  afternoon  will  be  appre- 
ciated by  the  members  o,f  the  association.  But  I  must  not  take  up  the 
little  tiu'e  that  is  at  my  disposal,  for  I  notice  that  you  have  got  me 
down  for  a  short  talk,  wnich  is  quite  correct.  You  have  sized  :ne  up 
correctly. 

I  have  no  doubt  that  you  will  expect  to  hear  something  of  the  woric 
of  the  Board  of  Examiners,  what  we  have  been  doing  and  what  we 
expect  to  do.  In  the  first  place  I  want  to  speak  to  you  for  a  minute  or 
two  in  connection  with  the  Act  itself.  You  will  remember  that  the  Act 
was  passed  by  the  Provincial  Legislature  at  the  session  of  1911.  Yon 
will  also  i-emeraber  that  section  8  of  that  Act  provided  that  those  who 
were  connected  with  the  business  at  the  time  of  the  passing  of  the  "Vet 
would  have  until  the  First  of  January,  1912,  in  which  to  qualify,  that 
is,  in  which  to  make  application  to  the  Board  of  Examiners  for  their 
license  and  certificate  of  qualification.  Unfortunately.'  some  difference 
of  opinion  arose  and  some  trouble  arose,  for  which  I  think  I  shoiild 
state  in  all  fairness  to  the  Le;;islr.ture  that  they  were  not  responsible, 
and  that  trouble  necessitated  delay  on  the  part  of  the  board  for  sovue 
time,  and  as  a  result  section  13  of  the  Act,  which  provided  a  penalty 
for  any  person  praciising  embalming  without  a  license,  was  noi,  in  force 
at  that  time.  So  section  8  was  amended,  making  it  read  this  way: 
"That  all  those  engaged  in  the  business  of  embalming  at  the  time  of 
the  appointment  of  the  board,  rather  than  at  the  time  of  the  passing 
of  the  Acr.  would  have  one  year  from  the  date  of  said  appointment  in 
which  to  make  application  to  the  board  for  their  certifcate  and  license  " 
That  means  that  all  those  engaged  in  business  had  from  the  6th  of  May 
1914,  to  tile  6th  of  May,  1915.  in  which  to  make  application  to  the 
board  for  their  certificate  and  license. 

The  Legislature  in  1914  made  a  further  amendment  to  the  Act,  giving 
the  board  itself  the  authority  to  appoint  their  secretary,  the  Lieutenant- 
Governor  having  that  authority  l.y  the  Act  previously.  That  is  tlie  Act 
as  it  stands  to-day.  the  main  condition  pending.  It  was  printed  in 
the  first  report  ol  the  Board  of  Examiners,  a  copy  of  which  I  think 
every  one  of  you  recfived,  or,  if  j'ou  did  not,  you  should  have,  and 
the  Act  is  amended  as  we  have  it  to-day.  as  printed  in  full  in  that 
report,  and  I  would  suggest  that  you  read  it  over  carefully,  and  pos- 
sibly aftei'  you  read  it  over  carefully  we  might  hear  of  a  number  of 
criticisms  that  the  board  unfortunately  hears  from  time  to  time. 

It  is  no'.v  about  sixteen  months  since  the  board  was  appointed,  and 
during  that  time  we  have  done  a  lot  of  hard  work,  and  I  want  right 
here  to  pay  tribute  to  our  secretary,  Mr.  Torrance,  who  has  been  a  hard 
worker,  a  man  of  mature  years,  a  man  of  sound  judgment,  and  one  who 
has  been  of  invaluable  assistance  to  this  board  and  the  work  that  we 
are  doing  up  to  the  present  time.  He  is  a  member  o,f  the  Legislature, 
and  as  such  makes  it  very  easy  and  very  convenient  for  us  to  have  him 
.•onfer  with  any  department  that  we  m.ay  wish  to  confer  with  in  connec- 
tion with  anything  that  we  have  to  take  up,  and  still  I  have  heard  some 
criticisms  of  the  board  having  as  a  member,  especially  as  a  secretary, 
a  man  wl.o  is  rot  now  engaged  in  the  business.  I  would  like  to  state 
clearly  and  emphatically,  the  board  would  look  a  long  time  before  they 
would  get  a  mar.  to  ser\e  them  as  has  Mr.  Torrance. 

Circulars  were  sent  out  shortly  after  the  appointment  of  the  board, 
and  an  application  form  accompanied  each  circular.  The  work  of  the 
board  has  beei'  increased  by  the  apparent  indifference  of  the  under 
takers  and  embalmers  throughout  the  province  and  the  manner  in  which 
they  treated  those  circulars  and  applications.  Many  of  them,  T  have  no 
doubt  nave  good  intentions.  They  put  it  in  a  pigeonhole,  sa.ving  they 
must  not  forget  to  send  it  down,  but  they  do  forget  about  it.  Some 
others  immediately  filled  out  the  application  and  sent  it  in;  with  those 
we  had  no  furUutr  trouble.  A.  few  became  quite  indifferent  in  con- 
ne."tion  with  it.  They  seemed  to  think  that  they  had  been  getting  along 
very  well  with  the  work  as  had  been  done  in  years  past  and  did  not 
want  any  interference  by  any  Government  board  or  anybody  else.  I  am 
very  glad  to  say  that  very  few  of  those  who  have  given  us  trouble  are 
members  of  this  association.    The  majority  of  those  who  as  I  say  have 


caused  inconvenien,'c  arc  men  who  do  not  attend  any  meetings  of 
this  or  any  association,  but  for  some  reason  or  other  most  c,f  theui 
have  come  out  ot  that  rut  and  after  many  circular  letters  had  been  sent 
out.  after  personal  letters  had  been  sent  by  the  secretary,  and  bv  other 
means,  1  ai.'i  glad  to  sav  that  I  telievc  there  are  very  few  men  practis- 
ing ep.iialQung  in  the  Province  of  Ontario  to-day  wjio  are  not  licensed 
by  the  Government  Board  to  do  so. 

One  criticism  that  I  fcrgot  to  mention  in  passing  was  that  the  fee 
was  too  hi'^h — the  $10  fee  that  we  were  imposing  was  too  high  a  fee. 
The  Board  of  Examiners  are  not  charging  any  higher  fee  than  what  is 
required  to  suc^'essfully  carry  on  the  business  of  that  board.  We  havs 
issued  up  to  the  present  time  763  certificates  of  qualification.  Eighteen 
permits  and  nine  applications  hiive  been  refused.  That  is  out  of  all  tlio 
applications  th.at  wc  have  recei\ed,  practically  SOO,  nine  only  have  been 
refused.  Nineteen  candidates  have  written  on  the  examinations,  and  out 
of  that  nineteen  all  have  b,een  successful  but  two. 

Now,  I  have  here  a  complaint  in  this  connection  that  certificates 
have  been  issued  by  the  board  to  men  who  are  not  competent.  Men 
who  are  not  competent  embalmers  have  rei-eived  certifacates  fron  this 
board.  1  am  quite  frank  and  grant  that  that  may  be  the  case,  but  I 
want  to  tell  yon  that  there  won't  be  any  person  receive  a  certificate 
from  this  board  from  the  6th  day  of  May  last  from  this  board  unless  ha 
is  absolutely  competent.  There  has  to  be  a  point  of  commencement  in 
everything.  We  had  to  be  very  lenient  wiih  men  in  business.  A  great 
many  ot  them  are  perfectly  competent  and  ready  to  take  care  of  a  case, 
but  th-re  are  a  fjw  who  are  not  competent  and  they  are  granted  cer- 
tificates. Those  eighteen  candidates  who  were  granted  permits  are  men 
who  do  not  pretend  to  be  ioliowing  interior  embalming,  and  the  nine 
applications  that  were  refused  were  m.en  that  we  did  not  consider  were 
embalmers  at  all,  did  not  make  very  much  pretense  at  it  even  on  their 
applications,  and  as  a  result  their  f.pplications  were  refused,  and  they 
were  not  even  granted  a  permit.  The  board  are  not  using  any  more 
permits,  l>ut  two  kinds  of  certificates.  One  kind  that  it  was  granted 
to  those  who  wnrc  in  business  to  secure  their  certificate  under  section 
S  of  the  Act,  and  that  certificate  simply  states  that  having  complet'^ly 
Jilled  requirements  of  the  Act,  etc.,  they  were  entitled  to  continue  buii- 
ness;  the  other  certificate,  that  he  has  passed  a  written  examination 
before  the  Board  of  Examiners  In  order  tc  give  those  in  business  some 
chancf^  tn  get  certificates  of  high  standing  the  board  will  give  those  an 
opportunity  to  write  on  examination  without  any  additional  fee. 

A  \oice"  Vliat  do  the  board  really  require  of  an  applicant  before 
they  v/ill  issue  a  certificate  to  qualify?  Do  you  require  anything  in  addi- 
tion to  what  is  stated  in  plain  IJnglish  in  the  A.ct  ? 

ViT.  Simpson:  I  might  stiite  that  we  do.  The  .Vet  doesn't  state  the 
amount  of  experience  that  an  applic:int  must  have,  but  the  Act  does 
give  the  board  tlie  power  to  state  the  amount  of  e-xperience  an  applicani 
.nust  have.  Ihe  board  have  decided  that  an  applicant  must  have  one 
year's  experience  under  a  comjietent  einbalmrr,  and  in  addition  to  that 
Inust  pass  a  written  e.vaniination  before  the  board  before  he  can  receive 
a  certificate  from  now  on.  I  am  not  sure,  but  f  feel  that  it  will  not 
be  long  before  the  board  will  ta'^e  this  stand:  that  a  man  will  not  be 
permitted  to  write  on  an  examination  until  he  has  served  one  year. 

There  is  another  phase.  Some  of  those  who  have  already  been 
n-anted  certificates  are  under  the  impression  that  once  they  i''eceiv3 
their  certificates  ^rom  the  board,  and  their  licenses,  and  continue  to 
pay  then  fef  for  that  license  that  the  board  have  no  more  jurisdiction 
(rver  them.  That  is  wrong.  According  to  the  Act  the  board  have  the 
power  to  revoke  a  license  and  prosecote  a  man  without  a  license.  .A. 
man  entering  into  the  undertaking  Tu.siness  must  get  a  license  and  must 


A.  R.  Colt  ART 
Re-elected  Treasurer 


make  returns  of  burials.  We  are  not  anxious  to  make  any  combine,  but 
there  arc  men  who  are  starting  in  the  undertaking  business  who  have  no 
quallficatiims  whatever  in  that  line  of  business,  and  if  we  are  going 
tc  ever  raise  the  undertaking  business  to  a  profession  and  have  the 
general  public  look  on  it  from  that  standpoint  we  have  got  to  be  somewhat 
careful  of  the  men  who  are  entering  that  business. 

One  other  point — tlie  question  of  the  renewal  of  the  license  fee.  Tt 
was  intimated  last  year  that  the  fee  would  be  $4.  I  think  I  can  safely 
tell  you  this  morning  that  the  fee  will  not  be  more  than  $4,  if  we  get 
control  of  the  undertakers'  licenses  as  well;  that  the  $4  will  include  the 
two  licenses  if  we  get  control  of  it;  if  we  do  not  we  are  goine  to  make 
a  bold  attempt  to  fix  the  fee  at  $■')  for  each  license;  but  we  cannot 
run  it  for  less  than  that. 

Now,  the  board  are  particularly  anxious  that  this  association  should 
continue  in  the  good  work  that  they  have  done  in  the  past.  We  feel 
that  there  is  work  for  the  association  to  do,  and  we  feel  that  if  this 
association  is  not  patronized  by  the  members  connected  with  tlie 
business  that  yon  will  not  have  any  medium  in  which  to  spealc  to  the 
board  in  any  shape  or  form,  and  I  would  strongly  urge  all  to  attend 
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jrourselvos  and  do  ivbat  you  can  to  get  yoair  fellau's  and  members  of  t)i>> 
fisfiociiifcion  fo  atr»  n(!  this  conventior.  from  y(  ar  to  year. 

If  any  metiil>pr«  ha>e  any  questions  to  ask  from  the  board  1  will 
iBi»»Wii-  an;'  questions  i  ran. 

Dominion  Manufacturers'  Stock 

SeriTPtar^'  JTattitewis  drev/  the  convention's  attention 
to  fhe  present  made  a  year  ai^o  by  A.  J.  H.  Eckardf. 
Tie  isaid :  At  our  laist  convetttion  it  wm  decided  tHwit 
wo  accept  from  Mr.  Eekardt,  late  of  the  N.ational 
Cas»ket  Co.,  ten  share®  of  preferred  stoiek  and  five  sharevs 
of  eomtdon  stock  of  Dominion  jManiufactureirs,  Ltd. 
This  stock  was  given  to  this  As.siociatiooi  and  a<!eepted 
by  t'heini.  the  dividends,  if  any,  it  was  hoped  would  be 
ur^ecl  for  the  purposes  of  education,  and  ',v<s  your  se'cre- 
tary  I  was  instruicted  to  receJive  from  Mr.  Pjckardt  this 
stock  and  a  committee  was-  appointed  last  year.  o£ 
wfhich.  Mr.  Greenwood  wa*-'  chairman,  Mr.  Stone,  and 
1  am  not  'STire  of  the  third.  One  was  elected  for  three 
years,  one  for  two  years  and  one  for  one  yetar.  it  will 
be  necessaiy  to  elect,  I  believe,  anotlher  man  this  ye'ar. 
The  cr»mmittee  was  to  act  as  trustees  for  this:  sitock. 
I  'h?.ve  the  stock  liere  and  a  ekn  owl  edited  it,  and  I  am 
gcinigto  tran.sfer'it  to  Mr.  Greenwood,  who  isi  cb-ainnan 
of  that  (rommittee. 

Mr.  Greenwood — I  have  much  pleasure  in  accepting 
th's  ptock  on  behalf  of  the  Assopiation. 

Mr.  Edwards' — Mr.  Greenwoo'd  was  aliso  c'hairman  of 
committee  on  revision  of  the  by-laws  ap;jointed  last 
year  and  he  is  now  ready  to  j:)  re  sent  his  report. 

Eepjrt  of  By-Laws  Committee 

We,  your  commidee  appcinted  t"  rc\ ise  the  by-laws  at  our  last  con- 
vention, brg  leave  to  report  as  follnwh: 

Your  committee  met  with  the  <.\eeutivc  in  the  City  of  Toronto  on 
July  dth,  i'nd  made  a  careful  study  of  the  by-laws,  and  would  recom- 
mend ^ne  follow  ins  changes: 

1.  This  association  shall  be  known  and  hailed  as  the  Canadian  Em- 
balmers'  .^.sociation. 

2.  The  ofhccrs  of  thif;  association  shall  consist  of  a  past-president, 
president,  1st  vii-e  president.  2rd  vice-president,  treasurer  and  secretary, 
'i  he  o.'ticers  shall  constitute  the  execuli\p  power  or  11. f  association.  They 
shall  be  elO'.led  ;it  cneh  animal  'iieetiii.;  of  ihc  j,ssoci:iti(oi. 

3.  The  .^■rriiiiv.  sl;;iH  .n;ik.  .-n-i  ii  1 1 1; (  1 11  o  1 1 1  s  fi  r  holding  the  annual 
meetin'.'  at         in;  -   .in.l  iiIimc  .m'.ic  /  Ii\  iln   r-- clit  i,,r.  of  the  associa.tion. 

4.  The  olii,  ,  1  -.    I,;, II  1,..  .•i.Ti.-.l  ui.iiiially  1  v 

5.  Al  ciirh  .nii'ii  il  ini'.tii.g  lliere  shall  be  rippointed  by  the  president 
the  folliwin.'  I  nniiii  ittees :  finance,  report  of  the  president's  and  secre- 
tary's iniilir,Ms,   ai'd  that  of  fhe     'bv-laws  and  amendments  thereto." 

6.  TlMir    ll,  1 

7.  T'  1"  lied  as  Clause  6  and  to  read  as  follows:  Any  jierson  of 
good  111  nil  I  ii  r.H-ter  who  has  3  license  in  fccordance  with  the  Statutes 
of  Orit.i'iii  iii,i>  iii(oiu(  a  member  of  fliis  association  and  shall  be  en 
titlofi  In  ;i!iiiiil  ill  M;ietings.  lectures  and  demonstrations  of  the  associa- 
tior  i.pi  n  tMr  |i:i  Mi  nt  of  a  fee  of  ten  dollars  ($10.00)  and  en.joy  all 
privileges  of  thi  assoctation.  » 

7A.  Cancelled. 
7B.  Cancelled. 

8  Tg  V,b  stvlfd  as  Clause  7  .ind  to  read  as  follows:  The  dues  for  all 
members  shiili  be  the  sum  of  two  dollars  i?2.00).  to  be  paid  to  the 
secretary  anniialiy. 

9  Tc  be  sly  lid  lis  Clause  8  and  to  read  as  follows:  It  shall  be  th-! 
tiiity  111  the  prVsiili'iil  to  preside  over  all  meetings  of  the  association  ,an.l 
Fee  ti'iil  ll"|  by  I11W.S  are  enforced.    He  shall  also  be  an  ex-oiticio  member 

of  all   II"  iti'i's.     He  shall   hll   nil  vacancies  that  may  arise  in  the 

interim  uml  ml!  special  meetin^rs  of  the  executive  whenever  urgency  is 
requireil    fur  tlie  transfiction   of  business  on   behalf  of  the  association. 

10.  To  by  styli'd  as  0  and  to  read  as  follows:  It  shall  be  the  duty 
of  the  vice' pre^iidents  to  assist  the  president  in  the  discharge  of  his 
duties,  and  in,  the  event  of  absence,  death,  or  resignation  of  the  presi 
dent,  they  shall  lia»  e  charge  of  the  affairs  of  ths  association  as  if  they 
were  the  iictiiif:'  iin'sident. 

IJ.  br  -i\li'il  as  Clause  10  and  to  read  as  follows:  It  shall  he 
the  diit'  III'  I  111-  -.1  rri-tary  to  attend  all  mftfings  of  (he  association  and 
keep  a  riTiml  m  iis  ]iroceedings.  He  sl-.all  also  keep  the  accounts^  be- 
tween the  assnriatii'i  and  its  rien.bers,  and  pay  over  all  moneys  received 
by  hiie  to  tln'  Ircasurer.  taking  his  re.-cipt  for  same.  For  his  service!? 
he  shall  receive  a  salary,  same  to  bi    fixed  by  the  convention. 

12.  It  shall  be  the  duty  of  the  treasurer  to  take  charge  of  the  funds 
of  the  association  and  pay  all  orders  drawn  upon  him  by  the  president, 
i-oiint.-rsisned  by  the  secretary.  He  shall  submit  his  account  to  the 
annual  meeting,  and  the  same  shall  be  referred  to  the  finance  com 
inittec  for  the  purpose  of  ae.diting  the  same.  Security  shall  be  obtained 
j)y  the  association  by  placing  the  treasurer  in  a  guarantee  co-mpany. 

13.  To  be  stjU-d  Clause  12  and  to  read  as  follo-ws:  The  books  and 
papers  cf  the  association  in  the  hands  of  any  officer  shall  be  given 
into  the  charge  of  his  successor  in  office  upon  his  installation  thereto. 

14.  Tc  !•£  styled  as  Clause  13  and  to  be  read  as  follows:  These 
bv-Iaws  nay  be  amended,  altered,  or  changed  at  any  annual  meeting 
of  the  association  upon  a  two-thirds  vet?  of  the  registered  members 
otte'iding  the  a-nnual  meeting  and  in  voting  in  favor  thereof. 

14.  Twelve  members  shall  constitute  a  quorum  for  the  association. 
All  standing  committees  shall  be  composed  of  f.ve  members,  three  of 
whom   shall  be  a  quorum. 

C.  N.  GRE.i^lSrwOCD.  Stratford, 
T.  H.  McKlLLOP,  Brampton. 
TVIoVed  T.y  Mr    Greenwood,  seconded  by  Sir.  Burrows,  that  report  on 
by-laws  be  adopted. 


Mr  JVlatthews  raised  a  pf>mt  on  cLiuse  seren.  It 
wos  a  little  am'biguou.s,  and  conflicted  with  the  present 
reiL'ulations  of  the  A.s5«>eiation.  Beciattse  of  this  the 
report  was  accepted  and  di.sicuswion  on  tbe  point  was 
set  down  for  Thursday  momdng. 

Mr.  Greenwood  being  mamed  for  an  address  on  the 
fiineraJl  directinig  profession,  he  delivered  his  tailk  as 
follows : 

Mr.  Greenwood's  Address 

I  am  delighted  fo  have  th.;  privilege  of  speaking  to  the  convention  for 
»  few  minutes  this  n'orning,  and  especially  of  the  fact  that  this  is  t'no 
first  time  in  the  history  of  the  convention  that  we  have  had  the  priy- 
ilege  of  listenifig  to  a  professor  of  the  fair  sex.  I  have  some  grievance, 
however,  in  pick  with  the  executive  in  connection  with  this.  1  thiuk 
they  have  been  e.vtremely  selfish  in  that  I  have  not  yet  had  a  chance 
ta  shake  hands  with  Mrs.  Simmons. 

Mr.  I'resident,  I  have  no  doubt  that  the  convention  is  to  be  congrattt- 
lated  00  o'jtaining  a  lady.  I  thought  that  this  building  would  be  pretty 
well  filled  this  year  ,iust  on  that  account.  I  notice,  however,  that  w'a 
have  a  very  fair  number  of  manufacti'rers  and  travelers,  especially  of 
ilie  tr.neters,  when  the  ladies  are  addressing  a  convention,  and  I  notics 
ihat  "the  Deacon  '  has  just  come  in. 

If  we  go  back  to  the  larlier  histories  of  fhe  undertaking  as  3  business 
and  tlniil'  of  tiie  advances  that  ha\e  been  made  in  the  last  quarto?  of  a 
centu:y,  1  ihinU  we  can  congratulate  ours-elves  that  we  have  advanced 
\ery  raiiiciy.  It  yoti  look  bac:>  2,5  years  yon  can  see  what  was  going 
on  at  lliat  time.  It  was  a  common  thing  in  these  days  for  men  who 
were  in  the  business  at  that  time  1c  have  a  farmer  or  a  person  in  the 
country  come  along  with  a  cart  and  take  home  a  coffin,  place  the  bod:» 
in  it  and  you  would  not  see  the  body  vntil  the  day  of  the  funeral,  and 
possil  ly  you  would  find  the  lid  had  sn.ipped  open  These  were  mctho<!8 
that  were  adopted  in  the  undertaking  business  at  that  time,  and  that  i^ 
only  a  few  ytars  ago. 

In  call's  whore  yon  are  called  to  the  house  immediately  after  death 
you  l^:l^l■  assumed  a  responsibility  which  is  a  very,  very  important 
res;MlTl^  i'  iliiy  and  it  seems  to  me  lhat  we  have  measured  up  some-ivhat. 
In  the  old  days,  if  you  liad  a  plug  hat  and  frock  coat  that  was  all  thai 
was  uocv-ssary.     To-day  that  is  only  a  small  drop  in  the  bucket. 

I  have  only  missed  one  me<'ting  in  connection  with  this  association, 
and  will  always  strive  to  be  present  at  every  mcetirg.  If  you  are  not 
going  to  profit  yoorself  you  will  perhaps  say  something  to  benefit  some- 
body else.  It  is  up  to  us  to  do  what  we  think  is  to  the  oest  interests 
of  our  business  first  and  foren'.ost 

It  i5  uo  to  every  funeral  director  to  be  careful  of  the  first  impression. 
Ihere  is  no  pn  (ession  where  you  come  so  near  to  the  family,  where  you 
have  to  do  wi'li  Ibi-  most  sacr(>d  piece  of  work  entrusted  to  any  man. 
ff  you  -jre  lu ml  1 1  >  1 a  dead  body  Co  it  the  same  as  if  you  were  handling 
jour  own  motlu-r  You  have  lost  the  respect  of  the  family  if  you  are 
rough. 

And  about  our  opposition.  Thest  men  are  not  a  bad  kind  of  fellows. 
.\dopt  the  plan  of  getting  near  to  them.  You  can  if  you  practise.  Your 
opposition  is  only  a  man.    Get  together  and  discuss  your  difficulties  and 

troubles. 

In  connection  with  your  own  liusiness — your  business  will  only  rise 
to  the  standard  that  you  are.  No  business  to-day  has  ever  grown  be- 
yond the  size  of  the  man  who  is  at  the  head  of  it.  I  rather  glory  in 
the  fact  of  -vatrhing  a  man  prosiier.  It  j  ou  are  doing  your  best  you 
are  accomi  lisliing  what  is  expected  cf  you.  Do  you  benefit  by  your  mas- 
takes'  you  ba\  e,  then  you  ha^e  ac  com7)lished  something.  Did  you 
ever  go  to  a  funeral  and  say:  Well,  I  am.  going  to  do  this  a  little 
better  than  T  did  the  last  time'  If  you  have  not  done  this  you  are  not 
worthy  of  the  trust  placed  upon  you.  As  suggested  by  our  friend,  Mr. 
Mclntyre.  do  nC't  speak  of  how  many  '.iobs"  you  have  had.  Always 
'le  on  the  lookout  at  a  funeral  10  pick  out  something  you  .iid  not  know 
fefore.  (i;vory  fello-n  has  got  something  that  is  worth  watching,  and 
you  can  apply  it  in  your  own  business  when  you  come  home. 

PrP'si^lent  Edwards--!  am  snre  we  have  enjoyed  the 
privilege  cf  listening  to  Mr.  Greenwood,  and  thank  him 
for  his  ad<1reiss.  Cailing  Mr.  Matthews,  Avho  announced 
the  arrangements  for  the  picnic  at  the  T.sland  in  the 
afternoon,  the  convention  adjourned  until  Thursd'ay 
morning. 

THURSDAY  MORNING 

The  first  business  of  the  morning  session  was  the 
presientation  of  committee  reports.  N.  J.  Boyd  read  the 
report  on  the  secretary's  statement. 

■Report  of  Committee  on  Secretary's  Report 
We.  your  Committee  en  Secretary's  Repo-rt,  beg  leave  to  report  that 
we  have  gone  over  the  secretary's  report  for  the  year,  and  find  that  he 
las  bjen  very  diligent  in  his  endeavors  to  collect  from  delinquents,  and 
we  are  surprised  to  find  so  many  old  meitibers  cf  our  association  dis- 
playing such  little  interest  in  our  convention  work,  allowing  themselves 
to  neglect  fhe  payment  of  dues,  and  thus  lose  the  benefits  the  association 
iffords  In  order  to  keep  any  organization  in  a  thriving  condition  it  is 
necessary  to  have  funds  to  continue  its  successful  operation.  We  would 
reconiiieiid  that  the  memb'^rs  throughout  the  province  get  in  touch 
■vvith  their  neighbors  who  are  not  members  in  good  standing  and  impress 
upon  them  the  advisability  of  retaining  their  membership  in  the  asso- 
ciation and  try  to  persuade  them  to  forward  to  the  secretary  of  the 
association  all  back  dues. 

The  asROfiation  is  tc  be  congratulated  on  having  such  an  cfScient 
officer  for  secretary  as  Mr.  Matthews  has  proven  himself  to  be.  We 
are  deeply  indebted  to  your  secretary  for  arranging  for  the  entertain- 
ment of  t'i.e  session  and  hope  *h:  t  all  n  embers  present  will  avail  them- 
selves of  this  opportunity  of  spending  social  time  together  this 
afterrc-in.    .411  of  which  is  resp<>ctfu!ly  sub7nitted. 

N.  ,T.  BOYD, 
R.  A.  CURRIE, 
A.  W.  BARLETT. 

Mr.  Boyd — Mr.  Matthews  has  doTie  m  much  as  you 
can  exoect,  and  even  m-ore  in  the  way  cf  getting  back 
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dues  throiighoiit  the  Province.  Me]ti'beir<3  sihouid  get 
in  tone''",  with  delinquent  inenibers  in  their  loeaMties.. 
He  moved  fhe  ladoption  of  the  rep'ort,  seconided  'by  S. 
Leia'therland,  Scliomberg — ^carrieid. 

President  Edwards-^-The  Assoeiation  expreisses 
thanks  to  Mr.  Mattihew's  for  the  very  efS'cient  niann(3r 
*n  'vrhich  he  arranged  for  tihe  outing  for  uis  yesterday 
afternoon.  Mr.  Matthewts  is  v4ioljy  responsible  for 
the  outing — ^one  of  'the  most  pleasant  features  that  we 
have  ever  had  in  connection  witlt  thm  Assweiation. 

Tt  was  moved  tliat  a  letter  be  forw'-arded  Mr.  Mat- 
tliOW'S,  thanking  him  for  his  kindnesis  in  locking  after 
the  arrangements  for  the  picnic.  Not  only  had  those 
who  attended  the  fun  of  it  theinjseives,  but  the  whole 
entertainment  only  cost  the  Association  the  modest 
sum  of  $51. 

Report  of  Finance  Cosumittoe 

We,  your  Finance  Committee,  beg  to  report  that  we  have  exainined 
the  hooks  and  voTiohers  of  secretary  and  treasurer,  and  find  that  they 
correspond.  We  -wonM,  therefore,  congratulate  Ihem  on  the  able  mann.T 
in  which  they  have  discharged  the  duties  of  their  respective  offices. 

A.  W.  BURTCH, 
N.  WALLACE, 
R.  NUGENT. 

Moved  by  A.  W.  Burteh,  seconded  by  N.  J.  Boyd, 
that  the  reporit  of  the  P'iiiauce  Committee  be  adopt-ed, 
and  that  the  sum  of  $200  be  applied  to  Eed  Cross  Fund 
--earned. 

Discussion  of  Clause  7 

Mr.  M^atthews — The  exception  that  T  took  to  that 
particular  clause  came  before  me  in  co]incction  with 
the  sichool  regulations  one  of  which  saystlhat  the  young 
man  student  mfey  attend  the  school  on  the  payment  of 
$15,  and  right  under  that  line  that  this  will  malce  him 
s.  meniber  of  the  Association.  My  contention  is  that 
the  moment  he  pays  the  $15  he  beeoraeis  a  mem'ber  of 
the  Association.  He  may  have  had  one  or  two  yeai'S 
of  experience  and  comes  aliong  and  gets  the  benefits 
of  our  school  and  then  goes  before  the  examininig  board 
aind  be  pluck- ed.  1  thinly  that  the  reading  of  this  par- 
ticular section  in  our  booklet  is  conflicting  with  clause 
7  of  onr  by-laAv.  He  AVas  not  referring  to  the  man  who 
was  successful  and  still  had  not  put  in  suffieieiit  time, 
lie  thoaght  possi>bly  there  could  be  something  added 
to  that  so  that  if  sLiccessful  in  tr;\dng  his  examination 
the  student  could  become  a  member  of  the  Assioeiation. 

Mr.  Greenwood — He  ciould  not  practise  in  any  way 
until  he  had  first  obtained  a  license.  That  license 
Avould  be  in  aoeord'anee  with  the  statutes  of  Ontario. 

Mr.  Simpson^ — I  think  in  the  first  place  it  wants  to 
be  clearly  understood  that  there  is  no  connection  other 
than  a  friendly  conniection  and  v/ell  wishels  bet-\A'een 
this  Association  and  the  Government  Board  of  Ex- 
aminers. The  fact  of  you  payitiig  the  money  into  the 
Gotvemment  Boiard  of  Examiners  does  not  alTect  you 
here  one  way  or  other,  and  the  fact  of  paying  money 
here  doesn't  affect  your  two  licenses  issued,  one  by  the 
Provincial  Board  of  Health,  issnied  to  undertakers  for 
the  sole  purpose  to  assist  them  in  ©omipi'ling  the  desired 
statistics  of  eveirj'  burial. 

From  now  on  no  licenses  or  certificates  will  be  isstied 
to  any  mi^n  who  are  not  competent  emb aimers.  Novr 
tTie  point  at  issue  here  as  T  see  it  is  this :  This  is  the 
Cauadian  Emhaimers'  Association,  and  I  would  infer 
from  that  that  the  members  of  this  Association  should 
be  emhaimers.  In  that  event  I  think  that  the  by-law 
as  the  committee  has  it  is  in  order,  and  that  if  a  man 
is  not  sn  embalmer  he  has  no  r'ight  to  membership  in 
this  Association.  I  may  be  A^Tonig;  it  is  up  to  the  mem- 
bers' of  the  Association  to  decide.  This  is  an  Asso- 
eiatioTi  of  Enibalmers,  the  Embalmers'  Association  of 


Ontario,  and  men  sihoitld  be  embalmers  before  they 
are  entitled  to  mem'betship  here. 

Mr.  Edwards  thought  the  objetetionS  -tt'ell  tali  en,  and 
oa  the  motion  of  Mr.  Greenwood^  seconded  by  W.  G. 
Burrows,  it  was  decided  that  the  draft  of  the  by-laws 
be  adopted  as  the  committee  suggested  and  that  the 
sichool  regulations  be  cihanged  to  comply  therewith. 

The  members  of  the  Bj^-lawB  Committee  were  re- 
appointed to  look  after  any  suggested  alterations  or 
improvements  and  report  at  next  year's  convention. 

Mrs.  Simmons  here'  took  up  her  talk  on  "The  Beauti- 
ful Dead." 

Noirinations  and  Elections 

The  Pi-esident,  calling  for  nominations,  the  follow- 
ing names  were  submitted : 

For  President — Mr.  Cobbledick,  Toronto,  nominated 
by  G.  W.  Sutherland,  seconded  by  J.  T.  Sing,  "Wallace- 
burg — ^c arried  imanimou sly. 

For  1st  Vice  Pi'csident — ^Robt.  Nugent, 'IJindsay,  nomi- 
nated by  A.  "W.  Burteh,  seconded  by  N.  J.  Boyd — 
unanimous. 

For  ''nd  Vice-President — There  were  two  nomina- 
tions—F.  W.  McArthur,  Cohourg,  and  J.  T.  Sing.  Tlie 
latter  withdrew  and  Mr.  McArthur  was  elected  on  the 
motion  of  R.  U.  Stone,  Toronto,  and  H.  W.  BroAvn. 

Boih  Mr.  Matthews,  sieeretary,  and  A.  R.  Coltart, 
Chatham,  treasurer,  were  returned  to  their  respective 
posts  nnanimously. 

It  was  also  moved  by  Mr.  G-reenwood,  seoonidied  by 
A.  "W.  Burtch.  that  the  same  executive  act  next  year  to 
look  after  the  amiusements  and  entertainraernts. 

Installation  of  Officers 

The  retiring  president  next  called  upon  the  elected 
oricers  for  1915-16  to  take  seats  at  the"  front.  To  Mr. 
C'obbledick  he  said  that  the  work  done  'hj  him  for  the 
association  in  the  past  had  been  of  'grea.t  assistance,  and 
no  donbt  he  would  find  his  duties  as  president  not  too 
hard,  bnt  onerous  enough  to  keep  him  busy.  Words 
of  commendation  were  also  given  to  the  other  new 
o-fficers,  and  at  the  conclusion  these  new  officers  replied. 

Mr.  Cobbledick  appreciated  the  honor  bestowed  on 
liim/and  he  promised  to  do  his  best  to  look  after  the 
interests  of  the  association  in  seeing  that  next  yeiar 
the  organization  would  be  as  good  and  as  strong  as  in 
the  past. 

Mr.  McArthur,  the  only  new  officer,  would  not  make 
a  speech.  He  had  attempted  it  once,  and  failed,  pre 
thanked  the  members  for  electing  him,  and  said  he 
would  not  be  content  until  he  reached  the  president's 
chair. 

President  Cobbledick,  having  taken  the  gavel,  said 
there  was  a  laatter  which  had  been  overlooked  at  the 
morning's  session.  He  asked  Mr.  Greenwood  to  speak 
for  a  moment  regarding  it. 

C.  N.  Greenwood:  "The  fee,  as  you  know,  for  our 
seereta.ry,  Mr.  Matthews,  has  been  $150.  There  are  a 
great  many  extras  that  creep  into  the  e.^penses  of  our 
secrf^tary,  and  all  are  legitimate  expenses  of  the  regular 
work  of  this  department  of  the  association.  T  have 
pleasure  in  making  a  motion  that  the  secretary's  sala'iy 
be  raised  to  $225  for  next  yea;r. " 

N.  .1.  Boyd:  "In  seconding  this  motion  I  would  like 
to  say  that  Ayhiie  the  salary  has  not  been  raised  very 
much,  I  think  it  would  be  more  satisfactory  if  the  same 
were  made  to  cover  everythinig,  as  for  instance,  any 
assistance  which  he  miay  iki'd  necessarj'-  from  time  to 
time  to  secure.  By  raising  the  salary  $75  it  -wifl  asisist 
him  in  these  respects.  It  -would  surprise  a  great  many 
of  you  to  know  how  much  time  the  work  of  the  secre- 
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tary  rorniires.  It  would  take  at  least  two  montihs,  I  am 
sure,  !«o  that  when  we  make  it  $225,  it  is,  after  all,  a 
very  modest  sum. ' ' 

The  motion  wais  carried. 

Presentation  to  Retiring  President 

R  U.  Stone  iStepped  out  at  the  comcluisdoTi  of  the 
addresses  and,  buttomholing  Mr.  Edward^s,  said  it  was 
the  wish  of  the  associajtion  that  some  sliight  retnem- 
brane:^  of  his  year  of  toil  amd  of  pleasure  should  be 
jnade  to  him.  He  then  bamded  Mr.  Edwards  a  ease 
cont-aining  a  beautiful  g'old  locket,  engraved. 

Mr.  Edwards,  when  he  re-covered  himself,  said  it  was 
kind  of  the  meroibers  to  give  this  token  of  frierudBhip ; 
he  appreciated  it,  amd  would  always  keep  it  as  a 
memento  of  the  confidence  they  had  plaiced  in  him.  Te 
had  a  rather  easy  year,  following  Mr.  Henrj''s  tenure, 
and  he  knew  his  successor  would  have  it  niueb  iiarder. 

•  Concluding  Ceremonies 

On  a  motion  by  Vice-President  Nugent,  seconded  by 
F.  W,  ]\''"atthewi&,  a  vote  of  thanksi  was  tendered  Mrs. 
Simmons  for  her  lectures  and  demonstrations,  to  which 
the  profes'sor  suitaWy  replied. 

Then  the  "'Press"  was  tbanlced,  on  motion  ol  H.  AY. 
Maim,  seconded  by  R.  U.  Stooie.  James  O'Hagan,  edi- 
tor of  Canadian  Furniture  Woi-ld  and  The  Undertaker, 
replied.  Attending  tlie  yearly  sessioms  of  the  a,ssoicia- 
tlon  so  often  he  felt  as  if  he  was  bimself  a  member  of 
the  profession,  he  said.  He  promised  the  services  of  his 
paper  in  bringing  forward  any  good  cause  amd  helping 
on  the  progress  of  the  Canadian  Enlbalmers'  Asso- 
ciation. 

SOME  QUESTIONS  AND  ANSWERS 

Just  a  few  queistions  came  out  during  the  demonstra- 
tion's conducted  by  Mrs.  Simmons.  One  of  them  was 
during  tbe  eKpIamation  of  the  use  of  flesih  tints:  "What 
fles'h  tint  should  be  used  first?" 

Au'swer — It  depends!  a  great  deal  on  th-e  su'bject  it- 
self. Tn  a  general  way  tbat  tint  should  be  selected 
that  will  snit  best  the  color  of  the  su'bject.  As  a  rule, 
however,  red  iis  the  first  color  used,  turning  to  white, 
and  then  bviniginig  it  to  flesh  color.  Tt  should  be  re- 
membered that  isometimas  brown  appears  in  the  sixb- 
ject's  cf)lor.  someitimes  yellow,  and  occasionally  green, 
dependinig  on  the  causie  of  death. 

Question — Do  you  keep  the  dl-ainage  tube  open  or 
closed  diu"ing  injection? 

Answer — Open.  be'Ctause  I  am  better  enabled  to  st^e 
the  progress  of  my  work. 

Question — A  person  in  our  locality  died  of  blood 
poisoning,  and  the  lower  part  of  the  face  and  neck 
became  very  swollen  and  red.  How  could  thite  be  over- 
come? 

Ansrwer — That  is  what  is  called  "neick  swelling," 
and  is  due  to  the  presence  of  tissue  gaiS.  Mrs.  Simmons 
instanced  p.n  accident  case  of  this  nature  in  which  she 
injected  upward  through  the  carotid,  then  .she  mas- 
saged to  stop,  not  to  reduce,  the  swelling.  Reduicing 
too  m.uch  gives  the  suhject  an  odd  look.  But  she  used 
her  paints  and  tints  to  overcome  the  effect  of  the  swell- 
ing— ^burnt  sienna  and  white  and  red  crayon  paints. 

NOTES  OF  CONVENTION 

Mrs.  Simmons  has  lectured  seven  times  in  Canada, 
though  thi>s  is  the  finst  occasion  in  v^hich  she  has  lec- 
tured in  Ontario. 

There  were  twelve  students  at  the  school  this  year. 
All  of  them  passed  their  examinations. 


THOSE  AT  THE  CONVENTION 

The  names  and  addresses  of  those  who  were  regis- 
tered at  the  C.Jii.A.  convention  are  as  follows: 


(Jiris.  Dreisingei-,  Klinira. 

Geo.  K.  Ureisiiiger,  himira. 

Kobt.  Nugent,  J^rindsay. 

N.  B.  Ctbl)ledick,  Tojonto. 

N.  C.  Kundle,  Toronto. 

lied   Scott,  Wcodbridge. 

Kcil   McPhee,   Park  Hill. 

H.  A.  Metier,  Fenwick. 

Win.  Edwards,  Gananoque. 

\V.  G.  Burrows,  Chatliam.  • 

T.  \V.  McKilloj,.  Brampton. 

b.'iiauel  Leatlierland,  Schomberg. 

.[.  A.  Campbell,  ]^uttoii. 

If.  U.  Stone,  Toronto. 

F.  W.  .Matthews,  Toronto. 
Charles  IJunhani,  iVurora 
J.  A.  Willson,  Bridgeburg 
A.  W.  Burtch,  Lansdowne. 
\\ .  Wallace,  Comber. 

J.  il.  Robinson.  Hamilton. 

T.  E.  Simpson,  Sault  ate.  Marie. 

Frank  E.  Holmes,  Acton. 

a.  W.  Earle,  Sudbury. 

W.  H.  Dobson,  North  Augusta. 

W.  N.  Knechtel,  Toronto. 

A.  W.  Barlett,  Toronto. 

P.  K.  Williams,  St.  Thomas 

H.   S.   Preston,  Toronto, 

K.  Mcflfatt,  Toronto. 

R.  W.  Williams,  Thorold. 

Miss  Ina  Ronan,  Kingston. 

A.   Klippert,  Waterloo. 

S.  F.  L.  McMurty,  Midland. 

K.  A.  Currie,  Wingham. 

C.  O.  Swnnson,  Waterville. 

M.  L.  Brown,  Dundas.  . 

N.  J.   Boyd,  Mitchell 

.Tas.  Baird,  Plattsville. 

0.  Seldon,  Whitby. 

H.  W.  Brown,  Toronto. 

P.  M.  Howard,  Hastings. 

Part  Wright.  Chesley. 

Colin   McMillan,  Dromore. 

W.  G.  Watson,  Priceville. 

,7.  Paul,  Feversham. 

W.    J.    Stoddart,  Woodville. 

,T    C.   McNiven,  Dorchester. 

W    A    Hunt,  Belmont. 

M.  McPherson.  Delhi. 

Pert  Climenhage,  Steyensville. 

A.  T.  McDonald,  Staynpr. 

V\'    .T.  Ofborne,  Warkworth. 

•T.  A.  Donaldson,  Caledon  East. 

G.  W    Sutherland  Welland. 
Fred  W.  Keller,  IngersoU 

C.   R.  Turner,  Miltnn. 

C.  M.  Greenwood,  Stratford. 

Ropor  Wilson,  Ohatsworth. 

M.   Steinman,  Baden. 

R.   S.    Fleischaner,  Wellesley. 

.Tohii  P.  ArcCammoTi.  Paris 

G.  \V.  C.  Graham,  Toronto. 


\V.  .v.  Wright,   Richmond  Hili. 
Wni.  Speers,  Toronto. 
A.  K.  Coltart,  Chatham. 

I.  orii,;  R.  Barlett,  Weston. 
Thomas  Porter,  Toronto. 
C  Haskett,  Lucan. 

i'.  P'ischer,  Klora. 

.tohn    i.;each.    Si.  Thomas. 

W.  T.  Mather,  Keene. 

N.  J.  .Mather,  dtoaffville. 

Charles  T.  Pufler,  Norwood. 

W.  A.  Britton,  Grand  Valley. 

.1.  Runge,  Clifford. 

T.  J,  McArthur,  Cobourg. 

Charles  Bolton,  Toronto. 

Frtd  Skinner,  Schomberg. 

G.  L.  Walson,  Walters  Fall. 

C.  J.  Heaslip,  Hagersville. 

P.  C.  Lloyd,  Barrie. 

C.  M.  G.  Smith,  Barrie. 

.!.  H.   Madill,  Harrow. 

R.  J.  Watsoji,  London. 

L   P.  Sweeny,  New  York. 

K.  B.  Dell,  Ridgeway. 

Geo.  Heatherington,  Langton. 

O.  A.   .Schrieter,  Berlin. 

II.  W.  Mann,  Cannington. 
W.  Comstock,  Peterboro. 
A.  Black,  Orillia. 

Fred  A.  Wray,  Montreal. 

1'.  A.  Serson,  Carleton  Place. 

E.  W.  Williamson,  Burlington. 
W.  W.  White,  Bracebridge. 
Hugh  Walker,  Port  Hope. 

.T.  B.  McTntyre,  St.  Catharinss. 
L.  Morse  and  Son,  Bowmanville. 

G.  L.  lawrie.  Maple. 

,T.  .S.  Stewart,  Strathroy. 

K.  A.  Breckenridge,  Owen  Sound. 

.Tohn   Hamnier,  Neustadt. 

Herb.  N.  Tovell,  Guelph. 

Norman   A.  Craig,  Toronto. 

H.  W.  Thinker,  Alount  .Albert. 
.T.  Roger,  Atwood. 

O.  J.  Thorpe,  Haileyburj. 
Alexander  Logan,  Parry  Sound. 
.T.  M.  Logan.  Parry  Sound. 
W.  .T.  Ward,  Weston. 

F.  J.  Martin,  North  B.Ty. 
J.  6.  Sr.int.  Wallaceburg. 
.T.  J  Marsh,  Smiths  Falls. 
Albert  .T.   SIv.   Popley's  Bay. 
.Tohn   H.   Summerfeldt.  Turonvillo. 
F.  H.  Speers.  Toronto. 

William   Finlayson.  Paris. 

T(.  B.  Marston,  Paris, 

M,  Morse  and  Son.  Niagara  Falls. 

r.   L.   D,   Bell,  Toronto. 

N.  O.  Baker,  Toronto. 

.las.  McFarnnhar,  Toronto 

Ernest  Bolton  Toronto. 


TWIN  BABIES'  FUNERAL 

While  attending  the  recent  embalmprs'  convention  in 
Toronto  H.  A.  Metier  was  un^xp'^ctedly  called  home  to 
take  eharge  of  a  funeral  which  proved  to  be  that  of 
twin  baby  girls  of  the  age  of  three  months  and  eighteen 
days,  who  died  -within  thrrc  minutes  of  eiach  oth'^r.  The 
first  bom  was  the  first  to  die.  They  were  the  children 
of  Mr.  and  Mrs.  Franklin  Lane,  of  Tintem,  Ont,  and 
the  cause  of  death  wias  toxaemia.  The  babes  were  laid 
to  rest  in  a  beautiful  snow-white  tAvin  casket,  made 
especially  for  the  oecasi'on.  The  funeral  was  largeiy 
attended  and  proved  tn  he  a  very  sad  one. 

THE  SCHOOL  REGISTRATION 

The  names  of  those  tha.t  attended  the  school  of  the 
Camadian  Kmbalmers'  Association,  held  during  the 
week  before  convention,  are: — ^Charles  E.  Johnson, 
P»rockville :  Frank  Slingerland.  Bracebridge ;  Lome  B. 
Bariett,  Weston ;  James  McArthur,  Powassa ;  Frank 
>"\Tr.sman,  Toronto;  C.  0.  Swanson.  Waterville;  John 
M.  Hood,  Crcpraore ;  Raymond  Drak>\  Fonthill ;  Clare- 
mont  Wray,  Hamilton:  G.  S.  dimming,  Arthur;  R. 
W.  Williams.  Thorold;  W.  W.  White.  Bracebridge. 

All  of  the  boys  passed  their  exams,  and  were  granted 
certificates. 

J.  C.  Wray  &  Bros.,  Montreal,  have  opened  funeral 
parlors  at  Hamilton,  Ont. 
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Quality     Uomimon  Manuracturers  se™. 

 LIMITED  —  —  


IT  IS  MOST 
GRATIFYING 

To  experience  the  pleasant  sensation  created  by  the 
manner  in  which  our  No.  1  5  General  Casket  Catalog 
is  being  received  by  the  profession. 

Not  only  have  we  received  many  pleasing  comments ; 
we  have  also  received  numerous  orders  which  is 
evidence  of  the  fact  that  many  of  our  friends  are 
already  finding  the  book  a  valuable  addition  to  their 
business  equipment. 

And  so  we  feel  that  the  realization  of  our  object  in 
issuing  this  catalog,  namely  mutual  benefit,  is  already 
assured. 

It  is  our  wish  that  every  member  of  the  profession,  by 
applying  the  uses  of  our  catalog  to  the  business,  will 
share  in  this  benefit. 
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Quality      Dominion  ]N4a,nufsictiirers  ser^ce* 
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There  are  Many  Valuable  Suggestions 
to  be  Found  Among  the  Other  Pages 


Take  a  Look  Through  Whenever  You 
Have  a  Chance.  You  May  Find  Some 
that  are  Particularly  Applicable  to 
YOUR  Business. 

 HEAD  OFFICE  
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Undertakers'  Supplies 

of  the  Highest  Quality 


The  D.W.T.  Line  of  High  Grade 
Undertakers*  Supplies  offers  you  a 
"Service"  which  can't  be  beat. 

Our  line  always  contains  the  newest 
and  best  for  the  undertaker  and  our 
goods  are  reliable. 


Telephones  : 
ADELAIDE  454 
and  NORTH  5085 


The 

D.  W.  Thompson  Co. 

Limited 

93-109  Niagara  St.,  Toronto 


Caskets,  Robes 
and  Linings 


We  can  supply  undertakers 
throughout  Canada  with 
the  best  for  every  purpose. 

Our  shipping  facilities  guar- 
antee you  perfect  deliveries. 


Write  or  phone  us 
next  time 

James  S.  Elliott  &  Son 

Limited 

Prescott  Ontario 


Best  Service  For 
Quebec  Undertakers 


Our  location  at  Three  Rivers, 
Que.,  allows  us  to  give  to 
undertakers  in  Quebec  and 
the  East  the  best  service 
possible. 

Our  plant  is  the  finest  and 
most  modern  in  Canada  and 
all  our  goods  are  guaranteed. 

GIRARD  &  GODIN 

Limited 

Three  Rivers,  Que. 


Best  Quality 
Reasonable  Prices 


We  carry  a  complete 
Ime  of  Burial  Caskets, 
Hardware,  etc.,  and 
our  service  to  under- 
takers in  the  Maritime 
Provinces  is  unex- 
celled. 


We  tolicit  your  ordert  by  letter,  telegram 
or  telephon* 


CHRISTIE  BROS.  &  CO. 

Limited 

Amherst,  N.S. 
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Dominion  Casket  Co.,  Limited 


Telephones 


i 


Day  No.  1020.  Nights,  Snndays 
and  Holidays  Nos.  1069-1101 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


Our  designs  are  the  latest.    The  quality  of  our  goods 

is  the  best.    Shipping  facilities  from  our  factory  are 

such  that  we  can  supply 
your  requirements  days,  nights 
and  Sundays.  Try  us  and  you 
will  be  convinced  that  our  service 
is  right. 


No.  322 


Champion  Embalming  Fluid 


is  the  Very  Best 


Our  knowledge  and  experience  in  the  compounding  of  a  first- 
class  and  reliable  fluid  makes  it  safe  for  you  to  rely  on  "Champion." 

For  over  thirty-five  years  we  have  been  diligently  laboring  to  com- 
pound a  fluid  that  will  give  the  best  possible  results  in  the  greatest 
number  of  cases. 

The  proof  of  our  success  is  the  great  and  constantly  increasing 
demand  for  Champion.  This  demand  has  been  much  greater  each 
successive  year  since  1878. 

Priced  as  follows: 

$18.00  per  case  of  24—16  oz.  Bottles 

There  is  No  Duty  to  pay  on  Champion  Fluid. 

It  is  manufactured  and  shipped  from  our  Canadian  plant. 

Send  Order  Direct  to 


The  Champion  Chemical  Company 

Springfield,  Ohio 
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Outing  at  Island  Park 

Baseball  games  and  races — Some  amusing  stunts — Fine 
banquet — Songs  and  speeches 

AN  innovation  and  a  pleasant  broiak  in  the  week's 
convention  del'iberatioins  were  the  banquet  and 
g-anies  which  took  pl'ace  at  Island  Park  in  the 
afternoon  of  Wedn'esd'ay,  September  8th.  While  only 
one  baisieball  opame  was  set  down  in  the  proeeedines, 
two  games  had  to  be  played  to  satisfy  some  of  those 
vvho  attended  as  to  who  were  the  beist  players.    It  may 


Sam  Leathert^and 
The  captain  and  star  of  the  funeral  directojs' 
baseball  team. 


be  reraai'ked  in  po'Sising  that  those  who  wished  for  the 
5?eicond  game  felit  the  next  day  that  they  made  a  mis- 
take judging  by  the  comments  miade  al^oiit  sore  knees 
ajid  rheurrMtie  backs. 

But  the  fhvi  game  wns  a  dandy.  It  was  played  be- 
tween Sain  Leatiherland's  "Leatherheiads"  and  Presi- 
dent Edwards'  "Elephants."'  Sam  had  wisiely  taken 
the  precaution  to  seleict  all  the  young,  nimble  fellows 
on  the  w'ay  over  on  the  boat  so  that  when  the  gro'.inds 
were  reached  he  had  his  colts  all  ready  for  aiction. 
TVdl  Pdwards  had  then  to  select  from  the  older  and 
malTied  portion  of  the  asseimblalge,  the  ''has  been's." 

what's  the  odds,  Bill  got  a,11  the  ladies'  men  'and 
all  the  ladies  (bless  'em)  on  his  side  and  won  hands 
down,  despite  the  fact  that  Sam  did  some  fine  sprint- 
ing and  aerofbatic  stunits  all  over  the  lot. 

Here  is  the  line-up.  "LeatheT^heads" — P.  L.  Moffatt. 
R.  DraL-e,  R.  A.  Curi-ie,  0.  Biandt.  Geo.  Hards,  K". 
I\Ietson,  F.  RleMuritry,  A.  W.  P>urteh  and  Sam  Leather- 
land. 

For  the  "Elephants"  there  were  Fred.  Mattlhew^s, 
A.  W.  Barlett,  I/orne  Barlett.  W.  A.  Britton,  Q.  W. 
Earl,  W.  Cnmstoick.  Neil  MePhie,  Jas.  O'Hiagan  and  Bill 
Edwardr. 

J.  Raird,  of  Plattsville.  officiated  as  iimpire,  and  after 
the  offices  of  the  island  police  had  been  requisitioned, 
he  gare  the  decis>ion  to  the  "Elephants,"  9  to  4. 

Tt  was  whispered  that  the  game  wais  sold,  and  Sar)i 
Leatherland  says  he  knows  it  w"as  by  some  of  the  mufrs 
his  star  players  put  up.  ^loffatt  and  Drake  and  Mat- 
thews anid  I/orne  Bairlett  Avere  in  the  paints  for  losers 


and  winn(  rs,  but  we  Avon  t  say  anythinie  aiboiit  how 
they  played. 

Travellers  vs.  Funeral  Directors 

The  second  game  was  jvlayed  between  a  hand-picked 
team  of  travellers  and  a  selected  nine  representing 
the  conventionisits.  The  former  limed  up  as  foll'^ws: 
Jack  McDanghlin,  Norman  Oraig,  Lome  Barlett,  Wans- 
bougb,  Singleton,  Hendeison,  Flint,  Doc.  Fergixson,  and 
E.  Watt.    (Some  ringeis  here,  you  will  note). 

The  funeral  directors  had  A  W.  Barlett,  N.  J.  Boyd, 
C.  N.  Greenwood,  Sam  Leatherland.  W.  A.  Britten, 
S.  J.  Thori>,  R  Nuerent,  H.  W.  Mann,  and  J.  Phelin. 
{ Sonne  elass  to  these  guys). 

A.  J.  H.  Eckardt  was  umpire  and  presented  the 
game  to  the  travellers,  8  to  0. 

The  Races 

Following  the  baseball  games  the  following  races 
w^ete  run : 

100  3'^rds  dasli,  open  to  members  under  40  years-- 
1st.  1  case  of  Osmotone,  with  book  of  instnictions, 
donated  by  H.  S.  Eckek,  won  by  R.  L.  Moffatt,  To- 
ronto- 2nd. — Silk  h'at,  donated  by  Dominion  ^ffrs., 
Ltd.,  won  by  L.  Barlett;  3rd — Umbrella,  doniated  by  the 
Diominion  Mfrs.,  Ltd.,  won  bv  Raymond  Drake,  Font- 
hill. 

100  yards  dash,  open  to  members  over  40  years — 1st. 
— 1  casio  of  Oanicula  fluid,  donated  by  W.  K.  Murphy, 
won 'by  A.  W.  Barlett.  Toronto  ;  2nd — 1  set  of  cosmetics, 
doniated  by  W.  K.  Murphy,  won  by  S.  Leatherland, 
Scbomberg;  3rd' — 1  gallon  of  jaundice,  fluid,  won  by 
S.  F.  McMurtry,  Midland. 

30  yards  dash,  open  to  members'  wives — 1st — 1  box 
of  chocolates,  won  by  Mrs.  Dr.  Ferguson :  2nd'—  1 
box  of  chocolates,  won  by  Mrs.  Edwards:  3rd — 1  hox 


Dr.  and  Mrs.  G.  W.  Ferguson  sitting  on  verandah  of 
Hotel  Manitou  after  the  games.  Mrs.  Ferguson  won 
the  ladies'  race  and  the  doctor  wielded  the  whitewash 
brush  for  the  travellers. 


of  chocolates,  won  by  Mrs.  Blackhall.  The  prizes  for 
this  race  were  donated  by  the  Dominion  Mfrs.,  litd. 

Mr.  McTntyre,  St,  Oatharines,  presented  the  pi-izes, 
and  Seci-etary  MattheAvs  escorted  the  AVinners,  especi- 
ally the  ladies. 

FolloAA'in'g  the  presentation  of  prizes,  all  adjourned 
to  Hotel  Manitou,  Avliere  a  splendid  reipast  was  spread 
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Our 
New 
Casket 
Line 

Including 

Cloth  Covered 
Caskets,  Robes 
Linings,  Casket 
Hard  ware  and 
Undertakers' 
Supplies 

Our  traveller  will  call 
on  i)ou  soon  and  show 
\)ou  our  complete  line. 

CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


Maxwell  Sanitary  Steel  Vault 

Patents  Nos.  °759727  ;  759728  ;  800929  ;  800930  ;  840077 


STOP  COMPLAINING— FREE  YOURSELF  FROM  DOUBT— JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using-  a  Maxwell  Vault.   The  best  from  the  first.    Its  superiority  is  firmly  established 

after  years  of  experiment  and  improvement. 

NO  CAUSE  FOR  COMPLAINT— NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  by  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

468  KING  ST.  WEST,  TORONTO,  CANADA 
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and  where  everyone  enjoyed  hira'self  and  herseli; 
to  the  limit. 

Harry  Bennett  sang  some  songjs,  t!he  comic  ones 
created  liaugtbter  and  tJie  piatriotic  oneis  got  the  cro-wd 
shaking  their  feet  aiid  jodniing  in  th'e  chorus. 

Presiident  Edwardls  was  chairman,  and  he  had  on 
I'ithar  side  oi'  hirn,  at  the  heiad  of  the  ta'ble,  Rev.  Byron 
Stanffer  and  Mr  Mclntyre,  the  deian  of  the  Canadian 
profession,  fhe  two  speakers  of  the  evening.  BotJh  the 
addrass'os  were  well  worth  listeninig  to.  Mr.  StauflPer's 
on  the  w^ar  and  its'  outcome,  and  Mr.  M'cTntyre'g  on  the 
advances  of  the  profession  during  the  p'ast  thirty  years. 

When  the  assemW'age  disbanded  about  <5even  o'clo'ck, 
to  cateh  the  beat  to  the  city,  all  i)resient  voted  the 
afternoon 's  outing  one  of  the  best  featuras  in  the 
long  lis+  of  annual  conventions  since  the  organazaJtion 
of  the  As'soeiati'on. 

Some  of  the  boys  iniis't  have  liked  the  iisiland  very 
VfiU'Ch,  for  when  the  boat  tour-hod  Ihe  Bay  Street  dioek 
ihey  took  the  next  bolat  over  to  Iranian's  and  <oiine  of 
them  got  home  next  day. 


REV.  BYRON  STAUFFER  S  ADDRESS 

Rev.  Byron  Stauffer  at  tbe  dinner  delivered  a  stirring 
address-  071  "Optimisim."    He  said  in  part: 

I  want  to  tell  you  of  the  proigreiss  of  this  old  world 
in  wticb  we  live.  In  spite  of  tihe  war,  we  must  go  on 
boosting  our  planet.  I  believe  that  it  Avill  go  on  improv- 
ing as  the  centuries  go  by.  I  could  not  bave  faith  in 
(xod  if  I  did  not  believe  that  this  war's  end  will  find 
the  world  in  betteir  isihape  than  it  was,  for  instance, 
after  the  great  Niapoleonie  wars  of  one  hundred  years 
ago.  No  doubt  we  have  lost  mneb  ground,  but  already 
we  have  ."^et  our  faices  toward  the  rising  of  tbe  .smi. 
Onee  more,  like  Bruee's  spider,  we  have  started  to  ciirn'b 
back. 

We  are  somethiing  like  the  man  who  lost  a  good  wife. 
He  was  shoAAang  Bisfhop  Potter  the  monuraent  he  had 
ereeted  to  her  memory.  "Now,  Bishop,  I  feel  a  little 
silly  about  that  laist  line  of  the  inisicription,"  he  said, 
'especially  sinee  I  have  married  again  sr  soon.  Do 
you  not  think'  T  bad  'better  have  the  sculptor  chisel  it 
off?"  The  bishop  looked  down  at  the  line  referred  to 
and  read  -  '"My  light  has  gone  out.''  "O'h,  no,  leave 
it  stand,"  said  tbe  bisihop.  "and  have  them  chisel  a  new 
line  below,  'but  I  have  struek  anoifher  match.'  " 

We  have  already  struck  another  matefh.  When  this 
war  is  over  the  thing  en  our  program  is  to  see  wih ether 
we  cannot  cultivate  amity  and  peace  among  onr  na- 
tional neigb'bors  and  smother  any  new  attempt  on  thf 
part  of  the  pres.<3,  the  war  machines,  or  perhaps  the 
mamifa'cturers,  to  stir  up  intemationial  anger  afresh. 

Terrible  as  this  war  has  been,  we  have  after  all  had 
some  almost  pleasant  siirprises  concerning  it.  Norman 
Angell  told  us  thiat  in  the  event  of  an  iivterrvatdonal 
-A'ar  the  financial  worid  would  go  all  to  pieces  and  men 
would  be  star\'inig.  How  wonderfully  our  finaneiers 
nave  kept  things  steady.  The  -world's  credit  system 
has,  .after  all,  not  gone  to  pieces,  and  conditions  are  a 
thousand  per  cent,  better  than  they  were  at  the  open- 
ing of  the  nineteenth  century,  when  Britain  was  at  wi  v 
with  the  whole  world. 

One  hundred  yea,rs  ago  England  was  a  terrible  place 
in  which  to  live.  The  workingman  of  1800  lived  in  a 
hovel:  in  the  worlring  districts  they  hardly  had  any 
streets  at  all.  Great  piles  of  garbage  stood  in  frort 
of  the  doors.  Father  re^ceived  10  shillings  per  week 
and  mother  ■was  a  beast  of  biirden,  carrying  np  coal 
from  the  mines.    Childfen  eight  years  old  worked  six- 


teen hours  a  day.  Then  p]ngland  consumed  six  times 
as  much  strong  drink  per  capita  as  she  does  mow.  Sports 
in  those  days  were  brutal.  Literature  was  filthy :  the 
stage  was  not  fit  for  the  presence  of  women.  Prisoners 
were  eonfined  in  pestilential  dnngeons.  The  insane 
were  treated  like  wild  beasts.  BooVs  were  a  luxury. 
Newspapers  eoist  .^.lO.OO  pei-  year.  Convicts  were  oftx-n 
sold  into  penal  servitude.  Grinning  skulls  of  executed 
malefactors  lined  the  top  of  Temxde  Bar. 

Now,  we  will  never  go  that  far  baek  again.  While 
oar  maehine  of  civilization  has  slipped  a  co'g,  we  will, 
nevertheless,  go  on.  build  more  nobly,  and  struggle  to 
overcome  the  horrible  tendency  which  we  still  find 
within  the  hearts  of  men. 


NEWLY  QUALIFIED  EMBALMERS 

The  Onl.'U'io  Board  of  Embalmers'  Pixaminers  met  in 
I  he  afternoon  of  Thursday.  Sept.  9,  in  the  Parliament 
H-iaildings,  Toronto,  all  the  mem'bers  being  present — 
T.  E.  Simpson,  chairman,  Jos.  L.  Tickell,  tre.asurer,  J. 
('.  Van  Camp,  W.  G.  Burrows  and  Jas.  Torrance,  sec- 
re^ar3^ 

The  minutes  of  formei  sessions  havinig  been  rca/d  a/nd 
approved,  the  remainder  of  the  afternoon  was  occupied 
in  hearing  deputations  on  matters  relatinig  to  the  wel- 
fare of  the  profession,  and  a  careful  peruisal  of  tbe 
e.iainination  papers  prepared  by  Chairman  Simpson 

On  Frid'ay,  the  written  e.vamination  was  held  in 
Anatomical  Building  of  Toronto  University,  when  14 
candidates  presented  them'selves.  There  were  two  sets 
of  papers,  one  in  forenoon  and  one  in  afternoon,  con- 
sisting of  25  questions  each.  The  total  A'alue  of  the 
l)aper  Av'as  300  points;  to  pass  60  per  cent,  was  re- 
(uired,  and  to  receive  honors,  90  per  cent.  .'^11  the 
candidates  were  successful.  The  following  are  the 
names  in  order  of  merit: 

Honors' — A,  A.  Schrieter.  Berlin,  and  A.  A.  Robin- 
son, Toronto,  equal;  T.  H,  Speers,  Toronto;  R.  J. 
I^'rake,  Fonthill ;  G.  S.  Ctunming.  Arthur;  J.  A.  Willson, 
Bridgeburg:  and  L.  R.  Barlett,  Toronto. 

Pass — -C.  H.  Wray,  Hamilton,  and  A.  G.  Ferguson, 
Winighara,  equal;  Wm.  Wallace,  Comber;  L.  W.  Trull, 
'■^oronto,  and  PYank  Slinigeriand,  Bracebridge,  equal : 
W.  H.  Grosz,  Berlin  ;  and  Jas.  Thompson,  Toronto. 

There  are  now  some  SOO  emlbalmers  in  the  Province 
who  have  obtained  their  qualification  from,  the  Board. 
3-^  of  that  number  by  Avritten  examination.  Arrange- 
ments are  now  being  made  with  the  Provincial  Board 
of  Health  for  the  Board  I0  collect  the  one  dollar  lieense 
fee  for  undertakers  hitherto  collected  by  Dr.  McCid- 
lough,  secretary  of  the  Provincial  Board  of  Health, 
■A'hich  will  facilita^^e  matters  very  much  by  embalmei-s 
ha^.^ing  to  pay  for  one  license  annually  instead  of  two 
as  has  been  the  oase  in  the  past. 

The  Board  decided  to  hold  two  examinations  each 
year,  in  February  and  September.  The  next  examina- 
tion will  be  held  in  February  1916. 


BEANS  IN  THE  JAR 

There  were  tAventy-five  contestants  for  the  prizes 
awarded  by  A.  J.  H.  Eekhardt  in  his  guessinlg-how- 
riany-beanis-in-the-.iar  contest.  The  number  o^  beans 
was  69,211,  and  the  nearest  guessers  were  Wm.  Speers, 
Toronto,  71,600.  and  T.  Porter,  Toronto,  71,654.  The 
prizes,  a  silver  tea  service  and  a  silver  fruit  set  both 
gold  lin'^d.  were  much  appreciated  by  the  Avinnero. 
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This  Beautiful  Half-Couch  Casket  Was 
Originally  Designed  by  Us 

This  is  an  illustration  of  our  No.  185  cloth  covered  half  couch,  full  trimmed  interior  with  pillow  set. 
An  original  and  popular  design  and  unquestionably  the  best  selling  casket  on  ihe  market  to-day. 
If  you  doubt  this  compare  with  the  many  imitations  offered  the  trade.     No  casket  has  ever  been 
V       '  copied  before  its  superiority  has  been  acknowleged. 


CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  241  Fern  Ave.,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


Announcement 


A  New  Principle  in  Embalming 


We  herewith  announce  the  discovery  of 
A  NEW  PEINOIPLE  IN  EMBALMING. 
This  is  something  absolutely  unique  and 
embodies  a  method  which  is  in  no  manner 
like  any  other  ever  in  use  before. 

We  have  put  this  new  method  and  new 
principle  to  the  most  rigid  tests  and  it 
has  produced  results  which  can  be  de- 
scribed only  as  wonderful  in  both  preser- 
vation and  cosmetic  effect. 

Professor  Eckels  has  just  published  a 
thoroughly  thought-out  treatise  descrip- 
tive of,  giving  reasons  for  and  the 
methods  of  procedure  in  this  wonderful 
new  method  which  OPENS  UP  A  NEW 
EPOCH  IN  THE  SCIENCE  OF  EMBALM- 
ING. 

This  treatise  has  been  put  into  a  book 
of  about  130  pages,  beautifully  printed 
in  two  colors  and  attractively  bound. 

It  wlU  be  sent  FREE  OF  CHARGE  to 
any  reliable  and  established  undertaker 
in  the  United  States  who  is  willing  to 
prove  the  ef&cacy  of  this  method  for 
himself. 

This  method  may  be  used  with  ANY 
STANDARD  EMBALMING  FLUID  arter- 
ially  injected.  The  embalmer  can  use  the 
fluid  to  which  he  Is  most  accustomed. 
The  material  for  putting  this  new  method 
to  the  most  practical  of  all  tests — its  use 
in  your  own  embalming  room — costs  but 


$7.50.  If  you  want  to  do  better  work, 
if  you  want  to  obtain  results  you  never 
before  have  attained  at  only  a  slight 
additional  cost  over  your  previous  method 
and  a  few  minutes'  extra  work,  fill  out 
the  blank  in  the  corner  of  this  page  and 
mail  it  at  once.  The  volume  will  be  sent 
to  you  without  charge.  Read  it  carefully 
and  then  if  you  care  to  send  back  the 
equipment  and  keep  the  book,  we  will 
pay  transportation  charges  both  ways. 

Better  yet,  study  the  method  as  out- 
lined in  the  volume,  keep  both  the  volume 
and  the  material  and  we  will  bill  you 
for  $7.50. 

This  notice  is  addressed  to  those  who 
realize  that  the  inventor  of  the  famous 
Eckels-Genung  Axillary  method,  the  dis- 
coverer of  Dioxin  and  the  compounder  of 
the  only  RE-Concentrated  fluid  on  the 
market  would  not  make  this  announce- 


Cut  off  this  COUPON  and  Mail  To-day! 


To  H.  S.  Eckels  &  Co.. 
24 1  Fern  Avenue, 
Toronto  Can. 

Please  send  to  the  address  below,  free  of 
charge,  your  130-page  book  entitled  "A  New 
Principle  in  Embalming." 

You  may  include  with  it,  if  you  like,  the 
materials  necessary  for  testing  this  new  method 
(enough  for  12  average  bodies)  and  bill  us  for 
$7.50,  with  the  distinct  understanding  that  if 
affr  reading  the  book  and  after  testing  the 
method  we  do  notsecure  results  far  better  even 
than  we  anticipate,  wemay  keep  the  book,  but 
return  the  materials  within  30  days,  and  you 
will  cancel  the  bill. 

(Signed) 


O  F. 


ment  if  he  were  not  sure  of  the  won- 
derful efficacy  ,  of  the  method  this  interest- 
ing book  explains.  Lack  of  space  forbids 
a  more  extended  explanation  here.  Be- 
sides, the  book  gives  it  thoroughly,  and 
every  progressive  embalmer  wants  to 
know  ALL  about  this  new  and  forward 
step  in  the  path  of  progress. 

Write  to-day  and  tell  us  to  send  you 
the  outfit.  The  book  is  yours  whether 
you  keep  the  outfit  or  not. 


H.  S.  ECKELS  &  CO. 

1922  ARCH  STREET         PHILADELPHIA,  PA. 

Canadian  Laboratories:  241  Fern  Avenue,  Toronto 
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Arterial,  Venous  and  Lymphatic 
Circulation  and  Its  Relation 
to  Embalming 

Address  delivered  al  Toronto  before  Canadian  Embalmers'  Association 
Convention  by  Prof.  L.  R.  Simmons 

A  knowledge  of  the  cdretilation  and  arrangemenl;  of 
the  large  bloodvessiels  is  absiolutely  necessary  for  tlhe 
0m'b'alm«ir-  AA'ho  would  dio  the  best  work  on-  all  caseis 
with  a  v^ry  limited  know^ledige  by  injecting  his  fluids 
through  the  one  artery  to  which  he  may  be  aiccnstomeid ; 
bait  a  mutilated  body  or  one  in  which  the  circulation  is 
impaired  will  be  to  him  like  a  stranige  pieice  of  music 
to  the  pianist  who  cannott  p'lay  by  note  'but  has  only 
learned  to  plaice  his  fingers  on  the  keys  and  play  one 
piece.  A  knov/lcdige  of  the  bloodivessels  and  the  size 
and  looation  of  the  ditTerent  organs  connected  with  the 
coeliae  axis  is  nlecessary.  The  em'balmer  will  know 
that  he  cannot  sxiiciceissfuliy  inieict  the  body  throu^gh  the 
braichial  or  axillary  artery  without  lifting  the  stomaieh 
and  placing  a  clainp  on  the  large  branch  of  Ih''  aorta. 
The  operation  is  a  simple  ou'C  and  will  not  d'elay  his 
work  five  minutes  if  he  knows  where  to  look  for  the 
leaking  veisisel.  When  he  has  a  body  to  emibalm  that 
has  'been  subject  to  a  general  autopsy  he  miist  know 
where  to  find  the  subclavian  carotid  and  iliaic  arteries 
inside  the  trunk  of  the  body,  for  by  injecting  these 
and  putting  a  Y  tube  in  both  sides  at  once  he  can 
qiaickly  accomplish  thorough  preservation  of  head,  neclc, 
arms,  shoulders,  and  upper  part  of  back,  as  wfel'l  as  hips 
and  lower  limbs.  By  injecting  the  intercostal  sp^aces 
between  the  ribs  with  a  bent  hollow  needle  made  for 
the  purpopie,  he  mn  embalm  such  a  body  as  thoroughly 
and  completely  as  though  no  autopsy  had  been  per- 
formed, and  it  will  not  take  more  than  half  as  long 
again  to  accomplish  the  work,  since  these  large  arteries 
can  he  injected  mucTi  faster  than  the  axillary  or 
brachial. 

Again.  I  am  asked  is  one  side  of  the  body  better  than 
the  other  to  use  when  draining  from  and  injecting  the 
axillary  vein  and  artery.  Under  ordimaiy  circxTm- 
staneesi  J  would  say  that  the  left  side  is  better  than  the 
right;  it  miay  happen,  however,  that  the  vessels  are 
larger,  and  especially  the  vein,  better  developed  on  one 
sid'e  than  tllie  otber,  siometimes  the  right  and  sonVetiines 
the  left,  and  if  good  drainage  can  be  seieured  and  the 
injection  of  the  fluid  is  not  too  rapid,  there  will  be  little 
difference  in  results.  If.  however,  the  fluid  is  rapidly 
injected  into  the  right  axillary  artery,  wihen  it  reaches 
the  right  common  carotid  at  its  juniction  with  the  ri'ght 
jnnominate  artery  the  streiam  will  siplit  and  part  of  the 
fluid  reaich  the  right  side  of  the  face  much  sooner  than 
it  can  reach  the  left;  then,  after  the  aorta  is  filled  the 
fluid  rises  in  both  carotid  arteries  alike,  the  right  side 
of  the  face  having  received  tihe  more  fluid  will  be  harder 
than  the  left.  On  the  other  hand,  if  the  fluid  is  injected 
into  the  left  axillary  artery  it  cannot  reach  either  of 
the  carotid  arteries  until  it  has  filled  the  aorta.  It  will 
then  fill  both  carotids  and  both  sides  of  the  face  alike 
ludess  one  carotid  artery  is  smaller  than  the  other,  or 
unless  there  is  a  &lot  or  obstruction  in  one  or  the  other 
of  the  vessels. 

We  will  noAv  look  at  the  veins  and  siee  if  it  makes 
any  ditVerencC'  whether  we  sieleet  the  right  or  the  left 
axillary  vein  for  drainage.  If  the  blood  is  liquid  enough 
to  run  from  the  tuibe  when  it  is  only  inserted  as  far  as 
the  junction  of  the  subclavian  with  the  internal  jug- 


ular, it  will  make  little  or  no  difference  which  side  is 
used,  for  the  vein  has  passed  the  large  valve  where  the 
cephalic  joins  the  axillary,  and  it  is  to  pass  tbis  valve 
that  wc  are  obliged  to  usie  a  drain  tube. 

T  have  heard  speakers  .say  at  conventions:  T  always 
drain  blood  from  the  femoral  vein  aided  by  the  natural 
gravitation  of  the  body.  These  men  do  not  seem  t") 
realize  that  they  are  aided  by  gravitation,  no  matter 
v^ich  vein  they  use,  for  the  blood,  after  death,  grad- 
ually leaves  the  superficial  veins  and  settles  into  the 
deeper  ones.  He  can  aid  this  gravita+ion  by  manipula- 
tion and  massaging  the  veins  of  the  head,  if  he  is  using 
the  axillary'  artery,  and  actually  pushes  the  blood  ahead 
of  his  fingers  every  inch  of  the  way  from  the  cheeks  or 
the  ears  to  the  drain  tube,  if  he  unde7-stands  the  ar- 
ranigement  and  the  course  of  the  veins  of  t.he  head  and 
neck.  T  can  .show  you  how  this  is  done  by  actual  work 
this  afterjioon  on  the  cftdaver,  Avhen  you  will  see  why 
[  trace  these  vessels  with  my  fipjgers  on  the  manikin 
chiart. 

The  femoral  vein  is  a  long  distanee  from  the  face  and 
the  d i SIC ol oration  of  the  face  that  we  are  so  anxious  to 
whiten.  I  see  no  object  in  using  a  bloodvessel  so  far 
from  the  face  when  avo  have'  one  that  drains  above  the 
heart  and  that  communicates  directly  vnth  botb  the 
interna^  and  external  juigular  A^eins  that  return  the 
blood  from  the  face. 

When  the  blood  coagulates  inside  the  bloodvessels 
this  clotting  begins  in  the  right  anricle  of  the  heart. 
Xow,  su]vpose  this  has  happened,  and  we  are  removing 
blood  Through  the  femoi^'al  vein,  we  can  dirain  the  con- 
tents of  the  iliacs,  the  abdominal  vena  cava,  a  part  of 
the  portal  system,  the  vena  Is  and  other  large  b^ianches 
inisdde  the  abdominal  cavity  without  aiocomplishinig  ajny 
results  whatever  in  the  face,  for  the  blood  from  the 
jugular  veins  cannot  pass  through  the  clotted  mass  in 
the  right  auricle  of  the  her>.rt.  If  there  is  blood  teft  in 
the  right  auricle  or  the  abdominal  vena  cava  and  its 
branches  the  face  will  whiten  if  we  can  empty  the 
juigular  veins  and  their  tributaries.  We  dc  not  remove 
blood'  to  prevent  decomposition  because  in  all  ordinarj' 
cases  our  embalminig  fluids  pass  through  arteries  and 
capillaries  into  the  veins,  which  are  very  elastie  and 
large  enough  to  hold  both  the  Mood  and  embalming 
fluid  '^ncug'h  to  preserv^e  it.  We  remove  blood  to  pre- 
vent disicol oration  or  the  greyish  putty  color  that  is  a 
mix+ure  of  blood  and  formaldebyde  in  the  superficial 
/essels.  It  is  safer  to  have  the  blood  in  the  bottle  than 
in  tbe  vessels  that  show  tbrough  the  transparent  skin. 
A  pinkish-white  fluid  unmixed  with  blood  mil  produce 
the  bciautiful  life-like  cosmetic  effect  that  we  all  like 
to  see.  If  more  color  is  desired  we  have  plenty  of  good 
creami'?  and  lotions  to  apply  thiat  vrill  produce  a  color 
that  will  not  turn  dark  in  the  coui'se  of  foTty-eig*ht 
hours,  as  blood  mixed  with  formaldehyde  is  sure  to  do. 

I  have  more  to  tell  you  of  the  venous  aind  capillajy 
circulation  whieb  is  so  important  for  the  skilled  work- 
man to  understand,  but  as  it  is  now  time  for  another 
speaker  to  take  my  place  I  will  continue  the  sailjject  at 
the  afternoon  sesision. 


NATIONAL  ASSOCIATION  AT  FRISCO 

A  royal  welcome  awaits  those  who  attend  the  34th 
annual  convention  of  the  National  Funeral  Directors' 
Asisoeiation  of  the  United  States,  which  meets  this  year 
in  the  Civic  Centre  Auditorium  at  San  Francisco  from 
Oct.  12-15.  A  special  train  will  carry  delegates  from 
Chileago  on  Oct,  6.  _    _  . 


Oictober,  1915 
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LU  I 

ONTABIO 

Amherstburg — 

J.  H.  Sutton. 
Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.,  &  Co. 
Berlin — 

A.  G.  Schreifcers 
Bobcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont. — 

MeKillop  &  Mclntyre. 
Bracehridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbach,  Geo.  B.,  162 
King  St. 
Brooklln — 

Disney,  E.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 
Campbellford — 

Irwin,  James. 
Campden — 

Hamsel,  Albion. 
Clinton — 

Walker,  Wesley. 
Cobalt — 

McNiabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.    'Phone  68. 
Dutton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Gait— 

Allen  &  Eay. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Olencoe — 

McLay  &  Munro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont. — 

Blachford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Dwyer,  Jiamies. 

16  Camnion  E. 

Green  Bros.,  124  King  St  E. 
Robinson,  J,  H.  &  Co.,  19-21 
Joihn  St.  N 


Hanover — 

Wunnenburg,  Nornmn. 
Hastings — 

Howard,  P.  N. 
Hepwortli — 

Downs,  E.  J, 
IngersoU — 

MeTntyipes,  F.  W.  Eieeler 
an'l  B  A  Skinner,  props. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

MeOaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
Lakefield — 

Hendren,  Geo.  G. 
London,  Ont. — 

Smith,  Son,  &  Olarke, 
115  Dundas  St. 
Lucknow — 

A.  T.  Davison.   'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  Selhuett. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood — ("Mariposa  Station 

6.T.E.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia— 

Bingiham,  H.  A. 

W.  A.  Straohan,  Mgr. 
'Phone  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Oh.  E.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Eogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  HUl— 

Foster  &  McPhee. 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott— ^ 

Eankin,  H.,  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Catharines — 

Grabb  Bros. 

144-146  St.  Paul  St. 


St.  Marys — 
L.  A.  Ball. 
N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  E.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 
Simcoe — 

E.  F.  Best.  / 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.  'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 
Henry,  J.  G. 
Moyle,  J.  E. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 
Eaper,  Washington,  Fleury 
Burial  Co.,  731  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont. — 

Wtoodhall,  J.  B. 
Waterloo — 

Klipper  Undertaking  Co. 
Welland— 

Pahtersoin  &  Dart. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  E.  A 

Walker,  J.,  &  Son. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 
QUEBEC 
Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Oadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 


Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Fraser,  D.  &  Co. 
Halifax- 
Snow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McEae,  Clyde  Ave. 
Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 
MANITOBA 
Brandon — 

Camipbell  &  Campibell. 

Vincent  &  McPherson. 
Souris — 

McCulloch,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,    A.    S.,    834  Sher- 
brooke  St. 

Thomipson,  J.  C,  501  Main. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
SASBLA.TCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Eussell,  G.  E.  I. 
Lanigan — 

Eobertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wainwright  &  Jackson. 
BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  Schoo 

1  of  Embalming 

Instruction  in  Practical  Emb£ 

liming-  and  Funeral  Directing 

PREPARATION  FO 

R  EXAMINATIONS 

R.  U.  STONE 

New  AddreM 

525  Sherbourne  St. 

Principal 

Toronto 

Every  Furniture  Manufacturer 

install."  new  equipment  in  his  plant  from  time  to  time— 
the  old  must  go  1  There  is  a  way  to  dispose  of  it— econ- 
omically and  effectively.   Let's  tell  you 

Canadian  Furniture  World,  '^^?^i8NTo^^ 
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A 

Alaska  Feather  &  Down  Co  o.b.c. 

Antiseptic  Bedding  Co  ', . .  i.f.c. 

C 

Canada  Casket  Co  53 

Canadian  Feather  &  Mattress  Co.. 19 
'Canadian  School  of  Kmbalmingr. . 
Can.  H.  W.  .Johns  Manville  Co. . .  .19 

Central  Casket  Co  5.5 

Chair  Craft  Co  •  1(> 

Champion  Chemical  Co  51 

Chesley  Furniture  Co   18 

Columbia  Graphophone  Co  35 

CoUeran  Patent  Spring  Bed  Co. .  ..12 

D 

Dominion  Casket  Co  51 

Dominion  Mfrs.,  Limited  .47-48-49-50 
Du  Pont  Fabrikoid  Co  10 


E 


Eckels  &  Co.,  H.  S  m 

Egyptian  Chemical  Co   .  .58 

Elniira  Furniture  Co   4 

Elmira  Interior  Woodwork  Co  4 

Evcl  Casket  Co  38 

F 

Farquharson-Gifford  Co   9 

G 

Greer,  A.  B   i.b.c. 

Gendron  Wheel  Co  58 

•I 

Globe- Wernicke  Co  7 

H 

Hourd  &  Co  10 


I 

Imperial  Battan  Co   1 1 

t  ^  ^  ,;^  K 

Keystone^Bedding  Co.  6 

Kindel  BeS  Co   g 

Knechtel  Furniture  Co  .  „  .  17 

ri 

M 

Malcolm,  Andrew  20 

Maxwell  Mfg.  Co  53 

McLagan  Furniture  Co.,  Geo..o.f.c. 

Meaford   Mfg.  Co  15 

Mundell,  J.  C,  &  Co. . ,  i.f.c. 

N 

N.  A.  Bent  (;hair  Co   8 

N.  A.  Furniture  Co  12 


0 

Ontario  Spring  Bed  &  Mattfess.'. . '.  14 
P 


Pollock  Mfg.  Co  37 

S 

Stratford  Chair  Co   6 

Stratford  Mfg.  Co   13 

T 

Textileather  Co  12 

W 

Walter  J.  &  Sons   8 

Walter  &  Co.,  B  _  . .  14 

VV^ant  ads  58 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 


Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
I  London,  Ont. 

;  '  SEMMENS&  EVEL  CASKET  CO. 
'         Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  three 
times  for  $2.00. 

Cash  must  accompany  the  order. 
No  accounts  booked. 

MINIMUM  50  CENTS 


WANTED — Fi.iuiture  .saU-sinr^n  with  goo'l  canniectian  ir. 
■,V('-^  t(  I'll  Out  trio,  whii  would -sell  on  com-niissicn  a  gniod  inedium 
pricied  Inne  of  (liming  roam  ease  igoods  or  any  otber  gcwd  lirie 
whiclh  woutd  -worl-  in  wpjU  wlitli  chiair  lino.  Write  fw  partifu- 
Iar«i.  Box  Ko.  l.Sfe  Camadiian  Furnituie  World,  32  Oolborne  St., 
T'oii'omto. 


WANTED — ( 'oiiniiniwsioD  salpisiinian  to  sell  on  comniission  in  t>hv 
I'lovinices  of  Manltoiha,  Saskatcbewan,  and  On+ario,  a  well 
known  linie  ot  go-carts.  Must  be  well  ae<juainited  ^"itih  tJhe  furni- 
ture and  department  store  buy^Ts.  Answer  with  references  to 
Box  m,  Canadian  Furniture  World  8|.5l2 


FOR  SALE — A  pair  of  black  hearse  mares,  full  sisters,  6 
and  7  years  old,  sound,  and  in  good  condition.  Stand  16-2  and 
weight  about  1,250  lbs.  each.  True  in  all  harness.  For  further 
particulars  apply-  to  J.  A.  Donaldson,  Caledon  East,  Ont. 

WANTED  to  hear  from  owner  of  good  furniture  store  for 
sale.  State  cash  price,  description.  D.  F.  Bush,  Minneapolis, 
Minn.  Sj5l3 

WANTED — Undertaking  business  in  good  town.  Gi\e  full 
,,a' liculars  to  065  Spadina  Ave..  Toronto,  Out. 

FOK  SALE — ^Oo.nbinaitiion  caski-t  wagon  and  amibulance.  Also 
i.an'!aii.  WrUe  Rogers  &  Burnley,  283  LanrieT  Ave.  W.,  0titia5»'a. 
Ont. 


IF  YOU  WANT  TO  BUY  OR  SELL 

A  Furniture  or  Undertaking-  Business,  try  our 
Classified  Pages.  The  Canadian  Furniture  World 
and  The  Undertaker  is  read  by  practically  every 
furniture  merchant  and  undertaker  in  Canada 
every  month. 


October,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Solomon  was  Wrong 
There  is  Something  New 


Easyfold 


J9 


Crib 


(Patent  applied  for) 


List  Price,  complete  with  Mattress 

$18.00 

Usual  Trade  Discount 


The  Alaska  Feather  &  Down  Co.,  Limited 

MONTREAL 


Vol.  5   No.  1 1 


Featuring  Christmas  Gift  Furniture 


NOVEMBER  1915 


'FURNITURE^ORW 


AMD  ITU® ^ 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

Who  also  Publish  :  The  Retail  Grocer  and  Provisioner,   The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay -Worker,  The  Electrical  Dealer  and  Contractor 
Good  Roads  of  Canada,  The  Canadian  Nurse,  Motoring 


Stratford 
Chairs 


Have  for  years  been  made  as  well 
as  brains  and  painstaking  effort 
could  make  them.  They  are  the 
same  to-day  with  greater  variety 
and  more  aitistic  beatuy  in  de- 
signing. They  will  be  the  same 
in  their  selling  value  years  from 
now,  and  will  continue  to  sell  and 
make  good  profit  for  dealers  who 
retain  the  progressive  spirit. 


Nothing  More 
Appreciated  as 
a  Gift 

And  judging  from  our  ever 
increasing  Holiday  Business, 
nothing  easier  to  sell  than 
"Stratford  Chairs."  Our  lines 
are  replete  with  practical  sug- 
gestions for  the  Holiday  Season. 
Make  the  quality  of  "  Strat- 
ford"  Chairs  boo;t  your  sales 
this  season. 

Order  Now 


We  also ■  manufacture  a 
complete,  line  of 


Buffets,  Extension  Tables 
Dressers,  Cheffoniers 
and  Stands 

which  are  well  worth  your  con- 
sideration.   Only  best  materials 
and  workmanship  are  used  m 
all  our  lines. 


Stratford  Chair  Co, 


Stratford ' 


Limited 


Ontario 
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No.  670 


Mundell-Made 


Furniture 


No.  204 


The  MUNDELL  line  is  particulatly  well  adapted  for  the  Holiday  Trade.  A  glance  through  our  catalog  will  assure 
you  of  this.  Odd  piecef.  such  as  shown  above,  with  dozens  of  others  — Ladies'  Desks.  Bedroom  Chairs.  Sewing 
Tables,  Jardiniere  Stands,  Smokers'  fables,  Cellareltes,  E,a«y  Chairs  of  every  descriplion.  Magazine  Stands, 
Library  Tables,  etc.  — all  make  a  strong  appeal  as  Christmas  Gifts.    Prove  thi?  for  yourself  by  a  trial  order. 

HMm  (E.  lI^lm^pU  Sc  (Enni^iaiti;.  iGtmttp& 


ELORA 


ONTARIO 


Textileather 


Textileather 


An  Artificial  Leather  that  possesses  the  everlasting 
qualities  of  genuine  solid  leather  at  a  much  lower  cost. 

Textileather  is  made  up  in  all  shades. 
Write  for  a  sample  to-day 

Textileather  Co.,  212  Fifth  Ave.,  New  York,  N.Y. 

Write  Direct  or  to  Frank  Schmidt,  Berlin,  Ontario 


Niovember,  1915 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfieldi. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Cheffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports. 


Are  you  ready  for 
Christmas  Trade? 

The  Christmas  Season  is 
Hearing,  and  to-day*s  pre- 
paration is  to-morrow's 
success. 

There  is  always  a  big  demand  for  articles 
that  combine  in  appearance  and  pleasure 
the  elements  of  a  gift  and  in  service- 
ability the  practical  demand  of  economy 
and  common  sense. 

Furniture  makes  an  ideal  gift,  and  your 
customers  should  appreciate  a  suggestion 
from  you,  Mr.  Dealer,  as  to  suitable 
lines.  Plan  a  display  of  Stratford-made 
goods  and  make  a  special  effort  for 
Holiday  Trade. 

Let  us  remind  you  that  Stratford  lines 
present  a  wide  variety  of  articles  from 
which  to  select  appropriate  Gift  Goods. 

Look  over  the  Stratjord  Directory 
on  this  page  and  then  send  your 
orders,  which  will  receive  prompt 
attention. 

"Uncle  Si" 
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Mr.  Dealer :  You  are  going  to  boost 
Gift  Furniture  for  this  Xmas  Trade 


You  will  therefore  require  displayed  on 
your  floor  "The  Elmira  Line"  which  con- 
tains so  many  good  gift  suggestions.  See 
our  new  Lines. 

Jacobean  and  other  designs  in  Living  Room 
Chairs,  Rockers,  Library  and  Parlor  Tables, 
Stands,  etc.  Cuts  of  same  not  ready  for 
this  issue. 


No.  455  Rocker 
Quartered  Oak,  Fumed  Finish,  Spanish 
Leather,  Chair  to  Match 


MADE 
IN 

CANADA 


The  Elmira  Furniture  Co.,  Ltd. 


ELMIRA 


ONTARIO 


POSSIBLE  IN 
ANY  HOME 


Write  for  Catalog 


Electric  Grate  Mantels 


Electric  Mantels  can  be  set  up  by  anyone,  in  any 
room  where  there  is  electric  wiring.  No  chimney 
— no  tiling  necessary.  Initial  expense  very  reason- 
able.   Cost  of  operation  small. 

A  living  room  display  in  your  window  featuring 
Electric  Mantels  from  our  line  will  create  a  new 
and  important  revenue  for  you. 

We  also  have  a  strong  line  of  Flat  Top  Desks,  Filing 
Devices  and  Special  Office  Equipment  that  will 
repay  your  investigation. 


The  Elmira  Interior  Woodwork  Co.,  Limited 


G.T.R. 


Elmira 


Ontario 


C.P.R. 
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The  McLAGAN  LINE  EXCELS  in  PIECES 
for  SENSIBLE  GIFTS 


We  illustrate  herewith  some 
new  designs  in  William  and 
Mary  style  aid  are  espe- 
cially well  prepared  for  the 
Holiday  Trade  this  Season. 
Our  new  designs  include 
a  great  variety  of  pieces, 
which  make  excellent  gifts. 
With  the  name  McLagan 
behind  them,  their  sales 
making  qualities  are  well 
assured.  Why  not  look  into 
their  possibilities  at  once. 

The  McLagan  Line  offers  prac- 
tically unlimited  possibilities  (or 
diversified  selections  in  Dining 
Room  Suites,  Buffets,  Sic'eboaids, 
Library  Sets,  Parlor,  China, 
Music  and  other  Cabinets,  Fold- 
ing, Card,  Centre,  Library  and 
Dining  Tables  and  other 
Novelty  pieces. 


THE  GEO.  McLAGAN  FURNITURE 
COMPANY,  LIMITED 

Stratford  -  Ontario 


||iiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiin^^ 
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The 


New  Designs 


HAVE  you  seen  the  new 
Klndei  designs  yet  ?  If 
not,  you  had  better  write  us  to- 
day without  fail.  They  all  pos- 
sess a  little  superior  quality  for 
which  our  standard  lines  have 
been  known  in  the  past. 

It  will  pay  any  furniture  dealer  who 
does  not  handle  this  line  to  get  in 
touch  with  us. 

The  new  designs  are  all  reasonable 
in  price  and  provide  a  substantial 
profit  for  the  dealer. 

We  also  make  a  line  of  Deluxe  Daven- 
ports, Somersaultic  Parlor  Beds,  Steel 
Couches,  Folding  Cots,  Camp  Cots. 

Our  extensive  consumer  advertising 
campaign  makes  it  easy  for  the  furni- 
ture dealer  to  convince  his  customers 
cf  the  exclusive  advantages  of  the 

TSmM 

Write  us  to-day  for  in- 
formation and  include 
some  Blndd  designs 
ill  your  Fall  and  Christ- 
mas showing. 


The  Kindel  Bed  Co.,  Limited 

Toronto  Ontario 


The  Hygienic  Line  of 
Reliable  Mattresses 


Is  a  Most  Profitable  Line 
For  You  to  Handle 

Hygienic  Mattresses 

Are  no  experiment  to  the  dealer 
who  sells,  or  wants  to  sell,  a 
mattress  that  is  above  "cheap" 
goods,  and  yet  is  not  so  high 
priced  that  its  sale  will  be  re- 
stricted to  well-to-do  trade  only. 

Hygienic  Mattresses  never  fail  to 
justify  our  claim  as  a  leading 
profit  maker. 

The  Hygienic  Line  of  Mattresses 
is  known  as 

Lee-Burrell 
Rex 

Regent  and 
Invictus 

May  we  send  you  our  price  list  ? 

Standard  Bedding  Co. 

27-29  Da  vies  Ave.,  Toronto 
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"F-G"  Davenports 

FOR  THE  FALL  AND  WINTER  SEASON 


Our  showing  of  carefully  made  Living  Room  Furniture 
includes  only  designs  that  will  hold  the  admiration  of  the 
customer — no  faddish  effects  that  "go  out "  in  a  season  or  two. 

These  sensible  designs  are  backed  by  sensible  construction — 
the  very  strongest,  with  the  greatest  comfort-giving  qualities 
that  can  be  produced  at  a  price  the  average  customer  will  pay. 


Include  a  few  Davenport  Beds  and  Couches  and  two  or 
three  suites  of  Living  Room  Furniture  from  the  F-G  showing, 
for  your  Holiday  and  Gift  trade.  They  will  give  the  kind 
of  satisfaction  that  builds  future  business. 


FARQUHARSON-GIFFORD  CO.,  LIMITED 

Stratford  -  Ontario 

WHEN  ORDERING  DAVENPORT  BEDS  FROM  STRATFORD,  REMEMBER  TO  ORDER  F-G 
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Neatly  Designed  Diner  in  Oak 


q  While  N.  A.  Chairs  are  low  in  price,  no  detail 
of  construction  that  will  add  to  their  service- 
ability has  been  omitted. 

^  The  design  shown  is  made  in  oak  with  leather 
pad  slip  seat.  Let  us  send  you  reproductions 
of  our  many  new,  better  profit  designs  for 
immediate  selection. 

^  We  manufacture  a  large  range  of  stools  for  office 
and  shop  use  which  you  can  back  to  the  hmit. 
The  designs  are  practical  and  the  workmanship 
thoroughly  reliable. 

N.  A.  Chairs  are 
Made  in  Canada 

THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 

OWEN  SOUND  ONTARIO 


1710 


FIBRE  PRODUCTS 


Stronger 

Than 

Wood 


Sharp  in 
Detail 


We  have  over  2000  designs  to  select  from  and  are  continually 
adding  new  features.  We  render  competent  services  in  design- 
ing, to  manufacturers,  free  of  charge  and  give  when  desired 
exclusive  designs.  Let  us  show  you  how  we  can  save  you  money 
and  at  the  same  time  add  to  the  appearance  of  your  line. 


Get  our  Catalog 


Send  for  Sample* 


J.  WALTER  &  SONS 

BERLIN  ONTARIO 

Creoier  &  Fils,  Montreal,  Dittributors  for  Province  of  Quebec 


Finish 

Like 

Wood 

Everlasting 
in  use 
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GLOBE -WERNICKE  SECTIONAL 

BOOKCASES 


Offer  you  opportunities  for  making  sales  among  the 
people  who  make  the  most  profitable  customers. 


STANDARD  STYLE  D.I8; 


The  Globe-Wernicke  Sectional  Bookcase  line  offers  a  wide  range  of  designs  to  select  from. 
They  are  made  in  designs  to  match  up  with  the  furnishings  of  any  room  and  in  combina- 
tions to  suit  any  space. 

The  Globe-Wernicke  Agency  brmgs  to  your  store  the  prestige  that  mcreases  sales  and 
makes  satisfied  customers. 

Write  Us  To-da^  for  Information 


STRATFORD  ONTARIO 
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"NO  COMPLAINTS  OF  ANY 
CHARACTER  ON  THE 


Covered  Furniture 

WHICH  WE  HAVE  SOLD  " 

ijNE  of  the  leading  department  stores  sendf  us  the 
following    letter    concerning   Craftsman  Quality 
FABRIKOID,  —  the    upholstery    material  guaranteed 
superior  to  coated  splits. 

THE  BAILEY  COMPANY 
Mr.  G.  F.  Lord.  Cleveland,  O..  Aug.  6.  1915 

Du  Pont  Fabrikoid  Co., 
Wilmington.  Del. 

Dear  Sir ;  Oik  complaint  department  has  been  baving 
more  trouble  than  ever  this  summer  with  split  leathers. 
Have  been  advised  to-day  that  we  have  received  no 
complaints  of  any  character  on  any  of  the  large  amount 
of  FABRIKOID  coverfd  furniture  sold. 

(Signed)  THE  BAILEY  COMPANY 

Adopt  FABRIKOID  for  upholstery  requirements  and 
eliminate  the  possibility  of  difsatisfied  cujtomers. 

Samples  of  FABRIKOID  and  Facts  About 
Leather  Sent  on  Request 

DU  PONT  FABRIKOID  CO. 

TORONTO,  ONTARIO 


IT  HITS  YOUR  CUSTOMERS 
RIGHT  WHERE  THEY  LIVE 

Tf  lERE'S  nothing  belter,  as  a  sales-producer  than  this  light- 
weight folding  table  which  has  made  good  in  a  wonderful  way. 
It's  the  lowest  priced  table  on  the  market.  Just  right  for  cards, 
supper,  fancy  work  —or  any  one  of  a  hundred  uses.  Youi  cu»- 
tomers  simply  Can't  Resist  the 


^ELITE 

*     FOLDING  TADLE ' 


Write  NOW  for  Booklet  "W"  and  ask  about 
our  special  proposition  to  buyers  in  gross  lots. 


HOURD  &  CO.,  LIMITED 

Sole  Licensees  and  Manufacturers 

LONDON  ONTARIO  80S 


THE  WABASH  SLIDE 


.MADE  BY 


B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  belter  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


"STORE  MANAGEMENT  COMPLETE" 

272  P..-      ONL  Y  ONE  DOLLAR     13  ch.pt.r. 

Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 

COMMERCIAL  PRESS,  Ltd.,  32  Colborne  St.,  Toronto 
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A  PROFIT  PRODUCING  LINE 


Attractive  designs  that 
are  entirely  original. 

Our  designs  may  be 
copied,  but  our  quality 
is  all  our  own. 


The  many  beautiful  de- 
signs make  it  easy  to 
select  pieces  that  har- 
monize with  any  furnish- 
ing or  color  scheme. 


You  must  meet  the  people's  require- 
ments. The  "Imperial  Rattan"  Line 
has  proven  its  durability  and  sala- 
bility  under  present  conditions.  Make 
your  holiday  trade  a  "good  times" 
success  by  featuring  Imperial  Rattan 
Goods. 

IMPERIAL  RATTAN  COMPANY,  LIMITED,  stratford.  Ontario 


s 


Show  these  Folding  Chairs  for  Card  Parties,  Socials 


And  for  any  purpose  that  requires 
a  strong,  light-weight,  inexpensive 
chair.  Absolutely  the  strongest  of 
their  weight  made.  No.  I  OA  is 
constructed  so  that  it  will  not  tip 
when  the  occupant  leans  forward. 
Posts  steam  bent. 

No.  10  is  made  of  select  straight 
stock. 

Makers  of 

Ladders,  Lawn  Swings,  Boyer's 
Gliding  Settees,  Folding  Chairs 
and  Tables,  Chairj  for  Assem- 
bly Seating, Verandah  Furniture, 
Kitchen  Cabinets,  Woodenware 


]       No.  10 


STRATFORD  MANUFACTURING  CO.,  LIMITED 


STRATFORD 


ONTARIO 
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THE  ONTARIO  SPRING  BED  6  MATTRESS  CO.. 


Adjusto  — The  most  talked  about  mattress  in  Canada  to-day 


No.  855  — Brass  Trimmed  Iron'Bcd — very  popular 


Bigger  and  Better  Business  is  Not 
Born  of  "  Business  as  Usual " 

BUSINESS.  SATISFIED  WITH  THIS 
SLOGAN,  IS  NOT  PROGRESSIVE 

Business  to  Become  Bigger  and 
Better  Must  be  Boosted 

YOU  CAN  BOOST  YOUR  BUSI- 
NESS BY  BUYING 

The  Ontario  Line 

THE  BEST  IN  BEDS  AND  BEDDING  IN  CANADA. 
THE  TWO  ILLUSTRATIONS  ARE  BOOSTERS 


The  Ontario  Spring  Bed  &  Mattress  Company,  Limited 

Makers  of  Ontario  Brass  and  Iron  Beds,  Springs,  Mattresses  and  Pillows 

London  Write  for  Particulars  Ontario 


Something  Different  for  the  Xmas  Gift 

A  SHAFER  CHEST 

A  great  many  of  your  customers  would  undoubtedly 
appreciate  such  a  suggestion.  Shafer  Cedar  Boxes 
and  chests  give  genuine  service,  are  handsome  in 
appearance  and  are  priced  low  enough  to  attract  the 
majority  of  people.  Send  us  a  trial  order  for  the 
holiday  trade  or  write  for  our  new  catalog. 

D.  L.  SHAFER  &  CO.,  ST  THOMAS,  ONT 


Medicine  Cabinet  No.  35  has  three 
shelves.  IVhite  Enamel  Finish  with 
Nickel  Trimmings. 
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THE  STRATFORD  COUCH  BED 

MAKES  A  SUITABLE  GIFT 


'  Stratford  Made  Increases  Trade 


For  a  Den  or  Library  this  Couch 
Bed  has  no  competitor.  The  or- 
dinary Bed  Davenport  may  be 
too  bulky  for  the  ordinary  den, 
and  you  can't  stretch  out  on  it  for 
a  "  wink  or  two  "  because  there  is 
no  head  rest.  You  can  on  the 
Stratford  No.  600.  Under  the 
head  rest  is  a  massive  space  for 
pillows  and  the  same  folding  de- 
vice is  used  as  on  our  regular 
Bed  Davenports,  one  of  which  is 
illustrated  below. 


REVOLVING  SEAT  BED  DAVENPORT 


When  you  put  m  a  stock  of  the  new  Stratford  Davenports  you  are  not 
taking  a  chance  on  an  experiment  or  a  new  proposition.  You  are  selling 
a  line  which  has  all  the  qualities  of  High  Grade  Davenports. 


We  are  specialists  in  Davenports  and  have  been  identified 
with  the  Revolving  Seat  Bed  Davenport  since  its  first  inception. 


THE  STRATFORD  DAVENPORT  CO.,  LIMITED 

STRATFORD  ONTARIO 


iiiiiliiiliiiiiiiiiiiiiliiililiiilililililililililiiiiiiiliiiiiiiiiiiliiilililililililiii^^ 
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ANOTHER  NEW  DESIGN  IN 

Mersereau  Brass  Beds 

Quite  dignified  in  appearance,  and  has  proven  a  very 
popular  line.  In  fact,  it  might  very  well  be  included 
among  our  best  sellers.  Why  not  include  one  in  your 
next  order  ?  Put  it  on  the  floor  and  see  hovv^  well 
it  sells. 


You  are  letting  slide  a  big  possibility  for  profit  unless 
you  carry  the  Mersereau  line.    They  sell  at  sight. 


Canadian  Mersereau  Co.,  Limited 

8 1  Florence  St.  Toronto,  Ont. 


November,  1915 
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FOR  REAL  SALES 
VALUES 

The  Meaford  Line 


was  never  in  better  shape  than  it  is 
for  the  Christmas  Trade  this  year. 

Desks,  Bookcases,  Centre 
Tables,  Pedestals,  Music 
Cabinets,  Library  Tables, 
Smokers'  Sets,  Jardiniere 
Stands,  Hall  Racks,  Seats 
and  Mirrors. 

The  effect  of  a  new,  resident  designer 
at  the  Meaford  Factory  means  much 
to  the  dealers  handling  the  Meaford 
Line. 

A  larger  variety  of  the  same  up-to-date 
designs  in  the  Meaford  Quality,  well 
known  to  the  dealers  throughout  the 
Dominion,  is  at  your  disposal  this  Fall. 

Keep  your  floor  well  filled  with  our 
Walnut,  White  Enamel,  Mah  ogany 
and  Surface  Oak  Lines  while  people 
are  not  spending  so  freely  and  you 
will  benefit  by  it. 

The  Meaford  Manufacturing  Co. 

Limited 

Meaford  Ontario 
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Leisure  reading  that  means 
more  dollars  when  you  work 

A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 
ways  of  overcoming  them.  That's  what 
Frank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy 
of  his  statements,  and  his  knowledge  of 
human  nature  all  combine  to  make  them  vol- 
umes that  will  be  read  not  only  for  the  enter- 
tainment they  alford,  but  for  their  practical 
worth  in  the  conduct  of  a  retail  store.  The 
busy  man  will  appreciate  these  books  for 
another  reason ;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 
find  that  particular  chapter  complete  in  itself,  and  depending  in  no 
precede  or  folloAv.    Although  if  he  fails  to  read  every  one  of  them  he 


wise  upon  those  which 
is  depriving  himself  of 


a  privilege. 

Retail  Advertising 

•'Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 
ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 
tising, and  the  subject  of  novelties  is  thor- 
oughly discussed;  that  important  part  of 
advertising  which  is  done  inside  the  store 
is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 
as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  and  mail 
order  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
common  sense  psychology  of  advertising. 

266  Pages,  5x7  inches,  Cloth 
Price  $1.00  Delivered 


Store  Management 

In  "Store  Management  Complete,"  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 
ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 
sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 
vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" 
brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  busines3;  their  relation  and  success,  that's 
the  book. 


252  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 


Both  Volumes  $1.90  Postpaid 


The  Commercial  Press,  Limited 

Publishers  of  nn     ri    11  n  Publishers  of 

Canadian  Hardware  Journal  Oii    V/OlDOrilc     OtlCCl  The  Canadian  Manufacturer 

The  Retail  Grocer  and  Provisioner  >-i  i  '^^^  Canadian  Builder  and  Carpenter 

Canadian  Furniture  World  Trvi»«*»l-#v     tnw^nAn  The  Canadian  Clay- Worker 

.  and  The  Undertaker  1  OrOIllO.    V/allaQa.  The  Klectrical  Dealer  and  Contractor 

Retail  Druggist  of  Canada  '  Motoring 

The  Canadian  Nurse  Good  Roads  of  Canada. 
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No.  502 
Birch  mahogany 
Striped  denim 
8.25  list 


No.  325 
Fumed  oak 
19.50  list 


ly/T  ANY  people  have 
'  at  last  awakened 
to  the  wisdom  o{  early 
Christmas  shopping. 
Better  be  prepared  for 
the  early  gilt  buyer  and 
have  an  assortment  of 
our  reliable  goods  on 
your  floor — they  move 
quickly  and  bring  you 
good  profits. 


No.  504 
Birch  mahogany 
13.50  list 


No.  324 
Fumed  oak 
17.25  list 


No.  86 
Quartered  oak 
20.25  list 


No.  84 
Quartered  oak 
12.00  list 


No.  90 
Quartered  oak 
7.50  list 


Gift  Furniture 

From  the  "  Knechtel  Line,"  with  which  you  can  turn  a  lot  of 
money  into  your  till.  Most  people  would  rather  give  useful 
presents  and  they  will  if  you  display  a  nice  assortment  of  our  line. 

Write  For  Quotations 


THE  KNECHTEL  FURNITURE  CO. 

HANOVER,  ONTARIO 


LIMITED 


No.  87 
Empire  mahogany 
6.00  list 


No.  82 

Empire  mahogany 
9.75  list 


No.  88 
Quartered  oak 
4.50  list 


No.  79 
Empire  mahogany 
5.25  list 


16 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  Novcmlxr. 


What  IS  more  suitable  as  a  gift  to 

the  family  than  a  nice  Extension  Table  — 

You  are  aware  that  the  tendency  in  purchasing 
Christmas  goods  appears  to  be  on  the  Hne  of 
clubbing,  the  members  of  the  family  con- 
tributing to  one  useful  article  for  the  home. 
Suggest  to  your  customers  a 

Twin  Pedestal  Extension  Table 


you  can  close  a  sale  quickly.  It  is  all  that 
can  be  desired  in  design,  fine  quality  and  finish ; 
and  more  than  they  expect  in  utility  and  ser- 
viceability— all  at  a  reasonable  price,  too. 

You  should  have  a  copy  oj  our  large  catalogue. 
You'll  lil^e  the  "  Twin  Pedestal "  proposition. 

Chesley  Furniture  Company,  Limited 

Chesley  ::  Ontario 


"Twin"  Tables 

ma^e 

"Twin"  Profits 
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It  is  easiest  to  sell  a  Table  Cover  when  the  table  is  sold 

Because  it  is  then  that  all  the  pride  of  pos-  sale.  And,  regardless  of  this,  it  is  easy  to  sell 
session,  the  sense  of  carefulness  and  newness  a  comparatively  inexpensive  article  like  a  Table 
all  works  in  the  buyer's  mind  to  produce  the        Cover  after  having  sold  a  table. 

J-M  Asbestos  Table  Covers  and  Mats 

are  superior,  both  from  the  standpoint  of  heat  able.  There's  enough  margin  in  one  cover  to 
protection  and  water  protection  too.  pay  cartage  on  the  table  with  some  to  spare. 

Another  thing  that  makes  these  J-M  Covers  Let  us  send  you  the  booklet  that  tells  all 

popular  with  the  dealer  is  that  they  are  profit-        a'bout  them.   Nearest  Branch  has  it. 

The  Canadian  H.  W.  Johns-Manville  Co.,  Limited 

Toronto  Montreal  Winnipeg  Vancouver 


ililllllllilllillllillllllllliilllilllllllllllll^ 


After  the  fibre  has  been  thoroughly  clean^'d  and  prepared,  the  tick  is  filltd  by 
compressed  air.  The  above  cut  shows  a  mattress  prepared  for  tufting  and  finishing. 
This  mattress  is  bow  thirty-six  inches  through  the  middle  and  when  it  is  com- 
pressed to  six  inches,  as  it  is  when  finished,  some  idea  can  be  had  of  its  elasticity, 
yet  it  is  not  hard  or  uncomfortable. 


This  cut  shows  the  finished  KAPOK  mattress.  Notice  its  symmetry  and  beauty. 
Tickings  and  coverings  of  the  best  quality  obtainable  are  used.  They  arc  the  latest 
patterns  a  fid  designs,  and  do  r  ot  contain  any  finishing  substance  to  increase  the  body. 
Our  Imperial  edge  with  six-inch  border,  closely  stitched,  insures  that  our  Mattresses 
always  retain  their  shape,  and  cannot  break  down  on  the  edges  as  Mattresses 
made  of  other  materials  wilt. 


THE  BEST  MATTRESS  THAT 
YOU  CAN  SELL 

THE  "KAPOK 


The  Kapok  Mattress  is  made  so 
moderate  in  price  and  their  ad- 
vantage so  great  that  all  dealers 
who  are  now  handling  it  find 
that  it  is  a  great  trade  winner. 

Kapok,  otherwise  known  as  the 
Queen  of  Bedding  Material,  is 
positively  the  lightest,  softest  and 
most  durable  and  most  comfort- 
able mattress  known  to  the  Bed- 
ding Industry. 


ORDER  A  SAMPLE  MATTRESS 
TO-DAY  OR  WRITE  FOR  BOOKLET 


The  Canadian  Feather  and 

Mattress  Co.^  Limited 

Toronto  -  Ottawa 
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Not  Only  New 
But  Exclusive 

"CHARLES  1 1" 
DINING  SUITE 


One  of  our  new  "Period"  designs 
that  is  distinctive  and  thoroughly 
characteristic.  This  suite  on  your 
floor  will  pull  you  some  nice 
business,  it  has  for  others. 


No.  8400  Buffet 


No.  8372  Silver  and  Cutlery  Cabinet 


YOUR  STORE 

Is  judged  by  the  class  of  stock  you  have  on 
display,  and  your  business  is  determined  ac- 
cording as  the  store  is  judged.  With  stock 
such  as  illustrated  on  this  page  available  there 
is  no  excuse  for  the  display  of  poorly  con- 
structed goods.  Be  sure  by  ordering  "C.F.M." 
Furniture. 

ITS  ALL  GUARANTEED 


Panada  Purniture^anufacturers 


Limited 


WOODSTOCK 


ONTARIO 


No.  8373  Extension  Table 


IVholaale  Showrooms : 

TORONTO  WINNIPEG 


Distrihultng  IVarehouse 

WINNIPBG,  MAN. 
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Make  Strong  Drive  Fall  trade  is  now  taking  the 
For  Fall  Trade.  centre  of  the  business  stage.  The 
scheduled  time  has  arrived  and 
the  curtain  has  now  gone  up.  The  moment  for  action, 
the  season  of  opportunity  to  which  you  have  been  look- 
ing foi-ward,  is  now  at  hand.  Have  you  everything  in 
readiness  to  make  your  appeal  to  the  audience?  Have 
you  the  stage  set,  the  necessiary  goods  on  hand,  and  have 
you  plans  for  going  after  business  in  readiness  in  the 
wings  to  play  their  part  at  the  proper  moment? 

Every  dealer  should  be  thus  prepared  to  cash  in  OJi 
the  opportunities  for  trade  that  now  present  themselves. 
With  the  change  in  the  temperature  comes  a  change  in 
the  variety  of  goods  in  demand,  presenting  a  chance 
for  the  deialer  to  push  the  sale  of  seasonable  goods. 

In  addition,  the  supply  of  money  at  this  time  is  at 
the  high  water  mark,  especially  in  rural  districts 
w'here  the  farmers  are  now  cashing  in  on  their  sea- 
son 's  labors.  Now,  while  the  iron  is  hot,  is  the  time  to 
strike  for  your  share  of  the  possible  business,  injeeting 
a  full  head  of  steam  into  the  business  machine  in  your 
drive  for  trade. 

The  dealer  who  marries  himself  to  up-to-date 
and  progressive  methods  will  catch  the  busi- 
ness of  Mr,  and  Mrs.  Newly-noed. 

Cash  in  on  Cus-  It  is  difficult  to  understand  why 
tomer's  Presence.  some  merchants  will  pay  out  good 
money  for  advertising  to  get  cus- 
tomers into  the  store,  and  then  fail  to  make  full  use  of 
their  presence  there. 

Sometimes  we  will  hear  these  same  merchants  be- 
wailing the  lack  of  opportunities  for  business,  and  yet 
here  are  opportunities  for  making  more  sales  and  they 
neglect  to  put  forth  the  necessary  effort  to  cash  in  on 
them  to  the  full,  as  they  might  by  maintaining  displays 
that  would  eatch  the  attention  of  customers  and  induce 
sales. 

Proper  salesmanship  on  the  part  of  those  behind  the 
counter  will  also  make  larger  sales  possible.  Cus- 
tomers who  come  into  your  store  are  open  for  sugges- 
tions, and  intelligent  suggestion  will  frequently  increase 
the  purchases  of  customers  over  actual  demand. 


The  cashing  in  to  the  fullest  extent  on  the  customer's 
presence  in  the  store  is  a  problem  to  which  the  merchant 
should  give  much  thought  and  study. 

While  perfection  in  business  methods  is  un- 
attainable,  he  who  makes  ?io  effort  to  attaitt 
thereto  will  soon  fiyid  himself  outdistanced  by 
his  more  ambitious  competitors. 

Take  Care  in  How  frequently  it  is  the  case  that 

Selecting  Help.  an  employe  will  be  hired,  and 

just  when  he  is  getting  broken  in 
to  the  store's  work,  it  will  be  found  that  he  is  not  cap- 
able of  looking  after  the  work  he  was  hired  for  in  an 
as  efficient  manner  as  desired.  The  employer  has  given 
a  good  deal  of  his  time  and  attention  to  breaking  him 
in,  only  to  find  at  the  end  of  it  that  he  is  not  satisfac- 
tory. 

The  frequency  with  which  this  happens  should  drive 
home  to  dealers  the  advisability  of  taking  more  care 
in  the  selection  of  help,  so  that  valuable  time  will  not 
be  wasted  in  breaking  in  so  many  new  employes.  A 
little  time  spent  in  investigating  the  character  of  a 
prospective  clerk,  and  getting  a  line  on  his  ability  to 
measure  up  to  the  work  for  which  he  is  intended,  Avould 
in  the  end  mean  a  saving  of  much  time  to  the  dealer. 

The  dealer  who  advertises  does  so,  not  for  the 
purpose  of  spending  money,  but  for  the  pur- 
pose of  getting  business. 

He  Failed  to  Criminal  proceedings  have  been 

Keep  Books.  instituted  against  a  inerchant  in 

Toronto,  which  is  of  interest  to 
business  men  generally. 

The  charge  is  that  he  failed  to  keep  books  of  account 
as  provided  for  in  the  Criminal  Code. 

The  clause  under  which  the  Canadian  Credit  Men's 
Association  laid  the  charge  is  417,  and  reads: 

"Everyone  is  guilty  of  an  indictable  offence  and 
liable  to  a  fine  of  $800  and  one  year's  imprison- 
ment who,  being  a  trader  and  indebted  to  an 
amount  exceeding  $1,000,  is  unable  to  pay  his  cred- 
itors in  full  and  has  not,  for  five  years  next  before 
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snch  liability,  kept  such  books  of  account  as,  ac- 
cordina:  to  the  usual  course  of  any  trade  or  business 
in  Avhich  he  may  have  been  engaged,  are  necessary 
to  exhibit  or  explain  transactions,  unless  he  may 
be  able  to  account  for  his  losses  to  the  satisfaction 
of  the  court  or  judge  and  to  show  that  the  absence 
of  such  books  was  not  intended  to  defraud  his 
creditors." 

The  Toronto  trader  who  is  now  under  indictment 
only  began  business  in  1914,  but  since  then  he  had 
started  a  chain  of  three  stores.  It  was  only  when  he 
assigned  that  it  was  discovered  that  hp  had  kept  no 
;)ooks  of  account. 

The  law,  it  will  be  noticed,  does  not  demand  that  a 
dealer  shall  keep  books  of  account.  But  it  does  de- 
mand that  he  shall  be  able  to  produce  them  in  ease  of 
insolvcncj'.  Consequently,  the  only  safe  thing  for  a 
man  in  business  to  do  is  to  )?epp  books.  At  any  rate, 
aside  altogether  from  compliance  with  the  law,  he  who 
does  not  keep  books  of  account  cannot,  for  certainty, 
ascertain  his  financial  position.  He  may  be  able  to 
make  a  close  gTiess,  but  guessing  is  about  as  dangerous 
for  a  business  man  as  it  i.s  for  a  mariner.  In  the  one 
instance  the  merchant  may  drift  into  bankruptcy  and  in 
the  other  the  mariner  may  drift  upon  the  rocks. 

Efficiency  is  as  essential  in  the  store  as  it  is 
in  the  workshop. 

Courtesy  P.iys  Every  retailer  and  every  clerk  in 

Handsome  Divider ds.  the  retail  business  should  ever 
bear  in  mind  that  courtesy  is  an 
investment  that  pays  excellent  dividends.  It  is  a  habit 
that  is  likely  to  develop  into  a  bank  account,  and  the 
beauty  of  it  is  that  it  costs  nothing. 

There  are  certainly  times  in  business  when  a  person 
feels  like  giving  vent  to  ill  feelings,  but  it  profits  a 
person  best  to  control  himsolt  and  maintain  a  calm 
and  polite  outward  appearance,  no  matter  what  may  be 
the  feelings  within. 

After  all,  it  does  not  ease  one's  feelings  to  give  vent 
to  them,  especially  when  in  doing  so  he  finds  it  neces- 
sarj'  to  become  discourteous  or  impolite.  It  drives  cus- 
tomers away,  and  when  he  comes  to  reflect  on  his  ac- 
tions, he  generally  feels  ashamed. 

Yes,  courtesy  pays,  in  business  or  out  of  it.  Some- 
times the  dividends  are  deferred,  but  eventually  they 
are  cashed  in  on — not  only  in  the  form  of  money  but 
also  in  happiness  coupons. 

Better   business  methods  breed  better  credit 
standing. 

Health  is  a  The  man  in  business  to-day  is 

Business  Asset.  constantly  attempting  to  build 

up  greater  assets,  but  how  many 
there  are  who,  in  working  toward  this  end,  sacrifice 
one  of  the  greatest  assets  any  business  man  can  have — 
good  health. 

The  greatest  of  Prophets  has  wisely  said:  "What 
does  a  man  profit  if  he  gain  the  whole  world,  and  lose 
his  own  soul,"  and  we  might  paraphrase  it  for  the 
benefit  of  the  business  man  by  saying:  "What  does  it 
profit  a  man  if  he  gain  the  wealth  of  the  world  and 
lose  his  own  health?" 

Constant  application  to  work  and  continual  con- 
finement within  the  store  is  assuredly  bad  for  the 
health,  and  dealers  should  occasionally  get  away  from 
business  cares  and  worries,,  tone  up  the  health,  and 


put  themselves  in  shape  for  another  year  of  aggressive 
tncrehandising. 

Healtli  is  too  important  an  asset  in  business  these 
days  to  take  chances  on  having  it  impaired. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Now  for  the  fall  trade. 

*  *  • 
Get  off  to  a  good  start. 

*  *  * 

Speed  up  right  on  the  first  lap. 

«    *  * 

Ginger  up  business  with  a  little  advertising. 

*  *  * 

Is  your  business  paying  you  a  worth-while  salary  f 

*  *  * 

Look  to  collections.  The  supply  of  cash  is  now  at 
the  high  water  mark. 

*  *  * 

Dig  your  way  into  the  tr.Tde  of  the  community  by 
giving  good  service. 

*  #  ♦ 

Lots  of  men  are  suspicious  of  others  because  they 
Uiiow  thejTiselveis  so  well. 

*  *  * 

If  you  would  catch  more  customers,  bait  your  win- 
dows with  attractive  displays. 

*  *  # 

The  man  who  is  always  satisfied  with  himself  is  gen- 
( rally  satisfied  with  very  little. 

*  »  # 

Don't  insist  on  doing  anything  the  good  old  way 
you  always  have  done  it  if  a  better  way  has  been  dis- 
covered. 

*  *  • 

Remember  that  25  per  cent,  advance  on  cost  of  goods 
only  means  20  per  cent,  on  selling  price — and  dealers 
invariably  figure  expenses  on  selling  price. 


Passing  Thoughts  on  Business 

By  W.  L.  E. 

He  who  is  dissatisfied  with  his  Job  is  not  likely  to 
'■Hive  ever  happy"  with  it. 

Speculation  in  business  inay  not  be  good,  but  he 
is  a  wise  merchant  mho  keeps  his  eye  on  the  future. 

Now  is  the  opportune  time  for  looking  after  ths 
collection  of  accounts  as  well  as  the  ingathering  of 
new  business. 

Business  worries  are  often  the  fruit  of  bad  busi- 
ness methods. 

If  the  man  on  the  floor  lacks  enthusiasm  for 
his  work  the  customer  upon  whom  he  waits  is  not 
likely  to  develop  admiration  for  the  store. 

Courtesy  in  the  store  doesn't  cost  anything,  but  it 
is  a  greater  asset  than  a  rich  jewel  on  the  finger. 
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Christmas  Holiday  Trade  and  Ways  and  Means  of  Getting  It 

Gifts  of  furniture  becoming  more  popular.  Good  trade  in  prospect. 
Importance  of  window  and  interior  department  displays.  Advertis- 
ing methods  discussed.    Lines  to  be  pushed.    Co-operation  of  clerics. 

Bv  W.  L.  EOMONDS 


SPECIAL  seasona^ble  furniture  sales  are  much  more 
frequent  of  late  years  than  formerly.  Among 
those  which  are  becoming  of  growing  importance 
is  the  Christmas  gift  sale.  That,  however,  it  is  receiv- 
ing the  attention  which  its  importance  demands  is 
doubtful.  A  round  of  the  furniture  stores  proves  this. 
Those  who  really  make  a  special  and  well  sustained 
effort  are  relatively  few.  There  is,  however,  satisfac- 
tion in  the  fact  that  the  number  is  increasing. 

At  one  time  it  was  almost  mought  infra  dig  to  buy  a 
piece  of  furniture  for  a  Christmas  gift.  A  piece  of 
furniture  was  too  practical.  But  where  that  opinion 
was  once  the  rule  it  is  now  the  exception.  People  are 
now  realizing  that  there  is  nothing  more  appropriate 
or  acceptable.  Possibly  it  is  because  we  are  all  becom- 
ing more  utilitarian.  At  any  rate,  whatever  may  be  at 
the  back  of  the  motive  we  are,  beyond  question,  becc>m- 
ing  more  sensible  as  to  the  appropriateness  of  things, 
until  to-day  we  are  all  realizing  that  there  is  nothing 
more  acceptable  as  a  Christmas  gift  than  a  piece  of 
furniture,  be  it  either  a  staple  article  or  a  novelty. 

Every  effect  has  its  antecedent  cause.  And  the  cause 
of  this  modern  idea  regarding  the  utility  of  furniture 
as  a  Christmas  gift  is  undoubtedly  the  efforts  which 
manufacturers  and  dealers  have  put  forth  to  impress 
the  fact  upon  the  public. 

But  while  much  has  been  done  along  this  line,  there  is 
still  much  to  be  accomplished,  for  the  soil  is  only  par- 
tially cultivated. 

Conditions  Better  Than  a  Year  Ag-o 

The  coming  Christmas  holiday  season  will  be  an 
appropriate  one  for  increasing  cultivation.  It  is  cer- 
tainly more  auspicious  than  it  was  a  year  ago.  Last 
Christmas  there  was  so  much  uncertainty  in  regard  to 
the  business  situation  that  the  average  person  AA^as 
afraid  to  spend  a  dollar  on  Christmas  gifts,  Avhieh  he 


feared  he  might  need  for  the  necessities  of  life  before 
a  great  Avhile.  But  now,  with  the  biggest  crop  in  our 
history  harvested  and  business  improving,  instead  of 
deteriorating,  the  same  uncertainty  in  regard  to  the 
future  no  longer  obtains.  The  flood  is  receding  and  we 
can  see  more  dry  land. 

"With  the  conditions  more  favorable,  the  time  is 
therefore  more  opportune  for  the  dealer  to  prepare  for 
the  inauguration  of  the  Christmas  holiday  trade.  And 
the  better  the  pi*eparations  the  greater  will  be  the 
volume  of  gift  business  that  Avill  come  to  his  store. 

Help  from  the  Manufacturers 

In  the  manufacturers  he  will  find  sympathetic  co- 
operators.  They  not  only  want  to  sell  him  goods  in 
order  that  his  store  may  be  well  equipped  for  the 
trade,  but  they,  as  Avell  as  the  trade  journals,  are  will- 
ing to  ott'er  suggestions  of  a  helpful  character. 


HOLIDAY  SHOW  CARD  SUGGESTIONS 

Gifts  for  Tiny  Tots. 
Holiday  Specials  at  Special  Prices. 
Cut  Glass  at  Cut  Prices  for  Christmas. 
The  Gifts  That  Please  on  Term.s  to  Suit. 
Select  the  Gift  Now— We'll  Deliver  Later. 
Inspect  the  Great  Line  of  Gift  Rockers  Within. 
Christmas  Comes  Once  a  Year — ^Give  Practical  Gifts. 
For  the  Smoker — A  Smoking  Stand.    Sure  to  Please. 
Music  and  Holiday  Good  Cheer  Assured — Wihy  Not  a 
Piano? 

These  Kitchen   Cabinets   Will   Prove   a   Gift  Worth 
While. 

The  Christmas  Feast  Will  Be  More  Cheerful  if  You 

Serve  on  One  of  These  Tables. 
Cut  Out  Cooking  Troubles  and  Make  It  a  Fireless 

Cooker  for  Her  Gift  This  Year. 
Make  the  Kiddies'  Christmas  Complete  With  Some 
of  This  Wonderful  Miniature  Furniture. 
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While  there  isn't  a  staple  aj-ticle  in  the  furniture 
store  which  is  not  suitable  for  a  Christmas  g\fi,  yet  it 
is  well  that  a  good  assortment  of  novelties  should  be 
put  into  stock.  Novelties  will  probably  always  be  in 
the  greater  demand. 

Plentiful  Supply  of  Novelties 

And,  fortunately,  no  dealer  need  look  far  for  novel- 
ties in  furniture.  Nearly  every  manufacturer  turns  ttiem 
out.  The  only  difiPerenee  is  one  of  degree,  some  manu- 
facturers specializing  more  than  others.    Who  among 


Doll's  Houses  for  Good  Children 


striking  window  or  ititeiior  display  card. 

them  have  the  most  suitable  and  the  best  selling  lines 
can  easily  be  ascertained  by  studying  the  advertising 
columns  of  the  trade  journals  and  the  pages  of  the 
catalogues. 

Odd  j)ieces  of  wicker  furniture ;  boudoir,  desk  and 
reading  lamps;  desks  and  wastepaper  baskets;  easy 
chairs  and  stools;  extension  beds  and  couches;  book- 
cases, book  racks  and  newspaper  racks;  card,  den  and 
tea  tables;  magazine,  flower,  mnt^in  and  jardiniere 
stands;  work  tables,  nest  tables  and  work  baskets;  tea 
trays;  cellarettes  and  serving  stands;  cedar  chests  and 
bedroom  boxes;  smokers'  stands;  bric-a-brac;  bedroom 
screens;  wicker  and  rattan  goods;  invalid  tables  and 
invalid  trays;  vacuum  cleaners  and  carpet  sweepers: 
hall  and  bathroom  mirrors;  hall  se«,ts,  hall  trees  and 
umbrella  stands;  talking  machines  and  record  stands; 
children's  furniture,  carriages,  sleighs  and  go-carts ; 
(h)lls'  houses  and  furniture;  carpets  and  rugs;  wash- 
ing machines;  sewing  machines;  kitchen  cabinets;  pic- 
tures; small  convertible  billiard  and  pool  tables;  all 
make  excellent  Christmas  gifts. 

But  suitable  goods  will  not  aloin'  bring  about  a  suc- 
cessful Christmas  gift  sale.  The  store  must  possess  a 
Christmas  atmosphere.  Pew  j)eople  will  be  attracted 
to  it  if  it  hasn't.  When  i)eople  are  aibroad  in  (|uest 
of  goods  suitable  for  (^hristimas  gifts  they  have  their 
eyes  about  them.  They  are  looking  for  the  store  with 
the  Christmas  appearance,  and  they  no  more  see  the 
store  with  the  everyday  characteristics  than  the  moth 
does  the  unlighted  candle. 

If  the  best  results  are  to  be  obtained  every  part  of 
the  store  should  be  given  as  distinctive  a  Christmas 


Pick  a  Piece  of  Furniture  for 
Father.    He'll  Appreciate  It 


Suggestive  gift  sales  card. 

air  and  appearance  as  ingenuity  can  devise.  And  if 
there  is  any  place  in  the  store  to  which  this  distinctive 
appearance  should  be  given  it  is  the  window. 

Sug-gestions  for  Displays 

One  or  more  displays  .should,  for  example,  be  given 
to  distinctively  children's  goods.  At  one  time  it  might 
be  children's  furniture.  At  another  such  playthings 
as  go-carts,  sleighs,  coasters,  indoor  games,  etc.  At 


still  another,  dolls  and  dolls'  houses  might  be  featured. 

O'dd  pieces  of  furniture;  rattan  and  wicker  goods; 
talking  machines,  records  and  mu.sic  cabinets;  rugs 
and  carpets;  novelties  and  curios,  should  all  in  turn  be 
given  distinctive  and  .se7)arate  displays  in  the  window. 

Naturally,  the  displays  should  be  changed  as  fre- 
qiiently  as  their  character  demands,  and  greater  prom- 
inence should,  of  course,  be  given  to  the  lines  which 
are  likely  to  bring  the  most  business. 

That  all  displays  should  be  characterized  by  as 
marked  a  Christmas  atmos{)here  as  possible  is  taken 
for  granted. 

iS-omeone  dressed  as  Santa  Claus  might  take  his 
place  in  the  window  occasionally.  Between  times  he 
might  saunter  about  the  store  and,  occasionally,  even 
take  a  turn  or  two  on  the  sidewalk.  He  would  excite 
the  interest  of  "grown-ups"  as  well  as  that  of  chil- 
dren. 

Interior  displays  are  scarcely  of  less  importance  than 
window  displays.  Consequently,  it  would  be  well  to 
arrange  in  different  parts  of  the  store  neat  and  attrae- 
tive  displays  of  goods  siiitable  for  the  holiday  trade. 
One  department,  for  example, miay  be  devoted  to  show- 
ing rattan  and  wicker  furniture,  another  to  novelties, 
another  to  odd  pieces  of  furniture,  another  to  lamp 
goods,  another  to  den  furniture,  and  so  forth.  The  in- 
dividuality of  the  displa.ys  can  be  emphasized  by  the 


A  Work  Table  Will  Give  Mother 
Pleasure  for  the  Rest 
of  Her  Days 


Sales  provoking  card  that  always  wins. 

use  of  screens.  This  idea  of  departmental  displays  can 
he  worked  out  by  small,  as  well  as  large,  stores,  their 
extent  only  being  limited  by  their  capacity. 

Suggestions  Regarding'  Advertising 

As  in  the  window  di.splays,  so  in  the  advertising. 
The  emphasis  should  be  laid  upon  Christmas  goods. 
And  in  doing  S'o  as  liberal  space  as  po.ssible  should  be 
nsed.  Niggardly  advertising  produces  niggardly  re- 
sults. Good  advertising  is  never  an  expenditure;  it 
is  an  investment. 

Illustrations,  which  manufacturers  are  only  too  will- 
ing to  lend  for  the  occasion,  should  be  liberally  used, 
although  not  to  the  point  of  crowding.  Allow  plenty 
of  white  space,  for  by  so  doing  both  illustration  and 
advertisement  stand  out  much  more  prominently  than 
under  opposite  conditions.  In  a  daily  newspaper  the 
advertisement  should  be  changed  every  day  and  in  a 
weekly  every  week.  As  rates  are  lower  in  a  weekly 
than  in  a  daily  newspaper  larger  space  should  be  used 
in  the  former  in  order  that  a  wider  variety  of  lines  may 
he  advertised.  A  few  ads  are  herewith  reproduced, 
illnstrating  different  .styles  of  advertising. 

If.  in  addition  to  newspaper  advertising,  neatly 
|)nnted  circulars,  and  either  booklets  or  folded  sheets, 
well  illustrated,  are  distributed  in  the  neighboring 
homes,  business  will  be  obtained  that  would  otherwise 
go  elsewhere. 

Don't  be  Afraid  of  Innovations 

Don't  be  afraid  of  innovations.  Think  out  ways  and 
means  of  devising  and  introducing  them.    Confer  with 
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your  clerks  and  eneouraige  them  to  put  their  thinking 
powers  into  operation.  The  miore  that  are  co-operating 
with  one  end  in  view  the  better,  naturally,  will  be  the 
ultimate  results. 

Put  yourself  in  your  customer's  place.  And  while 
you  are  in  his  place  study  your  stock  and  its  arrange- 
ment and  see  if  it  attracts  you.  Then,  still  as  a  cus- 
tomer, take  a  turn  about  town  and  see  if  other  dealers' 
stores  'are  more  inviting  than  your  own.  Even  if  you 
return  persuaded  that  the  contrary  is  the  ease,  you  will 
in  the  meantime  have  gathered  some  hints  and  picked 
up  some  ideas  that  can  be  turned  to  good  account. 

One  thing  is  certain :  The  holiday  trade  is  there  for 
those  who  go  after  it. 

CHRISTMAS  FURNITURE  ADVERTISING 

"While  the  public  are  intent  on  spending,  in  gather- 
ing gifts  for  friends  and  relations,  the  merchant  is  busy 
reaping  the  harvest  of  dollars.  Christmas  shoppers  are 
indeed  "shoppers,"  at  no  other  season  of  the  year  are 
so  many  visits  made  to  different  stores,  and  the  wise 
merchant  takes  advantage  of  this  pilgrimage  of 
strangers  within  his  gates,  for  a  surety  there  will  be 
many  who  call  who  are  not  regular  patrons  of  the 
store. 

The  windows  must  be  changed  very  often  now  so 
as  to  appeal  to  the  largest  number.  The  store  must  be 
kept  well  lit  and  the  goods  well  displayed.  Starting 
right  now  a  daily  gift  leader  would  be  advisable,  some 
moderate-priced  article,  suitable  for  gift  purposes,  sold 
at  a  real  reduction,  sold  in  fact  at  a  price  that  will 
bring  the  "wanderer"  in  to  pick  up  the  "bargain." 
Once  in  your  store  it  is  up  to  the  display  of  the  goods 
and  the  sales  force  to  enlarge  the  sale. 


Most  of  these  Christmas  buyers  have  children,  either 
of  their  own  or  of  relatives,  to  buy  for,  and  a  small 
souvenir  for  the  "kiddies"  is  advisable.  There  are 
many  such  small  souvenirs  that  can  be  bought  at  a 
low  price,  with  your  ad.  on,  and  it  pays  to  distribute 
these  at  Christmas  time.  A  blind  sale  of  gift  packages 
has  been  worked  to  good  advantage.  The  plan  is  sim- 
ply to  take  a  number  of  articles  that  can  be  sold  at  25c., 
or  a  small  price,  wrapped  in  various  sized  boxes  and 
parcels,  and  the  window  filled  with  these.  Place  in  the 
window  a  few  articles  of  three  or  four  times  the  value 
of  the  bulk  of  the  goods.  These  are  marked  as  also  in 
the  packages,  and  people  buy,  taking  a  chance  to  get 
something  worth  a  bit  over  the  price  paid.  Have  every 
article  worth,  at  retail,  what  is  paid  for  it.  This  plan 
cleans  up  many  of  the  odd  lots  of  goods  you  might  have 
to  sacrifice  later  on. 

Push  the  practical  goods — the  recliners,  the  fireless 
cookers,  the  kitchen  cabinets,  the  piano  stools,  and 
music  cabinets ;  the  larger  pieces  bear  a  corresponding 
large  profit  and  are  more  in  demand  to-day  than  ever. 
A  good  idea  is  to  have  a  Santa  Claus  dressed  up,  and 
have  him  parade  the  streets  near  your  store  bearing  a 
card  with  your  address  on.  A  sack  of  small  gifts  for 
the  "kids"  will  keep  a  string  of  youngsters  about  him 
and  create  a  lot  of  favorable  comment. 

Use  your  newspaper  space  liberally  now — for  this  is 
the  season  to  make  up  the  cost  of  the  former  ads.  It 
is  time  to  expand,  and  the  more  liberal  you  are  with 
publicity  the  more  certain  the  returns.  The  Christmas 
season  this  year  looks  very  bright.  It  is  sure  to  be 
profitable  to  all  if  properly  pushed,  so  keep  busy  every 
day  and  make  your  store  truly  gift  head(|uarters,  for, 
after  all,  there  is  not  much  that  you  have  in  stock  that 
cannot  be  given  a  holiday  "twist,"  if  you'll  use  a 
bit  of  ingenuity  and  thought  in  the  matter. 


How  a  big  Toronto  furniture  company  gave  publicity  to  its  Cliristmas  gift  department  last  year. 
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A  TIME  TO  THROW  OFF 
OUR  COATS 

By  The  Observer 

A YEAR  ago  Sir  Ceorge  Paish,  the  emineut  financial  authority,   urged   business   men  to 
keep  hammering  away  as  if  great  events  were  not  pendinig. 

The  advice  is  even  more  timely  tn-day  than  it  was  a  year  ago. 

As  Canadians,  we  are  greatly  interested  in  the  war  P.ut  there  is  just  a  danger  of  allo'w- 
ing  our  thoughts  about  the  war  to  act  as  a  brake  upon  our  actions  in  regard  to  business 
affairs. 

Our  first  duty  is  undoubtedly  to  assist  in  defeating  the  enemy,  but  we  are  handicapping 
fturselves  for  even  this  duty  when  we  allow  pessimism  to  contract  our  efforts  in  regard  to 
the  business  affairs  of  the  country. 

Ever  since  the  war  broke  out  we  have  been  reading  a  great  deal  in  re^gard  to  the  morale 
of  the  troops  at  the  Front  and  its  importance  as  a  factor  in  bringing  about  the  ultimate 
victory. 

Morale  is  also  an  important  factor  in  business,  for  in  the  concrete  its  meaning  is  zeal, 
confidence,  spirit. 

In  business  affairs  Canadians  have  every  reason  to  exercise  zeal,  c'onfidenee,  i^pirit. 

Never  in  the  history  of  the  country  has  Canada  had,  both  in  (]uainitity  and  ([uality,  such 
excellent  crops.  While  the  Kaiser  has  been  scowling  upon  us  Providence  has  been  giving  us 
His  most  beneficent  ST:niles. 

Our  farmers  manifested  their  industry  by  increasing  their  acreage  under  cultivation  by 
26  per  cent.    And  Providence  has  blessed  their  efforts. 

Thanks  to  the  high  prices  induced  by  the  war,  the  farmers  of  Canada  lastt  year  received 
the  largest  financial  return  on  record  for  their  crops. 

And  now  on  top  of  this  comes  a  crop  far  beyond  that  of  1914. 

True,  prices  m'ay  not  rule  as  high  as  for  the  crop  of  1914,  but  they  are  still  high  enough 
to  be  mosit  remunerative. 

This  means  two  good  seasons  in  siuccession  for  the  farmers  of  Caniada. 

It  also  means  two  consecutive  years  of  prosperity. 

And  plus  the  field  crops  there  are  the  live  stock,  the  dairy  products,  and  the  other  things 
which  the  farm  produces.    They  are  all  in  fair  to  good  condition. 

Taking  everything  into  consideraltion — grain,  roots,  vegetables,  live  stock,  dairy  products, 
fruit,  etc. — the  farms  of  Canada  will  probably  yield  at  least  a  billion  dollars  of  new  wealth. 
They  yield  approximately  this  in  normal  years.  But  1915  is  an  abnormal,  not  a  normal, 
year. 

But  our  source  of  wealth  is  not  confined  to  the  farm.  There  are  the  factories,  the  forests, 
the  fisiheries,  and  the  mines.  They  are  all  making  their  eontribution  to  the  wealth  of  the 
country. 

These,  plus  the  products  of  the  farm,  will,  in  the  aggregate,  give  a  value  of  approximately 
three  billion  dollars. 

In  the  face  of  conditions  such  as  these  we  should  not  hesitate  to  throw  off  our  coats, 
oil  np  the  machinery,  and  get  down  to  business. 


November,  1915 
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Selling  Christmas  Goods  by  Window  Display 

Display  windows  can  be  made  particularly  Valuable 
in  the  sale  of  Xmas  goods — Hints  and  suggestions 
on  how  to  turn  out  displays  that  will  sell  goods. 


ONE  of  the  times  of  the  year  that  the  display  win- 
dow can  be  made  to  bring  the  best  results  is  dur- 
ing the  three  or  four  weeks  previous  to  Christ- 
mas. There  is  a  big  expenditure  of  money  in  that  period, 
and  the  dealer  who  features  his  goods  to  the  best  advan- 
tage has  the  best  chances  of  getting  the  business. 

For  this  reason  every  aggressive  dealer  devotes  a 
good  deal  of  attention  to  his  windows  during  Novem- 
ber and  December,  and  finds  it  profitable  to  do  so.  This 
is  the  time  of  the  year  at  which  the  ambitious  trimmer 
puts  forth  his  best  effort  to  turn  out  particularly  at- 
tractive displays — his  aim  being  to  produce  his  master- 
piece, as  it  were. 

Feature  Xmas  Goods  in  Window  Earlj'. 

The  dealer  would  do  well  to  begin  to  feature  Xmas 
o-oods  in  the  window  by  the  middle  of  November.  There 


requires  frequent  change  of  displays  to  acquaint  the 
public  with  them  all. 

It  is  well  for  the  trimimer  to  try  and  get  away  from 
the  usual  and  routine  form  of  window  display  during 
the  period  prior  to  Xmas. .  There  should,  if  possible,  be 
a  setting  to  the  display  that  imparts  the  Christmas 
spirit  to  the  passerby.  The  sooner  this  holiday  or  fes- 
tive spirit  can  be  worked  up,  the  better  it  will  be  for 
business. 


LET  TICKETS  TELL  THE  PRICE 

There  is  a  feeling  in  the  breast  of  nearly  every  human 
being  that  rebels  against  going  into  a  store  to  ask  the 
price  of  an  article  in  a  show  window,  says  a  writer  in 
the  Trade  Outlook.  If,  on  the  other  hand,  the  article 
displayed  looks  good  and  the  price  looks  reasonable. 


An  enticing  practical  Chri.stmas  window  picturing-  the  dininR 

for  a  large  department  st 

is  nothing  like  reminding  customiers  of  the  coming  event 
and  emphasizing  on  them  the  need  and  value  of  making 
their  selections  of  Christmas  gifts  early.  Of  course, 
there  are  certain  lines  that  will  not  sell  very  freely  un- 
til well  on  into  December,  but  most  lines  for  gift  pur- 
poses can  be  shown  to  advantage  a  considerable  time 
in  advance  of  the  holiday.  The  dealer  should  plan  a 
series  of  windows  from  now  until  the  close  of  the  year, 
and  stick  as  closely  as  possible  to  his  plan. 

Get  Away  From  the  Usual. 

Some  hints  and  suggestions  that  will  assist  the  trim- 
mer in  his  work  are  here  given.  It  is  scarcely  neces- 
sary to  mention  the  fact  that  the  oftener  the  windows 
can  be  changed  during  the  campaign,  the  greater  will 
the  results  from  them  be.  There  are  so  many  lines  of 
gifts  that  the  furniture  dealer  has  to  offer,  that  it 


I'ouni.    This  display  sold  hundreds  of  dollars'  worth  of  furniture 
)res  in  one  of  the  big  cities. 

it  sells  itself  to  a  great  many  people.  Few  merchants 
nowadays  advertise  special  bargains  or  specials  of  any 
kind,  without  giving  the  price  after  the  description. 
Price  is  the  final  clincher  for  the  sale.  In  the  mer- 
chant's advertising,  something  definite  must  be  told. 

Show  window  advertising  is  much  the  same  as  news- 
paper advertising.  The  description  of  the  goods  is 
given  by  their  display.  Even  where  goods  are  dis- 
played, sometimes  a  word  or  two  of  printed  descrip- 
tion is  necessary.  But  to  our  minds,  the  display  of 
anything,  no  matter  how  good  it  may  be,  is  very  in- 
complete without  the  price  ticket.  We  believe  in  the 
generous  use  of  price  tickets  inside  the  store  also. 
People  like  to  see  them,  and  the  tickets  very  often  lead 
to  the  sale  of  articles  that  would  not  sell  other'wdse  on 
account  of  the  timidity  existing  on  the  part  of  the 
would-be-but-afraid-to-ask-the-price  customer. 


28  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  November,  1915 


Pushing  for  Sales  in  Beds  and  Bedding 

Present  lightness  of  business  a  good  time  to  adopt  wording  for  sales 
outside — Modern  financial  statements — Some  methods  to  increase  sales 

By  GEO.  A.  SYMONS,  B.A.,  L.C.D. 
Accountant,  Geo.  Gale  &  Son,  Ltd.,  Waterville,  Quo. 


AT  a  time  lilve  the  i^resent,  wHien  finaneda;]  depres- 
sion liol'dis  sway  in  many  busiinesis  lines  and  niost 
people  are  cutting  down  expenses  and  econom- 
izing in  order  to  make  ends  meet,  it  i®  rather  a  hard 
proposition  for  the  retail  fnrnitnre  dealer  to  push 
sales  and  keep  up  to  the  pace  set  in  former  years,  when 
business  was  thriving  and  i'mmigration  at  its  height, 
and  particularly  so  is  this  the  case  in  the  beddinig  de- 
partment of  his  store,  for  this  end  of  the  business  de- 
pends to  a  great  extent  on  immigration,  which  is  stag- 
nant at  the  present  time  and  will  be  till  this  great  con- 
flict between  the  Fairopean  x>owers  ceases  and  the  fight- 
ing nations  lay  down  their  arms  and  start  civi'l  life  all 
over  again. 

Nor  are  his  troubles  at  an  end  here,  a®  the  banker, 
the  gre'if  guardian  of  the  public  purse,  be'ginis  to  scent 
danger  afar  off,  ar^d  instead  of  helping  out  the  dealer, 
advises  him.  in  a  very  nice  and  dignified  way  no  doubt, 
that  his  overdraft  must  be  greatly  redwced,  etc.,  or  if  he 
requires  an  overdiaft  to  help  him  out  in  his  business 
that  they  are  not  lendin'g  oirt  any  mowey  at  the  present 
time;  so  that  he  is  not  able  to  present  the  nice  fresh 
stock  of  beds,  mattres'sovs  and  sprinlgs  he  would  like, 
nor  to  advertise  the  Avay  he  ""yisbed.  However,  the 
banker  should  not  get  all  the  blame,  and  T  would  like 
to  saj'  right  now  to  the  retail  dealer  that  he  should 
have  an  up-to-daite  accountant  in  his  ofiice  (not  office 
help,  as  they  say  in. -thse  l^^astem  towniships),  who  could 
prepare  a  proper  financial  statement  of  his  business 
on  an  oceasioTi  when  an  overdraft  was  required,  as  T 
believe  that  in  a  grc'at  many  eases  credit  woaild  be  ex- 
tended were  the  banker  to  get  a  proiT)er  balance  .^eet, 
showing  how  the  dealer  stood  rinancially. 

Now,  with  regard  to  the  pushing  of  his  siales,  he  will 
haA'e  to  use  his  wits  and  energy  to  a  great  extent  in 
order  to  produee  satisfactory  results.  For  instance, 
one  often  hears  interesting  remarks  piasisied  about  the 
June  bride.  He  should  remember  that  there  are  July, 
An  gust  and  ReptembeT  brides  as  well,  and  a  gocd  plan 
to  adopt  would  be  to  look  up  the  local  daily  newsipaper, 
social  column,  where  he  A\al1  rend  of  the  engagements  of 
nvany  happy  couples.  He  should  then  have  'a  nice  letter 
or  card  of  congratulation  sent  to  the  bride-to-be,  and 
also  enclose  a  neat  price  list  of  nifly  bed®  mattresses, 
springs,  and  hammocks,  and  respectfully  solicit  her 
patronage.  If  not  answered  in  a  short,  tiuie,  follow  it 
up  with  a  call,  and  he  will  be  surprised  how  many  nice 
orders  can  be  picked  up  in  this  w'ay,  and  naitur'ally  so  as 
the  blushing  young  l.^dy  is  not  expected  to  knmv  much 
aboijt  the  fine  qualities  of  the  "Dixie  ne  tuft  mat- 
tresse.-!,"  nor  dees  she  know  with  mathemiatical  pre- 
cision the  weight  or  pressaire  th^-  famous  "Astoi^ia  box 
spring"  is  capable  of  withstandiuig,  so  that  the  dealer 
will  relieve  hor  of  a  great  amount  of  anxiety  and  en^srire 
her  m.ueh  "'Kumfurt"  by  eallinig  and  explaininig  the 
''Peerless"  qualifies  of  his  goedis  and  finish  up  by 
getting  a  "Champion"  order. 

A  furniture  dealer  should  always  oufline  a  personal 
policy,  so  far  as  the  purchiasing  public  is  concerned, 


and  si:ick  to  it.  This  policy  should  be  of  a  "Triune" 
nature.  He  should  ahvays  make  good  his  promises, 
even  at  a  loss  to  himself. 

His  politics  for  public  consumption  should  be  of  the 
milk  and  water  variety,  and  though  I  would  noif  advise 
iiim  to  be  a  regular  "Vicar  of  Bray,"  yet  if  he  followed 
the  excellent  example  of  the  late  Sir  Roger  de  Coverley, 
who,  wheiiever  he  was  asked  a  debatable  question,  in- 
variably replied,  "Much  might  be  said  on  both  sadesi,'' 
he  would  steer  clear  of  any  trouble  Avith  the  public,  as 
many  a  man's  business  has  been  ruined  by  hi-s  politics. 
( 'ompelition  is  too  strong  at  the  present  time  to  allow 
a  mian  to  keep  the  good^vill,  as  it  were,  of  his  business 
and  yet  antagonize  his  customers  by  running  in  a  nar- 
roAv  bigoted  groove. 

Every  husinesB  man  knows  nov^'adays  that  personality 
has  a  gieat  lot  to  do  with  getting  accounts  and  with 
holding  them  also,  so  that  this  personality  .should  run 
i'rom  the  proprietor  down  to  the  office  boy.  Courtesy 
should  always  be  extended,  even  to  the  smallest  pur- 
chaser. 

Another  plan  for  the  mian  Avho  retails  beds  and  bed- 
ding only,  wou.ld  be  to  get  an  attractive  sideline  of  the 
repeating  variety',  a  commodity  that  the  public  must 
use.  Tt  often  tides  one  over  until  the  clouds  sciatter  and 
let  in  the  sunshine  we  all  deisire  so  much. 

One  more  word  of  advice  in  conclui^ion :  The  retail 
bedding  man  should  not  keep  his  beds  and  mattresses 
down  in  the  cellar.  T  have  seen  cases  where  a  customer 
has  to  go  down  a  dark  stairway  into  a  store  under- 
neath to  get  his  mattress.  This  is  bad  business.  The 
dealer  of  to-day  should  have  a  good  neat  window  dis- 
play, and  a  bright  clean  store,  where  his  goods  could  be 
shown  to  the  best  advantage. 

Another  ease  that  has  come  under  the  writer's  notice, 
which  should  always  be  avoided  and  is  rp^ally  bad  siales^ 
manship.  For  instance,  a  customer  comes  into  a  store 
to  buy  a  bed  outfit.  He  is  sold  a  good  brass  bed  at  $20, 
say.  and  a,  poor  and  inferior  mattress  and  spring,  >"ow. 
what  cemfort  is  the  huyer  going  to  get  out  of  that 
])nrchase.  He  does  not  know  any  better,  but  he  puts 
himself  in  th^  dealer's  hands,  and  it  is  up  to  him  to 
show  the  purchaser  that  no  matter  what  the  cost  of 
the  bedstead  may  be,  if  he  does  not  get  a  good  spring 
and  mattress,  he  will  suffer  for  it  sooner  or  later. 

For  rest  and  comfort's  sake  ahvays  see  that  your  cus- 
tomer gets  a  good  reliable  spring  and  a  firstt  grade 
mattress. 


A  new  and  novel  furniture  store  has  been  opened  in 
Joplin,  Mo.  The  new  establisihment  is  said  to  partake 
of  the  nature  of  a  large  market  place  where  one  can 
buy  new  or  secondhand  furniture,  or  can  exchange  old 
pieces  in  part  payment  for  new  ones.  Tt  is  the  inten- 
tion of  the  management  to  carry  a  large  .stock  of  both 
new  and  secondhand  goods.  The  store  will  be  in  the 
market  to  buy  secondhand  pieces,  no  matter  how  goo-d 
or  how  poor  they  be. 
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Talking  Machines  a  New  Furniture  Trade  Winner 

The  business  growing  rapidly —  Who  will  get  the  trade  ? — Experience  of  dealer 


By  K.  H.  green 
The  Green  Furniture  Co.,  Ltd.,  Hamilton,  Ont. 


PREVIOUS  trade  depression  and  present  war  con- 
ditions liave  jolted  the  furniture  man  wlio  is  in- 
terested in  maintaining  his  sales  volume.  Quick, 
and  easy  sales  showing  handsome  profits  from  the 
emigrant  trade  are  a  thing  of  the  past.  Customers  are 
fewer  and  mlore  discriminating  and  business  in  general 
requires  more  attention. 

Service  is  a  word  that  is  heard  more  often.  Furni- 
ture merchants'  are  studying  to  give  better  service  to 
their  patrons  and  to  make  their  stores  pleasanter  places 
at  which  to  buy.  Stocks  are  cleaned  up,  proprietors 
and  salespeople  are  presenting  more  friendly  fronts, 
and  new  lines  are  appearing  on  the  floor. 

Talking  machines  are  being  discussed  as  a  new  trade 
winner.  Many  furniture  stores  have  installed  these 
and  report  most  favorable  progress.  The  furniture 
mlan  is  most  in  touch  with  the  housekeeper,  and  the 
same  woman  who  purchases  a  dining,  bedroom  or  par- 
lor suite  is  a  prospect  for  a  talking  machine,  if  not  al- 
ready supplied,  and  is  a  prospect  for  a  larger  machine 
if  in  possession  of  a  small  one. 

Talking  machine  trade  is  growing  quickly.  Much 
money  is  spent  advertising  this  line  through  expensive 
mediumis.  The  demand  is  increasing,  and  it  seems 
reasonable  that  the  future  will  show  machines  in  the 
majority  of  homes.  Who  will  get  this  new  business? 
Who  is  the  better  fitted  to  handle  this  new  money- 
maker than  the  furniture  man? 

The  public  likes  the  merchant  who  goes  ahead,  and 
will  leave  their  good  dollars  with  him.  The  dealer  who 
installs  his  talking  machine  department  will  be  looked 
upon  more  favorably  than  his  competitor  who  sits  in 
the  back  end  of  his  store  and  refuses  to  keep  up  with 
the  times.  Music  is  a  valuable  addition,  improves  dis- 
positions, breaks  pleasantly  on  the  ear  of  an  entering 
customer;  in  fact,  takes  the  dry-as^dust  atmosphere 
away  from  the  furniture  store. 

Talking  machine  business  might  be  new  to  the  furni- 
ture man,  but  he  will  be  an  apt  pupil.  Little  space  is 
required,  little  time  is  required,  and  the  investment  is 
not  large.  Six  or  eight  models,  a  comparatively  small 
stock  of  well-chosen  records,  a  few  needles,  and  the 
foundation  is  laid  for  a  permanent,  paying  business. 
It  might  be  described  as  taking  a  new  crop  off  the  old 
field.  'Customers  fully  supplied  with  the  regular  lines 
will  give  their  trade  to  the  new  department. 

We  have  found  that  the  Phonola  talking  machine  is 
peculiarly  adapted  for  the  furniture  trade.  The  Pol- 
lock Mfg.  Co.,  of  Berlin,  Ont.,  situated  in  the  heart  of 
the  furniture  manufacturing  district,  match  the  finishes 
of  the  leading  factories,  and  years  of  experience  right 
on  the  ground  have  enabled  them  to  produce  a  machine 
particularly  suited  to  the  Canadian  demand.  A  little 
ahead  of  the  others  with  their  new  resonator,  which, 
if  applied  to  a  popiTlar-priced  machine,  will  cause  a 
sensation  in  talking  machine  circles. 

This  is  not  an  ad.  for  the  Pollock  people,  but  a  state- 
ment from  experience  after  much  investigation.  Furni- 
ture men  who  are  interested  in  talking  machines  will 
find  this  helpful. 

It  is  easy  to  shirk  the  small  responsibilities  connected 


with  a  new  Phonola  department,  but  how  satisfying  to 
give  new  impetus  to  the  sales,  and  how  pleasing  to 
scan  the  sales  report  and  note  added  thereto  a  clear 
profit  derived  from  the  new  line.  How  long  will  the 
furniture  men  allow  the  profits  from  talking  machines 
to  be  diverted  into  other  channels'? 


NEW  COLUMBIA  CANADIAN  MANAGER 

Ralph  C-abanas,  formerly  of  Mexico  City,  has  been 
appointed  manager  of  the  Columhia  Graphophone  Co. 
in  Canada,  succeeding  A.  G.  Farquharson,  resigned. 

M'r.  Cabanas,  whose  father,  of  'Spanish  descent, 
fought  in  the  United  States  'Civil  War,  holding  the 
rank  of  eolonel,  was  bom  in  the  United  States.  At  two 
and  one-half  years  of  age  he  was  taken  by  his  parents 
to  Mexico  City,  where  he  has  since  resided  except  while 
at  school  in  the  United  States  and  for  a  period  of  five 
or  six  years  when  in  business  in  New  York. 

His  eonnection  with  the  talking  machine  industry 
commenced  with  the  Edison  Co.  in  New  York  in  190'2. 
In  1904  he  went  to  Mexico  to  establish  and  manage  a 
branch  there  for  the  Edison  firm.   In  1907  he  resigned 


Ralph  (Jabanas. 
New  Canadian  manager  of  Columbia  Graphophone  Co. 

that  position  to  open  up  in  business  for  himself.  He 
organized  the  Compania  Fonografica  Mexieana,  S.  A., 
which  in  English  is  Mexican  Phonograph  Co.,  Ltd.,  and 
commenced  the  importation  of  Columbia  lines,  secur- 
ing the  whole  of  the  Mexican  territory,  which  his  firm 
handled  through  wholesale  distributors,  retailers  and 
their  own  retail  stores.  Of  this  firm  he  was  president, 
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general  manager  and  cbief  stockholder.  "Three  years 
after  commencing  it,"  said  Mr.  Cabamas,  "we  were 
doing  as  much  business  as  the  two  other  large  com- 
panies together  and  two  years  ago  were  doing  seventy- 
five  per  cent,  of  the  talking  machine  business  in 
Mexico." 

Owing  to  the  chaotic  conditions  in  Mexico,  which 
paralyzed  all  business,  Mr.  Cabanias'  company  closed  up 
and  stored  their  stock  and  he  returned  to  the  United 
States.  In  July,  1915,  he  passed  through  the  firing 
lines  in  one  of  the  few  automobiles  that  dared  leave 
Mexico  at  that  time,  leaving  his  family  in  the  city.  The 
journey  to  Vera  Cruz,  ordinarily  made  in  twelve  hours, 
took  three  days,  in  motor  car,  by  mule  team,  and  on 
foot.  He  was  back  in  Mexico  when  that  city  was  bom- 
barded and  witnessed  great  desolation  and  much  blood- 
sihed,  which,  however,  as  he  remarked,  is  overshadowed 
in  interest  and  awe  by  the  European  war. 

Mr.  Casbanas  also  established  the  South  Western  Tally- 
ing Machine  Co.,  of  Dallas,  to  distribute  Columbia  lines 
in  the  states  of  Texas,  Arizona  and  New  Mexico.  A 
year  ago  he  disposed  of  his  interests  in  this  firm. 

Installing  New  Manager 

James  P.  Bradt,  general  salesinanagor  of  the  Colum- 
bia Graphophone  Co.,  with  headquarters  in  New  York, 
visited  the  Canadian  branch  at  Toronto  to  see  the  new 
Canadian  manager,  Ralph  Cabanas,  installed.  Having 
been  manager  of  this  same  branch  and  traveled  several 
times  from  coast  to  coast  Mr.  Bradt  has  a  personal  in- 
terest in  the  development  of  his  firm's  business  in  this 
country.  He  has  also  many  warm  friends  in  and  out 
of  the  trade  who  are  always  glad  to  learn  of  his  pro- 
gress. 

"The  continued  increase  in  demand  for  Columbia 
products  in  the  United  States  and  in  Canada  is  highly 
gratifying,"  said  Mr.  Bradt,  and  is  taxing  to  the  utmost 
our  manufacturing  resources,  although  these  are  being 
constantly  increased.  A  forecast  of  jobbers'  demands 
indicates  that  a  phenomenal  Christmas  trade  is  being 
anticipated. " 

Mr.  Bradt  also  visited  the  Ontario  distributors, 
Messirs.  Sabine  and  Leake,  of  the  Music  Supply  Co.,  be- 
fore returning  to  New  York. 

With  his  family  Mr.  Cabanas  comes  to  Canada  with 
an  enthusiastic  determination  to  get  a  grip  on  business 
conditions  here,  believing  this  to  be  a  country  of  won- 
derful possibilities,  the  extent  of  which  will  be  intensi- 
fied after  the  successful  conclusion  of  the  present  war. 
While  climate,  environment  and  methods  of  doing  busi- 
ness in  Canada  differ  very  materially  from  Mexico,  Mr. 
Cabanas  has  a  large  measure  of  adaptability  and  opines 
that  he  will  readily  acquire  Canadian  methods  and 
ideas. 


NEW  MUSIC  MACHINE  COMPANY 

Vanophone  Sales  Co.,  Ltd..  Toronto,  has  been  incor- 
porated with  a  capital  of  $40,000,  to  make  and  sell 
gramophones.   

Mr.  Farquharson,  who  resigned  the  management  of 
the  Columbia  Co.'s  Canadian  businessi,  has  accepted  the 
management  of  the  Western  Gramophone  Co..  at 
Winnipeg.   

CANADIAN-MADE  FILLED  SCREENS 

The  editor  of  Canadian  Funiiture  Woi-ld  has  received 
a  request  asking  the  names  of  Canadian  makers  of 
filled  screens?  Do  any  of  our  readers  know  of  malters 
pf  tjiesie  articles  in  the  Dominion? 


Knobs  of  News 


J.  A.  Bishop  has  opened  a  furniture  store  at  Vulcan, 
Man. 

H.  C.  Barlctt  has  o|)ened  a  fui-niture  store  at  Welles- 
ley,  Ont. 

F]dwar(I  Keith  is  opening  a  furniture  store  at  Grand 
Prairie,  Alta. 

A.  Gofine  has  moved  his  furniture  store  from  Winni- 
peg to  Biggar,  Sask. 

A  furniture  store  has  been  opened  at  Tompkins,  Man., 
by  Robertson  &  Son. 

G.  B.  Bard,  Guelph,  Out.,  is  enlarging  his  upholster- 
ing plant  considerably. 

Robt.  Charter,  furniture  dealer  and  undertaker,  at 
Sunderland,  Ont.,  died  recently. 

A.  Mitchell  &  Son,  furniture  dealers,  Granby,  Que., 
are  succeeded  by  Mitchell  &  Bros. 

C.  F.  Scott's  furniture  store  and  undertaking  parlors, 
at  Scott,  Alta.,  were  damaged  by  fire  recently. 

The  Ottawa  House  Furnishings  Co.,  Ltd.,  with  a  cap- 
ital of  $50,000,  has  been  incorporated  at  Ottawa. 

J.  G.  Henry,  funiiture  dealer  and  undertaker,  of 
Sudbury,  Ont.,  is  opening  a  branch  at  Creighton,  Ont. 

F.  J.  G.  McArthur  has  purchased  the  plant  and  assets 
of  the  Winnipeg  Cabinet  Factory,  Ltd.,  of  Winnipeg. 

The  furniture  and  hardware  stock  of  the  estate  of 
Hollenberg  Bros.,  Fort  William,  Ont.,  has  been  sold 
to  P.  Galinet. 

A.  B.  Cahoon,  Cedar  Rapids,  Mich.,  visited  Vancouver 
recently  to  look  inio  the  feasibility  of  establishing  a 
furniture  factory. 

The  Beach  Furniture  Co.,  f  ■ornwall.  Out.,  is  working 
on  a  contract  to  sujjply  the  Dominion  Government  with 
ammunition  boxes. 

Fire  did  $200  damage  i-ecently  to  Frank  Cross'  furni- 
ture store  at  Brantford,  Out.  The  American  Tent  & 
Awning  Co.,  Toronto,  also  suffered  a  fire  loss  lately. 

A  New  York  furniture  company  is  erecting  a  six- 
storey  building  designed  as  a  private  residence  in  the 
Georgian  style  in  the  residential  section  of  that  city. 

The  Forest  Branch  of  the  Department  of  Lands  of 
the  Province  of  British  Columbia  has  issued  a  number 
of  illustrated  booklets  dealing  with  the  wood  products 
of  the  Pacific  Province. 

A.  Lewis,  Thorold,  Ont.,  has  enlarged  his  furniture 
store  to  take  care  of  his  increasing  business.  Lambert 
&  Allen,  of  Aylmer,  Ont.,  also  enlarged  their  store  to 
give  more  display  room. 

The  Grand  Forks  (B.C.)  Hardware  and  Furniture 
Co.,  Ltd..  has  been  incorporated  with  a  capital  of  $25,- 
000.  A  new  building  has  been  erected  for  the  concern, 
which  is  an  amalgamation  of  the  G.  F.  Hardware  and 
G.  F.  Furniture  companies. 

Twenty  thousand  dollars  damage  was  done  by  fire 
in  a  factory  owned  by  G.  H.  Randall  &  Co.,  Montreal. 
The  furniture  and  goods  on  the  groiand  floor  were  badly 
damaged  by  water.  Mr.  Randall  said  his  chief  regret 
was  that  the  tools  owmed  by  men  who  worked  for  him 
for  twenty  years  were  destroyed.  The  factorv^  is  one 
in  which  fifty  men  are  employed  in  the  making  of  chairs 
and  cabinet  work.  The  origin  of  the  fire  is  unknown. 
The  loss  is  partly  covered  by  insurance. 
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Collins'  Course  in  Show  Card  Writing 


24th  of  a  aeries  of  articles 
specially  prepared  for  this 
Journal. 


In  show  card  writing  it  is  sometimes  equally  as  im- 
portant to  know  tlie  style  of  letters  not  to  use  as  to 
know  the  styles  to  use.  It  is  a  peculiar  fact  that  almost 
all  beginners  are  inclined  to  make  fancy  letters.  Fancy 
to  the  extent  of  being  fussy.  The  natural  feeling  seems 
to  be  that  if  a  letter  is  trimmed  with  various  fanciful 
ornamentation  it  makes  it  more  attractive.  This  is  a 
double  mistake.  It  is  a  mistake  so  far  as  the  appear- 
ance of  the  letter  is  concerned  and  it  is  a  mistake  be- 
cause it  consumes  too  much  time  in  the  making. 

As  stated  in  previous  articles,  plain  letters  are  most 
in  demand.  They  are  easier  read  and  can  be  shaded 
and  arranged  to  present  the  most  attractive  appear- 
ance. A  certain  amount  of  embellishment  is  all  right, 
but  when  this  emhellishment  goes  to  fussiness  it  loses 
its  effect. 

The  sample  alphabet  shown  this  month  is  a  series  of 
styles  to  be  avoided  in  doing  show  card  work. 

The  first  three  show  an  old  style  letter  very  much 
out  of  date.    It  is  all  out  of  proportion  Avith  its  own 


curved  sides  also  detract  very  much  from  their  appear- 
ance. 

The  same  comment  is  applicable  to  the  next  three. 
Both  of  these  samples  are  old  style  and  out  of  date. 

The  shaded  letters  are  possibly  nearest  to  what  may 
be  used,  but  they  will  take  too  much  time  in  making. 
Their  use  should  be  limited  to  one  word  or  a  line  of 
emphasis.  They  are  an  old  style  and  not  nuich  used 
now  in  this  form. 

The  rustic  design  should  not  be  used  in  card  work, 
although  for  engrossing  this  style  is  sometimes  used  for 
a  special  word.  Is  it  a  style  that  does  not  read  easily 
and  is  fussy  and  takes  too  much  time  to  execute. 

The  next  style  might  do  as  a  fancy  initial,  but  should 
not  be  used  for  a  whole  word.  This  and  the  following 
samples  are  outline  work  which  does  not  read  easily 
and  cannot  be  seen  at  any  distance  without  being  con- 
fusing to  the  eye. 

Large-sized  letters  should  not  be  used  slanting.  These 
letters  in  general  formation  are  similar  to  others  shown 


Yoviil  meet  lOOO  s  of  old  Uk^d.^  and  1000"5  o1  new  at  the  monster 

GALT  OLD  BOYS' REUNION 


Trade  Mark. 


Sadie  Mac.  2.06' 


fAGICURE 
TOSH'S  Magical  Healer 

The(|uicke5t  healinj  ointment  in  the  world 

forajuj  sores  on  Horses  or  (attle. 

I  (^adeby  CA.M^Intosh  ^ 


■    M'UG-UST  '23  T©  2  6  INCLUSIVE: 
Spec1<al;S  ^ve^ M  .<^SLLj.   .  Nothing  ,  over  IS 


Three  examples  of  cotton  sign  work. 


makeup.  The  thin  lines  are  much  too  small  and  dis- 
proportionate for  the  thick  or  heavy  lines. 

Open  letters  should  be  avoided.  They  are  not  clear 
and,  consequently,  are  hard  to  read.  They  also  take 
too  much  time  to  execute. 

The  next  three  letters  show  a  style  that  is  far  from 
being  attractive.  They  are  too  fussy  at  the  ends,  take 
too  much  time  to  make,  and  should  be  avoided.  The 


and  the  same  comment  is  applicable  to  them.  Where 
much  matter  is  used  on  a  card  small  letters  mlay  be 
used  slanting  and  look  very  well. 

Cotton  Signs 

Almost  every  merchant  will  find  use  for  cotton  signs 
and  every  card  writer  should  be  a;ble  to  paint  them. 
Special  sales  and  special  anniouneements  will  create 
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Some  styles  of  letters  not  to  use  in  card  writing. 


a  demand  for  them.  These  si^s  may  take  the  form  of 
a  streamer  to  stretch  across  the  entire  front  of  the 
building  or  store.  Smaller  ones  may  be  used  to  stand 
at  the  door  front.  A  convenient  size  for  the  latter  is 
three  feet  wide  by  six  feet  high  and  lettered  so  the  sign 
will  stand  upright. 

For  the  preparation  of  the  canvas  and  the  mixing 
of  paint  see  instructions  in  recent  numbers  of  this 
paper. 

The  ililustrations  of  sample  signs  given  are  good 
examples  of  plain,  clear-cut  layouts,  attractive,  and 
easily  read.  The  Old  Boys'  Reunion  sign  is  a  streamer 
to  stretch  across  the  street.  It  is  twenty-one  feet  long 
by  three  feet  wide.  The  main  line  of  lettering  is  red 
and  black,  shaded  with  pale  green.  The  other  lines  are 
black  with  the  same  shading  as  the  large  line.  With 
this  color  combination  and  the  humorous  picture  on 
the  end  the  sign  is  strikingly  attractive. 

The  "Magicure"  sign  is  eight  feet  long  by  three 
feet  wide.  The  trade  mark  of  the  horse 's  head  is  done 
in  natural  colors  and  was  taken  from  a  photo.  The 
top  line  is  red  with  a  double  shading  of  two  shades  of 
grey.  The  second  line  is  brown,  and  the  balance  of 
the  letters  black  with  a  shading  in  green. 

The  Summer  Sale  sign  was  made  for  a  store  front. 
It  is  eighteen  feet  long  by  three  ^vide.  The  top  line 
is  red  with  an  over  tipping  of  black  and  a  black  out- 
line. Shading  in  grey.  The  balance  of  the  letters  are 
black  shaded  with  grey. 

Signs  of  this  character  should  be  nailed  to  a  stretcher 
or  framework.  This  will  insure  tlieijr  staying  up 
properly  and  at  the  same  time  greatly  add  to  their 
appearance. 

THE  NEW  SAFETY  INSPECTOR 

In  the  last  issue  of  Canadian  Furniture  World  an- 
nouncement was  made  of  the  appointment  of  Frank 
Lovett,  of  the  Canada  Furniture  Manufacturers,  Ltd., 
Woodstock,  Ont.,  as  inspector  for  the  Furniture  Manu- 
facturers' Safety  Association,  his  duties  to  extend  all 
over  Ontario. 

Mr.  Lovett  was  bom  at  Gait,  Ont.,  where  he  learned 
the  trade  of  a  machinist  with  the  MacGregor  Gourlay 
Oo.,  manufacturers  of  woodworking  machinery.  In 
1896  he  entered  the  employ  of  the  London  Furniture 
C'O.  Two  years  later  he  made  connections  with  the 
Anderson  Furniture  Co.,  of  Woodstock,  now  the  Canada 
Furniture  Manufacturers,  Ltd.,  with  whom  he  re- 
mained until  he  obtained  his  appointment  of  inspector. 
At  both  London  and  Woodstock  Mr.  Lovett  had  charge 
of  the  repair  department,  looking  after  the  machinery, 
and  providing  suitable  safeguards  for  it.  At  the  plant 
of  the  Canada  Furniture  Manufacturers,  Limited,  he 
also  had  charge  of  first  aid  work.  It  is  of  interest  to 
note  that  Mr.  Lovett  has  the  ability  to  teach  others 
as  well  as  himself,  than  which  there  could  be  no  better 
tribute  to  his  mastery  of  trade  details.  He  has  been 
one  of  the  instructors  at  the  evening  classes  of  the 


Woodstock  Industrial  School,  having  had  charge  of 
machine  shop  practice  and  other  work,  for  which  he 
received  great  credit  from  Dr.  Merchant,  the  Govern- 
ment inspector. 

PICTURE  FRAMES  OF  ALL  KINDS 

The  Phillips  Mfg.  Co.,  Ltd.,  Toronto,  have  just  pub- 
lished their  catalogue  "J,"  devoted  especially  to  illus- 
trating and  describing  their  line  of  picture  frames — 
convex,  oval,  flat  oval,  and  square^ — framing  glass,  sun- 
dries and  mirrors.  While  impossible  to  give  examples 
of  their  complete  line  of  products,  the  catalogue  does 
give  a  very  fair  idea  of  representative  lines,  variety  of 
pattern,  general  appearance,  and  excellence  of  quality. 

Besides  picture  frames  and  mirrors  the  Phillips  com- 
pany make  a  large  range  of  framed  pictures,  room 
mouldings,  bathroom  mirrors  and  cabinets,  and  plate 
glass  shelves.  These  goods  are  also  of  the  high  quality 
of  the  picture  frames  turned  out  by  the  Phillips  com- 
pany's plant,  and  will  be  described  fully  in  the  com- 
plete catalogue  which  is  being  at  present  prepared  and 
will  be  published  before  the  end  of  the  year. 


BIG  WESTERN  FURNITURE  AMALGAMATION 

An  important  business  amalgamation,  briefly  noted 
in  our  last  issue,  was  made  recently  which  was  of  great 
interest  to  the  people  of  Vancouver.  Two  of  the  most 
influential  furniture  stores  in  that  city,  the  Gardner- 
Browne  Furniture  Company  and  the  Standard  Furni- 
ture Company,  having  joined  forces,  will  in  future  be 
known  as  the  Standard  Furniture  Company,  occupy- 
ing the  premises  of  the  Standard  Furniture  Company 
at  the  comer  of  Granville  and  Helmcken  Streets. 

A.  F.  Gardner,  former  owner  of  the  Gardner-Browne 
Company,  holds  the  controlling  interest  of  the  new 
company  and  will  occupy  the  position  of  general  man- 
ager. A.  P.  Gardner  is  the  secretary  and  treasurer, 
wliile  A.  D.  Scott,  who  for  many  years  has  been  identi- 
fied with  the  Standard  Ftiraiture  Company,  will  re- 
main in  the  firm  as  president.  C.  S.  Scott,  of  the  old 
Standard  Furniture  Company,  and  F.  J.  McGauvran, 
of  the  Gardner-Browne  Company,  remain  ^vith  the  new 
firm,  and  will  act  on  the  board  of  directors. 


AN  ORDER  HE  DIDN'T  GET. 

"No,"  said  a  manufacturer  to  the  Canadian 
Furniture  World  and  Undertaker,  "we  have 
not  been  getting  any  business  from  the  Govern- 
ment. We  did  try  to  get  an  order  from  the 
Government  for  arm  chairs  for  the  many  thous- 
and of  arm  chair  critics  that  there  are  in  Can- 
ada, but  we  failed  to  land  the  business.  There 
is  evidently  some  favoritism,"  he  added,  with 
a  laugh,  as  he  turned  on  his  heel. 
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Dad  s  Letter  to  Jim  on  Selling  Stoves 

By  Edward  Dreier 


WHEN  you  sell  stoves,  Jim,  you  must  be  very 
much  like  a  doctor  diagnosing  a  case.  You 
must  be  able  to  go  to  every  part  of  the  stove 
and  tell  why  and  what  it  is  for. 

Did  you  ever  realize  that  a  stove  is  very  much 
human  ? 

It  must  eat.  It  must  be  fed,  and  must  breathe  and 
be  given  shelter — otherwise  it  isn't  of  much  account. 

Stoves  are  like  people.  There  are  different  kinds. 
Some  are  more  valuable  and  better  developed  than 
others. 

You  have  seen  people  who  consume  a  great  amount  of 
food,  and  yet  they  are  thin,  sickly-looking,  and  do  very 
little  work.  You  also  have  seen  hollow-chested  people 
who  didn't  breathe  well,  they  too  played  a  very  small 
part  in  life's  game. 

Then  you  have  seen  people  with  great  broad  chests, 


("GALLOPING  range 
^  sugsrested  by  Lt.- 
Col.  Gartshore,  of  the 
McClary  Mfg.  Co., 
for  use  of  troops  in 
the  Held.  This  range 
provides  aocommoda- 
tion  for  sixteen  stand- 
ard camp  kettles,  be- 
sides pans  in  the  oven. 
While  very  strongly 
built,  it  weighs  only 
1050  pounds,  and  can 
be  moved  rapidly  over 
rough  ground,  drawn 
by  one  horse. 


hard  firm  muscles ;  with  a  glow  of  health  to  their 
bodies — yet  these  men  and  women  eat  moderately;  but 
they  get  every  bit  of  energy  out  of  what  they  eat. 
They  breathe  deeply,  and  keep  themselves  clean. 

Stoves  are  just  the  same.  There  are  the  stoves  which 
eat  up  a  lot  of  coal  and  give  off  very  little  heat,  most 
of  which  goes  up  the  chimney.  Others  take  in  a  lot  of 
coal  and  bum  about  half — the  rest  stays  in  the  firepot 
and  chokes  up  the  fire.  Some  have  very  poor  ventila- 
tion, which  reminds  one  of  the  flat-chested  mortals  who 
go  through  life  doing  very  little  of  anything. 

And  now  we  come  to  the  stoves  which  use  very  little 
fuel,  but  get  all  the  energy  out  of  it,  these  are  the  stoves 
with  the  good  flues,  correctly  arranged  dampers,  and 
firepots  which  are  made  so  as  to  utilize  all  the  fuel  to 
the  best  advantage. 

When  you  buy  a  horse  you  buy  one  that  looks  well — 
one  that  will  give  good  hard  work  for  every  quart  of 
oats  and  pound  of  hay  he  eats.  When  you  hire  a  man 
you  want  one  who  will  give  you  the  best  service  at  all 
times — at  the  lowest  possible  cost.  It  is  the  same  way 
with  everything  you  buy,  rent  or  hire.  You  want  ser- 
vice, and  you  want  good  service. 

Now,  it  is  just  the  same  when  buying  a  stove.  You 
want  one  that  looks  well,  consumes  little  fuel — and 
gives  value  for  every  piece  of  wood  or  coal  consumed. 
It  must  retain  the  heat  within  itself  and  the  room,  leav- 
ing none  to  go  out  the  chimney.   One  wants  a  stove  to 


bake  well,  give  long  service,  and  to  be  made  of  the 
best  materials  by  a  thoroughly  reliable  house. 

A  good  stove  lasts  long,  and  that  is  your  aim.  When 
you  pay  good  hard-earned  cash  for  it  you  want  to  get 
one  hundred  cents'  worth  of  value  for  every  dollar  you 
spend — more  if  you  can.  Some  stoves  can  be  bought 
for  fifteen  dollars,  stoves  that  look  all  right  and  are  of 
good  size,  while  you  can  buy  others  of  the  same  size 
for  thirty-five  dollars.  In  the  latter  stove  you  get  value, 
good  material,  and  excellent  workmanship.  It  will 
last  three  years  to  the  other's  one,  and  money  will  be 
saved  by  its  purchase.  Just  as  your  farm  or  your 
store  must  pay  you  dividends,  so  must  a  stove  give  back 
to  you  every  year  good  service. 

Now,  Jim,  when  you  sell  stoves  you  must  sell  along 
these  lines.  You  must  be  able  to  tell  your  customer  all 
about  -the  stove  you  have  to  sell — and  you  must  tell  it 


in  a  simple  way,  which  will  make  that  customer  believe 
you.  Try  it  on  the  next  one  that  comes  in  and  let  me 
know  how  it  works  out. 


DON'T  KNOCK  OTHER  STOVES 

Did  you  ever  go  into  a  retail  store  on  a  shopping 
expedition — be  looking  at  some  article  and  happen  to 
mention  to  the  salesman  waiting  upon  you  that  you 
thought  you  could  do  better  at  such  and  such  a  place? 

The  salesman  at  the  mention  of  this  name  goes  up  in 
the  air,  commences  to  run  down  the  other  fellow's 
goods  and  his  store.  You  didn't  buy  when  that  hap- 
pened, did  you?    No,  of  course  not;  neither  did  I. 

One  day  I  happened  to  be  waiting  upon  two  ladies  in 
a  retail  store,  showing  them,  as  it  happened,  a  steel 
range.  During  the  progress  of  the  sale  one  of  the 
ladies  said:  "What  do  you  think  of  the  S —  stove?" 
I  said:  "Very  good  stove,  indeed,  but  I  know  we  have 
one  here  that  will  give  you  far  better  and  more  lasting 
service. " 

"Well,  sir,"  she  said,  "I'll  take  your  stove.  Do  you 
know  I  just  came  from  another  store  and  when  we 
mentioned  the  B —  they  said  so  many  things  deroga- 
tory to  it  that  it  made  us  want  to  see  them.  We  are 
very  glad  we  came  here." 

Such  will  be  the  result  nine  times  out  of  ten  if  you 
and  your  selling  force  will  only  ' '  quit  your  knocking. ' ' 
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With  the  Salesmen  on  the 
"Firing  Line  * 


TREATING  TRAVELERS  COURTEOUSLY 

It  is  tJhe  attitude  of  some  dealers  to  treat  the  salesman 
as  a  man  solieitin?  alms  of  them.  If  they  do  not  feel 
like  buying  any  goods  from  him,  they  are  apt  to  put 
on  a,  surly  argumentative  front,  and  think  thus  to  get 
rid  of  him  in  a  hurry.  The  traveling  salesman  is  after 
"business"  just  as  a  merchant  is.  Tf  he  is  a  good  sales- 
man, he  will  have  a  good  line,  and  he  will  be  just  as 
convinced  that  the  goods  are  the  best,  as  is  the  dealer 
confident  of  his  own  stock.  Perhaps  he  may  have  some- 
thing that  will  prove  a  strong  seller.  Certainly  he  is 
worthy  of  a  brief,  courteous  hearing.  Tf  the  dealer  is 
overloaded  with  work,  let  him  accord  the  salesmiau  a 
certain  specified  time  to  talk  his  goods.  Ff  it  is  soine- 
thing  the  mereliant  cannot  buy  at  the  time,  why,  let  him 
take  it  under  consideration,  and  tell  the  salesman  so. 
It  doesn't  do  much  good  to  argue  with  a  salesman.  He 
is  too  well  prepared  to  meet  arguments  of  all  kinds. 
But  a  positive  statement  tbat  no  goods  will  be  pur- 
chased of  him  at  that  time  can  be  given  in  a  courteous 
manner.  On  the  other  hand,  he  may  prove  to  you  that 
it  will  be  to  your  own  advantage  to  do  business  with 
him.  from  the  standpoint  of  economy  or  bigger  sales. 
AnvAvay.  treat  him  courteously!   He  is  human,  too. 


THE  SALESMAN'S  CREED 

I  believe  in  the  stufit"  I  am  handing  out.  T  believe 
that  honest  stuff  can  be  passed  out  to  honest  men  by 
honest  methods.  T  believe  in  working,  not  weeping; 
in  boosting,  not  knocking;  and  in  the  pleasure  of  my 
job. 

I  believe  that  a  man  gets  what  he  goes  after,  that 
one  deed  done  to-day  is  worth  two  done  to-morrow,  and 
that  no  man  is  down  and  out  until  he  has  lost  faith  in 
himself. 

I  believe  in  to-day  and  the  work  I  am  doing,  in  to- 
morrow and  the  work  I  hope  to  do,  and  in  the  sure 
reward  which  the  future  holds. 

I  believe  in  coiTrtesy,  in  kindness,  in  generosity,  in 
good  cheer,  in  friendship  and  honest  competition.  I 
believe  there  is  something  doing  somewhere  for  every 
man  ready  to  do  it.    I  believe  I'm  ready — right  now. 


HOW  PEARSON  LIKES  HIS  EGGS 

Bill  Pearson  was  up  in  Chatham  recently,  and.  want- 
ing to  catch  a  certain  train  back  to  Toronto,  finished 
up  his  calls  and  then  telephoned  the  hotel  to  send  his 
grip  to  the  station,  as  he  believed  he  had  not  time 
enough  to  make  the  hotel,  get  his  dinner,  and  catch  the 
train.  Arriving  at  the  station,  Pearson  found  the 
train  was  marked  up  20  minutes  late,  so,  crossing  the 
street  to  a  nearby  restaurant,  he  sat  down  at  a  table. 
The  waiter  was  a  darkey,  whose  knowledge  of  the  Eng- 
lish language  was  somewhat  circumscribed. 

"What '11  you  have  to  eat?"  he  asked  Bill. 

"Well,  what  have  you  that's  good?" 

"Our  ham  and  eggs  is  very  good,  suh,"  replied  the 
waiter. 

"Well,  let  me  have  some  fried  ham,  but  eliminate  the 
eggs." 

"Beg  your  pardon,  suh?" 


"T  said  let  me  have  some  ham,  but  eliminate  the 

eggs." 

Tliis  was  too  much  for  the  waiter,  and  he  went  to 
consult  the  cook,  also  a  colored  man.  After  a  lapse 
of  several  minutes  the  cook  came  out  to  the  table. 

"I'm  sorry,  suh,"  he  said,  "but  our  ignoraminous 
waiter  didn't  understand  yo'  order.   What  was  it?" 

"f  said,"  rei)licd  the  hungry  visitor,  "give  me  some 
ham,  l)ut  eliminate  the  eggs." 

The  cook  was  stumped.  He  stood  tor  a  moment, 
sci'afclied  his  head  in  ])erplexity,  and  theji  a  bright  light 
dawned  on  him. 

"f'se  powerful  sorry,  suh,"  he  s^aid.  "but  we  broke 
our  'iiminator  yestiddy,  and  ain't  had  it  fixed  yet." 


HOW  IT  HAPPENED 

P.  W.  Spry,  of  Gurneys,  lias  a  new  one.  He  has  a 
friend  who  is  a  social  workei',  and  among  other  places 
makes  an  occasional  call  at  the  Central  Prison.  On  one 
of  his  recent  visits  he  saw  a  new  face  and  going  up  to 
tlie  man  said : 

"How  came  you  into  the  Central?" 

"I  was  drugged  and  robbed." 

"By  whom?" 

"My  doctor." 

"Yes?" 

"He  told  me  to  take  iron." 
"Well?" 

"I  took  a  stove  and  was  arrested." 


FIVE  RULES  FOR  SUCCESS. 

Pay  close  attention  to  business. 

Finance  your  business  so  as  to  avail  yourself  of  all 
cash  discounts. 

Select  your  goods  carefully  to  suit  the  tastes  of  the 
majority  of  your  customers. 

Buy  in  the  smallest  possible  quantities  which  will 
enable  you  to  turn  over  your  money  often  and  make  a 
larger  percentage  of  profit. 

Take  two  or  three  hours  each  day  outside  of  your 
store. 


NO  ONE  HAS  A  MONOPOLY 

No  salesman,  however  broad  and  varied  his  exp'^r- 
ience,  can  hope  to  acquire  a  monopoly  of  the  ideas,  argu- 
ments or  convincing  methods  which  may  be  profitably 
used  in  his  profession.  He  will  never  see  the  time  when 
he  can  assure  himself  that  in  his  past  experience  all  the 
difficulties  or  emergencies  which  may  occur  have  been 
confronted  and  successfully  overcome. 


Smiling? 

That's  it — those  smiles  are  great  business  bringers, 
great  business  holders.  Let  'em  have  full  sway  'round 
your  store. 


MERCHANT'S  BEST  FRIEND 

SHOULD  the  merchant  treat  the  traveling  salesman 
as  a  friend,  a  nuisance,  or  a  necessity?"  was 
one  of  the  questions  propounded  at  a  recent  re- 
tail merchants'  convention.  The  answer  given  in  the 
"Question  Box"  discussion  was:  "He  is  the  best 
friend  the  merchant  has  on  earth.  Treat  him  alwaj^ 
courteously,  and  you  will  learn  from  him  many  things 
that  will  be  of  practical  assistance  to  you  in  your 
business. ' ' 
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SPECIAL  ILLUSTRATED  SECTION 

Showing  Some  of  the  Newest  Christmas  Furniture 


Gifts  from 

Canadian 

Factories 


Silver  and  cutlery  cabinet, 
with  period  effect,  from  the 
Canada  Furniture  Manufac- 
turers, Ltd. 


New  upholstered  easy  chair, 
made  by  The  Imperial  Rattan 
Co.,  Ltd.,  Stratford,  Ont. 


No.  667 — Desk  chair  for  No.  666  desk 
below,  from  new  library  suite  made  by 
•John  C.  Mundell  &  Co.,  Ltd.,  Elora,  Ont. 


On    either    side,    cabinets    for  sheet 

music   and  music  machine  records,  made 

by  The  Knechtel  Furniture  Co.,  Ltd., 
Hanover,  Ont. 


No.  666.  Desk  from  new 
library  suite,  made  by  John 
C.  Mundell  &  Co.,  Limited, 
Elora,  Ont. 


No.  155.  Dressing  table 
with  Jacobean  effect,  made 
by  The  Knechte)  Furniture 
Oo^,  Ltd.,  Hanover,  Ont. 
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Some  New,  Practical  and  Useful  Xmas  Gifts  in  Canadian  Furniture 


Chair   and   Chesterfield   below   are   two   items  Mediriiic  Cabinet   No.  35  has  three 

from  new  livingroom  suite  made  by  The  Farqu-  shelves.      White    enamel    finish  with 

harson-Gifford  Co.,   Ltd.,  Stratford,  Ont.  nickel    triinmmKs.     ,\    new   line  now 

being  made  bv  D.  L.  Shafer  &  Co., 
St.  Thomas,  Ont. 
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Some  New,  Practical  and  Useful  Xmas  Gifts  in  Canadian  Furniture 


Two  chairs  from  new  suite  made  by  The  Stratford  Chair  Co.,  Ltd.,    Stratford,   Ont.     The  Jacobean  design   is  popular  at 

present  time. 


Mahogany  buffet  and  china  cabinet  of  Adams  design  from  two   new   dining   room   suites   made  by   The   George  McLagan 

Furniture   Co.,    Ltd.,   Stratford,  Ont. 
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Some  New,  Practical  and  Useful  Xmas  Gifts  in  Canadian  Furniture 


New  library  suite  made 
by  The  Meaford  Co.,  Ltd., 
Meaford,  Ont. 


New  brass  bed  design. 
Canadian  Mersereau  Co., 
Ltd.,  Toronto. 
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Some  New,  Practical  and  Useful  Xmas  Gifts  in  Canadian  Furniture 


No.  551%.  New  design  "Twin"  ex- 
tension dining  table  in  oak.  Made  by 
The  Chesley  Furniture  Co.,  Ltd.,  Chesley. 
Ont. 


No.  3  310 — Styonj;  and  barid^ 
some  ch.iir,  mode  in  oak,  with 
fumed  or  golden  finish,  also  ii 
imitation  mahogany  finish.  Made 
by  The  North  American  Btnl 
Chair  Co.,   Ltd.,   Owen  Soui.d. 


Extension  table  and  iinn 
f-hair  from  new  -Tacobean  din- 
ing suite,  made  by  The  Canada 
furniture  Manufacturers,  Ltd., 
Woodstock,  Ont. 


Q/^ottress. 


Combination  secretary  and  book  case, 
made  by  The  Knechtel  Furniture  Co., 
Ltd.,  Hanover,  Ont. 


New  "AdjuKto"  mattress,  made  by  The  Ontario  Spring 
Bed  &  Mattress  Co.,   Ltd.,   London,  Ont. 
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A  Department  for 
Salesmen 


Brotherly  Talk  to  Furniture  Clerks 

By  One  of  Them 

THE  man  or  woman  who  is  in  the  employ  of  another 
man  or  woman  must  learn  that  the  employer 
has  a  right  to  say  what  the  employe  shall  do, 
and  when  he  shall  do  it.  This,  as  you  might  judge,  is 
to  be  a  little  talk  to  employes  by  one  of  them.  You  may 
remember  that  before  you  entered  upon  your  present 
employment  the  employer  was  getting  along  pretty 
well,  and  that  should  be  some  evidence  of  the  fact  that 
he  will  continue  to  get  along  all  right  after  you  are 
gone. 

Don't  Think  You  Are  the  Whole  "Works" 

Many  employes,  however,  are  unable  to  get  this 
through  their  noodle.  When  they  first  land  on  a  job 
they  have  a  dread  of  being  fired  because  they  can't 
make  good,  and  after  they  have  been  on  the  job  three 
months  they  imagine  they  own  the  place  and  want  to 
tie  a  can  to  the  proprietor.  They  are  firm  in  the  belief 
that  if  they  were  to  quit  the  job,  get  fired,  or  die,  the 
whole  works  would  be  put  out  of  commission.  The 
writer  had  this  exalted  opinion  of  himself  once  upon 
a  timn.  He  finally  got  fired,  and  he  walked  around 
past  the  place  every  day  expecting  to  find  a  "closed 
by  the  sheriff"  sign  on  the  door,  but  the  sign  didn't 
appear.  The  business  kept  right  on  growing.  It  was 
hard  for  a  certain  growing  youth  to  believe  that  such  a 
thing  was  possible,  but  there  was  the  physical  evidence 
right  before  his  eyes.  That  probably  did  more  than 
anything  else  to  convince  him  that  he  wasn't  the  whole 
bag  of  tricks,  and  that  there  were  others  in  the  world 
who  were  pretty  good  workers. 

Don't  Underestimate  the  Boss 

Too  many  employes  imagine  that  they  know  more 
afbout  the  business  than  the  boss,  and  they  question 
his  judgment  every  time  he  finds  something  for  them 
to  do.  If  they  don't- tell  the  boss  himself  that  he  is 
wrong  they  tell  every  other  employe  about  the  place 
what  a  grave  mistake  the  old  man  is  making  in  not 
asking  their  advice  in  all  matters,  regardless  of  how 
trivial  or  how  important  they  may  be.  The  man  or 
woman  who  enters  the  employ  of  another  will  get 
along  best  who  does  as  he  or  she  is  told  to  do  and  asks 
no  questions.  It  will  be  well  to  remember  that  it  is  the 
boss  who  will  lose  if  he  is  wrong  and  not  the  employe. 

Must  Learn  to  Obey 

It  often  has  been  said,  and  truly,  too,  that  no  man 
can  command  who  cannot  first  obey.  One  of  the  many 
great  faults  to  be  found  with  employes  is  that  they 
have  chosen  a  poor  motto.  This  motto  with  many  is 
"Ischi  Beble"  when  in  reality  it  should  be  "Ich  Dien" 
• — I  serve. 

The  employer  has  a  right  to  expect  obedience  and 
loyalty  from  every  man  and  woman  in  his  employ. 
Not  long  ago  a  story  was  told  of  a  young  woman  who 
secured  a  position  as  saleslady  in  a  woman's  ready-to- 
wear  department.  The  store  was  located  in  a  small 
city  and  the  young  woman  knew  almost  every^body 


there.  The  store  was  not  as  reliable  as  it  should  have 
been  and  instead  of  trying  to  sell  goods  this  young 
woman  spent  her  time  telling  everybody  who  came  to 
her  that  the  goods  in  the  store  were  not  worth  the  price 
asked  and  advised  them  to  go  somewhere  else.  Yet, 
when  Saturday  night  came  around,  this  young  woman 
accepted  her  envelope  and  growled  because  it  did  not 
contain  more.  If  this  young  woman  was  willing  to 
accept  pay  she  should  have  been  willing  to  perform  the 
duties  for  which  she  was  paid.  If  she  wanted  to  warn 
her  friends  that  the  goods  were  not  as  the  store  repre- 
sented she  should  have  done  it  on  her  own  time,  and 
not  on  that  of  the  owner  of  the  store. 

Need  of  Loyalty  and  Vim 

The  man  or  woman  who  is  carried  on  the  payroll  of 
any  institution  should  consider  himself  as  a  part  of  the 
concern,  and  consider  that  the  success  of  that  concern 
means  the  success  of  everybody  connected  with  it. 
When  the  place  gets  so  distasteful  to  you  that  you  can 
no  longer  be  loyal  to  it,  quit;  don't  growl  about  it — 
quit.  Then,  after  you  have  quit,  there  will  be  no  ex- 
cuse to  growl — you  will  be  too  busy  hunting  a  new  job. 
In  order  to  be  successful  in  any  position  an  employe 
must  have  vim,  nerve  and  vitality,  instead  of  being 
void,  verbose  and  virulent. 


USEFUL  HINTS  FOR  THE  SALESMAN 

By  The  Boss. 

If  you  want  to  represent  water  or  ice  in  a  window 
display  use  a  mirror. 

*  *  * 

Tissue  paper  is  an  exoellent  material  for  polishing 
showcases  and  mirrors. 

*  *  # 

If  you  are  not  a  good  showcard  writer,  why  not  use 
ordinary  school  slates  for  writing  selling  messages  on? 

«    *  • 

Don't  say  "That's  all,  isn't  it?"  to  a  customer.  Say 
lather  "Now,  what  else  can  I  do  for  you,  Mr.  Jones?" 

*  *  * 

A  special  container  at  the  end  of  the  store  for 
waste  paper  will  help  a  good  deal  in  keeping  the  floor 
clean. 

*  #  * 

When  a  label  comes  oft'  do  not  allow  it  to  become 
lost.  Stick  it  on  again  Avithont  delay  with  a  little 
glue. 

•    *    #  * 

Honest,  sober  and  industrious  employes  are  in  de- 
mand, but  those  who  are  ideal  have  one  other  quality, 
and  that  is  ambition. 

*  *  * 

Don't  be  too  dignified,  even  if  you  do  hold  a  fairly 
good  position.  Those  who  are  long  on  dignity  are  gen- 
erally short  on  popularity. 
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Columbia 
Graphophone 

Company 

365  Sorauren  Avenue 

Toronto,  Canada 


A  200  Per  Cent.  One- 
Year  Increase  Proves 
The  Demand 


The  demand  for  Columbia  Grafonolas 
and  Columbia  Double-Disc  records  has 
been  increasing  so  rapidly  that  the  bare 
figures — 80%,  100%  and  now  200% 
annual  increase  over  an  already  enormous 
output — are  enough  to  convince  any 
dealer  in  talking  machines  that  the  de- 
mand is  healthy,  natural  and  dependable, 
and  growing  even  stronger  every  week. 

This  demand  itself  is  the  most  unmistak- 
able indication  that  the  Columbia  line  is 
a  product  that  the  public  wants. 

It  is  quality  of  product  that  is  the  foundation  of 
our  constant  growth.  It  is  quality  of  product 
that  will  always  be  the  keystone  of  our  future 
development.  We  give  bigger  values  in  Colum- 
bia product  by  actual  comparison  than  any  other 
line  in  the  trade.  Machine  for  machine,  record 
for  record,  Columbia  product  gives  the  consumer 
a  higher  intrinsic  value  on  every  dollar  he  spends. 

Now  if  you  have  a  good  reason  for  letting  what 
should  be  your  share  of  this  very  considerable 
profit  go  to  some  one  else  or  go  to  waste  entirely, 
are  you  sure  it  fits  PRESENT  conditions? 

We  shall  take  the  keenest  interest  in  comparing 
data  with  you  if  you  will  only  moisten  the  first 
postage  stamp. 
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ONWARD  MFG.  CO.  OPENS  TORONTO  STORE 

The  Onward  Mfg.  Co.,  Berlin,  Ont.,  manufacturers 
of  the  Eureka  vacuum  cleaner,  have  opened  a  retail 
.store  at  8  Temjjerance  St.,  Toronto,  under  the  name  of 
The  Eureka  Vacuum  Cleaner  Co. 

The  new  store  is  handsomely  furnished  and  has  two 
large  windows,  in  which  are  given  demonstrations  of 
the  cleaner,  and  in  which  the  different  parts  are  dis- 
played. 

The  company  have  made  arrangements  whereby  out- 
of-town  dealers  may  send  customers  to  the  Toronto 
store  and  have  the  cleaner  demonstrated  to  them.  One 
dealer  in  a  town  not  far  from  Toronto  already  has 
taken  advantage  of  this  arrangement.  This  dealer  has 
a  number  of  friends  living  in  Toronto.  He  wrote  to 
several  of  them,  suggesting  that  they  visit  the  agency 
in  Toronto  and  see  the  cleaner.  At  the  same  time  he 
wrote  The  Eureka  Vacuum  Cleaner  Co.,  telling  them 
that  he  had  done  this,  and  gave  a  list  of  the  names  of 


A  iiioriiinK  S  bag  by  W.  K.  (Joiigdon,  furniture  dealer,  (jl  (Jraiul  View, 
Man.   Mr.  Congdon  is  .standing  waiting  to  get  another  last  shot. 


the  people  to  whom  he  wrote.  The  result  was  that  all 
of  these  friends  called  at  the  store  and  several  .sales 
resulted.  The  out-of-town  dealer  received  commissions 
that  totaled  into  a  nice  little  sum,  and  all  resulted 
from  very  little  effort  on  his  part. 

Mr.  A.  L.  Hixon,  who  has  been  with  The  Onward 
Mfg.  Co.  for  the  past  eight  years,  is  manager  of  the  new 
store. 


FURNITURE  MANUFACTURER  GETS  GRANT 

Chas.  Diebel  was  granted  .+-5,500  for  a  site  for  a  furni- 
ture factory  in  Stratford  South,  pursuant  to  a  by-law 
carried  by  the  people  of  Stratford  several  months  ago, 
it  being  now  considered  that  the  agreement  has  beeri 
fulfilled  by  Mr.  Diebel. 


DOLLS'  BEDS  FOR  CHILDREN 

Geo.  Gale  &  Son,  Ltd.,  have  published  a  little  supple- 
ment to  draw  attention  to  their  Santa  Claus  line  of 
dolls'  bedsteads  for  Christmas  giving.  The  bedsteads 
include  two  white  enamels  and  three  of  brass.  In  addi- 
tion, there  is  a  complete  miniature  of  a  full-sized  ham- 
mock with  mattress  and  windshield.  The  beds,  too,  are 
complete  with  mattress  and  pillows. 


matting-covered  boxes,  the  illustrations  giving  a  very 
fair  idea  of  their  appearance. 

Tile  lightweight  iiritish  r'olunii)ia  cedar  used  in  the 
construction  of  these  boxes  is  strong,  the  wood  does  not 
warp,  and  the  inside  of  l)oxes  looks  clean  and  attrac- 
tive. The  matting  used  is  of  a  specially  fine  quality, 
and  selected  white  rattan  is  used  for  binding.  Bent 
brass  hinges  and  special  hardware  are  used  throughout 
in  their  making,  adding  a  little,  of  course,  to  their  cost, 
but  giving  a  decidedly  better  appearance  and  enhanced 
sales  value. 

Tlie  utility  box  comes  in  four  sizes  and  so  does  the 
bedroom  box.  Then  there  are  some  high-grade  genuine 
Tennessee  red  cedar  chests,  uncovered,  and  medicine 
cases  complete  the  catalogue's  eontents. 


SUDDEN  DEATH  OF  ONTARIO  DEALER 

On  Sunday,  October  3,  Robt.  Chartei-,  furniture 
dealer  and  undertaker,  at  Sunderland,  Out.,  died  very 
suddenly.  Mr.  Charter  reeeived  an  undertaking  call 
out  into  the  country,  and  after  a  hurried  dinner  he 
stai-ted  for  his  store.  He  was  taken  on  the  way  down 
uitli  a  severe  attack  of  indigestion  and  sat  down  on 
the  walk  to  rest.  He  was  carried  into  a  doctor's  office 
and  died  two  hours  later,  aged  63.  He  had  been  in 
business  twenty-seven  years  in  Simderland,  and  had 
o^'ficiated  at  over  eleven  hundred  fiinerals.  His  funeral 
was  one  of  the  largest  held  in  that  part  of  the  country. 
He  leaves  a  widow  and  one  daughter  to  mourn  his  loss 
Several  of  the  undertakers  from  the  surrounding  towns 
attended  the  funeral. 


ADDITION  TO  PLANT 

The  National  Sj)ring  &  Wire  Co.,  of  Wind.sor.  Out., 
is  contemplating  the  erection  of  a  second  plant.  It  is 
expected  that  the  new  building  will  be  adjacent  to 
the  present  one.  The  company  manufactures  cushion 
springs,  etc.,  for  furniture  and  aiitomobiles. 


CANADIAN  TRADE  NOTES 

•lacoli  Burkholder,  of  Stouffville.  Out.,  died  las: 
month.  He  was  an  old  furniture  man,  h\\\  had  lived 
retired  for  vsome  years. 

Di.sney  Bros.,  of  Brooklin,  Ont.,  have  opened  a  branch 
store  in  Port  Perry.  Stanley  Disney,  who  was  formerly 
at  >')0wmanville,  is  in  charge. 

A  little  change  has  been  made  in  the  furniture  firm 
name  at  Frankford.  Ont.  F.  A.  Windover  is  the  suc- 
cessor to  J.  Windover  &  Son.  Mr.  Windover  has  beer, 
the  manager  for  years  and  is  {|uite  efficient. 

J.  E.  H.  Barnet,  of  the  Barnet  Mfg.  Co.,  makers  of 
refrigerators,  Renfrew,  Ont..  is  dead. 

The  Cobourg  Matting  &  Carpet  Co.,  Ltd..  Cobourg. 
Out.,  has  been  incorporated  at  Ottawa  with  a  capital  of 
•1^300.000.  to  deal  in  cai'pets.  matting  and  textiles.  John 
Dick,  Henry  Fullerton  and  David  C.  Dick  are  in- 
terested. 

■J.  L.  Lianidiy  has  opened  a  furniture  and  hardware 
S'+ore  at  Mareelin.  Sask. 


BEDROOM  BOXES  AND  CEDAR  CHESTS 

Catalogue  B  has  just  been  issued  by  D.  L.  Shafer  & 
Co.,  St.  Thomas,  Ont.,  makers  of  bedroom  boxes,  cedar 
chests,  etc.    The  catalogue  shows  a  complete  line  of 


"I  notice  your  little  boy  reads  the  war  news  assid- 
uously. I  am  glad  to  see  him  taking  such  an  intelligent 
interest  in  current  events." 

"His  interest  is  purely  selfish.  His  teacher  is 
marooned  abroad." 
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FOR 

CHRISTMAS 
TRADE 


MODEL  B,  $40 
Golden,  Mission,  Fumed  Oak 


MODEL  C,  $30 
Golden  Oak 


What  More  Suitable  Gift  Could  You 
Suggest  to  a  Customer  Than  a  

PHONOLA 


The  Phonola  Talking  Machine  is  Made  in  Canada  by  Canadians, 
and  there  is,  therefore,  no  duly  added  to  the  price.  It  will  play  any 
needle  disc  record,  and  play  it  better  than  any  other  machine.  It  has 
a  noiseless  durable  motor  and  the  latest  improved  design  which  is 
patented. 

It  is  made  in  seven  different  sizes,  the  price  ranging  from  $20  to 
$250.  The  highest  priced  machine  illustrated  on  this  page  retails 
at  $85. 

The  asrency  proposition  is  open. 
You  can  handle  anything  else 
you  like  with  the  Phonola. 


Let  us  send  you  all  particulars 

THE  POLLOCK  MANUFACTURING 

COMPANY,  LIMITED 


Manufacturers 
of  the 
Phonola 


BERLIN 
CANADA 


MODEL  DUKE,  $85 
Mahogany,  Golden,  Mission,  Fumed  Oak 


MODEL  A.  $65 
Mahogany,  Golden,  Mission,  Fumed  Oak 
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Prompt 
Service 
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TRADE  MARK 


"Quality"  Line 


Fair 
Prices 


Blllllllllllllllllllllllllllllllllillllllllllllllllllllllllllllili 


The  Evel  Casket  Line 


There  is  not  a  defective  piece  of  material  or  workmanship 
in  any  one  of  our  caskets.  Whether  the  casket  is  our 
finest  mahogany  or  a  cheap  broadcloth — it  is  made  with 
honest  material,  the  design  is  artistically  correct,  it  is  care- 
fully inspected  and  is  stamped  with  the  indefinable  touch 
of  quahty. 

We  have  always  ready  for  immediate  shipment  the  best 
in  Polished  Oak  and  Mahogany  Caskets.  Exclusive 
designs  in  the  latest  fashions  in  Ladies*  Dresses,  Gentle- 
men's Suits  and  Casket  Linings. 


Evel  Casket  Company,  Limited 


Hamilton 


Ontario 


m 


Has  no  affiliation  with  any  other  firm  in  the  Trade 


aiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^   I  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 
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Maritime  and  Nova  Scotia  Associations  Merge 

Funeral  directors  in  Eastern  Canada  desire  to  amalgamate 
the  two  associations  in  order  to  better  legislative  interests 


The  thirteenth  annual  convention  of  the  Maritime 
Funeral  Directors'  Association  was  held  at  Halifax, 
N.S.,  on  August  18,  when  it  was  unanimously  decided 
by  the  members  present  to  merge  their  organization 
with  the  Nova  Scotia  Funeral  Directors'  Association. 

For  a  number  of  years  the  Maritime  conventions  have 
been  held  simultaneoiisly  with  the  Nova  Scotia  mseet- 
ings.  The  reason  for  the  dissolution  of  the  Maritime 
was  to  free  the  provincial  organizations  from  difficul- 
ties in  getting  individual  legislation.  It  was  thought 
each  province,  meeting  separately,  could  better  effect 
this. 

The  Nova  Seotia  Association  has  been  one  of  the  m-ost 
active  of  provincial  organizations,  and  was  the  first  to 
obtain  an  embalmers'  act.  By  unanimous  vote  of  its 
members  the  property  and  papers  of  the  Maritime  Asso- 
ciation passed  into  the  hands  of  the  Nova  Scotia. 

The  opening  meeting  was  called  to  order  by  Presi- 
dent Joseph  Spencer,  of  Halifax.  The  invocation  was 
offered  by  the  Rev.  Dr.  Forrest,  of  Halifax.  Mayor 
Mai*tin  made  an  address  of  welcom,e,  offering  the  city's 
hospitality.  Dr.  Forrest  then  spoke  at  some  length  on 
organization  and  convention  work.  A  standing  vote  of 
thanks  was  tendered  to  the  city  for  its  courtesy  and  to 
Dr.  Forrest  for  his  able  address. 

Cecil  E.  Zink,  of  Dartmouth,  was  appointed  secretary 
pro  tem  on  account  of  the  unavoidable  absence  of  the 
secretary,  G.  E.  MeLellan.  The  regular  routine  of 
bixsiness  was  proceeded  with,  and  in  the  president's 
annual  report  was  announced  the  death  of  R.  L.  Maltby, 
of  Newcastle,  N.B. 

Prof.  A.  J.  Dodge,  of  Boston,  whose  fre^iuent  appear- 
ances before  the  Maritime  meeting  had  grown  to  be 
the  drawing  card,  lectured  in  the  morning,  and  in  the 
afternoon  took  up  the  work  of  demonstrating  on  cad- 
aver at  the  rooms  of  Snow  &  Co. 

The  city  of  Halifax  held  some  interestin.g  sights  for 
the  visitors.  All  viewed  the  great  ocean  terminals  now 
under  construction,  and  watched  the  Canadian  troops 
in  drill  for  service  abroad. 

A  theatre  party  and  supper  on  Thursday  evening  was 
enjoyed,  and  on  Friday  some  watched  a  boxing  bout 
at  the  arena. 


NOVA  SCOTIA  ASSOCIATION  MEETING 

Following  the  meeting  of  the  Maritime  Association 
the  Nova  Scotia  organization  went  in  session.  The 
chairman  of  the  Embalmers'  Board,  J.  C.  B.  Olive,  of 
Truro,  gave  a  report  as  follows: 

"In  accordance  with  the  Embalmer's  Act  for  the 
Province  of  Nova  Seotia,  an  embalming  board  was 
appointed,  consisting  of  F.  M.  Brown,  Pugwash,  N.S. ; 
Vernon  S.  Sweeney,  Yarmouth,  N.S.,  and  J.  C.  B.  Olive, 
Truro,  N.S.  Since  the  appointment  of  this  board  in 
1912,  although  not  many  up  to  the  present  time  have 
availed  themselves  of  the  opportunity  of  passing  an 
examination,  yet  it  has  stimulated  the  older  members 
of  the  profession,  and  the  interest  manifested  at  our 
last  annual  meeting  in  Halifax  by  the  younger  members 
indicates  that  the  prospects  are  bright  for  the  coming 
year  and  that  a  new  life  and  energetic  spirit  had  taken 
possession  of  them." 


The  election  of  officers  resulted  as  follows : 
J.  F.  Rice,  president,  Digby;  G.  E.  Nichols,  vice- 
president,  New  Glasgow;  Cecil  E.  Zink,  secretary-treas- 
urer, Dartmouth ;  S.  C.  West,  chaplain,  LiveiiDool ;  J.  A. 
Logan,  sergeant-at^arms,  Shubenacadie. 


CASKET  MAKER  AT  THE  FRONT 

In  the  various  training  camps  throughout  Canada 
and  Great  Britain  and  on  the  battlefields  of  Europe  the 
funeral  directors  and  casket  makers  of  the  Dominion 
are  well  represented.  Captain  Harvey  Buchanan  Evel, 
of  the  Evel  Casket  Co.,  Ltd.,  Hamilton,  Ont.,  is  now  at 
Caesar's  Camp,  Shomcliffe,  England.  He  is  the  second 
son  of  J.  J.  Evel,  of  Hamilton,  and  is  treasurer  of  the 
Evel  Casket  Company.  For  many  years  Capt.  Evel  was 
in  the  91st  Highlanders  Regiment,  Hamilton.  Be  en- 
listed for  overseas  service  under  Colonel  Ashton  in  the 
36th  Battalion,  C.E.F.,  when  they  mobilized  at  Hamil- 
ton, and  left  for  England  last  June. 


NEW  EMBALMING  FORMULA 

Science  has  achieved  a  chemical  formula  which  is 
believed  to  be  equal,  if  not  superior,  to  the  lost  art  of 
body  preserving  evidenced  by  the  Egyptian  mummy, 
according  to  Louis  H.  Turner,  of  Pasadena,  Cal.,  whose 
address  was  a  feature  of  the  concluding  session  of  the 
annual  meeting  of  the  Calif ornia  Undertakers'  Asso- 
ciation at  San  Francisco,  early  in  October. 

The  discovery  of  the  formula,  Mr.  Turner  said,  was 
m'ade  by  a  group  of  men  who  have  been  attempting  for 
years  to  hit  upon  the  Egyptian  process,  and  in  general 
the  plan  of  preservation  involves  the  use  of  air,  abso- 
lutely dried  by  chemical  process.  Experiments,  he  said, 
have  been  successful. 


A  LIFE  CREED 

WE  trust  in  The  Living  G-od,  Father  Almighty, 
M-alcer  of  Heavien  and  Earth.  We  trust  in 
the  kindness  of  His  Law,  land  the  goodness  of 
His  Work.  And  we  will  strive  to  love  Him  and  to 
keep  His  Law,  and  see  to  His  Work  while  we  live. 

We  truiSit  in  the  nobleness  of  human  nature,  in  the 
majesty  of  its  faculties,  and  fulness  of  its  miercy  and 
the  Joy  of  its  love.  And  we  will  strive  to  love  our 
neighbors  as  ourselves;  and  even  when  we  cannot,  we 
will  act  as  if  we  did. 

We  will  not  kill  or  hurt  any  living  creature  need- 
lessly, nor  destroy  any  beautiful  thing;  but  will  strive 
to  save  and  to  comfort  all  gentle  life,  to  guard  and 
to  perfect  all  natural  beauty  on  the  earth. 

We  will  obey  all  the  laws  of  our  country  faithfully, 
so  far  as  they  are  consistent  with  what  we  believe  to 
be  the  Law  of  God;  and  when  they  are  not  so,  or  seem 
in  any  wise  to  need  change,  we  will  oppose  them,  not 
with  violence,  but  deliberately  and  loyally. 

We  will  strive  daily  to  raise  body  and  soul  into 
higher  powers  of  duity  and  happiness;  not  in  conten- 
tion with  others,  but  for  the  help,  delight  and  honor  of 
others,  and  for  the  joy  and  peace  of  our  own  lives. 

We  will  labor  with  such  strength  and  opportunity 
as  God  gives  us  for  our  daily  bread;  and  all  that  our 
hands  find  to  do,  we  will  do  with  our  mighit. 
• — From  .John  Euiskin 's  Pledge  of  the  Guild  of  St. 
George. 
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Manufacturers*  Exhibition  of  Supplies 

AT  RECENT  TORONTO  CONVENTION 

Dominion  Miiniifaclurcrs,  Ltd.,  grdi  jird  Il)eir  associnted  companies  and 
held  an  oxliiliilicn  of  their  goods  at  70  King  Street  West  during  tlie 
whole  'veelc  of  the  ronvention.  'Ihere  the  Olobe  Casket  Co..  National 
Casket  Co.,  Ud.,  Semmens  &  Evcl  Casket  Co.,  I^td.,  and  D.  W.  Thomp- 
son Co.,  1.1  d.,  Avere  represented,  both  hy  their  standard  and  choice 
casket  sainples  and  by  a  full  line  ol'  erribalmer?'  supplies. 

Semmens  &  Evel  Line 

The  Semmens  &  Kvel  Casket  Co.,  Ltd.,  Hamilton,  made  a  splendid 
display  of  their  complete  line  of  caskits  and  cmbalmers'  requirements. 
Phis  line  includes  caskets  in  poiid  oak  and  niahcgany,  cloth  covered  of 
all  cloths  and  colorings,  and  all-copper  polished.  Many  new  designs 
in  linings  -.vers  shown,  and  a  bigger  range  than  usual  of  robes  and 
costumes. 

The  hardware  included  silver,  copper,  brass,  and  steel,  in  many  ce 
signs  and  colors.  Several  new  rugs  and  also  door  drapes  shown  wer- 
very  fine. 

In  connection  with  the  di.splay  was  also  shown  a  complete  range  of 
new  style  embalming  ie(iuirenients — .J.  .T.  Blachford's  "Magnum"  era- 
balmii'g  tluid,  instruments,  funeral  folding  roller  stands,  and  simii:ir 
goods. 

Vaults  and  Grave  Lowering  Devircs 

The  St  Thoi-.ias  Metallic  Vault  Co.,  Ltd.,  St.  Thomas,  Ont.,  displa^ad 
and  demonstratid  I  heir  burglar-raoof  anil  watertight  original,  (iui\:k- 
closinjr  end  vault  in  the  Semmens  i-  Evel  e.\hibit;  as  also  was  demon- 
strated the  Wcllman  automatic  device  for  lowering  caskets  into  tlie 
grave.  This  machine  is  adjustable  both  in  length  and  width  to  fit  any 
case.  Tie  ovufit  is  guaranteed  tc  handle  anything  from  the  child's  ca.'--e 
to  the  largest  steel  \auUs. 

The  Fiigiu  Fluid  Co.,  Chicago,  also  made  a  showing  and  gave  a  demon- 
stration of  their  Frigid  automatic  lowering  and  raising  device  in  tlie 
Iront  part  cf  the  building.  Besides  they  bad  a  machine  on  c.\hibition 
fit  the  convHTtion  hall  at  the  Lnixersity.  This  machine  has  few  parts 
can  be  put  aw.iy  in  sn.all  sections,  is  safe  in  use,  simple  to  operate, 
strong  and  durable,  and  an  all-the  year-round  device. 

Globe  Casi.et  Co.'s  Display 

In  cask.';ts  the  Globe  Co.  made  a  fine  display  of  sample  shrines. 
Included  in  their  exhibit  also  were  a  number  of  black  and  colored 
cloth-covered  caskets.  .Some  magnificent  seiid  oak  and  mahogany  cases 
were  as  well  set  ofif. 

The  Globe  hardware  line  is  .'in  extensive  one  and  a  very  complete 
.showing  was  made  along  the  wall  of  the  exhibit.  Practically  every 
imaginable  design  was  shown,  and  (luUe  a  \ariety  of  colorings.  Several 
new  finishes  were  included. 

National  Casket  Co. 

Opposite  the  Globe  display  the  National  made  an  exhibit  of  some  of 
fheir  products,  confining  themselves  somewhat  to  solid  wood  and  clotp 
covered  caskets.  A  mere  extensive  shrwii.g  was  made  of  their  complete 
lines  at  the  Kiagara   Street   factory  showrooms. 

The  D.  W.  Tlionipson  Co.  iiiclnJed  their  display  with  the  Nofion.al 
exhibit. 

Canicula  Chemicals 

W.  K.  Murphy,  president  of  the  Canicula  Chemical  Co.,  shoned  a 
full  line  of  embalming  fluids  and  sundiies,  all  the  goods  on  display  witli 
the  exception  of  the  rubber  goods,  being  made  in   his   Toronto  factoi'y. 

The  display,  with  it.s  backf-round  of  eiiilric  lights,  made  an  attr.ictivi' 
exhibil,  and  the  variety  of  colors  in  the  i-i(  <lni  ls  shown  lent  tliem.'-eh 
to  tasty  arrangement.  There  were  the  C'.inuiila  concntrated  enibii'ming 
fluid,  jaundice  fluid,  fra:;meiil ine,  salves,  Canicula  bloom,  gelatine,  fae^^ 
powders,  softer.ers,  ,'.nd  many  othfr  aids  vsed  by  enibalmers  Besides 
these  there  were  "Shine-All"  brass  polish  for  shining  up  funeral  cars, 
and  a  variety  of  oils  and  polishes  for  furniture  and  rloors. 

Dominion  Metallic  C9,sk9ts 

At  72  King  Street  West  the  Dominion  Casket  Co.,  of  Guelph,  showed 
wood,  metal,  and  combinations,  in  many  colors  and  designs.  Ii'Stead 
of  fancy  stock  they  devoted  their  space  this  year  to  showing  standard 
lines  ot  wood  and  cloth-covered  .netal  caskets. 

One  new  color  shown  was  a  hror/c  silk  plush.  Many  ot  the  new 
linings  also  were  shown  in  fancy  designs.  Tn  robes  and  gowns  the  new 
things  were  the  complete  suits  and  dresses  for  men  and  women.  These 
V  ere  displayed  in  greater  range  and  variety  than  ever  before. 

Champion  Chemical  Co. 

In  connection  with  the  Dominion  Casket  and  Semmens  &  Eve'  dis- 
plays Dr.  Ferguson  niade  a  showing  of  ''Champion"  embalming  fluid. 
The  doctor  impressed  on  his  callers  the  fact  tbat  this  fluid  has  been  made 
for  forty  years  by  the  Champior  Chemical  Co.,  by  the  oldest  and  largest 
concern  in  the  world,  and  that  for  Canada  the  fluid  was  made  at  Winei- 
sor,  Out.    Their  slogan  is  "Not  so  cheap  as  so  economical." 

Besides  the  fluid  the  company  is  making  a  ceimplete  line  of  e:nbalmers' 
supplies. 

Evel  Casket  Exhibit 

The  Evel  Casket  Co.,  Hamilton,  Ort..  made  a  display  of  their  lin.js 
at  80  King  Street  \\'est,  where  were  shown  couch  caskets,  shrines,  solid 
wood,  metal  lined  and  cloih-ceivered  cases,  in  a  variety  of  designs, 
colors  !.nd  materials.  Special  emphasis  was  laid  on  the  linings,  which 
were  really  fine,  and  on  the  hardware,  which  was  about  the  best  ever 
shown  in  Toronto.  This  hardware  line  was  attractively  set  out  in  sets 
o(  six  handles  and  name  plate  in  cases  snd  leoxes.  The  company  has 
lieen  speciali? ing  on  this  hardware  and  its  fine  finishes. 

The  interior  linings  of  the  caskets  shown  were  all  practically  new. 
Some  new  doer  drapes  and  a  great  many  new  gowns  were  also  shown. 

Central  Casket  Co. 

In  the  Prince  George  Hotel  the  Central  Casket  Co.,  of  Bridgeburg. 
Ont.,  n;ade  a  select  showing  of  a  few  of  their  lines.  Four  caskets  onfv 
were  shown,  but  a  great  variety  of  photographs  shoW(;d  what  a  big  line 
the  Central  makes. 

One  of  the  caskets  was  of  solid  oak,  and  three  were  cloth-covared  

black  broadcloth  with  white  linings,  a  grey  broadcloth  with  linings  to 
match;  and  a  grey  plush,  also  with  matched  linings.  One  of  these 
caskets  of  the  couch  variety  was  of  a  cDnstruction  new  to  Canada,  in 
(hat  the  top  lining  came  over  iikc  a  canopy  and  yet  could  be  folded 


ba,;i<  as  though  it  did  not  exist.  This  was  this  casket's  first  showing 
m  Car.ada.  " 

In  this  room,  loo,  were  shown  the  folding  flower  stand,  which  V7as  a 
pop.ilar  feature  a  year  ago-  a  new  casket  rack  te.  hold  three  cases  for 
funeral  showrtoms;  and  some  new  door  drapes  of  two-color  combina 
tions  Hud  funerii  door  wreaths  of  bay  Ieave.s,  purple  silk  riijbon,  and 
white  sillr  cord. 

A  separate  room  was  given  over  to  the  seit  and  gown  display. 
Eckel?'  Embf.lming  Outfits 

In  connection  with  the  Central  exhibition  was  shown  a  complete  outfii 
of  er.ilalmerr,'  reqinreme^nts.  Besides  the  Re-Concentrated  Dioxin  other 
fluids  shown  were  hydroform.  osmctone,  benzol,  formo-pheno,  kresoline, 
and  many  others.  Eniiinelines  in  all  colors  were  also  displayed,  and 
hundieils  of  instruments  for  all  kinds  of  operations.  Post  mortem,  ard 
dernia-s.irgery  outfits  in  all  completeness  were  there,  as  weli  as  em- 
balming b;)ards  and  other  recjuisites. 

Kekels'  "New  Principle  in  Embalming."  the  latest  book  on  this 
class  of  work,  and  other  embalming  treatises,  were  also  shown. 

Norwalk  Vaults 

-■Vndy  Elder  explained  to  callers  the  fe^atures  of  the  Norwalk  cement 
r.inf'irreel  burial  \ault,  the  agency  of  which  for  Ontario  he  has  been 
:  I  ,.  1  I.  I  1  nese.  vaults  are  m.ade  in  Toronto,  and  have  been  known 
I  1  :i  i'  II,'  time  across  the  line.  The  \aults  were  favorably  commented  on 
by  tlios.;  who  saw  them. 

Motor  Hearses  and  Wagons 

Outside  convention  hall  at  Toronto  University,  A.  B.  Greer,  of  Lon- 
don, Ont.,  showi;d  an  elaborate  funeral  car,  just  made  for  and  being 
shijiped  to  Conn.  Ily  fi:  McKinley,  Edmontem,  .\lta.  The  car  was  on  a 
ChpliiM  is  i  li:i^'-i^  w.i^  i.a'ldnl  insiele  with  tufteel  purple  satin,  and  out- 
side \\,is  c. I.  11(1  uiiy.  All  ihe  very  latest  attachments  were  on  the 
car,  wii''h  eost  all  told  !ii.".,.300. 

But  it  is  on  Ihe  more  moderate  priced  and  standard  hearses  and 
wagons  that  A.  B.  Greer  depends,  and  in  thir.  regard  he  is  making  a 
light  undertaker's  wagon  for  country  hearse  work  for  low  priced  chassis. 
Of  these  rjuite  a  number  arc  reported  to  be  sold.  He  still  has  on  hand 
stock  of  all  ^^infls — hearses,  ambulances-  and  wagons. 

Being  in  the  business  for  Ihe  past  forty  years,  Mr.  Greer  feels  iie 
knows  the  re'(|uirements  of  un.-lertal;ers  in  this  country.  At  present  he 
is  specializing  in  motoi  weirk. 

Hards   Timpson  &  Co. 

At  their  works  on  Queen  Street  West.  Hards,  Timpson  &  Co.,  makers 
of  niotoi  luarses  and  wagons,  made  a  showing  of  their  stock  during 
(onvention  week.  Se\eral  new  designs  in  motor  hearses  and  casket 
wagons  were  shown  and  commentec!  on  favorably  by  out-of-town  funeral 
directors  who  inspected  the  cars. 


RIVAL  UNDERTAKERS  SHOT 

Two  rival  Italian  undc7'taker.s  of  Brooklyn.  N.li;., 
V/'orc  shot,  one  perhaps  fatally,  in  a  fray  that  grew  out 
of  ill  feeling  over  possession  of  a  body.  Gaetano  Man- 
gano  is  the  one  whose  reeoA^ery  is  doubted.  Mangano 
received  a  eall  to  take  charge  of  the  body  of  a  child 
drowned  in  the  Gowanus  Canal;  John  Bomanelli,  a 
nearby  undertaker,  objected  during  the  removal,  claim- 
ing he  had  been  asked  to  officiate.  Friends  of  the  two 
undertakers  backed  up  each  of  their  claims  with  guns, 
in  the  course  of  which  Mangano  was  shot  through  the 
.stomach  and  left  leg,  and  Romanelli  sutfer'^d  a  grazing 
wound  on  the  forehead.    St  veral  arrests  were  made. 


PROFESSIONAL  NOTES 

Mathieu  &  Tliompson,  iindcrtiaker.S!,  Fort  Willi'am, 
Ont.,  are  succeeded  by  H.  ITend' rson  &  Co. 

Captain  H.  B.  Evel,  of  the  Evel  Casket  Co.,  Hamil- 
ton, is  at  present  watlh  the  "fitlh  Battalion  at  Shoru- 
cliffe,  Enigland. 

Bickley  &  Burnett  is  a  new  firm  of  funeral  directors 
recently  started  in  business  at  535A  Bloor  Street  West, 
Toronto. 

Tupner  &  Steele  are  building  a  new  auto  hearse  for 
T.  Edwards  Co.,  Vancouver,  B.C.  When  completed 
it  will  be  one  of  the  most  uip-to-date  hearses  in  the 
city.  It  is  mounted  on  a  Chalmers  Six  and  has  a  full 
limousine  front. 

Aid.  Meaford  Webb,  of  Barrie,  one  of  the  most  prom- 
inent undertakers  of  Ontario,  44  years  of  age,  died  at 
his  residence,  on  August  23,  from  an  affliction  of  the 
heart,  after  an  illness  of  over  a  year.  He  was  the  son 
of  the  late  William  Webb,  for  many  years  proprietor 
of  the  American  Hotel,  Barrie,  and  his  brother,  G.  S. 
Webb,  still  conducts  the  house.  Pie  was  born  at  Stroud, 
wveven  miles  south  of  Bari'ie.  The  funeral  was  held 
under  Masonic  auspices. 
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Quly    Dominion  Manufacturers  s^X' 

LIMITED 


OUR  NEW  PRICE 
LIST 

Covering  the  lines  illustrated  in  No.  1 5  General  Casket 
Catalogue  is  now  in  course  of  construction  and  we  are  hust- 
ling it  along  just  as  fast  as  we  can. 

It  was  our  intention  to  have  this  price  list  ready  to  mail  with 
the  catalogue  but  owing  to  the  unsteadiness  of  the  market 
for  materials,  which  necessitated  a  revision  of  prices,  we  are 
unable  to  do  so. 

We  have  received  many  requests  for  price  lists  and  appreciate 
the  inconvenience  caused  by  this  unavoidable  delay,  and  can 
assure  you  that  we  shall  not  be  content  until  we  have  a  copy 
of  this  price  list  in  your  hands. 

In  the  meantime  we  trust  you  will  apply  the  last  revised  price 
list  as  best  you  can  until  our  new  one  reaches  you. 


HEAD  OFFICE 

468  KING  STREET  WEST 
TORONTO  CANADA 
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Quality    Dominion  Manufacturers 

LIMITED 


The  National  Casket  Co.,  Limited  -  Toronto,  Ont. 
The  D.  W.  Thompson  Co.,  Limited  -  Toronto,  Ont. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Hamihon,  Ont. 
The  Globe  Casket  Co.,  Limited  -       London,  Ont. 

Jas.  Elliott  &  Son  -  Prescott,  Ont. 

Girard  &  Godin,  Limited         -  Three  Rivers,  Que. 

Christie  Bros.  &  Company,  Limited  -  Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Winnipeg,  Man. 
The  Great  West  Casket  Company  Vancouver,  B.C. 


HEAD  OFFICE 
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w    Dominion  Manufacturers 

LIMITED 


THE  MATTER  OF 
SERVICE 


A  glance  at  the  map  on  the  opposite  page,  showing  location 
of  our  numerous  distributing  points,  will  convey  to  your  mind 
an  idea  as  to  the  enormous  advantages  we  have  in  the 
matter  of  service. 

This  should  be  a  matter  of  vital  importance  to  you — because 
speed  is  a  big  element  which  enters  into  your  profession  and 
delays  are  generally  mighty  inconvenient  and  unprofitable. 

And  then  there  are  freight  and  express  charges.  They  do 
mount  up  in  the  year's  business,  don't  they  ? 

If  you  could  only  retain  what  you  pay  out  to  cover  these 
charges,  it  would  mean  considerable  "velvet"  for  you,  wouldn't 
it?  Well,  with  the  possibilities  our  various  locations  offer 
you,  we  think  you  might  retain  a  goodly  portion  of  it. 

Dig  into  this — it  may  mean  dollars  to  you. 


HEAD  OFFICE 
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Dominion  Manufacturers  wc". 
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AMBULANCE  A  LIFE  SAVER 

That  the  ambulance  in  service  vrith  the  police  de- 
partment in  Worcester,  Mass.,  is  a  life  saver,  seems 
to  be  abundantly  proved  by  the  testimony  of  Police 
Surgeon  Richard  J.  Shannahan.  This  is  a  phase  of  the 
situation  which  is  not  always  given  the  consideration 
it  merits,  when  city  officials  are  estimating  the  probable 
cost  of  new  apparatus.    Dr.  Shannahan  says  : 

Only  the  other  day  we  had  a  case  of  asphyxiation  and 
to  the  police  automobile  ambulance  can  be  laid  the 
fact  that  the  man's  life  was  saved.  We  went  out  on 
the  call  before  discovering  the  necessity  for  the  pul- 
motor,  and  had  we  been  compelled  to  wait  for  a  horse- 
drawn  vehicle  to  bring  it,  so  much  time  would  have 
been  taken  up  that  the  man  would  have  been  dead  long 
before  it  arrived. 

This  is  only  one  of  a  dozen  such  eases  we  have  had 
recently.  We  had  a  drowning  accident  in  Quinsiga- 
mond  last  week,  and  if  we  had  not  had  a  fast  car  the 
child  who  figured  in  the  accident  would  have  been  dead 
when  we  got  there.  As  it  is,  the  child  is  as  well  as 
ever.  We  can  make  the  trip  to  the  lake  from  station 
]  in  four  minutes.  One  night  recently  we  made  the 
trip  to  the  lake,  spent  five  minutes  in  attending  the 
patient,  took  him  to  the  city  hospital  and  were  back 
in  the  station  in  twenty  minutes  from  the  time  we 
left  it  '  ! 

The  motor  driven  ambulance  is  a  great  advantage 
over  the  old  horse-drawn  wagon  in  winter,  because  we 
utilize  the  exhaust  from  the  motor  to  heat  the  interior, 
and  the  patient  is  much  more  comfortable  as  a  result. 
Patients  also  are  benefited  by  the  fact  that  the  present 
ambulance  is  smooth  riding.  While  the  vehicle  behind 
galloping  horses  gives  a  good  deal  of  jouncing  and 
jerking  that  is  not  appreciated  by  the  man  or  woman 
who  is  badly  injured  or  is  ill. 


UNDERTAKER'S  AMBULANCE  IN  PROCESSION 

In  almost  every  centre  processions  are  being  ar- 
ranged in  which  automobiles  take  a  prominent  part. 
Frequently  all  kinds  of  merchants  take  part  in 
the  processions,  and,  with  a  view  to  passing  along 


an  excellent  idea  on  car  decoration,  a  description  of 
the  ambulance  shown  in  the  accompanying  illustration 
is  given. 

The  ear  shown  is  an  Overland,  the  property  of  Wm. 
H.  Tanton,  furniture  dealer  and  undertaker,  of  Strath- 
roy.  It  appeared  in  a  trades  procession  at  Strathroy 
on  July  1,  capturing  the  first  prize  as  the  best  decorated 


Undertaker's  ambulance  decorated  for  the  Trades  Procession,  at 
Strathroy,  Ont. 


float  in  the  trade  section  and  the  special  prize  for  the 
best  decorated  patriotic  float. 

The  decorating  was  done  by  Gammage  &  Son,  Lon- 
don, over  1,000  roses  being  used.  There  were  crosses  of 
red  roses  on  a  background  of  green  on  the  sides.  The 
rear  of  car  was  covered  with  pink  roses  and  the  top 
with  a  blanket  of  peonies. 

Mr.  Tanton  drove  the  car  and  was  accompanied  by 
Miss  M.  Nettleton  and  Miss  Jean  Thompson,  two  mem- 
bers of  the  I.O.D.E.,  Mary  Armstrong  Chapter,  as  Red 
Cross  nurses.  The  windows  were  draped  with  flags  of 
the  allies. 

After  the  parade  Mr.  Tanton  presented  the  roses  to 
the  I.O.D.E.,  Mary  Armstrong  Chapter,  wlio  sold  them 
and  used  the  money  for  Red  Cross  purposes  for  the 
boys  at  the  Front. 


An  occasional  jolt  in  the  business  ribs  by  a  compet- 
itor is  good  for  an  inactive  livor. 


Peterboro's  handsome  new  automobile  ambulance  now  in  use 
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POST  GRADUATE  LESSONS  IN  SCIENTIFIC 
EMBALMING 

By  Prof.  Charles  0.  D'honaii. 

Wish  you  would  kindly  inform  me  what  was  the 
cause  of  such  movements  and  what  you  would  have 
done  in  the  following  ease :  Mr.  H.  C.  P.,  aged  -39  years, 
had  the  frame  of  a  man  weighing  165  pounds  but  had 
been  reduced  by  sickness  to  about  128  pounds.  Died 
on  May  21,  at  1.30  p.m.,  of  chronic  Bright 's  disease. 
I  was  called  at  3.30  p.m.  same  day.  Found  that  the 
body  was  jaundiced.  Washed  the  body,  etc.  At  4 
p.m.  T  raised  the  right  femoral  artery  and  inserted 
my  tube  carefully  and  found  that  the  fluid  was  hard  to 
inject.  T  took  the  tube  out  and  examined  it  and  found 
it  all  right.  I  then  reinserted  it  and  found  the  same 
trouble.  I  injected  for  five  minutes  (although  it  was 
very  hard  to  inject), and  then  it  began  to  flow  very 
easy.  At  the  beginning  of  the  operation  there  seemed 
to  be  no  signs  of  gases  in  the  abdomen.  I  injected 
three  quarts  of  formaldehyde  fluid  into  the  arterial  sys- 
tem and  could  note  signs  of  gases  in  the  abdomen.  I 
injected  one-half  quart  more  and  found  that  the  body 
began  to  jjurge  from  the  stomach.  I  continued  to  in- 
ject until  T  had  used  four  quarts  of  fluid,  and  then  it 
was  purging  awfully.  I  then  withdrew  my  arterial 
tube  and  inserted  the  trocar  in  the  cavity,  and  released 
all  the  gas  I  could.  Then  the  purging  stopped.  T 
began  to  inject  fluid  into  the  cavity  and  before  I  had 
one-half  quart  in,  the  body  began  to  purge  again;  this 
time  the  purge  was  the  natiiral  formaldehyde  fluid.  1 
continued  to  fill  the  cavity  with  fluid  until  1  had  given 
it  a  little  over  one  quart,  and  it  still  continued  to  purge 
a  little.  Then  his  brother  called  me  to  go  up  town  to 
look  at  a  casket.  I  was  gone  about  one  hour,  and 
when  T  returned  it  had  stopped  purging  and  the  body 
had  a  splendid  look.  It  was  firm  and  hard,  and  had  a 
very  natural  color.  I  kept  the  body  until  the  23rd  ; 
shipped  it  about  50  miles  and  kept  it  there  until  5  p.m. 
on  the  25th,  and  at  the  funeral  it  looked  better  than 
it  had  looked  at  all  before  and  the  family  and  friends 
seemed  to  be  entirely  pleased.  Now,  what  I  want  to 
know  is  where  did  those  gases  come  from  and  why  did 
they  arise  the  first  and  second  times  and  how  did  th-^y 
disappear? 

The  first  indication  of  the  presence  of  gas  came  about 
through  the  filling  of  the  blood  vessels  of  the  intestines 
and  stomach.  It  seems  to  me  that  some  gas  was  there 
all  the  time  and  that  the  encroachment  of  the  fluid 
upon  the  space  in  the  cavity  brought  about  the  swollen 
condition.  This  is  always  more  evident  when  the  fem- 
oral artery  is  used  than  Avith  any  other,  for  the  .simple 
reason  that  this  artery  naturally  supplies  the  circula- 
tion closest  to  it  with  the  bulk  of  the  fluid. 

When  the  injeetion  was  continvied  the  pressure  within 
the  cavity  from  the  filling  of  the  blood  vessels  thereof 
became  so  great  as  to  cause  quite  a  force  to  be  ex- 
erted in  every  direction.  As  the  stomach  through  its 
cardiac  opening  presented  a  means  of  egress  to  some 
of  the  material  taking  part  in  the  produetion  of  this 
pres.sure,  it  proceeded  to  empty  itself  into  the  eso- 
phagus, from  which  point  the  material  came  into  the 
mouth. 

Relieving  the  gas  reduced  this  pressure  to  almost 
nothing,  and  the  purging  naturally  ceased. 

In  your  operation  of  injecting  the  cavity,  you  tapped 
the  stomach  itself  with  the  trocar,  and  upon  filling 
it  with  fluid  some  of  this  fluid  escaped  upward  the  same 
as  the  stomach  materials  had  done  before  it. 


As  the  fluid  was  absorbed  from  the  stomach,  the 
purging  sto[jped  of  its  own  accord. 

We  were  called  to  the  home  of  an  elderly  lady.  The 
physician  had  pronounced  the  cause  of  death  as  "old 
age."  When  we  reached  the  place  the  body  was  of 
course  very  much  emaciated,  but  the  stomach  con- 
tained an  excessive  amount  of  gas.  We  raised  the 
brachial  artery  and  inserted  a  vein  tube  in  the  vein 
but  did  not  get  blood  from  the  vein.  The  circulation 
was  very  poor  and  I  finally  changed  the  tube  toward 
the  hand  and  eould  not  force  the  fluid  in  it.  How- 
ever, before  this,  there  was  a  waste  of  fluid  from  the 
mouth,  and  later  we  took  up  the  carotid  and  injected 
that.  There  was  still  a  waste  of  fluid  from  the  mouth 
and  the  relief  of  the  gases  from  the  abdomen  did  not 
stop  the  loss  of  fluid  from  the  mouth.  Please  give 
me  your  idea  as  to  the  cause  of  the  waste  of  fluid  and 
what  should  have  been  done  to  prevent  it. 

In  the  senile  state  there  is  always  a  certain  amount 
of  degeneration  present  which  naturally  causes  a  lack 
of  strength  of  the  body  tissues  generally.  One  of  the 
best  evidences  of  senile  degeneration  is  to  be  found 
in  the  brown  spots  on  the  skin  even  before  death. 
These  spots  are  found  to  be  simple  pigment  infiltrations 
which,  on  account  of  the  characteristic  thinness  of  the 
skin  from  a  wast;e  of  its  tissue  was  responsible  for  the 
peculiar  loss  or  purge  of  fluid  in  this  case.  The  capil- 
laries of  the  lungs  had  become  weakened;  the  pressure 
of  fluid  on  these  weakened  walls  caused  a  rupture  of 
many  of  them,  the  fluid  escaping  into  the  air  cells, 
from  which  it  passed  to  the  mouth  by  way  of  the  bron- 
chioles, bronchial  tubes,  bronchi,  trachea,  larynx. 

This  is  the  same  general  fluid  purge  that  we  would 
find  in  a  case  of  pulmonary  tuberculosis  with  hemorr- 
hage. The  remedy  is  to  pack  the  throat  and  nose  with 
plaster-of-paris  paste  mixed  with  absorbent  cotton ; 
a.llow  that  about  ten  minutes  to  set,  and  then  no  fur- 
ther loss  woidd  likely  occur.  Another  remedy  often 
used  is  to  draw  a  piece  of  tape  around  the  trachea  just 
above  the  upper  margin  of  the  sternum  and  to  shut 
otf  the  trachea  by  drawing  a  tight  knot. 

This  condition  constitutes  a  break  in  the  circulation 
and  should  be  treated  by  closing  off  the  passage  which 
allows  the  escape  of  the  fluid,  after  which  the  entire 
circulation  is  in  a  better  position  to  stand  enough  pres- 
sure to  give  you  a  good  general  circulation. — The  Era- 
balmers'  Monthly. 


CAUSES  OF  DEATH 

Here  are  samples  of  some  of  the  comments  found  on 
death  certificates  i;nder  the  heading  "Cause  of  Death," 
collected  by  the  Michigan  Bureau  of  Vital  Statistics: 

"Went  to  bed  feeling  well,  but  woke  up  dead." 

"Died  suddenly  at  the  age  of  103.  To  this  time  he 
bid  fair  to  reach  a  ripe  old  age." 

"Do  not  know  cause  of  death,  but  patient  fully  re- 
covered from  last  illness." 

"Deceased  had  never  been  fatally  sick." 

"A  mother,  died  in  infancy." 

"Died  suddenly,  nothing  serious." 

"Pulmonary  hemorrhage — sudden  death.  (Duration 
four  years.) " 

"Kick  by  horse  shod  on  left  kidney." 

"Don't  know.  Died  without  the  aid  of  a  physi- 
cian." 

"Deceased  died  from  blood-poison,  cai;sed  by  a 
broken  ankle,  which  is  remarkable,  as  his  automobile 
struck  him  between  the  lamp  and  the  radiator." 
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A  line  of  Under- 
takers' Supplies 
from  a  modern, 
well  equipped 
plant. 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus- 
trations of  our 
latest  designs  in 
Caskets. 


CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


Successful  Results  in  Embalming 

A  most  important  factor  in  the  building  of  a  permanent  and  profit- 
able undertaking  business. 

Don't  be  content  with  just  any  results  obtained,  but  demand  a  fluid 
that  has  proved  its  worth — one  that  will  give  best  possible  results  all 
the  time,  and  under  all  conditions. 

Champion  Fluid 

MADE  IN  CANADA 

is  the  result  of  many  years'  careful  study  of  the  requirements,  and  is 
thoroughly  dependable  and  reliable.  Many  of  the  most  prominent 
undertakers  to-day  are  reaping  benefits  from  the  successful  business 
their  grandfathers  established  by  using  Champion  Products  years  ago. 

Send  Order  Direct  to 

The  Champion  Chemical  Company 

Springfield,  Ohio 
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IDEAL  ANTISEPTIC  FOR  UNDERTAKERS 

News  comes  from  Paris  of  recent  discoveries  that 
may  be  of  great  iiriportanee  to  the  undertaker.  It  is 
reported  that  Dr.  Alexis  Carrel,  of  the  Rockefeller  In- 
stitute of  Medical  Research,  and  Dr.  Henry  D.  Dakin, 
of  the  Lister  Institute,  have  discovered,  after  exhaus- 
tive research  and  experiments  at  the  Compiegne  Mili- 
tary Hospital,  what  they  claim  to  be  the  ideal  antisep- 
tic. The  most  powerful  antiseptic  known  to  science  is 
hypochlorite  of  lime,  but  its  use  is  injurious  to  the 
tissues  owing  to  its  acidity,  and  its  powei's  degenerate. 
It  is  found  that  these  two  defects  are  remedied  by  the 
addition  of  carbonate  of  lime  and  boric  acid.  Wonder- 
ful results  are  reported  as  having  beeu  obtained  with 
the  new  antiseptic,  and  if  applied  in  time  it  is  said  to 


Gossip  of  the  Profession 


Dutton  &  Shepardson.  undertakers,  at  Grovan,  Sask., 
are  succeeded  by  R.  J.  .She[)ardson. 

David  MacKay,  undertaker,  at  Creemore,  Ont.,  has 
sold  his  business  to  John  Hood,  of  Duntroon. 

Mathieu  &  Thompson,  undertakers,  at  Fort  William, 
Ont.,  have  sold  their  business  to  H.  Henderson  &  Co. 

The  Champion  -Chemical  Co.,  of  Springfield,  Ohio, 
has  just  issued  a  new  catalogue  of  224  pages.  This 
catalogue  is  very  attractively  gotten  up  on  enameled 
paper,  with  a  nicely  embossed  cover,  and  it  shows  a 


The  sU-p  pj  rainiil,  the  ohlcsi  -.li  ui  ture  in  the  world,  erected  nearly  6.000  years  hku.  (Courtesy 
International  Mausoleum  Co.,  Toronto.) 


make  infection  in  wounds  impossible.  Undertakers 
should  at  once  make  themselves  familiar  with  the  com- 
bination and  use  of  the  valuable  combination. 


HELP  THE  YOUNG  ASSISTANT 

The  education  of  the  assistant  undertaker  is  a  sub- 
ject that  is  often  overlooked  by  the  practical  under- 
taker, and  much  to  his  injury,  as  well  as  that  of  the 
young  man,  he  is  deprived  of  the  privileges  of  reading 
the  trade  papers  and  the  excellent  text  books  that  are 
published.  Either  for  lack  of  time,  or  disinclination  to 
read,  the  assistant  is  allowed  to  fritter  away  his  time, 
when  his  employer  should  see  to  it  that  stated  periods 
of  time  should  be  devoted  to  the  cultivation  and  im- 
provement of  his  knowledge  of  the  art  of  embalming 
and  sanitation.  A  little  knowledge  gained  each  day 
will  soon  prepare  the  student  to  stand  the  examination 
for  license  and  for  the  better  performance  of  his  duties. 
— Western  Undertaker. 


Sunday  School  T(>aeher;  "What  would  happen  now, 
William  if  people  were  struck  d^^ad  for  lying  as  they 
were  in  P>il)lie;al  times?" 

William:  " There "d  be  nobody  to  bury  them." 


most  complete  and  up-to-date  line  of  embalmers'  and 
undertakers'  supplies. 

The  State  University  of  Wisconsin  has  established  a 
chair  of  embalming.  Instruction  will  be  given  in 
anatomy,  bacteriology,  sanitation  and  kindred  sub- 
jects. 

The  American  Glass  Casket  Company,  Oklahoma 
C'ity,  Okla.,  has  been  incorporated  with  a  capital  stock 
of  .1<225,000  to  build  a  plant  to  make  waterproof  glass 
caskets. 


FUNERAL  FOR  HORSE 

Charlie,  aged  '.]H.  driving  horse  of  John  B.  Wymond, 
a  citizen  of  Auroro,  111.,  died  of  blood  poison  caused 
by  the  bite  of  an  insect.  The  horse  was  iknown  and 
petted  by  everyone  in  the  city,  and  many  attended  the 
ceremony  when  he  was  placed  in  a  large  wooden  coffin 
and  buried  in  a  lot  at  the  rear  of  Mr.  Wymond 's  home. 


GOOD  BUSINESS  MAN. 

Why  is  an  uiidei'taker  the  most  successful  business 
man  ? 

He  never  fails  to  carry  out  what  he  undertakes. 
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NEW  BRUNSWICK  UNDERTAKERS' 
CONVENTION 

Prof.  Lena  R.  Simmons,  of  Syracuse,  N.T.,  who  lec- 
tured at  the  convention  of  the  Canadian  Embalmers' 
Association,  at  Toronto,  also  appeared  before  the  New 
Brunswick  Ftineral  Directors'  Association  at  its  annual 
meeting,  held  at  St.  John,  September  14th  and  15th. 

The  opening  session,  at  which  F.  E.  Tuttle  presided, 
was  devoted  to  routine  business.  In  the  afternoon  F. 
W.  "Wallace,  now  mayor  of  Sussex,  who  was  one  of  the 
most  active  undertakers  in  the  Maritime  and  other  pro- 
vincial associations,  reviewed  the  work  of  the  New 
Brunswick  Association  during  the  past  eight  years.  W. 
C  Smith,  a  well-known  casket  sialesman,  spoke  of  the 
advancement  in  the  profession  as  observed  by  him  dur- 
ing his  travels.  Prof.  Simmons  lectured  on  the  treat- 
ment of  dropsical  eases. 

A.  B.  Lauder  presided  at  the  second  day's  session. 
The  afternoon  was  given  over  to  the  educational  lec- 
tures and  demonstrations  of  Prof.  Simm'ons,  after  which 
officers  for  the  ensxiing  year  were  elected  as  follows: 

President,  F.  E.  Tuttle,  Moncton ;  first  vice-president, 
N.  "W.  Brenan,  St.  John;  second  vice-president,  A.  B. 
Lauder,  Hillsboro  ;  secretary-treasurer,  W.  S.  Chapman, 
Point  de  Bute ;  chaplain  and  editor,  F.  W.  Wallace, 
Sussex;  chaperon,  Mrs.  F.  W.  Wallace,  Sussex;  ser- 
geant-at-arms,  J.  A.  LeCouffe,  Dalhousie.  The  time  and 
place  of  the  next  meeting  is  to  be  decided  by  the  presi- 
dent and  secretary.  The  following  were  appointed  as 
the  membership  committee :  N.  W.  Brenan,  F.  W.  Wal- 
lace, and  A.  B.  Lauder. 

This  committee  is  to  thoroughly  canvass  the  province 
for  new  members.    Prof.  Jjena  R.  Simmons  was  pre- 


sented with  a  substantial  purse  of  money.  After  the 
singing  of  the  national  anthem,  the  meeting  closed  amid 
cheers. 


The  Leisure  Hour 

The  doctor  stood  at  the  bedside  of  the  sick  purchas- 
ing agent  and  said: 

'Yes,  I'm  pretty  sure  that  I  can  cure  you." 
"What  will  be  your  charge?" 

"Probably  in  the  neighborhood  of  one  hundred  dol- 
lars." 

The  buyer  rolled  over  with  a  groan  and  faintly  re- 
plied: 

"You'll  have  to  shade  that  price  considerably.  I 
have  a  much  better  bid  than  that  from  the  under- 
taker." 

*    *  • 

Sir  William  Osier,  the  famous  English  doctor,  and 
formerly  of  Toronto,  tells  the  foUovring  amusing  story 
to  prove  the  importancp  of  medical  men  being  very 
explicit  in  their  directions  to  their  patients: 

A  young  foreigner  Avho  consulted  a  doctor  about  his 
health  was  advised  by  the  medico  "to  drink  hot  water 
an  hour  before  breakfast  every  morning." 

The  patient  went  away  promising  to  do  as  he  was 
told,  but  a  few  days  later  he  returned  and  complained 
that  he  felt  much  worse. 

"That's  curious,"  siaid  the  doctor.  "Did  you  do  as 
1  told  you  and  drink  that  water  an  hour  before  break- 
fast every  morning'?" 

"I  did  my  best,  sir."  was  the  reply:  "but  I  couldn't 
1-eep  it  up  for  m'ore  than  t'^n  minutes  at  a  time!" 


Maxwell  Sanitary  Steel  Vault 


Patents  Nos.  759727  ;  759728  ;  800929  ;  800930  ;  840077 


STOP  COMPLAINING- FREE  YOURSELF  FROM  DOUBT^JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using  a  Maxwell  Vault.   The  best  from  the  first.    Its  superiority  is  firmly  established 

after  years  of  experimentand  improvement. 

NO  CAUSE  FOR  COMPLAINT— NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  by  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

468  KING  ST.  WEST,  TORONTO,  CANADA 
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A  POSITIVE  TEST  FOR  DEATH. 

The  fear  of  being  buried  alive,  says  a  writer  in  The 
Embalmers'  Monthly,  always  has  been,  and  is,  so 
widespread,  that  the  Freneh  Academy  of  Science  some 
years  ago  offered  a  prize  equal  to  $7,500  for  the  dis- 
covery of  some  means  by  which  even  the  inexperienced 
might  at  once  determine  whether,  in  a  given  case, 
death  had  ensued  or  not.  A  physician  obtained  the 
prize.  He  had  observed  the  well  known  signs.  If  the 
hand  of  the  suspected  dead  person  is  held  toward  a 
candle  or  other  artificial  light,  with  the  fingers  ex- 
tended and  one  touching  the  other,  and  one  looks 
through  the  spaces  between  the  fingers  toward  the 
light,  there  appears  a  scarlet  red  color  where  the  fingers 
touch  each  other,  due  to  the  blood  still  circulating. 
Tt  shows  itself  through  the  tissues  which  have  not  yet 
congested.  When  life  is  entirely  extinct  the  phen- 
omena of  scarlet  spaces  between  the  fingers  at  once 
ceases.  The  most  extensive  and  thorough  trials  es- 
tablished the  truth  of  his  observation. 

To  Remove  Obstruction  in  the  Artery. 

Another  wi-iter  in  the  same  .journal  states  that  most 
embalmers  have  undoubtedly  experienced,  while  con- 
tinuing the  injection  of  a  body  after  a  cessation  of  the 
operation  for  a  short  time,  that  it  is  hard  and  almost 
impossible  to  get  the  fluid  started  on  its  way  through 
the  artery.  The  obstruction  has  formed  either  in  the 
arterial  tube  or  in  the  artery  itself  during  the  short 
interval  due  either  to  the  action  of  the  fluid  coming  in 
contact  with  clots  in  the  blood  or  from  back  pressure 
clogging  the  opening  of  the  tubes.  Tt  is  often  annoy- 
ing to  the  operator,  and  to  run  a  cleaner  through  the 
tube  in  the  artery  will  not  always  reach  the  vspot  where 
the  obstruction  is  loeated.  I  have  found  an  easier  way 
to  open  the  passage  for  the  fluid  by  removing  the  hose 
from  the  arterial  tube,  draining  its  contents  back  into 
the  bottles  and  reconnecting  it  with  the  tube,  then  pro- 
ceeding to  inject.  The  air  in  the  hose  thus  drained 
will  remove  and  often  open  a  passage  easier  and  quicker 
than  liquid.  The  small  amount  of  air  thus  injected 
into  the  circulatory  system  will  not  interfere  with  or 
lessen  the  effect  of  the  embalming  fluid. 

It  has  been  my  practice,  says  the  writer,  when  a  body 
is  taken  to  the  morgue  late  at  night  to  inject  one  or 
two  quarts  of  diluted  fluid  immediately,  at  the  same 
time  massaging  the  face  and  neck  with  good  solution, 
pressing  downward  along  the  course  of  the  super- 
ficial veins,  which  are  thus  drained  of  blood,  and  when 
the  operation  is  continued  next  morning  the  fluid  "will 
find  the  blood  vessels  empty  except  occasionally  an  ob- 
struction as  above  stated.  An  injection  at  this  time 
will  in  most  eases  produce  better  cosmetic  effect  and 
leave  the  body  in  la  firm  condition — not  too  hard  or 
rigid.  This  massage  operation  is  indispensable  and 
should  never  be  omitted  during  the  hot  and  humid 
weather,  as  there  is  great  danger  of  swollen  and  dis- 
colored lips,  while  parts  on  the  sides  of  the  nose  ars 
oft/cn  puffed  so  that  the  face  becomes  unrecognizable. 

Several  years  ago  I  had  an  experience  that  T  will 
never  forget.  I  had  three  bodies  of  different  ages 
and  causes  of  death,  embalmed  with  different  makes  of 
fluid,  and  all  three  turned  as  above  stated.  I  received 
these  cases  about  the  same  time  during  a  hot  spell 
following  a  he'avy  rain.  Because  T  used  different  makes 
of  fluid  T  cannot  blame  the  fliiid  for  this  strange  co- 
incidence. This  phenomenon  T  could  not  account  for 
fit  that  time,  but  I  have  since  learned  that  failure  to 


thoroughly  massage  the  face  was  the  real  cause.  Since 
that  time  I  have  taken  this  precaution,  which  has  so 
far  prevented  a  recurrence  of  the  trouble. 


FUNERAL  CUSTOMS  IN  QUAINT  MEXICAN 
CITY. 

Zacateeas,  a  quiet  old  Mexican  city  of  40,000  popula- 
tion, which  lies  in  the  direct  line  of  advanc  ■  for  the 
Constitutionalis'  forces  from  '"orreon  to  the  -ity  of 
Mexico,  has  for  tiiat  reason  come  of  late  into  the  lime- 
light of  publicity.  In  outward  characteristics,  says  a 
writer  in  the  New  York  Press,  it  much  resembles  the 
ancient  city  of  Jerusalem.  Up  the  narrow,  ill-paved 
streets  wander  heavily  laden  burros.  On  either  side 
are  low  flat-topped  adobe  houses.  At  the  fountains 
one  sees  water  jars  of  the  type  Rachel  used.  The  peons 
wear  sandals  such  as  were  probably  worn  by  Moses. 

A  place  much  visited  by  tourists  in  Zacateeas  is 
Nuevo  Street,  or  as  it  is  sometimes  called.  Thieves' 
Market.  It  is  a  little,  narrow  street,  on  either  side  of 
which,  next  to  the  sidewalk,  and  spread  out  on  the 
ground,  is  such  a  conglomeration  of  articles  as  can 
scarcely  be  enumerated,  from  mahogany  furniture  and 
antique  jewelry  to  wooden  legs,  fine  combs,  false  teeth, 
old  bottles,  dishes,  guns,  pieces  of  iron,  flowers,  tooth- 
brushe'S,  broken  lamps,  and  even,  at  times,  perhaps  a 
tiny  coffin.  And  one  wonders  what  tale  of  misery  lies 
behind  this. 

Some  of  the  funeral  customs  here,  however,  are  most 
peculiar.  Coffins  are  of  many  colors,  red.  blue,  and 
green  being  greater  favorites  than  black.  Should  the 
family  not  be  able  to  buy  one,  they  may  rent  one  for 
the  occasion,  and  the  grave  may  be  secured  the  same 
way — for  a  day,  a  month  or  a  year. 

For  the  wealthier  classes  a  street  car  is  used  as  a 
hearse.  Others  prefer  a  two-wheeled  cart,  draped  in 
black,  while  (juite  frequently  the  eofifin  is  balanced 
and  tied  upon  the  back  of  a  burro,  or,  if  small,  carried 
on  the  head  of  a  boy  or  man. 

Women  never  go  to  funerals,  but  they  and  their 
families  seem  to  be  always  in  mourning,  not  only  for 
relatives,  but  for  friends  and  business  associates.  Above 
many  doors,  both  of  business  houses  and  residences, 
will  be  seen  knots  of  crepe,  which  are  never  removed 
except  by  the  elements.  Black  curtains  are  sometimes 
placed  at  the  windows  for  months,  and  even  the  little 
children  are  dressed  in  black,  while  the  women  do  not 
appear  on  the  streets  for  a  year  or  two  at  a  time,  be- 
cause they  ai-e  in  mourning. 

And  so  they  go  their  way  in  this  little  city  among 
the  mountains,  regardless  of  the  casual  stranger  within 
their  gates,  still  clinging  to  the  customs  of  ages  past 
and  gone,  with  something  of  a  wholesome  contempt 
for  other  cities  where  the  foreign  element  has  changed 
and  modernized  miany  things. 

The  continual  warfare  has  fallen  heavily  upon  them, 
but  it  has  changed  very  little  their  habits  of  life  and 
thought.  Tt  is  symbolical  of  their  religion  to  believe 
that  God  will  take  care  of  to-morrow,  and  manana, 
to  them,  bears  few  terrors,  regardless  of  the  spectres 
of  war  and  famine. 


The  B.C.  Independent  Undertakers  have  succeeded 
Sill,  Patterson  &  Miller,  undertakers,  of  Vancouver: 
the  new  firm  being  managed  by  Messrs.  Patterson  & 
Miller.  A  90  h.p.  Palmer-Singer  automobile  hearse  has 
been  installed. 
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ONTARIO 
Amherstburg — 

J.  H.  Sutton. 
Aurora — 

Dunham,  Cbarles. 
Barrie — 

Smith,  G.  G.,  &  Co. 
Berlin — 

A.  G.  Sclireiters 
Boljcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont. — 

MeKillop  &  Mclntyre. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbach,   Geo.  E.,  162 
King  St. 
Brooklin — 

Disney,  E.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Chatham,  Ont.  

CoOitiart  &  Sion. 
Clinton — 

Wialker,  Wesley. 
Cobalt — 

McNabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  R.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.    'Phone  68. 
Dutton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Dayman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William— 

Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Gait— 

Allen  &  Ray. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

Gongh,  J.  B.,  &  Son. 

McLay  &  Munro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont. — 

Blachford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Dwyer,  James. 

16  Canjiion  E. 


Green  Bros.,  124  King  St  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 
Harrow,  Ont. — 

Madill,  J.  H.,  &  Oo. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 
IngersoU — 

Mclntyres,  F.  W.  R'Oeler 
and  R  A  Skiunei,  props. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

MeOaughey,  Geo.  A. 
Kenora — 

Born  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
Lakefield — 

Hendren,  Geo.  G. 
London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dundas  St. 
Lucknow — 

A.  T.  Davison.   'Phone  28. 

Sims,  J.  G. 

Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  Scihuett 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood — (Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia — 

Bingfham,  H.  A. 

W.  A.  Strachan,  Mgr. 
'Phone  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Oh.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Burn&y,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  McPhee. 
Parry  Sound,  Ont. — 
Logan,  Alexamder. 
St.  Catharines — 
Gnabb  Bros. 

144-146  St.  Paul  St. 


Petrolia — 

Steiadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.,  &  Son. 
Rodney — 

LieibniBT  &  Wialker. 
Renfrew — 

O  'Connor,  Wm. 
Sandwich,  Ont. — 

Lassialiae,  E. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 
Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.   'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 

Henry,  J.  G. 

Moyle,  J.  E. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Riaper,  Wiashington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont. — 

Waodihall,  J.  B. 
Waterloo — 

Klipper  Undertaking  Oo. 
Wallaceburg,  Ont. — 

Heatih,  W.  H.,  &  Son. 

Sainit,  J.  T. 
Welland— 

Patterson  &  Dart. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  R.  A 

Walker,  J.,  &  Son. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 


St.  Hyacinthe — 

Oadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 
Moncton — 

Tu'ttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Fraser,  D.  &  Co. 
Halifax— 

Smow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McRiae,  Clyde  Av«. 
Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 
MANITOBA 
Brandon — 

Oamipbell  &  Campbell. 

Vincent  &  McPherson. 
Souris — 

McCulloch,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,    A.    S.,    834  Sher- 
brooke  St. 

Thompson,  J.  C,  501  Main. 

Clark-Leatberdale  Co.,  Ltd., 
232  Kennedy  St. 
SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Oo.  i 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  0. 

Hadley,  0.  L. 
Regina — 

Speers,  George. 
Semans — 

Hay  garth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wain  Wright  &  Jackson. 
BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Addrcs* 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 
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Farquharson-QifTordCo   7 


Gendron  Wheel  Co  58 
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Kindel  Bed  Co   6 

Knechtel  Furniture  Co  17 

M 

Maxwell  Mfg.  Co  55 

McLagan  Furniture  Co.,  Geo   5 

Meaford  Mfg.  Co   15 

Mundell,  J.  C,  &  Co  i.f.c. 


N.  A.  Bent  Chair  Co.. 
N.  A.  Furniture  Co.. 


0 

Ontario  Spring  Bed  &  Mattress..  .12 
P 

Pollock  Mfg.  Co  43 

S 

.Shafer  &  Co.,  D.  L,  12 

Standard  Bedding  Co.,  Limited  6 

Stratford  Chair  Co  o.f.c. 

Stratford  Davenport  Co.,  Limited.  13 
Stratford  Mfg.  Co   11 

T 
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W 

Walter  J.  &  Sons   8 

Walter  &  Co.,  B  10 

Want  ads  58 


CAR  LOAD  DISTRIBUTION 

(TRACKAGE) 

FOR  BRITISH  COLUMBIA 
Independent  Van  &  Storage  Co.,  Ltd.,  Vancouver,  B.C. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  three 
times  for  $2.00. 

Cash  must  accompany  the  order. 
No  accounts  booked. 

MINIMUM  50  CENTS 


WANTED  t'O  lieiar  from  owner  of  good  furniture  store  for  sale. 
State  cash  priee,  description.    D.  F.  Buisli,  Minneapolie,  Minn. 

WANTED — An  Al  furniture  salesman,  miust  be  a  buisiness 
getter.  Apply  in  own  iianclwriting,  stating  salary  and  giving 
references,  to  Box  500,  FTirniture  World. 

MULTIGRAPHING — We  are  now  in  position  to  supply  any  of 
our  clients  with  excellent  multigr.aph  work  at  lowest  cost. 
The  Commercial  Press,  Limited,  32  Col'borne  St.,  Toronto,  tif. 

PRINTING- — ^Cireulars,  letterheads  and  other  job  printinig; 
prices  moderate;  work  first  class.  The  Oommercial  Press, 
Limited,  Torointo.  tf. 

WANTED — Furniture  line  to  handle  on  commission  for  Toronto 
and  Hamilton.  Good  connection.  Territory  covered  once  a 
week.  Box  142  Canadian  Furniture  W'Orld,  .32  Golborne 
Street,  Toronto.  tf. 

FOR  SALE — 'Old  esiablishe-d  furniture  and  underbaking  busi- 
ness. For  full  particulars  write  Box  14.3,  Canadian  Furni- 
ture Wiorld  and  The  Undertaker,  32  Cdborne  St.,  Toronto. 
(Do  not  apply  unless  you  mean  busineiss.)  ND 

WANTED — ^Commission  eia.lesiman  for  Western  Ontario,  includ- 
ing Toronto,  for  a  full  line  of  sreliiable  mattresses.  Highest 
commission  paid  mian  who  has  good  connection  and  will  push 
a  good  line.  Box  144,  Canadian  Furniture  World,  32  Oolborne 
Street,  Toronto.  tf. 

WANTED^Furniture  salesmen  with  good  connection  in  Western 
Ontario,  who  would  sell  on  commission  a  good  medium  priced 
line  of  dining  room  case  goods  or  any  other  goo^d  lin'e  wihieh 
would  work  in  well  with  chair  line.  Write  for  particulars. 
Box  No.  138  OaJiadiian  Furniture  World,  32  Colborne  Street, 
Toronto. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formnla 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  np  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 


Gendron  Wheel  Co.,  Toledo,  0.  U.S.A 
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Square  State  Casket.  All  hardwood  body — best  quality 
English  broadcloth.  There  is  nothing  offered  the  trade  to- 
day that  can  compare  with  it  in  style,  finish  or  price. 


CENTRAL  CASKET  COMPANY,  LIMITED 

R.  S.  Flint,  24 1  Fern  Ave.,  Toronto 


Bridgeburg,  Ont. 

Telephone  126 


Telephone  Parkdale  3257 


THE    ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT   A    REASONABLE  PRICE 

THE  PRACTICAL  BOOK  OF 

Period  Furniture 


HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  iAn- 
tique  or  Reproduced),  but  those 
who  wish  to  buy  it,  and  by  all 
makers  of  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 


Whether  you  are  a 

Salesman  Manufacturer 
Dealer  Designer 
or  Connoisseur 

you  shouldbuy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  fact  is  becoming  more  and  more  important  every  day,  that  thedemand  for  "  Period  "  furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
a  line  of  "  Period  "  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  laat  is  a  book,  practically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 


CANADIAN  FURNITURE  WORLD,  32  Colborne  St.,  Toronto.  Canada 


"Alaska" 
Twisted  Twin  Link  Fabric 


The  fabric  adopted  by  the  Canadian  Government  for  War 
purposes,  because  it  will  stand  hard  usage  without  damage. 

No.  30  Spring  List  Price  $3.80 

Angle  iron  sides  and  ends 

No.  31  Spring  List  Price  $4.50 

Tubular  sides ;  angle  ends;  full  helicals 

No.  33  Spring  List  Price  $5.30 

Tubular  sides  ;  high  castings  ;  extra  long  helicals 

No.  35  Spring  List  Price  $6.00 

Tubular  sides;  extra  high  castings  ;  extra  heavy  full  helicals 

These  Springs  are  rapidly  replacing  Woven  Wire,  as  they  will  not  rust  out,  will  not  sag,  are 
more  comfortable,  and  are  GUARANTEED  to  give  satisfaction  for  TWENTY  YEARS. 


The  Alaska  Feather  &  Down  Co.,  Limited 

MONTREAL 


Vol.  5    No.  12 


DECEMBER,  1915 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Work.er,  The  Electrical  Dealer 
and  Contractor,  The  Canadian  Nurse,  Motoring 


McLagan  Furniture  is  always  the  selection  of  tasteful  buyers  because  McLagan  Furni- 
ture is  always  in  good  taste. 

The  present  popularity  of  Adams  Design  Furniture  assures  the  creation  of  much  admiration.  Many 
profitable  sales  are  secured,  when  such  beautiful  suites  as  this  shown  are  included  in  your  store  display. 


CANADIAN'  KUltNITURlO  WOliLI)  AND  THE  UNDER  TAK 


Dcccmli.  r.  101 '» 


No.  670 


MuN  DELL  -  Made 


Furniture 


No.  204 


The  MUNDELL  line  is  particularly  well  adapted  for  the  Holiday  Trade  A  glance  through  our  catalog  will  afjure 
you  of  this.  Odd  pieccf.  such  as  shown  above,  with  dozens  of  others— Ladies'  Desks.  Bedroom  Chaiis,  Sewing 
Tables,  Jardiniere  Stands.  Smokers'  Tables,  Cellaretles,  Ea«y  Cha'rs  of  every  description.  Magazine  Stands, 
Library  Tables,  etc.  — all  make  a  strong  appeal  as  Christmas  Gifts.    Piove  this  for  yourself  by  a  trial  order. 


ELORA 


ONTARIO 


"  PEERLESS  " 

DAVENPORTS  AND  DIVANETTES 


Excel  all  other  makes  in  appearance,  comfort  and 
simplicity  of  action.  They  are  good  sellers  and  great 
profit  makers  to  the  Furniture  Dealer. 

Peerless  Davenports  and  Divanettes  are  the  kind  that 
will  please  yo  r  customers.  They  contam  the  best  value 
and  will  give  better  service  than  any  on  the  market. 

War  conditions  have  prevented  us  from  securing  dies, 
etc.,  promptly,  thereby  delaying  shipments  to  our 
customers.  We  ferl  sure  that  all  our  orders  will  be 
filled  in  good  time  for  your  Christmas  trade.  We 
thank  the  trade  for  bearing  with  us  in  this  unavoid- 
able delay  and  assure  you  that  Peerless  Beds  are 
worth  waiting  for. 

Write  for  prices  of  our  complete  line  of  Bed 
Springs,  Mattresses,  Pillows  and  Cushions 


The  Antiseptic  Bedding  Company 

187  189  Parliament  Street 
Toronto  -  Ontario 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  ol 
every  description.  Upholitered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Cheffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports. 


GREETINGS! 


Let  us  turn  our  thoughts  from 
business  for  a  brief  period  to 
exchange  the  season's  greetings. 

We  wish  to  convey  through  the 
medium  of  this  paper  our  sin- 
cerest  wishes  for  a  Merry  Christ- 
mas and  a  Prosperous  New 
Year  to  the  Furniture  Trade  of 
Canada,  who  have  so  hberally 
patronized  Stratford  Manufactur- 
ers in  the  past. 

We  thank  you  heartily  for  the 
splendid  appreciation  shown  the 
Stratford  Lines  during  Nineteen- 
Fifteen. 

Stratford 

Furniture 

Manufacturers 


IIIIIIIH' 
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Quartered  Oak,  Jacobean  Finish 
Tapestry  Spring  Cushion 


A 

MERRY 
CHRISTMAS 


The  Elmira  Line 
of  Suggestive  Gift 
Furniture  for  the 
Christmas  Trade 


The  Elmira  Furniture  Co.,  Ltd. 


ELMIRA 


ONTARIO 


MADE 
IN 

CANADA 


DISPLAY 

Electric  Mantels 

THEY  SELL  TO  TENANTS 
AS  WELL  AS  LANDLORDS 


What  great  sales  possibilities !  Prospects  for 
good  profitable  sales  in  the  majority  of  house- 
holders in  your  town. 

Electric  Mantels  can  be  set  up  by  anyone  in  any  room 
where  tbere  is  electric  wiring.  No  chimney — no  tiling 
necessary.  Initial  expense  very  reasonable  and  cost  of 
operation  small. 

We  give  the  best  service  and  our  motto  is  "  Quality." 

Write  us  for  catalog  of  our  full  line  which  includes  Flat 
Top  Desks,  Filing  Devices  and  Special  Office  Equip- 
ment that  will  repay  your  investigation. 


The  Elmira  Interior  Woodwork  Co.,  Limited 


G.T.R. 


Elmira 


Ontario 


C.P.R. 
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"A  Thing  of  Beauty  is  a  Joy  For  Ever" 
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Your  Customers  will  Admire 
Stratford  Chairs 

There's  nothing  'shoddy'  or  'cheap' 
about  Stratford  Chairs.  Each  chair 
is  constructed  with  carefulness  of 
detail  and  a  perfect  uniformity  that 
insures  lasting  satisfaction  to  the 
owner. 


IV e  wish  our  customers 
the  season's  greetings 
and  look  forward  to 
renewing  friendship  with 
all  during  1916. 


If  you  want  to  make  the  most  out  of 
your  Holiday  Trade  it  will  pay  you  to 
put  in  your  order  for  Stratford  Chairs 
right  now.  You've  just  time  to  get  a 
good  showing  on  your  floors  before 
Christmas. 


Write  us  for  Catalogue  and 
Thrice  List 


THE  STRATFORD  CHAIR  COMPANY,  LIMITED 


STRATFORD 


ONTARIO 
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Kind 


Leaders  of  Thought  —  and  Sales 


People  were  first  laughi  the  advantage  of  the  real 
Davenport  Bed  through  the  national  advertising  o(  the 
Kindel  Bed  Co.  The  first  good  and  lasting  impression 
has  been  added  to  in  thousands  and  thousands  of 
Canadian  homes  since  our  first  campaign  was  carried  out 

To-day  the  public  are  thoroughly  familiar  with  the 
superior  features  of  the  Kindel  kind,  and  their  good- 


will need  only  be  focused  on  a  certain  point  to  enable 
the  dealer  to  obtain  full  returns  from  our  vast  adver- 
tis  ng  expenditures.  The  focus  point  can  be  \)Our 
store  if  you  choose.    Why  not  make  it  so  ? 

Let  us  send  you  full  particulars  of  out  new  designs  in 
Kindel  Beds  and  our  great  retail  selling  plan.  Get 
in  touch  with  us  at  once. 


The  Kindel  Bed  Company,  Limited 

Toronto  Ontario 


l^djusto 


The  Adjusto  Mattress 
Has  Passed  the  Experi- 
mental Stage. 

It  has  been  thoroughly  tested  and 
is  giving  perfect  satisfaction. 

Five  reasons  why  you,  Mr.  Dealer, 
should  buy  the  Adjusto  Mattress 

1.  Beca/U.se  Adjusto  is  the  only  Mattress 
made  that  ijositively  cannot  spread. 

2.  Because  Adjusto  is  the  one  mattress 
made  that  ean  he  adjusted  to  fit  the 
bed,  that  is,  made  narrower  or  shorter. 

3.  Because,  ualike  cirdinary  mattresses,  Adjusto  cannot  hang  over  the  sides  of  the  bed,  giving  it  an  unsightly 
appearance  when  made  up. 

4.  Because  the  ten  cables  running  through  the  centre  of  the  Adjusto  mattress  keeip  open  air  spaces,  providing 
necessary  ventilation. 

5.  Because  Adjusto  fills  an  otovious  need,  an4  you  don't  have  to  coax    your    customers    to    buy.  Demonstrate 
Adjusto  and  the  sale  is  made. 

ff  you  want  something  to  ttimulate  your  tales  write  tq-day  about  this  popular  mattress 

The  Ontario  Spring  Bed  &  Mattress  Company,  Limited 

ers  of  Ontorio  Svass  ond  Irort  Scds,  Springs f  MQttr^sBts  and  Pillows 

London  Ontario 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 

MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  6  MATTRESS  CO  ., 

LONDON   •  •  -  -  CANADA 
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Every  F-G  Design  is 
New  and  Saleable 


Davenport  Beds, 
Couches  and 
Living  Room 
Furniture 


^  Our  showing  of  carefully  made  Living 
Room  Furniture  includes  only  designs 
that  will  hold  the  admiration  of  the 
customer — no  faddish  effects  that  "go 
out"  in  a  season  or  two. 

^  Then  these  sensible  designs  are  backed 
by  sensible  construction  —  the  very 
strongest  with  the  greatest  comfort- 
giving  qualities  that  can  be  produced 
at  a  price  the  average  customer  will 
pay. 

^  We  are  enthusiastic  about  these  lines 
which  are  becoming  so  popular  with 
the  trade.  If  you  are  not  selling  F-G 
goods  give  us  a  trial  order  and  be  con- 
vinced of  our  profitable  and  saleable 
proposition.  Write  us  to-day  for  par- 
ticulars. 


THE  FARQUHARSON-GIFFORD  CO.,  LIMITED 

Stratford  -  Ontario 

WHEN  ORDERING  DAVENPORT  BEDS  FROM  STRATFORD.  REMEMBER  TO  ORDER  F-G 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiH^ 
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Roomy  and  Comfortable 

This  Popular  Windsor  Rocker 


Made  in  nicely  finished  Oak  with 
solid  seat,  well  braced,  it  is  very  dur- 
able yet  surprisingly  low  in  price. 

Place  it  along  with  others  of  our  staple 
lines  on  your  floors  for  a  brisk  selling. 

Write  for  illustrations  and  prices  of 
our  new  and  profitable  designs. 


THE 


NORTH  AMERICAN  BENT  CHAIR  CO. 


No.  1384 


OWEN  SOUND 


LIMITED 


ONTARIO 


Artistic  Designs  for  Furniture  Manufacturers 

Fibre  Products— Made  in  Canada 


Stronger 
Than 
Wood 


Sharp  in 
Detail 


We  have  over  2000  designs  to  select  from  and  are  continually 
adding  new  features.  We  render  competent  services  in  design- 
ing, to  manufacturers,  free  of  charge  and  give  when  desired 
exclusive  designs.  Let  us  show  you  how  we  can  save  you  money 
and  at  the  same  time  add  to  the  appearance  of  your  line. 


Get  our  Catalog 


Send  for  Samples 


J.  WALTER  &  SONS 


BERLIN 


ONTARIO 


Finish 

Like 

Wood 

Everlasting 
in  use 


Creoier  &  Fils,  Montreal,  Distributors  for  Province  of  Quebec 
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Books  more  than  any  other  inanimate  thing;  make  the  home.  Therefore  books  are  prized  and  should  be 
housed  in  handy,  handsome  Globe-Wernicke  Sectional  bookcases,  which  g-row  with  the  library,  secure 
uniformity  and  elnninate  untidy  appearance  usual  with  ordinary  bookcases  caused  by  half-filled  or  over- 
crowded shelves.  Feature  strong'ly  Globe- Wernicke  cases  this  month,  and  you'll  strike  the  right  note  for 
big  Christmas  business. 

9lobc^Vcrnickc  Qo.£td. 

STRATFORD  ONTARIO 
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"NO  COMPLAINTS  OF  ANY 
CHARACTER  ON  THE 


Covered  Furniture 

WHICH  WE  HAVE  SOLD  " 

ONE  of  the  leading  department  stores  sendi  us  the 
following  letter  concerning  Craftsman  Qualify 
FABRIKOID,  —  the  upholstery  mtterial  guaranteed 
superior  to  coated  splits. 

THE  BAILEY  COMPANY 
Mr.  G.  F.  Lord.  Cleveland,  O.,  Aug.  6.  1915 

Du  Pont  Fabrikoid  Co.. 
Wilmington,  Del. 

Dear  Sir :  Our  complaint  department  has  been  having 
more  trouble  than  ever  this  summer  with  split  leathers. 
Have  been  advised  to-day  that  we  have  received  no 
complaints  of  any  character  on  any  of  the  large  amount 
of  FABRIKOID  covered  furniture  sold. 

(Signed)  THE  BAILEY  COMPANY 

Adopt  FABRIKOID  for  upholstery  requirements  and 
eliminate  the  possibility  of  dissatisfied  customers. 

SamoUt  of  FABRIKOID  and  Facts  About 
Leather  Sent  on  Request 

DU  PONT  FABRIKOID  CO. 

TORONTO,  ONTARIO 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 


ited 


Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


"STORE  MANAGEMENT  COMPLETE" 


272  Page. 


ONL  Y  ONE  DOLLAR     is  ch-pt.™ 


Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 


COMMERCIAL  PRESS,  Ltd.,  32  Colbome  St.,  Toronto 


These 
Tables 
Sell  on 
Sight! 

THEY 
are  the 
hand- 
iest tables 

ever  produced.  Wideawake  furniture  men  are  mak- 
ing a  leader  of  "  Peerless"  and  "  Elite  "  Folding  Tables. 
Many  have  found  it  profitable  to  make  window  display 
of  them  quite  frequently. 

WPEER!i:S5 

'    FOLDING  TABLE- 

will  not  only  sell  like  hot  cakes  but  will  help  you  sell 
other  lines,  because  it  will  attract  customers  into  your  store. 

Made  in  Canada 


Write  for  Booklet  "W"  and  ask  about 
our  Special   Proposition   to  Buyers. 


HOURD  &  CO.,  LIMITED 

Sole  Licensees  and  Manufacturers 

LONDON  ONTARIO  55-7 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
In  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students  The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

S^rnd  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colbome  Street,  Toronto 
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No.  64  Kitchen  Cabinet 

A  low  priced  cabinet  of  special 
value.  Maple,  natural  finish.  In- 
terior, natural  or  white  enamel. 
Has  large  cupboard,  cutting-board, 
two  roomy  drawers.  Bread  and 
flour  drawers  with  rounded  metal 
bottoms.  The  best  low  priced 
cabinet  made.  Write  us  now. 

STRATFORD  MANUFACTURING 
COMPANY,  LIMITED 

STRATFORD  :-:  ONTARIO 


IMPERIAL  RATTAN 
FURNITURE 

For  the  Christmas  Trade 


We  manufacture  a  wide 
range  of  upholstered  Reed 
Suites,  Chairs  and  Rockers. 
Get  your  order  in  now  and 
be  prepared  for  the  Holi- 
day Trade. 


IMPERIAL  RATTAN  COMPANY 

LIMITED 


STRATFORD 


ONTARIO 
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An  Ideal  Gift  For  Mother 


^  Besides  possessing  new  and  exclusive  features  of 
great  importance  to  the  housewife,  "Knechtel" 
Kitchen  Cabinets  are  made  of  the  best  material 
and  workmanship. 

^  We  supply  you  with  window  display  cards  free, 
also  electros  for  newspaper  advertising. 

^  Now  it's  up  to  you.  Some  dealer  in  your  town  is 
going  to  get  the  busmess,  why  not  you?  Get  in 
your  stock  and  here's  a  few  selling  points  to  tell 
prospective  customers. 

^  This  trade  mark  guarantees  you  satisfied  customers. 


^  All  panels  in  doors,  gables,  back,  etc.,  are 
3  ply  built  up  stock  which  cannot  warp. 

^  The  flour  bin  is  removable  and  tilts  forward 
for  filling.  Has  a  neat  oval  glass  spyport  to 
show  contents. 

^  Note  the  handy  rack  on  right  hand  lower 
door  for  holding  flavoring  exiract  bottles. 

^  The  sliding  extension  top  is  our  latest  im- 
proved type.  Cannot  warp  or  get  out  of  order. 

^  Base  has  a  dust  shield  immediately  below 
the  sliding  top.  This  prevents  any  dust  or 
dirt  from  getting  into  the  inside  of  the  case 
when  the  top  is  drawn  forward. 

^  Note  the  tapered  posts  protected  with  nickel 
plated  ferrules.  Prevents  the  legs  from  splitting 
and  adds  greatly  to  the  appearance. 

^  The  base  is  sanitary,  being  raised  off  the 
floor  so  that  it  is  easy  to  sweep  under. 

Height :  69  inches. 

Size  of  Nickeloid  extension  top : 

27  X  41  in. 
Finish  :  light  golden  flat. 
Trimmings :  nickel  plated. 
Price:  $60.75  list.  Forename! 

interior  add  $3.75  list. 


NECHTEL 
TCHEN 
ABINET 


Push  the  sale  of  Made  in  Canada  Cabinets. 
They  are  widely  advertised  and  quick  sellers. 


Knechtel  Kitchen  Kabinet  Company 

Selling  Agents: 

The  Knechtel  Furniture  Co.,  Limited,  Hanover,  Ontario 
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Here  is  Another  Knechtel 
Leader  in  Empire  Mahogany 


No.  633  X  Bedroom  Suite 

Eight  Good  Looking  Pieces  in  Polished  or  Satin  Finish 
Empire  Mahogany  $161.25  (List).  Less  Commode  and 
Chairs  $129.00  (List). 

This  is  one  of  a  uuinber  of  equally  good  trade  winners  in  bedroom 
and  diningroom  complete  suites.  They  are  in  a  diversity  of  designs 
to  suit  all  tastes  and  every  one  carefully  proportioned  and  shaped. 
The  No.  633J  suite  pictured  above  is  also  a  big  seller  in  white 
enamel  finish.  Since  the  above  photo  was  made  we  have  added  a 
triple  mirror  dressing  table  to  the  suite. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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GIVE  YOUR  CUSTOMERS  THE  BEST  IN  BED  SPRINGS 

The  Royal  Patent  Twin  Link  Spring 


Guaranteed  Ten  Years 


The  most  comfortable,  noiseless,  and  lightest  Bed  Spring 
of  this  character  ever  devised. 

Small  mesh  openmgs,  longitudmal  double  wire  Imks  of  just  the  proper 
size  for  flexibility,  resilience,  comfort  and  strength.  There  are  no 
loose  connectmg  links  cross-wise  to  become  displaced  and  noisy. 
The  straight  pull  of  the  twin  links  on  the  helical  springs  means  great 
comfort  for  both  occupants  of  a  double  bed  as  there  can  be  no 
sagging  whatever.     Write  for  our  booklet. 

The  Canadian  Feather  &  Mattress  Co.,  Limited 


TORONTO 


OTTAWA 


THE  WABASH  SLIDE 


MADE  BY 


B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largetl  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


Mahogany  Finished,  Made 
in  Three  Sizes 


SHAFER  CHESTS 
for  XMAS  GIFTS 


Thi»  Shafer  Chest  is  a  hve  seller  because  it 
combines  at  ractiveness,  fashion  and  utility 
with  moderate  price.  An  appeal  the  modern 
woman  can't  resist.  Send  us  a  trial  order  for 
the  holiday  trade.    Write  for  prices. 


D.  L.  SHAFER  &  COMPANY 


ST.  THOMAS 


ONTARIO 
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FOR  REAL  SALES 
VALUES 

The  Meaf  ord  Line 


was  never  in  better  shape  than  it  is 
for  the  Christmas  Trade  this  year. 

Desks,  Bookcases,  Centre 
Tables,  Pedestals,  Music 
Cabinets,  Library  Tables, 
Smokers'  Sets,  Jardiniere 
Stands,  Hall  Racks,  Seats 
and  Mirrors. 


The  effect  of  a  new,  resident  designer 
at  the  Meaford  Factory  means  much 
to  the  dealers  handhng  the  Meaford 
Line. 

A  larger  variety  of  the  same  up-to-date 
designs  in  the  Meaford  Quality,  well 
known  to  the  dealers  throughout  the 
Dominion,  is  at  your  disposal  this  Fall. 

Keep  your  floor  well  filled  with  our 
Walnut,  White  Enamel,  Mahogany 
and  Surface  Oak  Lmes  while  people 
are  not  spending  so  freely  and  you 
will  benefit  by  it. 


The  Meaford  Manufacturing  Co. 


Meaford 


Limited 


Ontario 
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Leisure  reading  that  means 
more  dollars  when  you  work 

A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 
ways  of  overcoming  them.  That's  what 
Prank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy 
of  his  statements,  and  his  knowledge  of 
human  nature  all  combine  to  make  them  vol- 
umes that  will  be  read  not  only  for  the  enter- 
tainment they  afford,  but  for  their  practical 
worth  in  the  conduct  of  a  retail  store.  The 
busy  man  will  appreciate  these  books  for 
another  reason ;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 
find  that  particular  chapter  complete  in  itself,  and  depending  in  no  wise  upon  those  which 
precede  or  follow.    Although  if  he  fails  to  read  every  one  of  them  he  is  depriving  himself  of 


a  privilege. 

Retail  Advertising 

'Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 
ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 
tising, and  the  subject  of  novelties  is  thor- 
oughly discussed;  that  important  part  of 
advertising  which  is  done  inside  the  store 
is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 
as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  and  nmil 
order  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
common  sense  psychology  of  advertising. 

266  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 


Store  Management 

In  "Store  Management  Complete,"  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 
ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 
sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 
vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" 
brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  business;  their  relation  and  success,  that's 
the  book. 


252  Pages,  5x7  inches,  Cloth 
Price  $1.00  Delivered 


Both  Volumes  $1.90  Postpaid 


The  Commercial  Press,  Limited 

Publishera  of  II                  p                                               Publishers  of 

Canadian  Hardware  Journal  V,»01D0rne     Oueet               The  Canadian  Manufacturer 

The  Retail  Grocer  and  Provisioner  ^            i                 The  Canadian  Builder  and  Carpenter 

Canadian  Furniture  World  T*\ir»*\*»l-r\     In-rtnAt*               The  Canadian  Clay- Worker 

and  The  Undertaker  1  UrUIllU.    VdllclQa.               The  Electrical  Dealer  and  Contractor 

Retail  Druggist  of  Canada  '  Motoring 

The  Canadian  Nurse  Good  Roads  of  Canada. 
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A  Real  Snap  in  "Twin"  Tables 


A  Special  Trial  Offer 

A Y  7E  offer  to  the  trade  this 
handsome  "Twin  *  Ped- 
estal Table  in  plain  oak 
finish  with  42  inch  top  ex- 
tending to  6  feet  at  $9.75 
net.  No  better  value  on 
the  market. 

What  more  Practical 
Xmas  Gift  can  you 
offer  your  customers? 

We  want  every  Furniture  Dealer  to  have  a  sample  of  our  "  Twin  "  Pedestal  Exten- 
sion Table  on  their  floor  that  their  cu5t  )mers  may  admire  it.  We  know  you  will  not 
be  able  to  keep  it  very  long  for  wherever  shown  they  find  ready  sale  and  we  are 
sure  of  your  repeat  order  when  you  have  once  displayed  the  "Twin"  Pedestal  Line. 

The  neat  attractive  appearance  of  **  Twin "  Pedestals  whether,  closed  or  ex- 
tended, appeals  to  your  lady  customers.    Send  us  a  trial  order  to-day. 

We  lake  this  opportunity  of  extending  to  our  many  customers  and  friends  the 
Seasons' s  Greeting  and  our  Heartiest  Wishes  for  a  Prosperous  New  Year. 


Cut  of  Table  No.  55742  at  $9.75  net 


The  Chesley  Furniture  Company,  Limited 

Chesley  :  Ontario 
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"ISIS^-Chkaqo 

January -1916  -  Iwen^-ninth  Season 


Americans  Greatest  Furniture 
Buyinq  Center 

NO  PROGRESSIVE  FURNITURE 
DEALER  CAN  AFFORD  TO  MISS 
THE  JANUARY  EXHIBITION  HERE 


Manufacturers'  Exhibition  Building  Co. 

1319  Michigan  Avenue  CHICAGO 


December,  1915 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


19 


As  Long  as  Hot  Dishes  Exist  and  Dining  Tables  are 
used  you  can  sell  J-M  ASBESTOS  TABLE  COVERS 

The  very  pride  that  makes  a  housewife  eager  for  a  handsome  dining  table  makes  her  anxious  to  keep 
it  always  at  its  shining  best,  ana  makes  it  easy  for  you  to  sell  her  a  J-M  ASBESTOS  TABLE  COVER. 

Hot  dishes  mean  ruin  to  the  highl)'  finished  surface  of  polished  tables,  and  every  housewife  knows  it. 
Show  her  how  J-M  ASBESTOS  TABLE  COVERS  and  MATS  guard  table  lops  against  this  danger  and 
you've  half  sold  them  already.  Show  her  that  these  covers  and  mats  are  tvaterproofed  as  well,  and  will 
avert  the  danger  of  spilled  water  taking  varnish  off.  Show  her  how  their  heavy  wool-felt  center  prevents 
the  table  top  from  being  dented  and  scarred  by  falling  dishes. 

These  are  sales  arguments  that  are  moving  J-M  ASBESTOS  TABLE  COVERS  and  MATS  into  the 
homes  of  thousands.   Are  you  getting  your  share  of  this  business?  Write  for  information. 

The  Canadian  H.  W.  Johns-Manville  Co.,  Limited 


Toronto 


Montreal 


Winnipeg 

lllllllllllllllilll 


Vancouver 


Textileather 


Not  a  substitute  but  an  artificial  leather 
that  wears  longer  than  any  other 
furniture  covering  made. 
Made  up  in  any 


Textileather— 

Has  all  the  fine  graining  and  rich 
appearance    of    genuine  solid  leather, 
costs  less  and  wears  longer. 

Textile  popularity  is  based  on  performance 
Send  for  a  sample  and  put  it  to  the  test 

•X"  212  Fifth  Ave. 

leXtlleatner  L.O.,   New  York  aiy 

or  FRANK  SCHMIDT,  Berlin,  Canada 
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Business  is  booming! 


Deeembpr,  1915 


Toronto,  Ont. 
Merchants  everywhere  tell  our  800 
salesmen  that  business  is  booming. 

Farmers  have  had  a  record  crop,  at  big 
prices,  with  big  demand  at  home  and 
abroad. 

Stocks  of  manufactured  material  are 
short,  and  labor  is  in  great  demand. 
Exports  largely  exceed  imports. 
Factories  are  busy,  a  great  many  work- 
ing overtime. 

More  freight  cars  are  needed,  and 
steamers  are  taxed  to  capacity. 
Canada  has,  in  proportion  to  popula- 
tion, greater  exportable  surplus  of 
wheat  this  year  than  any  other  country 
in  the  world. 

Millions  of  dollars  are  passing  over  the 
merchants*  counters. 

The  people  who  spend  this  money 
want  the  best  service. 

They  demand  it  in  all  kinds  of  stores, 
from  the  smallest  to  the  largest. 
They  get  it  in  stores  which  use  our  up- 
to-date  Cash  Registers,  which  quicken 
service,  stop  mistakes,  satisfy  custom- 
ers, and  increase  profits. 

Over  a  million  merchants  have  proved 
our  Cash  Registers  to  be  a  business 
necessity. 

Last  month  the  N.C.R.  in  Canada  had 
the  largest  sales  of  any  month  in  the 
past  seventeen. 


Write  for  booklet  to 

ational  Cash  Register  Company 
350  Christie  Street,  Toronto,  Ont. 
Agents  in  Every  City 
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Business  Now  There  are  few  branches  of  busi- 

and  a  ness  which  have  felt  more  keenly 

Year  Ago.  the  adverse    conditions   of  the 

past  year  than  that  appertaining 

to  furniture. 

Being"  less  necessary  to  the  sustaining  of  life  than 
food  and  clothing,  it  has  been  easier  for  j^eople  to  do 
without  furniture  when  they  could  not  afford  to  buy 
it. 

But  the  business  conditions  obtaining  at  the  close  of 
the  year  are  much  more  favorable  than  those  which 
prevailed  when  1915  made  its  advent. 

The  crop  which  Canada  has  harvested  is  beyond  all 
question  the  best  in  her  history,  both  as  regards 
quantity  and  quality.  This  has  put  the  farmers  of 
the  country  in  a  position  of  unusual  prosperity. 

Then  plus  the  exceptionally  good  crops  are  the  orders 
for  war  munitions  and  supplies.  In  the  aggregate  they 
cannot  have  a  valuation  of  less  than  half  a  billion 
dollars.  As  the  greater  part  of  this  sum  would  go 
into  the  pockets  of  the  wage  earners  of  Canada,  it 
naturally  follows  that  they,  too,  are  in  a  prosperous 
condition. 

All  these  factors  must  in  time  exert  a  marked  and 
appreciable  influence  upon  the  furniture  trade. 

li  z's  the  store  that  possesses  the  Christmas 
atmosphere  that  gets  the  Christmas  trade. 

The  Basis  The     better    conditions  which 

of  Happiness  characterize    the    trade    of  the 

in  Business.  country  naturally  tend  to  make 

the  Christmas  holiday  season  all 
the  happier  and  the  outlook  for  the  New  Year  all  the 
more  auspicious. 

Biit,  after  all,  it  is  not  the  volume  of  business  th-'iTt 
a  merchant  is  doing  or  the  measure  of  the  profits  he 
is  earning  which  determines  his  happiness  during  the 
Christmas  holiday,  or  any  other  season  for  that  matter. 
"Were  it  so  all  men  who  were  doing  big  business  and 
maldng  large  profits  would  be  happy. 

But,  las  everyone  who  has  given  thought  to  the 
matter  knoAVS,  there  are  a  great  many  men  successful 
financially  who  are  anything  but  happy.  One  of  To- 
ronto 's  worthiest  merchants,  who  died  a  few  years  ago, 


was  haunted  up  to  the  end  of  his  days  with  the  fear 
that  he  would  die  poor.  And  because  of  this  fear  he 
was  never  known  to  pay  a  decent  salary  to  his  em- 
ployes. He  kept  every  cent  he  could  for  himself,  and 
even  then  he  was  miserable. 

It  is  evident,  therefore,  that  happiness  does  not  come 
by  the  money  route. 

Success  naturally  creates  an  atmosphere  favorable 
to  the  cultivation  of  happiness.  But  that  which  in  the 
final  analysis  is  the  determining  factor  is  the  condition 
of  the  mind,  not  the  condition  of  the  pocket-book. 

He  who  is  serene  and  calm  and  concentrates  his  mind 
on  the  better  and  more  unselfish  things  of  life  and 
counts  his  blessings  rather  than  his  difficulties  will 
spend  a  merry  Christmas  and  a  happy  New  Year,  even 
if  business  is  below  par. 

But  it  is  to  be  hoped  that,  plus  a  favorable  condition 
of  mind,  every  furniture  dealer  in  Canada  will  enjoy, 
not  only  during  the  Christmas  holiday  season,  but 
during  1916,  a  large  measure  of  business  prosperity. 

That  this  may  be  so  is  the  Furniture  Woidd's  wish. 

The  better  the  preparation  the  better  will  be 
the  results  obtained  from  the  Christmas  trade. 

A  Valuable  Partner  This  issue  of  Canadian  Furni- 
For  Your  Xmas  tnre  World  should  prove  a  valu- 
Campaign.  al)le  partner  for  the  reader  in 

his  bid  for  Christmas  trade.  It 
appears  at  a  particularly  appropriate  time — just  when 
the  dealer  is  about  to  fire  the  final  gun  in  his  Xmas 
campaign,  and  with  the  goodly  supply  of  business-get- 
ting ammunition  that  it  carries,  in  the  shape  of  prac- 
tical hints  and  suggestions,  it  should  prove  a  valuable 
aid  in  the  year-end  drive  for  trade. 

Aggressiveness  should  be  displayed  all  along  the 
line  and  in  all  branches  of  selling  effort  in  the  cam- 
paign that  is  now  on,  and  the  aim  of  this  issue 
is  to  assist  the  dealer  in  this  regard.  The  editors  have 
put  forth  much  thought  and  energy  in  order  to  turn 
out  an  issue  of  real  practical  value.  Readers  are  urged 
to  carefully  study  its  contents  and  with  it  as  a  partner 
and  their  own  enthusiasm  and  effort  behind  the  busi- 
ness machine,  a  good  trade  from  now  until  the  turn  of 
the  year  should  be  possible. 
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The  Mail  It  would  seem  as  if  the  mail 

Order  Way.  order  concerns  had  blazed  the 

way  for  retailers  all  over  the 
country.  There  are  no  better  advertisers  than  the  mail 
order  people.  They  do  not  care  for  the  cost  so  they 
can  buy  the  space.  Having  made  the  contract,  they 
engage  high-salaried  men  to  prepare  their  advertising 
matter.  Their  advertisements  have  a  pleasing,  engag- 
ing way  that  will  attract  attention,  or  they  are  so  plain 
in  the  matter  of  price  that  the  figures  themselves  sell 
the  goods. 

Have  you,  Mr.  Merchant,  ever  known  one  of  the  mail 
order  persuasion  to  suggest  calling  in  this  way  :  "Please 
give  us  a  call?"  They  have  taught  the  lesson  of  adver- 
tising prices,  and  the  merchant  who  has  not  learned 
this  lesson  is  not  up  to  date. 

Prior  to  the  coming  of  the  mail  order  house,  the 
farmers  were  deep-dyed  in  the  habit  of  having  their 
purchases  charged,  save  where  they  "traded  it  out." 
Then  they  began  to  "send  their  money  to  the  city." 
Some  of  it  never  came  back,  but  they  were  not  discour- 
aged, and  finally  the  mail  order  people  taught  them  to 
send  their  money  in  advance  for  goods  desired,  and  to 
make  the  local  merchant  carry  them  on  their  books  on 
home  purchases.  It  would  seem  that  here,  too,  the  mail 
order  people  have  advanced  the  best  way  of  doing  busi- 
ness. There  isn't  a  discount  they  are  not  in  a  position 
to  take  the  fullest  advantage  of;  there  isn't  a  harassed 
manufacturer  that  they  are  not  in  a  position  to  tempt 
with  cash. 

A  cash  basis  and  salesmanship  are  good  weapons  for 
holding  trade.  When  combined  with  a  happy  disposi- 
tion, a  helpful,  hopeful  nature,  honesty,  and  capabilities 
for  merchandising,  success  is  practically  assured. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Now  for  the  Xmas  trade. 

#  *  * 

Don't  neglect  your  advertising. 

•  *  • 

Figures  don't  lie,  but  a  lot  of  people  who  use  them  do. 

•  •  • 

Work  is  an  important  part  of  every  formula  for 
success. 

You  lose  opportunities  and  probably  actual  money 
every  time  you  throw  a  trade  paper  unread  into  the 
waste  basket. 

•  *  • 

Don't  stop  with  being  honest  with  your  customers 
and  with  your  fellow  business  men,  employes,  or  em- 
ployer, be  honest  with  yourself  as  well. 

*  •  • 

A  reliable  promise  to  pay  may  be  a  better  basis  for 
credit  than  an  unreliable  promise  though  the  latter  is 
backed  with  more  money  or  resources. 

#  *  * 

Judging  from  the  claims  of  publicity  agents  the  wheat 
belt  in  the  West  snre  must  have  numerous  hearts. 
Everyone  claims  that  his  town  or  city  is  the  "heart  of 
the  wheat  helt." 

*  «  « 

In  your  bid  for  Xmas  trade,  make  a  noise  as  if  you 
were  the  personal  agent  of  Kris  Kringle  and  the  guy 
who  put  the  claws  in  Santa  Claus.  Use  plenty  of 
advertising  to  herald  you  as  such. 


Editorial  Hints  for  Going  After 
Xmas  Trade 


THE  war  has  hammered  home  to  us  in  a  convincing 
manner  the  value  of  preparedness,  and  it  is  just 
as  essential  in  the  fight  for  business  as  in  a  great 
world's  war.  The  dealer,  for  instance,  is  frequently 
inclined  to  put  off  the  planning  of  his  Christmas  cam- 
I)aign  until  it  is  all  but  upon  him,  forgetting  that  the 
man  who  maps  out  his  Christmas  sales  campaign  well 
in  advance  is  due  to  pull  results  a  whole  lot  more  satis- 
fying in  point  of  sales,  volume  and  profit  than  if  he 
jumps  into  the  Christmas  trade  without  plans  or 
preparations. 

Let  the  dealer  resolve  that  this  year  he  will  not  go 
after  Christmas  business  in  a  hit-or-miss,  haphazard 
manner,  but  that  he  will  plan  out  in  advance  a  schedule 
for  his  window  display,  advertising,  and  other  branches 
of  business-getting  that  will  allow  him  to  reap  the 
richest  possible  from  his  efforts  and  opportunities. 

Don't  Neglect  the  Staples 

The  business  in  Christmas  goods  should  not  take  the 
place  of  regular  trade,  but  should  be  a  supplement  to 
it.  Too  many  dealers  get  so  enthused  over  Christmas 
selling  that  they  neglect  to  give  the  attention  they 
should  to  the  regular  lines.  The  ideal  Xmas  business 
is  that  which  takes  in  the  sale  of  regular  lines  and 
Christmas  lines  as  well.  By  all  means,  go  after  and  get 
all  the  Christmas  business  and  profit  you  can,  but  re- 
member that  there  is  a  demand  for  staples  just  the  same 
as  during  other  months  of  the  year.  Get  all  this  busi- 
ness that  you  can.  Make  the  sales  in  regular  lines  as 
large  as  usual,  and  then  the  business  that  you  get  in 
special  Xmas  lines  will  be  so  much  velvet  for  you. 

Useful  Gifts  Will  Sell. 

There  will  be  an  enlarged  demand  this  year  for  gifts 
of  a  useful  nature.  The  war  has  made  the  public  of 
a  more  practical  turn  of  mind  and  the  result  will  be 
seen  in  the  purchase  of  more  useful  Christmas  gifts 
than  is  usually  the  case.  The  retailer  should  take  the 
cue  and  feature  goods  of  this  kind.  If  he  vrill  look 
around  his  store  he  will  find  many  lines  of  this  nature, 
and  he  should  not  fail  to  take  advantage  of  the  oppor- 
tunity for  business  thus  presented.  Why  not  use  an 
ad.  incorporating  the  idea  of  useful  gift  giving?  A 
special  window  or  interior  display  devoted  to  appro- 
priate lines  might  be  arranged. 


OPTIMISTIC  VIEW  OF  CANADIAN  TRADE 

A  firm  that  has  a  Dominion-wide  trade  is  naturally 
in  a  good  iTOsition  to  gauge  general  business  conditions 
in  the  country.  The  National  Casih  Register  Company, 
whose  head  office  is  in  Toronto,  with  branches  in  all 
jiarts  of  the  Dominion,  is  in  this  position.  And  the 
testimony  of  this  company,  as  published  on  page  20 
of  this  issue,  regarding  basic  conditions  in  Canada,  is 
of  a  most  reassiuing  character.  Tt  is  characterized  by 
two  outstanding  features.  The  one  is  its  abounding 
optimism.  The  other  is  the  presentation  of  facts  upon 
which  the  optimism  is  founded. 
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A  Visit  to  the  ''Cheshire  Cheese 

By  WILLIAM  G.  COLGATE 
Advertising  and  Sales  Manager,  Toronto  Furniture  Co.,  Limited 


IN  the  quiet,  sihiadwyy  pre'eimets  of  the  Wine  Office 
CoTirt.  running  off  from  the  turhuleiit  life  and  'the 
glare  of  Fleet  Street,  is  situated  the  quaint  old- 
faisOiioRc'd,  eighteentih-centtiry  inn,,  known  ais  "The 
Cheshire  Cheese."  This  ancient  hostelry  is  noted  for 
many  things,  chief  amiong  Avhich  are  its  famoiiis  beef- 
steak p'udding"s  amd  ais  the  former  meeting  place  of  The 
Literary  Club,  whose  aetiYities  are  so  edtertaininigly 
doKJcrd'he'd  in  Boswell's  Johnson.  Here  turn  the  steps 
of  thonsa.nds  of  booklovers  from  every  part  of  the 
globe  tO'  visit  the  shrine  whose  relics  are  saered  to  the 
memories  of  Goldsm;ith,  Grarriek.  Burke,  Reynold's,  and 
Johnson. 

In  appearance,  "itiie  delicious  old  inn"  well  proelai'ros 
its  aneient  origin.  With  its  old  weatherfbeaten  front, 
its  low  do'orway,  and  well-worn  steps,  ils  .small  leaded 
pane's,  and  rusty  lantern  of  archaic  design  swinlging 
over  the  door,  it  makes  a  fitting  repository  for  those 


of  one'^  religion.  The  floor  is  freshly  sanded,  the  seats 
of  the  high-backed  type,  familiar  to  the  pictures  of 
Hogarth,  A\'hile  the  general  snrronndin'gs  sug"gest  the 
ancient  inns  "whieh  Diekenis  loved  and'  could  descri'be 
so  well.  Over  in  the  comer  stand.s  a  veneraMe  grand- 
father's clock,  full  of  dignity  and  years,  ticlring  oif  the 
niitiutes  as  it  lias  heen  doinig  for  the  past  several  gen- 
erations. It  attained  its  majority  during  the  Ameri- 
can Itevolution  ;  it  w'as  getting  on  in  life  in  1812 ;  whdle 
it  was  beginning  to  feel  the  weight  ol  advancing  years 
at  tllie  accession  of  the  young  Queen  Victoria,  in  1837. 
It  has  already  ticked  away  the  lives  of  Ave  .sovereigns; 
and,  unless  it  acquires  rheumatic  pains  or  a  chronic 
cougli,  it  looks  good  enough  to  ti'ck  away  the  mn\e 
number  again.  Tnie,  its  faee  is  not  as  fresh  and  bright 
R9i  it  once  was.  Time,  indeed,  has  left  his  traces  on 
the  dial,  upon  which  the  paint  is  cracked  and  be- 
grimed, exposing  the  metal  undemeatlh.    Time,  too,  has 


^'  rr 

Interior  of  the  "Cheshire  Cheese,"  the  famous  old  18th  century  tavern,  and  its  quaint  furniture. 


traditions  and  associations  which  seem  to  dignify  and 
diffuse  an  atmosphere  of  romance  over  its  raitheir 
sha'bby  environment. 

Once  inside  the  door  of  the  charming  low-ceilinged 
diningroom,  and  one  is  whisked  back  to  the  daj^s  when 
George  the  1'hird  wa.s  king;  rt^lien,  instead  of  proisper- 
ous-looking  brokers  and  business'  men  in  shiny  top  hats, 
indful'ging  in  their  afternoon  "tiffin"  after  a  strenuous 
day  in  the  street,  minigled  with  the  ubiquitous  species 
of  Baedeker  tourist,  one  found  portly  apple-cheeked 
merchants  of  sober  mien,  with  pursed  lips  and  puckered 
brows  half  immersed  in  the  Chronicle,  intent  upon 
the  "Shipping  News,"  wliile  sicarlet-eoated  grenadirrs 
wearing  their  peculiar  high-pointed  helmets,  powdered 
witgs,  and  looped  clothes,  dallied  over  their  pint  of 
ale,  disicusising  the  latest  jnove  of  the  re'bels  in  America 
or  the  prospects  of  war  with  Spain.  The  room  has  an 
air  of  immaculate  cleanliness,  as  if  it  had'  been  thor- 
oughly scnibbed  from  top  to  bottom  by  a  housewife 
of  the  good  old-fashioned  sort,  who  believed  with  the 
ancients         scrupulous  cleanliness  should  be  a  part 


dimmed  the  distinctiveness  of  the  numerals,  so  that 
those  who  would  be  guided  by  its  hands  must  needs 
assume  a  sort  of  confidential  attitude  towards  it.  And, 
as  for  the  mjoon's  i^hases',  it  is  a  somewhat  faded  and 
ditfty-faced  lurainary  that  pokes  its  smooth  round  head 
over  the  edge  of  the  dial.  However,  despite  the  usages 
rf  time  and  Avear,  which  are  reflected  upon  its  polished 
lac()uered  surface,  the  old  eloek  still  continues,  Avith 
solemn  unblinking  face  and  measured  precision,  to  tick 
aAvay  the!  preeicus  minuteis  that  mark,  the  flight  of  time. 

Upon  the  Avails  are  old  colbred  prints  b}^  Barto- 
lozzi  depicting  English  country  life — ^sporting  and  pas- 
toral scenes — and  street  life  of  the  Early  Georgian 
period  :  while  gracing  the  wall  near  the  mantel  is  a 
large  portrait  of  the  household  god — the  great,  g-nifl', 
old  Dr.  Johnson  himself.  Carefully  arranged  over  tflie 
chimner\',  is  a  miisicelllaneous  colleetion  of  antique  pot- 
tery and  china ;  a  glazed  jug,  a  belle  Avith  two  beaux 
to  her  string  in  Worcester  Avarp,  a  jug  AAuth  an  inserip- 
tion  and  portrait,  and  a  ooiiple  of  cups  and  siaueers 
cracked  and  crazed.    Flanking  this  row  of  varied 
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pieces  are  two  brightly  biimdshed  ciandiestdekiS,  and 
near'by  q  framed  calendar  or  time-1;a'ble,  relic  of  staige- 
eoaiehing  days.  Pf^rhaps  the  scene  recalls  nothiiig  so 
vividly  as  the  description  by  Oliver  Goldsmith  in  The 
Deserted  Village : 

The  whiU-wash'd  walls,  the  nicely  sanded  floor. 
The  varnisli'd  clock  that  click'd  lehind  the  donr, 
*»**«* 
The  picture.^  plac'd  for  ern m.ent  and  use, 
The  tvelve  §0(id  rules,  the  royai  g;irae  of  jrcose; 
The  hearth,  ex^:ept  .vhen   .vinter  chilled  the  d^y, 
With  aspen  boughs,  .'ind  llowers.  und  fennel  gay; 
While  broken   ieacups.   wisely  ke|it   for  show. 
Kang'd  o'er  the  chimney,  glisten"!!  in  i  row. 

But  the  article  in  tbe  room  aronnd  whicb  interest 
most  eagerly  groiups  is  a  rather  primitive  looking  cbair 
of  nondescript  design,  fn  fact,  to  be  strictly  truthful, 
it  must  be  admitted  that  it  is  rather  an  ordinary  or 
commonplace  chair  that  would  scarcely  attract  atteia- 
tion,  but  for  its  present  position.  To  all  external  ap- 
pcamnccs,  it  looks  as  if  it  could  be  piciwd  xip  at  a 
seeo5id-1iaiid  sliop  for  a  few  shillings;  indeed,  it  is 
(juito  possible  that  were  a  Lomdon  "  rags-and-boneis" 
li'iwker  asked  to  buy  it.  his  greedy,  appraising  eye 
■vonl'd  hardly  bestow  on  it  more  than  a  single  cov.- 
Icmptuons  glance.    Yet.  valneid   for  its  associations 


ah)iR\  i!  might  Iciiipt  the  cupidity  of  a  mcmljcr  of  the 
East  India  r'oiupaiiy.  For  that  old,  somewhat  decrepit 
chair,  with  its  well-worn  arms  and  seat,  its  scjuare  lad- 
der back,  its  cracked  varnish,  and  its  broken  upholster- 
ing through  which  the  stuffing  protrudes,  like  a  man 
out-at-the-elbows,  is,  as  the  inscription  informs  one,  the 
sometime'  seat  of  the  celebrated  Dr.  Samuel  Johnson. 
To  it,  so  t]"adition  relates,  had  fallen  the  duty  and 
responsibility,  weighty  enough  in  all  conscience,  of  re- 
ceiving at  regnlar  intervals  the  worthy  Doctor's  pon- 
derous and  awkward  frame. 

Tiike  the  prandFa.ther \s  clock  of  immortal  memory, 
that  slopped  forever  on  its  owner's  death,  thp  old 
chair  seems  to  have  terminated  its  period  of  uisefnlness 
with  the  passiu'g  of  its  noted  ocenpant. ;  since  a  stoiit 
v\-ire  stretched  from  arm  to  arm  signifies  that  it  is  no 
longer  safe  to  place  that  unreserved  coinfidence,  in  its 
wobbly  age  that  it  once  enjoyed  in  it.s  vigoroTis 
youth.  Possibly,  ^oo.  ndne  host,  with  an  eye  to  the 
proprieties,  has  no  wisb  to  precipitate  an  emfbarrasising 
moment  for  a  venturesome  patron  among  a  roomful 
of  gxiests.    Be  tfhat  as  it  may.  no  one  will  feel  inclined 


to  d.'ry  to  the  old  chair  the  right  to  take  it®  place  on 
terms  of  e(|uality  with  those  "seats  of  the  mighty,'' 
of  which  history  or  modernity  holds  any  record.  It 
is  even  quite  reasonable  to  go  further  and  affirm  that 
the  famous  Scone  Stone  in  WeAstmimster  Abbey  is  not 
regarded  Avith  h.aif  the  affectionate  regard  in  which  this 
ancient,  intrin.sically  worthless  piece  of  furniture,  is 
held.  Niay,  more,  Avho  among  us,  if  he  had  the  chance 
to  exchange  this  odd  chair  or  the  one  now  in  South 
Kensing'ton  Museum,  once  used  by  Oliver  Goldsjmith, 
for  the  throne  seats  of  any  kingdom,  principality,  or 
republic  of  any  state  m  the  entire  universe  would  do 
so? 

Such  is  the  .sentinnmlal  interest  which  attaches  to 
old  furniture,  eispecially  when  it  is  linked  mth  reputa- 
tion, or,  as  in  this  case,  when  it  is  associated  with  great 
v/isidom  and  good  deed's. 

Pausing  to  study  the  ancient  seat  of  learning  for  a 
moment,  one's  thoughts  unaccountably  descend  from 
the  sublime'  to  the  ridiculous.  Oue  wonders  vaguely 
why  the  chair  Was  not  fitted  with  a  secret  scale  de\'ice 
of  some  kind  whereby  there  might  have  been  left  to 
posterity  some  record  of  the  Johnisonian  bulk.  Cer- 
tainly, intellectuailly  and  physically,  the  great  lexieog- 
raipher  could  in  no  sense  be  clasised  as  a  "lig^ht- 
weight,"  aiid  it  would  be  inlteresting  to  know  at  what 
he  tipped  the  beam,  since  Bo/zy  fails  to  enlighten  us. 
'I'hen,  too,  did  the  Doctoir  have  a  habit  of  leavin'g  un- 
])rushed  upon  his  shoulders  the  powder  from  his  wig? 
!Iow  often  did  he  take  snuff;  and  wihen  he  was  aroi;sed 
(lid  he  force  the  chair  to  submit  to  that  common  in- 
dignity of  pounding  its  arms?  Trivialities!  Possibly, 
and  yet  what  sidelights  on  character.  To  know  these 
tl'ings  is  to  know  John.son.  Examining  the  construction 
of  the  chair,  one  wonders  wheth.er  the  craftsman  who 
made  it  would  have  thought  had  he  known  for  whom 
his  handiAvork  Ava.s  designed.  Would  he  have  been  exti'a 
/conscientious  about  the  selection  of  the  Avood,  or  the 
<iua1ity  of  the  finish,  or  the  value  of  the  leather,  or  the 
exactness  of  the  Avorlnnanship.  and.  moslt  df  all,  for  the 
strength  of  the  supports?  Woiild  he  have  done  most 
of  the  work'  -with  his  oaa'U  patient,  skilful  hands,  jealous 
of  his  reputation,  and  imminently  conscious  of  the 
greatnesis  of  his  customer;  or,  .suprem_ely  indifferent  to 
l)oth,  would  he  have  left  the  making  of  the  chair  to  one 
of  his  apprentices?  HoAveA'er  far  afield  our  conje'ctures 
may  lead  us,  and  there  is  virtually  no  restriction  of 
F;in'cy,  we  may  be  sure  of  this,  that  the  chairmaker  of  the 
eighteenth  century  AVas  a  good  workman  :  this  much, 
anyAVfiy,  AA^c  can  read  for  ourselves.  For  it  is  on  record 
that  no  matter  hoAv  often  the  doctor's  learned  disquisi- 
tions ^vere  disjnited  by  the  members  of  the  club,  he 
could  always  dtepend  upon  the  chair  to  sustaiin  hiin. 

Of  the  days  that  are  gone,  the  chair,  again,  like  a  true 
friendl  is  silent.  It  is  content  to  let  bygones  be  bygones. 
Though  it  has  ajttained  Avhat  the  obituary  editor  calls 
"a  ripe  old  age,"  yet  it  is  'also  a  dignified,  Avise,  and 
rpfdcc'iL  old  age.  with  none  of  that  garrulity  amd 
childishness  that  so  often  'characterizes  your  Old 
Four-scoi-e.  And.  simce  the  chair  shows  no  disposition 
to  be  talkative,  to  play  Pepys  to  the  past,  one  is  forced 
relucitantly  to  turn  aWay.  It  is  getting  late  anyhow. 
So.  after  settling  the  score  and  remembering  the  guide, 
cigars  are  lighted,  aud  a  lingering  leave  taken  of  the 
sunny  old  English  dining  room  AA'ith  its  cheerful  fire 
gleaminig  ruddy  in  the  dusk,  albeit  it  is  IVIay,  and  filling 
the  whole  room  AA^th  a  feeling  of  droAA'sy,  eoutempla- 
tive  calm.  IMean'Avhile,  not  behind,  but  near  the  door, 
the  "varnished  clock"  tick-tocks,  tick-toeks,  tick 
toeks  .... 


This  Coldsniith  chair 
is  well  authenticated. 
It  is  of  the  cottage 
variety  of  about  1770, 
and  was  presented  to 
the  South  Kensington 
Museum  in  1872  by 
Lady  Hawes,  widow  of 
Sir  Benjamin  Hawes, 
who  wasadescendant 
of  William  Hawes,  an 
apothecary  in  atten- 
dance uponGoldsmith 
during  his  last  illness. 
It  was  from  Gold- 
smith's estate  that 
Mr.Hftwes  eventually 
bought  the  chair. 
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Push  Furniture  for  Gifts  This  Christmas 

Suggestions  for  getting  the  business — 
Canadian  -  made  Gifts  —  Pictures  and 
Lamps  — Talking  and  Music  Machines. 


AN  interesting  feature  of  the  furniture  trade  lias 
been  the  permanent  establishment  in  many  stores 
of  a  gift  department.  Started  teiltatively  some 
years  ago  in  a  few  establishments  as  a  temporary 
expedient  to  help  holiday  trade,  the  idea  gradually 
spread  and  soon  became  popular  throughout  the 
country.  Prom  the  success  of  the  department  as  a 
temporary  one,  it  was  felt  by  a  few  trade  leaders  that 
it  would  be  good  merchandising  policy  to  maintain 
the  section  for  such  goods  throughout  the  year,  and 
this  scheme  having  proven  eminently  wise,  it  has  be- 
come generally  adopted  in  the  trade. 

Cater  for  Gift  Trade 

The  preparations  for  the  holiday  season  must  be  nov/ 
matured.  Much  has  been  said  in  these  columns  as  to 
making  a  feature  of  the  holiday  season  in  furniture 
stores  and  far  more  remains  yet  unexpressed,  for  the 
possibilities  of  the  Christmas  trade  are  but  little  real- 
ized in  the  furniture  industry.  It  is  a  field  that  will 
indeed  richly  repay  careful  cultivation  and  intensive 
care.  If  the  .Christmas  trade  is  worth  anything,  it  is 
worth  making  special  prepai'ations  for  and,  within 
certain  bounds,  the  more  preparations,  the  more  busi- 
ness is  likely  to  come.  So  the  dealer  should  have  his 
store  absolutely  clean,  bright  and  as  attractive  as  he 
can  make  it.  There  are  several  ways  of  doing  this, 
and  each  must  follow  his  own  inclinations  and  his  in- 
dividual tastes,  of  course,  always  considering  the 
amount  of  expense  which  he  feels  he  can  afford  to 
spare  for  it. 

Forward  Canadian-made  Gifts 

"What  is  being  done  by  the  average  furniture  dealer 
throughout  the  country  towards  pulling  to  his  store 
a  fair  share  of  the  regular  holiday  business,  which 
might  be  very  well  called  "gift  business?"  This  year, 
more  than  for  many  years  past,  the  tendency  will  be 
very  strongly  toward  gifts  of  real  practical  use,  a 
condition  of  affairs  largely  brought  about  in  the  first 
place  by  the  recent  .financial  depression,  and  later 
accentuated  by  conditions  arising  out  of  the  war,  the 
first  creating  a  desire  to  get  some  real  value  for  tin; 
money  expended  instead  of  practically  wasting  it  on 
knicknacks,  the  second  impressing  upon  us  all  very 
forcibly  'that  for  the  sake  of  our  country  as  well  as 
for  our  own  benefit,  we  must  keep  Canadian  producers 
busy  by  insisting  on  Canadian-made  goods. 

Framed  Pictures  for  Christmas 

Framed  pictures  are  a  line  that  the  furniture  re- 
tailer must  certainly  not  overlook  at  Christmas  time. 
Pictures  and  picture  framing  have  always  been  recog- 
nized as  useful  and  profitable  sidelines  for  the  furni- 
ture store.  These  are  right  in  line  with  housefurnish- 
ings,  are  attractive  as  a  window  display  feature,  and 
have  the  additional  advantage  of  helping  to  fill  in 
when  regular  lines  of  fimiiture  are  not  wanted. 

The  dealer,  in  many  cases,  might  even  add  other  art 
lines,  with  profit  to  himself,  and  derive  a  proportion- 


ate increase  in  business.  Just  which  line  to  adopt  will 
depend  upon  circumstances  and  upon  local  conditions. 
It  will  be  a  safe  rule  to  adopt  whatever  will  suit  the 
trade.  If  there  is  a  fad  for  framed  pictures  of  the 
comic  variety,  it  will  pay  to  cater  to  this,  both  for  the 
profit  on  these  goods  and  for  the  business  in  other 
lines  which  it  will  attract.  Fads  of  certain  kinds  are 
constantly  changing.  Sometimes  it  will  be  one  line 
and  then  another.  Photography,  also,  is  popular  al- 
most everywhere.  Pictures  and  picture-framing,  how- 
ever, are  standard  articles  for  home  decoration,  and 
help  to  embellish  and  round  out  the  furnishings  of  all 
parts  of  the  house. 

Lamps  and  Domes  Profit-Makers 

Portable  lamps  and  domes  harmonize  so  well  with 
furniture  and  add  so  much  to  the  general  attractive- 
ness of  the  retail  store  that  there  is  hardly  a  retail 
furniture  wareroom  that  does  not  show  a  variety  of 
these  popular  goods.  In  addition  to  the  decorative 
features  they  are  big  profit-producers,  easily  handled, 
and  staple  sellers  for  every  month  in  the  year,  and 
especially  good  sellers  at  Christmas  time. 

Talking  Machines  for  Presents 

Dealers  in  the  smaller  centres  have,  by  reason  of 
their  personal  acquaintanceship,  opportunities  for  com- 
ing in  contact  with  or  creating  business  not  within  the 
scope  of  the  city  dealer.  One  dealer,  for  example, 
tells  of  how  he  sold  a  number  of  outfits  during  the 
year  for  subscription  presentation  purposes.  The  idea 
came  to  him  when  the  secretary  of  one  of  the  local 
lodges,  which  he  sometimes  attended,  resigned  owing 
to  his  removal  to  another  part  of  the  country.  A 
present  was  talked  of  and  a  fund  promotly  collected. 
In  order  to  forestall  a  laborious  consideration  of  what 
to  buy,  and  in  the  interests  of  his  own  business,  he 
suggested  a  talking  machine  and  some  records.  His 
suggestion  was  well  received,  and  the  result  was  a 
sale.  'Since  then,  this  dealer  states,  he  has  watched 
for  such  opportunitites,  and  usually,  through  some 
friend,  where  a  present  has  been  decided  iipon,  his 
store  was  suggested  as  providing  the  most  acceptable 
gift.  He  has  indeed  gone  even  further,  and  where  a 
present  was  not  mentioned  on  various  occasions,  he 
had  it  suggested  in  such  a  way  as  not  to  show  his 
hand.  Usually  he  got  the  business,  but  of  course,  not 
always.  Wouldn't  Christmas  be  a  good  time  to  sug- 
gest talking  machines  for  presents? 

Don't  Forg'et  Grown  Children 

One  of  the  imnortant  things  you  miist  do  this  Christ- 
mas is  to  interest  the  children.  You  will  not  find  this 
especially  difficult.  Christmas  is  the  children's  season, 
and  they  naturally  will  respond  to  well-directed  efforts. 

But  there  is  one  thing  more  imnortant  Ihan  interest- 
ing the  children.  This  is  impressing  the  grown-ups 
that  your  stor"  is  the  Christmas  headnuarters  of  the 
town.  The  explanation  rests  in  the  good  and  sufficient 
reason  that  the  ^rown-uDS  spend  the  money  if  the  chil- 
dren do  agitate  its  spending. 
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In  Selling  Music  Machines  Look 
After  the  Farmer 

Any  talking  irufiJchiTie  dealer  who  has  in  his  territory 
a  farminig  comTnnnity  nnd  dioes  not  lay  himself  out  to 
go  strong  after  sales  to  farmers  this  Xmas  and  winter, 
says  Cmadia^i  Music  Trades  Journal,  would  seem  to  be 
inisreadinig  the  signs  of  ihe  times.  If  any  man  in  Canada 
is  prospering  to-day  it  is  the  farmer.  Every  indication 
points  to  record  crops  and  good  prices  for  ever^^tihing 
the  agriculturist  has  to  sell.  While  o*her  r&ai  estate 
that  has  any  market  value  at  all  is  doing  its  best  to 
keep  from  decreiasdng  more  than  a  small  percentage 
f.nrm  lanidis  arc  going  up. 

But  some  will  say  the  farmer  will  not  spend  t?ie 
money.  But  he  is  doing  it.  The  sale  of  automobiles  has 
inereiaseld  more  during  the  past  year  among  farmers 
than  any  other  class  of  people.  Farmers  of  to-day  as-f; 
buying  other  expensive  things  for  their  homes,  such  as 
waterAvorks  .systems,  electric  light  eqnipment,  an'd  fur- 
naces, w'hi'ch  from  now  on  will  steadily  increase.  Par- 
ticularly at  the  present  time  the  sale  to  the  average 
farmer  is  about  the  surest  traiisa'ction  one  can  close. 

All  things  considered,  therefore,  right  now  seems  the 
time  to  plan  a  campaign  to  interest  farmers.  Jnst  thinlc 
over  your  own  local  situation,  get  out  a  list  of  farmer 
prospects,  taRe  off  your  coat,  roll  up  your  sleevesi,  and 
go  to  it. 


GETS  COST  OF  MACHINE  IN  FOUR  MONTHS 

The  m'an.ager  of  the  talking  machine  de'partment  for 
a  large  westeim  store  has  pointed  out  an  interesting 
feature  of  his  policy  when  he  says:  "In  eonductinig  the 
talking  machine  department  I  see  to  it  that  no  con- 
traicts  ai-e  ever  made  that  do  not  bring  back  to  the  firm 
tbe  cost  of  the  machine  in  at  least  four  months.  Every 
contract  bears  interest  at  tbe  rate  of  7  per  cent,  per 
annnm ;  and  Ave  have  no  free  thirty-day  trials.  Work- 
ing under  these  conditions,  seldom  do  we  ever  have  a 
talking  machine  come  back." 

Continuing,  addied:  "T  have  carefully  studied  the 
different  methodis  used  by  talking  machine  salesmten, 
and  have  come  to  the  conclusion  that  vou  c'an'+  run  a 
talking  machine  department  AA'ith  a  lot  of  young  hoys 
for  salesmen.  Our  talking  machine  sal««men  are  mien 
Avho  knOAv  the  business  thoroughly,  and  they  make  good 
money  and  they  earn  it.  I  have  one  record  man  who 
is  a  'human  encyclopaedia'  on  grand  opera.  He  knows 
the  hislo^y,  story  and  tradition  of  every  grand  opera 
ever  written — knoAvs  the  names  of  the  singers  Avho 
appeared  in  the  principal  roles,  and  can  intelligently 
converse  with  any  musician  on  any  compo.sdtion.  vocal 
or  instrumental,  that  has  evtr  been  put  on  record—- 
and  hundreds  that  haven't." 

The  fumilnre  dealer  should  be  .attracted  by  the  talk-- 
inig  machine  i)T'oposition.  He  is  aiCicustomed  to  instal- 
ment business  and  knoAA's  how  to  handle  it.  From  a  fur- 
nishing standpoint  the  talking  maichine  is  a  somewhat 
]\-inflred  line  and  certainly  the  cabinet  branch  of  the 
business  fits  in  Avith  his  stock.  His  connection  and  inti- 
mate knowledge  of  the  household  Avith  Avhich  he  is 
dealing  also  makes  the  furniture  dealer  a  formidable 
eompet^lor  of  the  music  store  for  talkinig  machine 
business. 


A  CUSTOMER'S  COMPLAINT 

They  were  talking  over  retail  problems  and  diflPerent 
efficiency  ideas  that  have  been  successful.  "Seems 


to  me  the  talking  machine  dealers  are  pretty  slow."  said 
one,  "anyway  I  don't  think  they  are  doing  much  to 
make  business  themselves." 

"Why,  what's  the  complaint?"  asked  the  other  in 
surprise. 

"Do  you  own  a  talking  machine?" 
"Yes." 

"You  get  the  supplement  of  new  records  every 
month,  of  course?" 
"Yes." 

"Does  the  man  you  buy  records  from  go  any  further 
than  that?    Does  he  ever  send  you  a  list  of  half-a- 
dozen  or  so  that  he  thinks  you  would  like,  or  that  he 
Avould  recommend?" 
"No,  he  never  does." 

"Well,  that's  what  I  mean.  Suppose  you  go  into  a 
men's  furnisher  for  a  necktie.  If  the  clerk  produces 
a  couple  of  dozen  styles  and  colors  he  confuses  you, 
but  if  he  uses  a  little  judgment  and  shows  you  two  or 
three,  any  one  of  which  would  be  suitable,  you  make  a 
quick  choice.  Now,  similarly,  when  a  list  of  a  couple 
of  dozen  or  more  new  records  comes  along  I  don't  know 
which  I  Avant.  and  frequently  I  get  none,  but  if  the  man 
T  deal  AAdth  suggests  something  when  I  go  into  the  store 
that  he  has  himself  heard  and  likes,  and  thinks  I  would 
like  T  buy.  Now,  why  can't  he  take  the  trouble  to 
pick  out  four  or  five,  or  half-a-dozen  every  month, 
if  he  likes,  or  twice  a  month,  and  send  a  letter  telling 
me  why  he  thinks  I  Avould  like  these  particular  re- 
cords. Wouldn't  he  get  more  business  from  me  than 
he  does  now?" 

"Very  likely  he  would,"  admitted  the  other,  as  he 
went  on  his  way,  figuring  out  how  he  could  apply  the 
personal  recommendation  idea  to  his  own  business  of 
selling  clothing. 


AWARDS  TO  COLUMBIA  PRODUCT 

Three  grand  prizes  and  two  gold  medals  have  been 
awarded  the  Columbia  Graphophone  Company  by  the 
supreme  .jury  of  aAvards  at  the  Panama-Pacific  Interna- 
tional Exposition.  This  means  that  the  Columbia  pro- 
duct has  received  a  fitting  recognition — a  tribute  to 
quality — that  Columbia  grafonolas  and  Columbia 
double-disc  records  are  everything  claimed  for  them. 

The  three  grand  prizes  (highest  awards)  are:  1. 
Columbia  grafonolas  and  Columbia  double  disc  records 
and  general  beauty  and  comprehensiveness  of  whole 
exhibit.  2.  Columbia  grafonolas  and  school-room 
records.   ^.  The  dictaphone. 

Two  gold  miedals  were  awarded  in  appreciation  of 
the  contributions  to  the  industry  of  two  men  who  have 
collaborated  AAnth  the  company,  Edward  D.  Easton  and 
Charles  Sumner  Tainter. 


MORE  PEP  IN  YOUR  WORK 


OTION,  vigor,  ginger,  pep — whatever  you  wish 
to  call  it — what  a  great  and  mighty  thing  it  is, 
and  how  badly  it  is  needed  in  some  stores. 


Speed  up  a  little.  Speed  is  good  for  the  constitution. 
It  irons  the  kinks  out  of  the  liver.  It  makes  the  diges- 
tive fluids  of  the  stomach  do  their  work. .  It  rings  up 
the  curtain  of  the  brain,  making  the  mind  clearer  for 
the  day's  work. 

Speeding  up  doesn't  mean  tearing  around  aimlessly 
or  burning  up  your  energy  accomplishing  nothing. 
When  you  make  a  move,  be  sure  that  your  brain  is 
behind  it.  Your  body  is  a  great  machine,  but  you  must 
have  an  engineer  to  run  it.  This  engineer  is  your 
mind. 
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SPECIAL  ILLUSTRATED  SECTION 

Showing  Some  of  the  Newest  Christmas  Furniture 


Suggesting 
Gifts  from 
Canadian 
Factories 


New  waste  paper  basket 
made  by  Elmira  Interior 
Woo'lwork  Co.,  Limited, 
Elmira. 


No.  415— New  gramophone  record 
cabinet  made  by  the  Knechtel 
Furniture  Co., Ltd.,  Hanover. 


Columbia  Graphophone  Co's. 
(Toronto)  "Mignonette" — 
essentially  a  good  Christ- 
mas gift. 


No.  48— Combination  secretary  and 
and  book  case  made  by  The  Knechtel 
Co.,  Ltd.,  Hanover. 


28 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Der-ftribcr.  IDl;") 


Two  (liners  with  Jacobean  twist 
from  a  new  suite  made  by  The 
Stratford  Chair  Co.,  Ltd.,  Strat- 
ford. 
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Now  for  a  Big  Christmas  Trade 


Coats  off  for  the  final  drive 


By  WILLIAM  J.  BRYANS 

THE  time  is  now  at  hand  for  the  dealer  to  doff  his  coat,  figuratively  speaking,  for  the  final 
drive  of  1915.   Business  has  been  well  maintained  all  along  the  line  during  the  entire  year, 
but  in  order  to  make  the  best  possible  showing  when  results  are  finally  tabulated,  it  is  essen- 
tial that  an  aggressive  campaign  for  business  be  conducted  from  now  until  the  turn  of  the  year. 

Christmas,  with  its  opportunities  for  increased  trade,  looms  up  prominently  on  the  business 
horizon  once  more.  It  is  hardly  necessary  to  elaborate  on  what  it  means  to  the  retailer.  This  has 
always  been  the  busiest  season  of  the  year  for  the  retailer,  and  there  is  no  reason  why  the  same 
thing  should  not  be  true  this  year,  in  spite  of  the  world's  war  that  is  now  raging.  A  good 
deal  of  money  has  been  coming  into  Canada  for  war  supplies,  to  the  benefit  of  industrial  centres, 
while  the  magnificent  crops  of  grain  harvested  this  year  mean  plenty  of  money  in  rural  sections. 
In  addition,  the  Christmas  spirit  will  arise  in  all  its  strength  this  year,  just  as  it  has  in  every 
ear  right  down  through  the  centuries,  bringing  with  it  increased  business  to  the  retailer,  espe- 
cially the  man  who  makes  a  real  genuine  effort  to  cash  in  on  the  opportunities  presented. 

The  dealer  who  would  get  his  full  share  of  the  big  annual  trade  harvest  would  do  well  to  go  after 
it  in  a  live,  aggressive  manner.  A  little  ginger  and  pep,  backed  up  by  enthusiasm  and  real  effort, 
during  the  remaining  portion  of  1915,  will  mean  much  in  the  final  reckoning.  All  branches  of 
business  endeavor  should  be  bolstered  up  and  worked  together  in  the  bid  for  business.  Advertis- 
ing, display  and  selling  staff  should  all  be  at  their  highest  standard  of  efficiency  and  working 
in  unison  with  the  one  big  end  in  view — that  of  getting  the  maximum  results,  both  in  point  of 
sales  volume  and  profitableness  out  of  the  remaining  portion  of  the  year. 

The  greater  part  of  the  business  journey  of  1915  has  been  completed.  We  are  now  on  the 
home  stretch,  vsdth  the  finishing  tape  already  in  sight.  Every  dealer  should  put  forth  a  supreme 
effort  from  now  until  the  end  of  the  year  to  come  under  the  wire,  a  winner.  A  little  effort  all 
along  the  line  during  this  period  may  mean  a  big  difference  in  the  year's  results.  It  is  worth 
working  for  and  putting  forth  a  strong  effort  to  secure.  Opportunities  are  not  lacking  by  any 
means  as  a  sizing  up  of  the  general  situation  in  Canada  at  the  present  time  will  drive  home  to 
the  dealer  in  a  convincing  manner.  \ 

Opportunity  is  calling  this  year,  as  usual,  and  it  behooves  the  dealer  to  rally  to  the  call, 
buckle  on  his  armor  of  endeavor,  and  go  forth  determined  to  secure  his  full  share  of  the  spoils. 
Canadian  Furniture  World  in  this  issue  aims  to  make  itself  a  valuable  assistant  for  the  dealer  in  hi.5 
Christmas  campaign.  In  the  following  pages  will  be  found  a  host  of  practical  hints  and  sugges- 
tions of  a  practical  nature,  gathered  from  coast  to  coast  by  the  editors  to  help  readers  in  their 
bid  for  a  big  Christmas  trade.  These  suggestions  cover  every  branch  of  business  getting,  and 
with  the  dealer's  own  ideas,  and  backed  up  with  the  proper  enthusiasm  and  effort,  should  make 
the  Christmas  campaign  a  most  successful  one. 
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"  'Twas  the  night  before  Christmas  "—a  living  room  scene  in  window  which  helped  sell  furniture  gifts  for  dealer  last  year. 


Making  Christmas  Window  Displays  Hustle  Sales 


special  efiorts  should  be  made  at  this  season— How 
to  decorate  —  Some  tips  —  What  others  have  done 


WHILE  Christmas  is  still  a  little  way  off,  to  the 
dealer,  his  advertising  man,  and  his  display 
man  it  is  very  near,  and  it  is  about  time  that 
some  definite  preparations  were  under  way.  At  no 
other  season  of  the  entire  year  is  careful  preparation 
and  planning-  so  necessary  as  during  the  holiday  sea- 
son. It  is  the  one  time  of  the  year  when  money  is 
spent  with  abandon,  and  there  is  plenty  of  business  for 
every  dealer  who  is  prepared  to  take  care  of  it,  but — 
that  dealer  who  is  best  prepared  is  surely  going  to  get 
the  biggest  share  of  this  business. 

Unfortunately  for  themselves,  there  are  many  dealers 
who  have  a  wrong  way  of  looking  upon  the  holiday 
business,  says  a  writer  in  the  Merchants '  Record.  They 
take  the  position  that  there  is  so  much  business  at 
Christmas  time  that  there  is  no  need  of  hustling  for  it— 
they  think  that  if  they  put  in  a  stock  of  holiday  goods 
the  public  will  buy  those  goods  and  that's  all  there  is 
to  it.  That  is  true  to  a  certain  extent,  but  it  is  also 
true  that  a  lot  of  intelligent  planning  and  hustling 
would  in  many  cases  enable  the  same  store  to  dispose  of 
a  stock  twice  as  large. 

Christmas  time  is  harvest  time  for  the  dealer,  and 
he  should  spare  no  effort  to  make  the  harvest  as  great 
as  possible.  Clever  planning  for  the  Christmas  season 
will  yield  greater  returns  than  at  any  other  time. 


ARTIFICIAL  CHRISTMAS  TREES. 

Little  Christmas  trees  scattered  over  the  store  on 
shelving  and  ledges  add  much  to  the  holiday  spirit  of 
the  store.  For  this  purpose,  "made"  trees  are  better  to 
use  than  natural  ones,  as  they  can  be  made  more  regu- 
lar in  contour  than  such  trees  usually  grow.  There  are 
many  ways  of  making  formal  Christmas  trees  with  nat- 
ural or  artificial  foliage.  Two  are  suggested  in  the 
little  sketch. 

F^g.  A  shows  a  straight  post  that  serves  as  the  trunk 
of  the  tree,  fastened  to  a  round  base  having  blocks 
nailed  to  the  bottom  side  to  make  it  stand  steady.  In 


the  upright  post,  holes  are  bored,  slanting  downward. 
These  holes  are  placed  as  close  together  as  may  be 
necessary,  and  the  twigs  and  branches  are  stuck  in 
them.  By  placing  the  holes  close  together  and  using 
thick  foliage  a  tree  such  as  is  shown  in  Figure  B  can 
be  made.  The  trunk  is  to  be  painted  to  give  it  a  rough 
appearance,  and  the  base  is  covered  with  moss. 

Fig  C  shows  another  simple  way  of  making  a  tree. 
In  this  case,  the  upright  trunk  is  pointed  at  the  top  and 
a  wooden  circle  is  placed  near  the  bottom.  This  is  then 


structure  of  small  Christmas  tree  for  decorative  purposes, 
described  in  accompanying  article. 

covered  with  a  cone  made  of  small  meshed  wire  netting, 
into  which  the  sprigs  are  to  be  woven. 

Trees  such  as  this  may  be  made  of  various  kinds  of 
preserved,  artificial  or  natural  foliage.  To  give  the 
proper  Christmas  effect,  some  of  the  pine  family  will 
answer  the  purpose  well.  Juniper  makes  an  excellent 
covering  for  small  trees  for  interior  decoration.  It  is 
a  good  green  and  the  form  of  the  branches  lends  an 
added  attraction  to  the  tree. 
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Val  ue  in  Window  Displays 


one  hand  on  tin;  breech,  while  in  the  distance  an  ofificer 
stands  with  a  pair  of  binoculars  watching  the  effect  of 
the  "fire."  Along  the  front  of  the  window  are  barbed 
wire  entanglements  and  the  background  is  of  boughs 
of  trees  to  give  the  out-door  effect. 


GOOD  display  begets  sales  for  the  dealer.  Every 
merchant  is  aware  of  the  fact,  or  should  be.  The 
department  sitores' — ^good  examples  for  the  smaller 
retailer  to  follow  in  most  lines  of  merchandising — recog- 
nize the  importaijice  of  good  display,  and  demonstrate 
their  faith  in  its  value  by  having  a  staff  of  men  to  de- 
vote their  time  entirely  to  display  work.  It  is  only 
necessary  to  walk  through  any  of  the  big  stores  to  be 
convinced  of  the  importance  placed  on  good  display 
Goods  are  played  up  so  as  to  best  appeal  to  the  eye  and 
induce  purchases. 


PATRIOTIC  WINDOW  DISPLAY 

The  present  is  a  good  time  to  feature  lines  in  a  pat- 
riotic way,  either  by  pushing  Canadian-made  goods 
or  by  setting  out  displays  with  the  conceived  idea  of 
picturing  a  patriotic  event. 

A  double-barrelled  effort  in  this  direction  is  the 
window  shown  on  this  page,  made  by  the  Blowey- 
Henry  Co.,  of  Edmonton,  Alta.  Mr.  Newson,  the 
manager,  in  telling  Canadian  Furniture  World  of  the 
window  display  said  it  attracted  considerable  atten- 
tion during  the  week  it  was  shown. 

The  Edmonton  Patriotic  Committee  put  on  a  cam- 
paign foT'  collection  of  funds  for  the  Canadian  Patriotic 
Fund  and  asked  the  merchants  to  put  in  a  patriotic 
window  to  boost  the  cause.  This  is  the  reason  of  the 
display.  The  photo  does  not  do  justice  to  the  window, 
which  was  a  very  effective  one,  but  it  gives  a  good  idea 
of  the  worth  of  the  dis])lay,  as  it  was  a  very  original 
idea. 

The  gun  (which  is  sixteen  feet  long)  is  made  of 
cork  linoleum ;  tops  of  extension  tables  are  used  for 
wheels.    The  gunner,  kneeling,  is  very  realistic,  with 


ATTRACTIVE  VACUUM  CLEANER  DISPLAY 

A  novel  window  <lisphiy  of  electric  vacuum  cleaners 
was  made  recently  by  Frank  Walker  in  his  furniture 
store  at  Hamilton.    A  battery  of  seven  machines  was 


Seasonable  hackgroiiiul  for  ChristmaBtide. 


ranged  as  a  background  and  the  floor  covered  with 
corn  meal  or  some  other  cereal,  with  the  name  of  the 
cleaner  written  in  it.  The  display,  which  was  a  simple 
one,  attracted  much  attention,  but  it  might  have  been 
improved  if  the  price  had  also  been  worked  in  the 
cereal  on  the  floor  and  a  couple  of  cards  strikingly 
worded  placed  at  either  end  of  the  window. 


The  hotel  clerk's  greatest  asset  is  his  ability  to  call 
iiis  patrons  by  name.  Not  the  least  of  the  desirable 
(|ualities  of  a  store  clerk  is  that  same  ability. 


Splendid  timely  window 
display  of  linoleum,  made 
by  The  Hlowey  -  Henry 
Co.,  of  Edmonton.  Alta., 
during  campaign  for  col- 
lection of  funds  for  the 
Canadian  Patriotic  Fund. 
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Christmas  Furniture 
Advertising 
That  Has  The 
Home  Thrust 


By  a.  B.  lever 


Something  Sensible 


For  Christmas  Gifts 

?yh^^'''i"  ~''°F°^^^^'^  Cabinet,,  Fancy 
Tables,  Jardiniere  Stands,  Card  Tables,  Celwette/ 

S.at  ia?',''.'/ If  l^l'  ''"^"^  and  Eockefs  in 
great  variety,  Kitchen  Cabuiets.  Ac. 

FOR  OHILDRBN-High  Chairs,  Rockers,  Kinder 
eajlen  3.t».  Rocking  Horses.  DoU  Beds.  Doll  Oar 
najes.  Doll  Sleighs.  &c 

MUSIC  DEPARTMENT -Piano.,  Organs,  Phono, 
(paphs,  Vlokns.  Banjos.  Music  SatcheU.  Ac. 

Dm  st.jrl'  nffcnls  lli,.  Iip.t  yrvioe  iMincn.w 
'■ll'.'-'lL.  '0  g"  Ihrougii. 


SWINTONS. 

The  Home  Futnishers    OpposUo  Public  Library 


Useful  Gift 
Giving 


Chiistmas  gifts  that 
are  useful  as  well  as  or 
namental  are  more  ap 
predated. 

fWrfiu  gWu.  »e  have  aehxUKi 
tht  follow  tot;, 

Uowj)  QaUts  »9.  87.  tlO.  011  «», 

iiMCT.  27  I  04  IB.,  sa.oo,  Qajio 


Mlrrope.  Sl.rjO  to  910.00 


McfAUl 

Oarpet  Warehtrajses 


Useful  Presents 


Have  You  Seen  Our  Wonderful  Gifts  ? 
Everything  You   Need   for  the  Home. 

li  Chrvtmas  OnusuiU  ii  li  iii:ce?tj[v  (Of  \mi  iu  make  VO 
m.Micy  rai  a  possihli:     I  his  can  K  d,-n.j  by  commt;  to' this 

lore.  H  JS  i,  well  known  fact  that  We  Are  !0  per  cent.  Ch»p«f 
liijQ  lip  lovvn,  Simply  because  our  expenses  arc  lo*er.  being  out 
01  Uk'  !ii£h  rent  zont. 

Cr.--        Choose  ^our  Gifts  (rc>m  nur  large  and  varied  slock 


5'  tiTid  B^^droom  Suit 
riB  Cholia 
L.Dfary  Inblea 

ELrjcIl's  Csfpe*  Sweepers 
ci  and  Heater's 

:r.pO(;:i 


Dinner  SeU 
Cbbia 

CarpeU  and  Rug> 
Bookcase* 

Chi1<lr«n's  Tori.  Sleighs,  Dafl 
Buggies. 


J.  W.  BURGESS 

THE  EAST  END  STORE 
5;:8,  330,  332  Colborne  Street,  Brantford 

Opfn  E»tD  nc>  Unt.l  9  o  Clorl,                     Bell  -Phoo.  1551 
 J 


THE  principal  thing  which  determines  Avhether  an 
advertisement  is  good  or  bad  is  its  point. 
A  pointless  advertisement  is  about  as  useless 
as  a  pointless  sword.  No  matter  what  space  it  oc- 
cupies it  will  never  make  a  home  thrust.  And  it  is 
the  home  thrust  that  brings  the  business. 

In  preparing  eopy  for  Christmas  gift  advertising 
it  is  particularly  desirable  that  it  should  possess  the 
capacity  for  making  the  "home  thrust." 

Among  the  several  -branches  of  the  retail  trade, 
there  are  probably  none  that  turn  out  better  advertising 
copy  than  that  appertaining  to  the  furniture  business. 
Many  of  the  retail  furniture  men  are  model  advertisers. 
They  realize  the  importance  of  pointedness  and  they 
know  how  to  make  it. 

But  it  is  quite  evident,  judging  from  some  of  the 
advertisements  appearing  from  time  to  time  in  the 
newspapers,  that  there  are  retailers  here  and  there 
who  either  do  not  realize  the  essentials  of  effective 
advertising  or  do  not  take  the  time  to  prepare  copy 
that  will  be  effective. 

The  preparation  of  effective  advertising  does  not 
demand  the  skill  of  a  genius  who  can  turn  fine  and 
philosophical  phrases.  All  it  requires  is  thought,  plus 
practical  business  commonsense,  and  the  ability  to  ex- 
press in  simple  language  the  words  necessai'y  to  build 
up  the  advertisement.  And  I  do  not  believe  there  is 
a  man  in  the  furniture  trade  whose  j^owers  are  inade- 
quate for  this  task. 

There  are  undoubtedly  some  who  think  they  cannot 
prepare  effective  advertising  eopy.  But  they  think  so 
because  they  haven't  made  up  their  minds  to  undertake 
the  duty. 

There  isn't  a  man  in  the  furniture  trade  to-day  who 
cannot  give  some  kind  of  a  selling  talk  to  a  customer 
when  he  or  she  enters  the  store.  All  dealers  may  not 
be  first-class  salesmen,  but  all  dealers  have  the  faculty 
of  effecting  sales.  They  wouldn't  be  in  business  if  they 
hadn't. 

It  naturally  follows,  therefore,  that  he  who  can  sell 
furniture  by  word  of  mouth  can  sell  it  through  the 
advertisement  if  he  will  put  upon  paper  in  concrete 
form  the  language  he  employs  when  talking  to  a  cus- 
tomer in  his  store. 

Advertising,  in  its  essence,  is  store  news. 

Even  people  Avho  are  looking  for  articles  suitable 
for  Christmas  gifts  are  not  interested  in  an  adver- 
tisement which  does  not  possess  the  essential  point.  If 


it  possesses  the  point  they  are  immediately  arrested 
by  it. 

It  does  not  matter  whether  the  phrases  are  nicely 
tui'ned  or  not.  The  essential  thing  to  them  is :  Does  it 
contain  information  about  the  lines  which  the  adver- 
tiser has  in  his  store  which  are  suitable  for  Christmas 
l^resents  and  the  prices  at  which  they  are  obtainable? 
It  is  facts  they  are  looking  for  and  not  theories. 

There  are  some  who  seem  to  think  that  an  advertise- 
ment must,  in  order  to  be  i^otent,  occupy  larger  space. 
All  things  being  equal,  the  larger,  of  course,  the  space 
occupied  the  better.  But  it  is  by  no  means  essential. 
It  is  certainly  advisable  that  an  advertisement,  in 
addition  to  being  well  written,  should  stand  out  well. 
I  have  seen  advertisements  even  as  small  as  one  inch 
in  depth  which  the  eye  could  scarcely  overlook. 

Illustrations  naturally  increase  the  effectiveness  of 
a  Christmas  advertisement,  because  of  their  psycho- 
logical properties.  And  as  they  can  as  a  rule  be  ob- 
tained from  manufacturers  without  cost  to  the  dealer,  it 
is  advisable  that  they  .should  be  used  when  possible. 
But  it  is  not  really  essential. 

A  really  good  advertisement  can  be  prepared  with- 
out the  use  of  a  single  illustration,  but  by  the  use  of 
one  or  more  illustrations  it  can  be  made  better. 

The  examples  herewith  given  furnish  a  good  idea 
as  to  how  effective  advertisements  can  be  obtained 
with  or  without  the  use  of  illustrations.  "You  pays 
your  money  and  you  takes  your  choice." 

At  any  rate  make  some  choice.  In  other  words,  do 
some  advertising  during  the  holiday  season.  Cive 
it  thought,  do  it  well  and  it  will  pay  you. 


Detroit,  Mich.,  boasts  of  the  largest  chair  factory  in 
the  country.   It  uses  8,000,000  feet  of  lumber  annually. 


THE  MAN  WHO  WOULD  NOT  ADVERTISE 

There  was  a  man  in  our  town, 
And  he  was  wondrous  wise, 

He  swore  hy  aU  the  dogs  that  he 
He  would  not  advertise. 

At  last  one  day  he  advertised, 

And  thereby  hangs  a  tale: 
The  ad.  was  set  in  nonpareil 

And  headed  "Sheriff's  Sale." 
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Collins'  Course  in  Show  Card  Writing 


25th  of  a  series  of  articles 
specially  prepared  for  this 

Journal. 


Brush  Exercises.  Fig.  36  shows  a  number  of  exer- 
cises that  are  well  adapted  to  familiarize  one  with 
handling  the  brush.  The  special  object  of  these  is  to 
provide  practice  in  turning  and  twisting  the  brush  in 
the  fingers  while  working.  Some  card  writers  prefer 
to  hold  the  brush  between  the  thumb  and  first  and 
second  fingers,  as  shown  in  Fig.  37.  They  are  able  to 
obtain  better  results  by  this  method.  They  find  it 
much  easier  to  turn  or  twist  the  brush  when  held  this 
way  than  if  held  between  the  thumb  and  first  finger,  as 
one  holds  a  pen  or  pencil  when  writing.  In  reality, 
by  this  method  you  should  take  the  brush  between  the 
thumb  and  second  finger,  holding  the  first  finger  clear, 
then  drop  the  first  finger  into  place  as  a  sort  of  assist- 
ant to  the  second  finger.  The  brush  should  rest  more 
upon  the  ball  of  the  first  phalanx  of  second  finger 
than  is  shown  in  the  illustration.  If  you  will  experi- 
ment with  both  methods  of  holding  it,  that  is  the 
one  just  described  and  the  one  holding  in  the  ordinary 
way,  like  a  pen  or  pencil,  you  will  soon  determine  which 
way  you  prefer.  Try  such  exercises  as  Nos.  33,  34,  35, 
36  6f  Fig.  36,  for  with  these  the  brush  must  be  turned 
gradually  while  the  "sweep"  is  being  made. 

For  practice  it  may  be  well  to  continue  the  sweeps 
even  further  around  than  shown  in  the  illustrations. 
The  arrows  indicate  the  direction  of  the  strokes.  Note 
that  the  strokes  are  all  about  the  same  width.  This 
evenness  of  width  can  be  accomplished  only  by  turn- 
ing the  brush  in  the  fingers  while  working  with  it. 
By  this  method  of  twisting  the  brush  you  will  save 
much  time  in  making  letters  that  have  curves  in 
them. 

The  straight  lines,  Nos.  39,  40,  41  and  42  are  exer- 
cises for  vertical  and  diagonal  strokes.  These  may 
be  considered  one-stroke  exercises,  but  39  and  40  are 
given  to  illustrate  that  with  a  wide  stem  it  is  sometimes 
necessary  to  make  two  strokes.  No.  40  shows  these 
two  strokes  finished  at  top  and  bottom  with  a  cross- 
stroke  of  the  brush,  the  direction  being  indicated  with 
arrows.  Nos.  41,  42,  used  in  such  letters  as  A  V  W 
X  Y  Z,  etc.,  would  be  treated  the  same  at  top  and 
bottom. 

The  other  "0  G"  exercises,  36  to  38  and  44  to  46,  do 
not  work  into  lettering  so  much,  but  they  are  splendid 
practice  in  giving  free  action  to  the  fingers.  The 
brush  must  be  turned  while  the  stroke  is  being  made  to 
accomplish  this  effect. 

If  these  exercises  are  practiced  many  times  over,  one 
is  sure  to  profit  greatly  by  them.  They  will  insure 
great  rapidity,  ease  of  action  and  confidence  in  man- 


ipulating the  brush.  Fill  many  .sheets  of  practice  paper 
with  them  and  the  time  will  be  well  spent. 

ALPHABETS 

The  four  lower-case  alphabets  shown  this  month  are 
a  most  practical  type.  Plate  46  is  a  very  neat,  clean- 
cut,  classy  design  and  matches  the  upper-case  alpha- 
bet shown  in  the  September  number  of  this  journal. 
The  style  is  a  little  too  fancy  for  general  use  on  a  card, 
and  should  be  confined  to  special  words  or  lines  that 
need  emphasis.  It  will  look  well  in  any  color,  but 
shows  to  best  advantage  in  darker  shades  on  account 
of  the  thin  lines. 

Plate  47  is  a  fanciful  design  that  can  be  adapted 
to  general  uses.    The  formation  is  somewhat  extrava- 


Fig. 836.— Practice  strokes  to  familiarize  brush  handling. 

gant,  but  it  is  not  hard  to  execute  and  reads  easily, 
which  is  an  important  matter.  It  is  a  one-stroke  de- 
sign. 

Plates  48  and  49  are  splendidly  adapted  for  general 
use.  They  are  quickly  and  easily  made,  as  the  slant 
is  one  to  which  we  have  long  been  accustomed  in  our 
ordinary  writing.  This  slant  seems  to  be  most  natural 
in  writing  or  letter  making.  Both  these  examples  are 
one-stroke  designs  and  can  be  used  where  a  great  deal 
of  matter  goes  on  a  card  or  for  unimpoi'tant  lines.  The 
only  difference  between  the  two  plates  is  49  is 
"blocked,"  that  is,  has  the  cross  strokes  at  top  and 
bottom. 


PROSECUTING  FRAUDULENT  DEBTORS 

The  Canadian  Credit  Men's  Association  is  investigat- 
ing supposed  fraudulent  transactions,  and  where  the 
evidence  warrants,  bringing  the  offenders  to  justice. 
The  latest  case  comes  from  Calgary,  Alta.  Mayers  & 
Davidson,  of  that  city,  insolvent  debtors,  were  arrested 
at  the  instance  of  The  Credit  Men's  Association,  the 
charge  being  that  they  had  removed  goods  from  their 
store  prior  to  making  an  assignment,  with  the  object 
of  defrauding  their  creditors  to  the  extent,  at  any  rate, 


abodefghijklmn 
opq  ra^t  u  vw35y2;? 

Plate  46.— A  fancy  letter  for  special  use. 
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aa  b  Cx  6  e^e^-^g  b  hi]  kj 
I)ew6tyle/  CeiPp^  ?  §^ 

Plate  47.  — Semi-fancy  style  suitable  for  general  use. 

slilble,  too,  and  can  run  front  or  back,  the  hood  'being 
refve'rsed  by  simply  throwing  it  over.  The  "gomdol'a*' 
comes  in  reed  only,  but  may  be  had  in  four  dliffefrent 
styles  and  trims. 

The  Sid'Avay  Co.  also  miake  an  extemsi've  and  attrac- 
tive line  of  eomlbination  -vvO'cd  aaid  reed  ciarrialges. 
They  are  sliowdnig,  too,  for  the  first  time,  the  "Vic- 
toria" hood.  Its  loick  joint  alJowis  a  larger  hood  to 
be  made  and  the  whole  hood  has  a  decidedly  hand- 
some appearance. 

The  JSidvvay  collapsible  cart,  with  doiihle  leaf  sus- 
pension and  adjustable  spring  gives  just  as  much  com- 
fort to  the  child  of  two  years  as  to  the  baby  of  a  few 
Dionths.  ''['his  cart  in  future  will  be  equipped  with  the 
niewly  patented  unbreiakalble  steel  wheel,  mlade  in  one 
cast,  and  which  has  successfully  stood  a  test  of  1,800 
pounds. 


PACKING  PARCELS  FOR  SOLDIERS 

The  post  office  department  at  Ottawa  has  sent  out 
for  publication  the  following  instructions  for  the  pack- 
ing of  parcels  for  soldiers  at  the  Front : 

The  public  is  urged  to  exercise  every  care  in  packing 
parcels  for  the  troops,  as  eareful  packing  is  absolutely 
essential  to  ensure  delivery  of  the  parcels  in  good  order. 
Parcels  sent  abroad  require  a  higher  standard  of  pack- 
ing than  is  necessary  in  the  Canadian  parcel  post,  and 
this  applies  with  even  greater  force  to  parcels  for  the 
troops.  Those  which  are  inadequately  packed  run 
great  risk  of  damage  or  loss  of  contents.  Thin  card- 
board boxes,  such  as  shoe  boxes,  and  thin  wooden  boxes, 
should  not  be  used ;  nor  does  a  single  sheet  of  ordinary 
brown  paper  afford  sufficient  protection.  The  follow- 
ing forms  of  packing  are  recommended. 

(1)  Strong  double  cardboard  boxes,  preferably  those 
made  of  corrugated  cardboard,  and  having  lids  which 
completely  enclose  the  sides  of  the  boxes. 

(2)  Strong  wooden  boxes. 


Plate  48.— One-stroke  alphabet  for  general  use. 


of  the  goods  removed.  Wind  of  this  transaction 
reached  the  manager  of  the  association  at  Calgary,  with 
the  result  that  he  engaged  a  private  detective,  who  al- 
most on  the  first  night  of  his  vigil  discovered  traces  of 
the  supposed  transaction.  Mayers  and  Davidson  and  one 
of  their  clerks  were  arrested,  and  at  the  trial  held  in 
Calgary  recently  the  principals  were  sentenced  to  six 


Illustration  showing  how  to  hold  the 
brush.  Note  position  of  second  finger. 


months  in  the  Lethbridge  penitentiary,  and  the  clerk, 
having  pleaded  guilty,  was  sentenced  to  four  months 
in  the  same  institution.  The  goods  removed  by  the 
defaulters  in  the  meantime  had  bpen  sold  by  them,  but 
the  association  has  now  recovered  same,  an  amount  of 
$2,900. 


NEW  SIDWAY  BABY  CARRIAGES 

One  of  the  specially  attractive  features'  of  the  recent 
New  York  furniture  show  was  the  new  "Grondola" 
balby  cairrdiage,  m'ade  and  shown  for  the  first  time  by 
the  Sidway  MeTcantile  Co.,  of  Elkhorn,  Ind.,  and  Grod- 
erich,  Ont.  It  has  a  boat-shaped  Cgondola)  body,  hence 
its  Tomrm,  'being  the  same  front  and  'back.    It  is  rever- 
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opoTsiuvwxi/yz 

Plate  19.— Blocked  one-atroke  alphabet  for  general  use. 


(3)  Several  folds  of  stout  packing  paper. 

(4)  Additional  security  is  afforded  by  an  outer 
covering  of  linen,  calico  or  canvas,  which  should  be 
securely  sewn  up. 

The  address  of  the  parcel  should  be  written  in  ink 
on  the  cover  preferably  in  two  places.  The  address 
of  the  sender  of  the  parcel  should  also  be  stated,  in 
order  that  it  may  be  returned  if  undeliverable.  The 
contents  of  the  parcel  should  be  stated  in  writing  on 
the  cover. 

In  the  case  of  parcels  sent  to  the  Mediterranean 
force,  they  should  be  very  strongly  packed.  They 
should  be  as  nearly  round  as  possible,  and  well  padded 
with  shavings,  crumpled  paper,  or  similar  protective 
material.  The  outer  covering  should  consist  of  strong 
linen,  calico  or  canvas,  and  should  be  securely  sewn 
up.  The  use  of  wooden  or  metal  boxes  with  square 
corners  is  undesirable,  as  parcels  so  packed  are  liable 
to  injure  other  parcels  in  transit.  No  perishable  ar- 
ticles should  be  sent,  and  anything  likely  to  become 
soft  and  sticky,  such  as  chocolates,  should  be  enclosed 
in  tins.  Parcels  merely  wrapped  in  paper  or  packed 
in  thin  cardboard  boxes,  such  as  shoe  boxes,  cannot  be 
accepted. 


DEATH  OF  FURNITURE  TRAVELER 

The  death  of  one  of  On  t  a  no's  oldest  and  best  known 
commercial  travelers  occurred  recently,  when  Edwin 
Boat  passed  away  at  his  home  in  Berlin,  Ont.  He  was 
born  in  that  city,  and  was  in  his  sixty-ninth  year.  Dur- 
ing the  past  twenty-eight  years  he  had  been  repre- 
senting the  D.  Hibner  Furniture  Co.,  and  previous  to 
that  time  traveled  extensively  throughout  the  Dom- 
inion and  the  States  for  the  Jacob  Y.  Shantz  Button 
Works.  He  was  buried  with  Masonic  honors.  He  is 
survived  by  two  sisters,  Mrs.  Hannah  Huber,  New  York 
city,  and  Mrs.  Mary  Waugh,  Guelph.  Three  daughters, 
Florence,  Margaret  and  Laura  of  Berlin,  and  one  son, 
Edwin  Charles,  Philadelphia,  also  survive. 


HAMILTON  MERCHANTS  HELP  SOLDIERS 

The  retail  merchants  of  Barton  Street,  Hamilton, 
some  thirty  or  forty  in  number,  have  formed  an  as- 
sociation to  provide  little  luxuries^ — fruit,  candies  and 
cigars — for  the  returned  invalided  soldiers  resident  in 
Victoria  Convalescent  Home,  which  is  located  on  Bar- 
ton Street,  opposite  the  Faulkner  Furniture  Co.'s  store. 
Every  month  the  members  contribute  a  dollar  apiece, 
so  that  some  $30  or  $40  worth  of  tobacco  or  dainties 
is  distributed  among  the  soldier  boys. 

The  organization,  too,  has  helped  make  a  better  and 
friendlier  feeling  among  all  the  merchants  on  Barton 
Street.    H.  W.  Simpson,  of  the  Faulkner  Furniture  Co., 


is  secretary.  A  druggist,  J.  A.  Zimmerman,  is  presi- 
dent; W.  Connor,  jeweler,  is  vice-president;  and  J.  A. 
Laird,  manager  of  the  branch  Royal  Bank,  is  treasurer. 


DEATH  OF  MRS.  D.  KNECHTEL 

Mrs.  Daniel  Kuechtel,  wife  of  the  president  of  the 
Knechtel  Furniture  Company  and  of  the  Hanover  Port- 
land Cement  Company,  died  at  her  home  in  Hanover, 
Ont.,  on  Nov.  IJ),  of  heart  failure,  preceded  by  a  para- 
lytic stroke.  She  was  69  years  of  age.  Besides  her 
husband,  three  children  are  left :  J.  H.  Knechtel,  man- 
aging director  of  the  Knechtel  Furniture  Company ; 
J.  E.  Knechtel,  and  Mrs.  Herman  Gruetzner,  all  of 
Hanover.    The  body  was  buried  in  Hanover  cemetery. 


DU  PONT  FABRIKOID 

The  Du  Pont  Fabrikoid  Co.,  Inc.,  of  Toronto,  Ont., 
and  Wilmington,  Del.,  have  put  out  in  booklet  form 
about  a  dozen  different  samples  of  "fabrikoid."  These 
samples  represent  some  of  the  most  popular  colors  and 
grains  in  "Craftsman"  quality.  Fabrikoid  is  made 
in  several  different  grades  for  different  purposes,  and 
in  a  much  wider  variety  of  colors,  grains  and  finishes. 
The  samples  give  a  very  fair  idea  of  the  excellent 
quality  of  ' '  fabrikoid. ' ' 


CANADIAN  CHAIR  MANUFACTURERS  ORGANIZE 

Announcement  is  made  that  the  chair  manufacturers 
of  Canada  have  organized  under  the  name  of  Dominion 
Association  of  Chair  Manufacturers.  They  have  adopted 
a  constitution  and  by-laws  similar  to  the  National  Asso- 
ciation of  Chair  Manufacturers  of  the  United  States. 
J.  G.  Hay,  of  Owen  Sound,  has  been  appointed  tem- 
porary secretary. 


"INVALUABLE  TO  OUR  BUSINESS" 

Sminyside,  P.E.I. 
Canadian  rtmiitaire  World  and  The  Undertaker, 

Toronto. 

I  wish  very  much  to  thiank  you  for  your  prompt 
reply  to  my  enquiry  of  so'me  time  aigo,  wihich  I  regret 
was  overlooked,  an  oversight  on  my  part. 

I  received  the  catalogues  and  got  a  ver,y  nice  line 
of  goods  from  these  people.  Thanks  to  the  Furniture 
World  and  The  Undertaker,  wfhich  I  find  invaltiable 
to  ho-th  branohes  in  our  business.  I  always  look  for- 
ward to  getting  the  paper,  which  I  always  read,  and 
find  the  suggestions  very  useful. 

Thanking  you  aigain  and  wishing  you  every  success, 
I  am. 

Yours  truly, 
(Signed)  H.  A.  COMPTON. 
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Knobs  of  News 


The  London  Furnitnre  Co.,  London,  Ont.,  has  discon- 
tinued business. 

C.  F.  Washburn  has  opened  a  furniture  and  hardware 
store  at  Bowden,  Alta. 

Keene  Bros.'  furniture  store  at  London,  Ont.,  was 
damaged  by  fire  recently. 

J.  A.  Benson  &  Son  have  diseontinued  their  furni- 
ture business  at  Assiniboia,  Sask. 

Fire  in  the  business  section  of  Sorel,  Que.,  burned  out 
the  furniture  store  of  L.  P.  Cardin. 

Jacob  Albert  has  registered  a  furniture  business  at 
Montreal  under  the  title  "Albert's  Reg." 

M.  B.  Judson  has  sold  his  retail  furniture  business 
at  ICingston,  Ont.,  to  the  Gibbard  Furniture  Co. 

The  Lewis  Furniture  Co.,  Ltd.,  Winnipeg,  have  sold 
their  stock  to  The  T.  Baton  Co.,  Ltd.,  of  the  same  place. 

C.  J.  Searight,  furniture  dealer  and  undertaker  at 
Norwood,  Ont.,  has  sold  his  business  to  Hugh  Mc- 
Donald. 

J.  M.  Burgess,  the  Brantford,  Ont.,  furnitiire  dealer, 
has  removed  his  business  to  new  quarters  on  Colborne 
Street  in  the  same  city. 

A.  B.  Cahoon,  Cedar  Rapids,  Mich.,  visited  Van- 
couver recently  to  look  into  the  fjuestion  of  establish- 
ing a  furniture  faetory. 

The  Union  Ftirniture  factory  at  Wingham;  Ont., 
which  has  been  idle  for  some  time,  is  expected  to  open 
up  again  on  a  large  order  for  shell  boxes  . 

The  Office  Speeialty  Co.,  Newmarket,  Ont.,  is  work- 
ing on  a  special  munition  box  -war  order,  with  the 
factory  running  overtime  to  increase  the  output. 

G.  T.  Goheen,  furniture  dealer  and  undertaker,  at 
Campbellford,  Ont.,  has  sold  his  business  to  R.  B. 
Goheen,  the  former  going  into  the  hotel  business  in 
that  town. 


WEDDING  BELLS 

Chas.  A.  Moore,  manager  and  seeretary-treasurer  of 
the  Stratford  Mfg.  Co.,  Ltd.,  Stratford,  Ont.,  was  mar- 
ried on  October  27th  to  Miss  Myrtle  Beulah  Harris. 
Congratulations. 


PETERBOROUGH  MATTRESS  FACTORY  BURNED 

One  of  the  worst  fires  in  the  history  of  Peterborough 
destroyed  the  building  and  plant  of  the  Peterborough 
Mattress  Company  last  month.  How  the  fire  started 
could  not  be  learned,  but  it  is  thought  that  sparks  from 
one  of  the  knitting  machines  ignited  some  wool  pick- 
ings. The  fire  raged  on  the  lower  floor,  and  in  the 
roof,  simultaneously,  so  that  it  was  difficult,  in  the  face 
of  the  smoke,  to  really  ascertain  where  to  play  the 
hose. 

James  Ellis  and  Bruce  Quinn  were  in  partnership  in 
the  Peterborough  Mattress  Co.,  and  were  doing  a  good 
business.  This  is  the  second  time  for  the  company  to 
be  burned  out.  The  damage  will  not  be  under  $5,000 
at  the  least,  as  all  the  stock  was  lost,  besides  the 
building. 

BEDDING  NOTES 

The  Dominion  Brass  and  Iron  Bedstead  Co.  is  the 
name  of  the  new  concern  which  has  started  business 


in  Montreal.  They  will  specialize  in  brass  and  iron 
bedsteads  and  cribs,  as  well  as  costumers.  They  will 
occupy  the  premises  formerly  held  by  the  S.  Weisglass 
Limited,  1620  Clarke  Street. 

There  are  fifty  mattress  factories  in  Chicago. 


V7H0  TOOK  THE  AUTOMOBILE? 

Traveleirs  from  the  West  report  an  umisaiafl  eiretim- 
stance  at  Windsor  which  happened  to  Mr.  Brody,  of 
Baum  &  Brody,  furniture  dealers  of  that  city.  His 
automofbile  was  taken  from  in  front  of  his  store  one  day 
recently.  He  informed  the  police  and  advertised  for 
the  ear  in  the  local  daily.  Next  morning  vp'hen  he  came 
down  to  open  the  store  he  found  the  auto  istandimig 
and  eicvered  v\'ith  mud.  He  spent  a  couple  of  dollars 
to  (have  it  cleaned  and  then  locked  it  up  in  has-  garage. 
Next  morning  when  he  got  to  his  store  he  found  an- 
other ante,  this  one  also  covered  witih  mud.  He  dadta't 
spend  money  to  have  it  cleaned,  but  turned  it  over  to 
the  police. 

Mr.  Brody  says  it  pays  to  advertise. 


HUNTING  THE  HUN 

Another  furniture  man  is  doing  "  his  bit"  at  the 
Front.  Reg.  Sears,  the  secretary-treasurer  of  the  Pres- 
ton Furniture  Co.,  Ltd.,  Preston,  Ont.,  who  has  been 
connected  with  that  company  for  the  past  seven  years, 
enlisted  as  a  private  in  the  4th  Canadian  Mounted 
Rifles  and  has  been  in  England  for  several  months, 


 i 


Reg.  Sbarb 

Secretary -treasurer  Preston  Furniture  Co.,  Ltd. 

and  is  now  believed  to  be  "somewhere  in  Finance." 
Mr.  Sears  was  an  active  worker  in  all  local  patri- 
otic movements  before  enlisting,  and  immediately  after 
the  sinking  of  the  "Lusitania, "  last  May,  he  threw  up 
his  civilian  "job,"  which  was  a  responsible  one,  and 
donned  the  khaki.  All  furniture  men  who  know  him 
will  wish  him  "good  luck." 
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Carpet  Department 


The  imitation  Persian  rugs  manufactured  on  an  in- 
creasingly large  scale  in  the  Smyrna  district  and  Asia 
Minor  are  to  a  certain  extent  breaking  in  upon  the 
Persian  rug  industry.  These  rugs  are  made  any  size, 
pattern,  or  color  desired  by  the  market,  whereas  the 
real  Persian  rugs  are  made  in  private  houses  by  in- 
dividuals owning  their  own  looms  who  refuse  to  change 
their  sizes,  colors  or  designs.  Most  of  the  rugs  are 
made  by  Moslem  women  and  girls,  and  it  is  difficult 
if  not  altogether  impossible  for  an  outsider  to  control 
the  making  of  the  rugs  in  any  particular.  As  a  general 
rule,  the  Persian  rugs  are  in  dark  and  sombre  colors, 
whereas  at  present  the  demand  is  for  the  lighter  shades. 
In  order  to  maintain  the  high  standard  of  value  and 
durability,  and  to  discourage  the  use  of  aniline  dyes 
in  the  manufacture  of  rugs,  the  Persian  Government 
has  placed  an  export  duty  of  6  per  cent,  on  all  rugs 
in  which  aniline  dyes  are  used. 


TO  FURTHER  CANADIAN  TEXTILE  INDUSTRY 

The  Can'adian  Textile  Association  has  been  formed 
with  Mr.  P.  Barry  Hayes,  president  of  the  Toronto  Car- 
pel; Compiany,  as  president ;  Mr.  Jas.  Kendry,  president 


F.  Barry  Hayes 
Toronto  Carpet  Co., 
President  Textile 
ARsociation. 


( Courtesy  of  Inter- 
national Press. ) 


and  managing  director  of  the  Auburn  Woolen  Com- 
pany, at  Peterboro,  Ont.,  as  vice-president;  and  Mr. 
T.  D.  Wardlaw,  manufacturers'  agent,  Toronto,  Ont.,  as 
secreitary-treasurer. 

The  object  of  this  association  is  primarily  to  further 
the  interests  of  the  textile  industry  in  connection  with 
the  granting  of  war  contracts. 


HOW  TO  DISTINGUISH  CARPETS 

Few  salesmen,  says  an  authority,  know  how  carpets 
are  made  and  the  Jacquard  loom  is  like  a  Chinese 
puzzle  outside  the  factory.  Brusisels  carpets  have  a 
round  "pile,"  and  are  really  similar  to  uncut  velvet, 
the  back  being  made  of  linen,  the  woolen  thread  forming 
the  pattern,  being  thrown  up  on  the  right  side.  Wil- 
ton differs  very  little  from  Brussels,  in  tihe  making, 


but  has  the  pile  cut.  Both  are  expensive  but  are  also 
very  durable,  which  makes  Ihem  less  co.stly  in  the  iong 
nm.  The  dust  does  not  sift  through  and  may  be  easily 
brushed  off,  or  removed  by  vacuum  cleaners.  The  Wil- 
ton is  more  expensive  to  manufacture,  and  many  people 
I-refer  it  because  of  the  added  beauty  of  the  cut  pil" 
The  Jacquard  loom,  so-called  from  its  inventor,  is 
used  for  ingrains,  which  are  noAV  comparatively  little 
used,  the  heavier  grades  being  mainly  in  demand  for 
churches  and  public  halls. 


STOCK  RUGS  IN  ROLLS. 

Tn  a  prominent  Cincinnati  store  the  entire  rug  stock 
is  rolled  on  poles  and  placed  in  a  leaning  position 
against  the  walls.  Upon  asking  the  reason  for  this 
mode  of  stock-keeping,  the  buyer  replied  that  he 
thought  it  the  best.  The  air  in  his  city  was  so  full  of 
soft  coal  smoke,  he  added,  that  no  other  means  of  keep- 
ing the  stock  seemed  (|uite  as  satisfactory. 

"I  tried  having  my  stock  in  piles,  as  many  other 
stores  do,  and  T  don't  like  it,"  he  continued,  "for  the 
rugs  in  one  pile  could  be  shown  to  only  one  customer 
at  a  time,  and,  at  that,  the  services  of  two  men  were 
desirable,  if  not  imperative.  Now,  by  keeping  my  stock 
in  this  way,  T  find  one  man  can  wait  on  a  customer  nn- 
aided,  inasmuch  as  a  single  rug  is  easily  handled,  even 
in  the  largest  stock  sizes.  Furthermore,  a  customer 
likes  to  see  the  rug  unrolled  before  her. 

"It  is  much  the  same  way,  to  my  mind,"  continued 
the  department  head,  "in  selling  a  good  domestic  rug 
as  in  selling  a  fine  Oriental.  If  the  customer  sees  the 
rug  unfolded  or  unrolled,  as  the  case  may  be,  she  is 
more  imprcvssed  with  it  than  if  it  were  merely  the  next 
one  in  the  pile  turned  up  for  her  inspection. 

"I  also  find  that  while  one  salesman  is  showing  a 
half  dozen  to  a  dozen  rugs,  say,  of  floral  design,  an- 
other salesman  can  be  showing  rugs  of  the  same  quality 
of  medallions  perhaps,  or  plain  centres,  or  whatever; 
and  neither  customer  has  to  wait  until  the  other  gets 
through  before  she  can  see  what  we  have  to  offer. 

"I  know  some  of  the  stores  accuse  us  of  being  old- 
fashioned  in  showing  our  goods  this  way,  but  our  cus- 
tomers like  it;  and,  after  all,  that's  the  main  thing." 


COTTON  TO  REPLACE  JUTE? 

Cotton,  it  is  expected,  will  replace  jute  in  the  manu- 
facture of  burlap  because  of  the  war.  Manufacturers 
of  burlap  use  jute,  brought  in  a  raw  state  from  India. 
Scotland  is  the  only  European  country  which  manufac- 
tures burlap.  Burlap  is  necessary  for  shippers  and 
packers,  and  for  some  time  experiments  have  been 
made  with  cotton  as  a  substitute  for  jute,  with  some 
success. 


THE  JANUARY  FURNITURE  EXHIBITIONS 

Representatives  are  engaged  at  present  in  looking 
for  a  suitable  building  at  Toronto  in  which  to  hold 
the  annual  furniture  exhibition  in  January.  A  deci- 
sion has  not  yet  been  arrived  at,  nor  has  either  Berlin 
or  Stratford  been  heard  from  as  to  particulars  of  exhi- 
bitions to  be  held  in  those  cities. 


J.  A.  Benson  &  Son  are  discontinuing  their  furniture 
busine^§  ftt  Assiniboia,  Sask, 
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Three  giants  among  the  great 
ones  in  pianoforte  music 


'1 


When  piano  men  secure  Hofmann's,  or  Godowsky's,  or 
Scharwenka's  endorsement  of  a  certain  make  of  piano, 
they  advertise  it.  That  should  give  you  some  conception  of 
the  market  for  records  which  these  masters  of  the  pianoforte 
not  merely  endorsed  but  made. 

The  same  with  Bonci — with  Ysaye,  Destinn,  Casals, 
Fremstad,  Seagle,  Garden,  Ferrari  -  Fontana,  Claussen, 
Nielsen,  Parlow,  Slezak,  Zenatello  and  scores  of  others. 

What  you  intend  to  do  is  the  next  thing. 

We  know  what  we  are  ready  to  do  any  time  you  say. 
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Furniture  Making  in  the  Maritime 

According  to  a  recent  report  issued  by  the  Factory 
Branch  of  the  Department  of  Agrieviltnre,  OttaAva,  on 
the  wood-nsing  industries  of  the  Maritime  Provinces, 
the  furniture  industry  comes  eighth  on  the  list  in  point 
of  qu'a?itity  of  material  used,  consuming  4,416.000  feet 
of  raw  niMtei-ial.  The  products  manufactured  include 
all  kinds  of  household  furniture,  school,  office  and 
church  furniture,  office  and  store  fixtures,  refriger- 
ators and  picture  frames.  The  line  separating  the  pro- 
ducts of  this  industry  from  interior  finish,  included 
under  building  construction,  is  not  very  clearly  marked, 
as  the  two  indusitrie's  grade  into  each  other.  Many 
bnilders'  f;^etories  manui'netni'e  fixtures  and  furniture, 
and  furniture  manufactui'cr.s  make  material  for  in- 
terior finish. 

While  the  (juantity  of  wood  used  is  comparatively 
small,  tlie  ruimber  of  different  woods  used' by  this  in- 
dustry is  above  the  average.  A  total  of  fourteen  kinds 
was  i'ei)orted.  Only  two  of  these,  spruce  and  pine  are 
softwoods.  Of  the  hardwoods.  +he  great'^r  part  is  made 
up  of  native  woods.  The  bulk  of  the  best  quality  of 
furniture  used  in  these  provinces  is  imported,  as  few 
large  firms  are  engaged  in  its  manufacture.  A  large 
percentage  of  the  wood  is  used  for  the  manufacture  of 
cheaper  grades  of  furniture. 

Birch,  oak,  beech,  maple,  ash,  elm,  and  gum  are  used 
for  "insidr>  work,"  framework,  drawer  sides  and  bot- 
toms, baclvs  and  all  parts  that  do  not  shoA\-  in  finished 
product,  as  well  as  for  those  ]}arts  which  show  in  the 
finished  product.  Quartered  and  plain  oak,  walnut  and 
mahogany  are  used  onl.y  for  "outside  work"  in  the  pro- 
duction of  the  best  classes  of  furniture,  on  accoimt  of 
their  beauliful  grain  and  figure  under  a  natural  finish, 
and  are  frequently  u.sed  in  tho  form  of  veneer.  Spruce, 
basiswood,  pine,  poplar  and  tulip  are  used  chiefly  for 
"inside  woi-k"  and  for  rough  kitchen  furniture.  Tulip 
and  bassv'ood  are  used  for  core-stock  and,  with  poplar 
and  gum,  are  the  favorite  woods  for  panels. 

The  matf^rial  is  purchased  in  the  form  of  rough  lum- 
ber and  small  dimension  stock  at  an  average  price  of 
$19.60,  which  is  but  little  above  the  general  average. 
A  comparatively  large  percentage  (12.2)  of  the  m'aterial 
used  is  purchased  out.?ide  the  provinces.  All  of  the 
tulip,  walnut,  and  gum.  over  half  the  oak,  and  a  consid- 
erable part  of  the  basswood,  ash  and  elm.  comes  from 
the  TJnited  States.  The  greater  part  of  the  basswood 
comes  from  Quebec  and  Ontario,  with  smi'aller  quan- 
tities of  spruce,  oak,  pine,  and  elm.  The  mahogany  is 
all  imported  from  foreign  sources. 

Furniture  factories  use  a  greater  quantity  of  walnut 
than  any  other  industry,  and  take  all  the  gum  that  is 
imported.  They  p'ay  the  lowest  prevalent  prices  for 
their  beech,  maple  and  walruit.  This  industry  covers  a 
local  field  of  trade  confined  io  the  Maritime  Provinces, 
Newfoundlaiul,  and  southeastern  Quebec. 


BRITISH  COLUMBIA  RED  CEDAR 

British  (!ohuubia  is  regarded  as  the  last  stand  of  red 
cedar  in  North  America,  and  it  is  predicted  by  millmen 
that  within  the  next  few  years  hundreds  of  new  shingle 
mills  will  be  established  in  this  province  to  participate 
in  the  profits  to  be  derived  from  the  manufacture  of 
cedar  shingles.  It  is  predicted  by  those  who  have  in- 
vestigated the  subject  that  British  Columbia  will  have 
almost  the  exclusive  market  of  the  continent  for  its  red 
cedar  lumher  and  shingles,  and  with  the  opening  of  the 
Panama  Oanal  the  industry  will  probably  receive  great 


stimulus.  Cedar  logs  and  shingle  bolts  are  not  ex- 
ported, except  from  Crown  lands,  and  this  prohibition 
will  result  in  more  mills  coming  to  the  province,  as  the 
product  mitst  be  manufactured  here. 

More  than  half  of  the  shingles  produced  in  this  prov- 
ince are  exported  to  the  United  States,  and  as  there 
still  remains  a  plentiful  supply  of  cedar  timber  in  Bri- 
tish Columbia  the  indu.stry  promises  to  increase  in  im- 
portance and  to  become  ultimately  one  of  the  most 
profitable  in  the  provinee. 


EXTINGUISHING  OIL  FIRES. 

Paradoxical,  as  it  may  seem,  sawdust  is  an  excellent 
extinguishing  agent  for  fires  in  volatile  viscous  liquids. 
Its  blanketing  action  in  floating  on  the  surface  of  the 
liquid  for  a  short  time  and  thus  shutting  off  the  oxygen 
of  the  air  renders  it  more  successful  with  viscous 
liquids,  because  it  floats  better  on  these  than  on  thin 
ones.  The  sawdust  does  not  ignite  readily  and  burns 
without  flame,  the  temperature  of  the  embers  being 
too  low  to  cause  the  liquid  to  re-ignite. 

These  facts  were  brought  out  by  a  series  of  experi- 
ments made  by  the  inspection  department  of  the  Asso- 
ciated Factory  Mutual  Fire  Insurance  Companies  with 
a  set  of  tanks  16  in.  deep,  which  were  filled  with  vari- 
ous liquids.  A  large-bladed  snow  shovel  was  employed 
to  spread  the  sawdust  upon  the  surface  of  the  burning 
liqtiid,  and  the  fires  were  easily  extinguished  in  all 
cases.  Soft  or  hardwood  sawdust  was  equally  efficient, 
and  the  amount  of  moisture  contained  in  it  made  no 
appreciable  difference. 

The  addition  of  ordinary  baking  soda  shortened  the 
time  required  to  extinguish  the  flames  and  also  de- 
creased the  amount  of  material  required.  Adding  the 
soda  also  made  the  sawdust  difficult  to  ignite  from  a 
carelessly  discarded  match,  and  thus  the  risk  of  fire 
produced  by  storing  a  large  quantity  of  sawdust  in  a 
manufacturing  plant  was  reduced.  The  sawdust  was 
most  efficient  on  lacquers,  heavy  oils,  japan,  waxes, 
and  other  viscous  liquids,  but  burning  petrol  in  a  tank 
measuring  12  in.  by  30  in.  by  16  in.,  the  size  generally 
used  in  industrial  establishments,  was  extinguished. 
The  sawdust  alone,  or  in  combination  with  the  soda, 
was  not  so  successful  in  larger  tanks,  since  it  sank 
before  the  whole  surface  was  covered  and  permitted 
the  exposed  liquid  to  take  fire  again. 


CONFIDENCE  CREATES  EFFICIENCY 

No  matter  how  able  your  foreman  may  be,  he  cannot 
get  high-grade  work  out  of  low-grade  men.  As  a  mat- 
ter of  fact,  the  foreman  is  usually  a  better  judge  of 
men  than  his  boss.  He  it  is  who  comes  into  most  inti- 
mate contact  with  them.  He  knows  who  the  slow  ones 
are  as  well  as  the  quick  ones.  He  can,  after  a  few  days' 
observation,  tell  who  among  the  new  men  are  up  to  the 
right  mark — efificient.  alert,  reliable  workmen.  For  this 
reason  the  most  successftil  contractors  usually  give 
their  foreman  considerable  latitude  in  hiring  and  dis- 
charging help,  all  of  which  has  a  good  effect  on  the 
men  themselves,  who  are  inclined  to  look  down  upon  a 
foreman  who  has  not  the  power  to  discharge  them, 

Able  foremen  can  do  much  toward  increasing  the 
efficiency  of  a  gang  by  the  way  they  place  their  men. 
Putting  three  or  four  slow  workers  together  always  re- 
sults in  slowing  down  the  work.  Placing  several  hust- 
lers together  frequently  speeds  work  up  beyond  the 
point  where  it  will  be  well  done.  The  most  satisfactory 
way  is  to  mix  men  up,  putting  a  slow  man  alongside  of 
a  fast  one,  which  seems  to  increase  the  efficiency  of 
both. 
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MODEL  B,  $40 
Golden,  Mission,  Fumed  Oak 


MODEL  A,  $65 
Mahogany,  Golden,  Mission,  Fumed  Oak 


FOR  CHRISTMAS 
A 

Phonola 


WOULD  BE|AN  APPRECIATED 
SUGGESTION 

Phonola  Talking  Machines  are  the 
best  that  money  and  brains  can 
offer.  Note  the  following  facts 
about  the  "Phonola.  * 

It  is  "  Made  in  Canada"  by  Canadians  and  there 
is,  therefore,  no  duty  added  to  the  price. 

It  will  play  any  needle  disc  record,  and  play  it 
better  than  any  other  machine. 

It  has  a  noiseless  durable  motor  and  the  latest 
improved.    This  is  patented. 

It  is  made  in  eight  different  sizes  ranging  from 
from  $20  to  $250.00. 

The  retail  and  not  trade  price  is  shown  on  this 
page.    Let  us  send  you  trade  prices. 

THE 

POLLOCK  MANUFACTURING 

COMPANY,  LIMITED 

BERLIN  CANADA 


Manufacturers 
of  the 
'Phonola 


MODEL  DUKE,  $85 
Mahogany,  Golden,  Mission,  Fumed  Oak 


MODEL  C,  $30 
Golden  Oak 
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Undertakers'  Department 


Problems  affecting  the  Undertal(ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with    News  of  the  profession  throughout  Canada. 


Infection  and  the  Funeral  Director 

By  Dr.  Walter  L.  Bierring,  President  Iowa  State 
Board  of  Public  Health 

IT  is  just  twenty  yeiars  lago  since  I  first  a.ttO'miptecl  to  C'Ouduct 
a  sj)ec'iial  course  ia  haeteriology  at  the  Iowa  State  Vm- 
versity,  ait  that  tinnie  a  distinctly  new  venture.  Amomg  the 
niio'st  enthusiastic  workers  of  that  first  class  of  fifteen  students 
was  Wiilliiiim  P.  Ilohenschuh,  who,  'by  his  keen  interest  in 
the  then  new  truths  regarding  fermentation,  putrefaction,  infec- 
tion, Cioutagion,  land  disinfection,  but  foreshadowed  his  excelient 
work  in  applying  these  fundiaimental  princi])l.es  to  the  art  of 
ein-hiailming. 

Aid  know  from  his  le'Ctures  and  teachings  bow  well  he  has 
spread  the  gospel  of  scie(n,tific  embalming  tio  all  parts  of  th« 
United  States  and  the  Dominion  of  Canada,  and  in  thus  ex- 
tendiing  the  spih-ere  of  his  own  knowledge  and  usefulness,  ho 
has  given  scientific  stimulus  and  added  new  lustre  to  his 
chosem  calUng. 

In  the  two  decades  that  have  since  jjassed  by,  I  have  had 
my  oppontunities  to  appreciate  the  close  relation  existing 
between  'the  funeral  direictoi'  and  the  pihysieian,  and  to  re«o;guize 
the  reamiai'kable  scientific  advanceimeut  among  funeral  directors 
and  emlbalmers,  and  how  well  they  have  tlone  their  part  to 
further  good  sanitation,  to  prevent  the  spread  of  diseias©, 
aind  thus  added  to  the  boon  of  humanity. 

It  seemed  fitting  tbat  I  sihooiid  select  as'  a  subject  for  dis- 
cussion t'hiait  of  infection,  some  of  the  newer  knowledge  con- 
cerning it,  and  particularly  its  relation  to  the  art  of  under- 
taking and  eimbalniinig.  It  has  bee^n  customary  to  distinguish 
between  the  termis  infecitioin  and  eontaigion,  an^d  yet  they  are 
more  or  less  significant  of  the  same  condition.  Infection  sig- 
nifies a  diseased  condition  caused  by  the  entrance  and  develop- 
men.t  in  tihe  body  of  an  infections  micro-organism,  the  resiulting 
disease  process  will  vary  accordinig  fo  the  intensity  of  the  in- 
fectious agent,  the  .amount  and  deigree  of  toxic  substance  pro- 
duced, and  the  vital  resistanice  of  the  individual  infected. 

Somie  infectious  diseases  naturally  require  a  longer  time 
for  developmenit  than  others.  Scarlet  fever  and  pneumonia 
are  rapid  and  suddem  in  their  onset,  pneumonia  having  also 
a  rapid  subsidence  by  crisis  within  a  definite  number  of  days. 
Ty[)hoid  requires  a  much  longer  period  for  its  development. 
Tuberculosisi,  on  the  other  hand,  is  a  c^hronie  infection  that 
often  develops  S'O  slowly  that  the  signs  are  not  well  defined 
before  the  disease  procevss  has  already  made  considerable  pro- 
gress. Certain  wound  or  septic  infections,  particularly  those 
due  to  streiitoicocici,  often  possesis  such  a  virulence  that  deiaith 
is  produced  in  two  or  three  days '  time. 

Infection  gains  its  entrance  into  the  body  by  inhalation, 
inigestion  of  solid  or  liquid  food,  and  through  the  skin.  Many 
interesting  facts  have  develoijied  in  regard  to  the  nuanner  in 
wbiich  diisease  germs  are  spread  about,  and  the  various  con- 
ditions that  favor  infection.  Typhoid  and  Asiatic  cholera  are 
still  classic  examples  of  water-borne  diseases.  Milk  hias  been 
the  conveyor  of  epidemics  of  typhoid,  as  well  as  diphtheria, 
besides  the  large  group  of  tlaroat  infections  which  will  be 
referred  to  at  greater  length  further  on  in  this  paper.  Oysters 
have  been  given  a  prominent  role  in  the  spread  of  typhoid  fever. 
On  last  Thanksgiving  Day  four  students  celebrated  at  an  oyster 
suj)per  in  a  restaurant  in  Dmbuque.  Within  six  weeks  three 
of  these  young  men  ;had  succumbed  to  typhoid. 

During  the  past  year  an  epidemic  of  sixty  cases  of  typhoid 
has  been  reported  from  Los  Angeles,  directly  due  to  spaghetti, 
boiled  anul  canneid,  thus  illustratiing  the  .peculiar  resisting 
power  of  the  typhoid  bacilli.  Again,  in  the  city  of  Adel,  Iowa, 
last  November,  twenty  persons  wiho  participated  in  an  afternoon 
church  socialble  contracted  typhoi'd  fever,  while  no  one  else 
in  the'  community  beaaine  infected,  yet  a  very  careful  in- 
vestigation was  not  able  to  definitely  determine  which  form  of 


food  irantaken  at  this  gathering  was  responsible  for  the  epi- 
demic. 

The  typhoid  bacillus  partakes  of  the  characters  of  a  seed, 
and  under  proper  cloei&d  environment  can  retain  its  vitelity 
for  many  years.  It  has  been  found  alive  and  viriilent  in  the 
centre  of  gall  stones  in  the  gall  bladder  as  late  as  twenty- 
three  years  after  the  original  typhoid  infection. 

This  has  brought  into  prominenice  the  so-called  tyijhoid 
carrier,  which  i)resents  a  new  and  difRcult  problem  in  sanita- 
tion. The  persistence  of  virulent  diphtheria  baeilli  in  other- 
wise Ihealthy  throats  has  added  the  dip'htheria-earrier,  an 
equally  serious  miatter  in  the  control  of  this  disease. 

The  transnii^^idii  nl'  disease  by  means  of  insects  has  become 
of  special  intiMrst  to  the  sanitarian  and  all  those  who  are 
concerned  with  public  health.  Mos-quitoes  are  now  recognized 
as  the  only  means  by  wihich  yellow  fever  and  malaria  can  be 
transmitted  from  man  to  man.  Plies  can  carry  thousands  of 
typhoid  germs  on  their  feet  and  wings,  and  large  epidemics, 
liarticularly  in  the  Boer  War  in  South  Africa,  have  beesn 
definitely  traced  to  this  medium  cxf  spread.  Likewise  the 
cattle  tick  is  a  factor  in  Rocky  Mountain  fever,  the  tsetse-fly 
in  Klee])ing  sickness,  and  the  stable-fly  in  acute  poliomyelitis 
or  infantile  paralysis.  The  lower  animal  forms  in  somie  in- 
stances the  mode  of  transmission,  which  is  especially  ex- 
amplified  by  the  rode  of  the  rat  and  the  squirrel  in  the  spread 
of  bubonic  ' ]ila.gue.  The  United  States  Public  Health  Service 
now  employs  in  California  regular  disitrict  squirrel  hunters 
who  must  exterminate  all  the  squirrels  in  the  district  assigne'd 
to  them. 

Tih»  causiative  micro-organism  of  some  infections  diseases  like 
smallpox,  measles,  and  scarlet  fever,  has  not  as  yet  been  de- 
finitely determincid,  but  it  is  confidently  .hoped  that  the  specific 
cause  of  alll  infections  will  soon  be  a  part  of  common  know- 
leidige.  When  a  disease  is  apparently  transmitted  by  direct  or 
atniiospheric  contact,  it  is  referred  to  as  contagious,  but  only 
represents  a  classification  of  infectious  diseases  in  general. 
Diseases  differ  greatly  in  their  infective  power.  A  verj' 
brief,  often  momentiary  contact  with  smalljiox  is  sufficient  to 
contract  the  disease,  while  in  an  infection  like  tuberculosis  it 
requires  a  long  contact  with  a  tuberculosis  environment  before 
infection  takes  place. 

.It  is  now  generally  known  that  filth,  darkness  and  unsanitary 
suiTOundings  are  especially  conducive  to  infeetion,  while  clean- 
lines.'i,  sunshine,  and  pure  air  .aa-e  the  best  of  Nature's  disinfee- 

^^The  individual  element  is  always  a  most  important  factor. 
Immunity  is  that  condition  which  resists  disease,  and  may  be 
niEUtural  or  acquired.  The  negro  is  naturally  immune  to  yellow 
fever.  An  immunity  is  nsiially  acquired  by  one  attack  of  the 
infectious  disease  iii  qiii'-ti.)n,  so  that  an  individual  rarely  has 
more  than  one  attack  of  s.-arlct  fever,  measles,  whooping  cough, 
or  typhoid  fever  in  a  lifetime. 

It  is  due  to  the  genius  of  a  Jenner  that  we  have  in  vaccina- 
tion a  most  efficient  protective  measure  against  smallpox,  and 
amon."  recent  discoveries  we  can  equally  rely  on  the  efficiency 
of  tvi)hoid-vacciniation,  and  the  preventive  adnunistration  of 
anti-diphtheric  serum  or  anti-toxin  for  diphtheria. 

Since  the  discovery  of  the  micro-organLsm  of  typhus  fever  has 
recently  been  announced,  it  is  to  be  earnestly  hoped  that  a 
protective  vaccine  will  soon  be  developed  that  will  mean  so 
much  to  Serbia  and  other  disease  zones  concerned  in  the  War 

of  Nations.  ,    .      ,      ,  i    i  • 

After  an    infection   has   develope.i    ni    the   human    bo'.y  u 


O XK  fatal  remembrance — one  sorrow  that  throws 
Its  bleak  shade  alike  o'er  our  joys  and  our 
woes —  . 
To  which  Life  nothing  darker  or  brighter  can  bring, 
For  which  joy  hath  no  balm  and  affliction  no  sting. 

— Moore. 
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Quluty     Dominion  I\4a.nufd.cti]r6rs  Service 

LIMITED 


OUR  GENERAL  OFFICES 

Are  now  located  in  the  building  of  The  National  Casket  Co.,  Limited,  corner  of 
Tecumseth  and  Niagara  Streets.  This  location  is  well  known  to  many  of  our  friends 
in  the  profession  and  those  who  visit  the  city  will  have  no  difficulty  in  finding  us. 


OUR  NEW  PRICE  LIST 

a 

Is  just  off  the  press  and  you  should  receive  a  copy  within  the  next  few  days.  If  you 

do  not,  be  sure  to  let  us  know. 

HEAD  OFFICE 

Corner  Tecumseth  and  Niagara 

Streets 

TORONTO 

CANADA 
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Quality    Dominion  Manufacturers  Zz 

LIMITED 


The  National  Casket  Co.,  Limited  -  Toronto,  Ont. 
The  D.  W.  Thompson  Co.,  Limited  -  Toronto,  Ont. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Hamilton,  Ont. 
The  Globe  Casket  Co.,  Limited  -       London,  Ont. 

Jas.  Elliott  &  Son  -  Prescott,  Ont. 

Girard  &  Godin,  Limited         -  Three  Rivers,  Que. 

Christie  Bros.  &  Company,  Limited  -  Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Winnipeg,  Man. 
Vancouver  Casket  Company         -  Vancouver,  B.C. 


HEAD  OFFICE 


Corner  Tecumseth  and  Niagara  Streets 
TORONTO  CANADA 
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Q^aW    Dominion  Manufacturers 

LIMITED 


THE  MATTER  OF 
SERVICE 


A  glance  at  the  map  on  the  opposite  page,  showing  location 
of  our  numerous  distributing  points,  will  convey  to  your  mind 
an  idea  as  to  the  enormous  advantages  we  have  in  the 
matter  of  service. 

This  should  be  a  matter  of  vital  importance  to  you — because 
speed  is  a  big  element  which  enters  into  your  profession  and 
delays  are  generally  mighty  inconvenient  and  unprofitable. 

And  then  there  are  freight  and  express  charges.  They  do 
mount  up  in  the  year's  business,  don't  they  ? 

If  you  could  only  retain  what  you  pay  out  to  cover  these 
charges,  it  would  mean  considerable  "velvet"  for  you,  wouldn't 
it?  Well,  with  the  possibilities  our  various  locations  offer 
you,  we  think  you  might  retain  a  goodly  portion  of  it. 

Dig  into  this — //  may  mean  dollars  to  you. 


head:office 

Corner  Tecumseth  and  Niagara  Streets 

TORONTO  CANADA 
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First 
Quality 


Dominion  Manufacturers 

LIMITED 


THE 
LITTLE 
BOOK 
WITH 
THE 
BIG 

MEANING. 

IT 

MEANS 
BIGGER 
AND 
BETTER 
BUSINESS 
FOR 
US 
BOTH. 

USE 
IT. 
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becomes  a  matter  of  great  practical  importance  to  determine 
which  tissiues  are  speicially  involved,  and  in  which  seicretions, 
body  fluids,  or  discharges  from  the  body  th«  specific  disease 
germ  is  containeid.  This  applies  equally  well  to  tine  body  after 
death. 

In  typhoid  fever,  dysentery,  and  tuberculosis  of  the  bowels, 
besides  t;iie  various  diarrhoeas  of  cMldren,  the  infectious  agent 
is  contained  in  the  stools  and  intestinal  discharges.  In  typhoid 
the  bacilli  iaire  also  discharged  from  the  system  by  way  of  the 
urine.  iSuch  diseases  as  pneumonia,  influenza,  tuberculosis  of 
the  lungs,  have  their  principal  seat  in  the  bronchi  and  lungs,  and 
the  sputum  contains  the  causative  disease  geiTO. 

In  measles,  whooping  cough,  eerebro -spinal  m-eningitis,  acute 
poliomyeliltis  (infantile  paralysis)  and  scarlet  fever,  the  se- 
cretions in  tihe  nasal  passages  and  throat  harbor  the  infectious 
agent.  Th,e  false'  memibrane,  characteristic  of  diphtheria,  wMch 
cointains  the  diphltheria  bacilli,  and  usually  covering  the  tonsils, 
pharynx,  larynx,  and  occasionally  tlie  nasal  mucous  memlbrane, 
is  the  infectious  element  to  be  considered.  In  smallpox,  sicarlet 
fever,  and  measles,  during  the  eruptive  stage  of  the  disease 
the  infectious  agent  is  contained  in  the  scales  and  secretions 
coming  from  the  skin. 

The  blood  in  syphilis,  particularly  in  its  primary  and  second- 
ary stages,  contains  the  infectious  agent  now  known  to  be 
the  spiTochaete  pallida.  The  septic  or  wound  infections  are 
assuming  great  im,portance  in  connection  with  the  question  of 
accident  and  liability  insurance,  and  the  intelligent  co-operation 
of  the  emfbalmer  is  often  of  considerable  significance  in  the 
adjustment  of  iclaims.  The  personal  safety  of  the  embalm  or 
against  infection  is  also  dependent  on  his  appreciation  of  the 
unusual  virulence  of  these  septic  or  streptO'Cocci  infections. 

Writh  this  knowledge  of  the  sources  of  infections  causes  in 
connection  with  the  diseased  i^erson,  and  the  further  li.'rht  that 
scientific  researches  will  add,  the  plan  for  prophylactic  mea- 
sures should  be  clearly  defined.  This  forms  the  basis  largely 
of  our  sanitary  measures  and  requirements  exacted  of  licensed 
emib'almers.  It  is  a  further  well-known  fact  that  the  disease 
germ  coming  directly  from  the  infected  individual  is  in  its 
highest  state  of  virulence,  and  capaible  of  its  greatest  degree 
of  activity. 

Within  the  last  few  years,  the  remarkable  contributions  of 
Rosenow  lanid  his  co-workers  have  added  an  interesting  chapter 
to  our  knowledge  of  throat  and  wound  infection,  which  has  a 
distinct  practical  application.  In  order  to  present  this  clearly 
it  is  necessary  to  refer  to  certain  bacteriologic  details.  There 
are  niaturally  present  in  the  layers  of  the  skin,  and  in  the 
mjouith  and  upper  lair  pasisiages,  certain  bacteria  which  are  ap- 
parently harmless  in  their  natural  habitat,  but  as  soon  as  they 
gain  a  foothold  in  the  deeper  or  distant  tissues  of  the  body, 
they  lare  capaible  of  pro'ducing  very  serious  inflammation  and 
systemic  infections.  These  are  us'viially  classed  as  diplococci 
or  streptococci,  according  to  the  arrangement  of  the  individual 
round  laacterial  cells,  in  pairs,  or  chain  formation. 

Rosenow  has  clearly  demonstrated  that  as  these  micro-organ- 
isms pass  from  a  simple  innoicent  state  to  a  moat  infective  and 
virulent  activity  in  the  human  bo'dy,  simply  by  a  change  of 
environment,  a  similar  transformation  can  be  accomplished  by 
eultivatinig  these  bacteria  in  idififerent  culture  meidia  outside  of 
the  biody.  The  diplococci  can  ibe  changed  to  streptococci  and 
vice  versa,  and  distinctly  different  strains  can  be  produced 
from  the  same  uricro-organism.  This  interesting  transformation 
of  these  lower  forms  of  cell  life  is  referred  to  as  transmutation 
of  bacteria. 

Rosenow  has  further  demonstrated  by  extensive  clinical  in- 
vestigation and  animal  experimentation,  that  different  strains 
of  streptococci  can  be  associated  with  such  a  variety  of  dis- 
ease processes  as  tonsilitis,  pneumonia,  ulcer  of  the  stomach, 
cholecystitis  ('inflammation  of  the  gall  bladder),  appendicitis, 
endocarditis',  and  arthritis  (inflammation  of  joints),  acute 
rheumatism. 

Furthermore,  by  sepanating  in  pure  culture  the  particular 
strepociocci  in  lone  of  the  aforenamed  diseases,  he  is  able  (toy 
what  seems  almost  a  form  of  juggling)  to  modify  the  media 
and  environment  in  which  it  is  cultivated,  as  to  change  it 
into  a  strain  that  will  be  capable  of  experimentally  producing 
one  of  the  other  diseases  of  this  group.  And  he  seems  such  a 
master  of  the  subje'Ct  as  to  do  this  at  will. 

The  practical  bearing  of  this  newter  bacteriologic  knowledge 
may  be  illustrated  in  this  way.  A  man  in  the  milk  and  dairy 
business  has  an  acute  cold,  wipes  his  nose  with  his  hands  while 
preJi>aring  his  milk  for  distribution  among  his  patrons,  he  mixes 
with  the  milk  the  bacteria  connected  with  his  nose  and  throat 
infection,  with  the  result  that  it  goes  to  young  and  old: — In  one 
child  there  develops  a  sore  throat — tonsilitis,  in  another  broncho- 
pneiumonia.,  again  an  acute  endociarditis;  in  the  older  person 
a  servea-e  torondhitis,  another  has  a  loibar  pneumonia,  another 


acute  appendicitis,  and  then  several  others  an  acute  rheuoaaa- 
tism.  All  apparently  accidental  or  a  part  of  the  season,  yet  in 
reality  all  the  result  of  milk  infection,  with  a  simple  cold  in 
the  milkman  to  start  with. 

This  is  to  emphasize  again  the  need  of  every  precaution  even 
in  what  appears  to  be  very  simple  infections  and  miay  also  ex- 
plain why  certain  restrictive  measures  of  municipal  and  state 
regulations  at  times  appear  to  be  more  severe  than  the  occa- 
sion would  warrant. 


NATIONAL  FUNERAL  DIRECTORS'  CONVENTION 

The  endorsement  of  The  Funeral  Directors'  Encyclo- 
pedia, in  which  is  to  be  incorporated  the  Official  Text 
Book  and  Lexicon ;  the  adoption  of  a  resolution  making 
a  four  years'  high  school  education  the  standard  re- 
quirement for  an  embalmer's  license  after  1920;  the 
plan  for  the  preparation  of  an  official  telegraphic  code 
for  funeral  directors,  and  the  suggestion  of  the  addi- 
tion of  a  mutual  fire  insurance  feature — these  notable 


The  new  morgue  built  and  equipped  in  an  up-to-date  manner  for  R.  J.  Reid 
of  Kingston,  Ont.  A  glance  at  the  illustration  will  show  you  how  well 
thought  out  and  how  thorough  are  the  appointments  for  work 
in  this  morgue,  one  of  the  finest  in  Ontario. 


features  were  combined  with  the  harmonious  and  profit- 
able proceedings  of  the  thirty-fourth  annual  convention 
of  the  National  Funeral  Directors'  Association,  held  at 
Sian  Francisco  from  October  12th  to  15th. 

The  meetings  were  presided  over  by  President  Geo. 
W.  Lunt,  of  San  Francisco,  and  the  election  of  officers 
for  the  ensuing  year  resulted  as  follows :  President,  C. 
H.  Watkins,  Jr.,  Wheeling,  W,,  Va. ;  tirst  vice-president, 
William  G.  Wisner,  Charlotte,  Mich.;  second  vice- 
president,  Charles  C.  Reel,  Pittsburgh,  Pa. ;  third  vice- 
president,  John  Maas,  Louisville,  Ky. ;  secretary,  H.  M. 
Kilpati'ick,  Elmwood.  111. ;  and  treasurer,  M.  H.  Alex- 
ander, St.  Lottis,  Mo. 

Columbus,  Ohio,  was  chosen  for  the  1916  convention. 

Canada  was  represented  at  the  convention  by  J. 
B.  Mclntyre,  St.  Catharines,  and  Chas.  D.  Blaehford, 
Hamilton,  Ont. 


PROFESSIONAL  NOTES 

J.  M.  Dubrenil  &  Co.,  undertakers,  Montreal,  have 
been  registered.    Mrs.  J.  M.  Dubrenil  is  the  proprietor. 

Dr.  and  Mrs.  G.  W.  Ferguson,  of  the  Champion 
Chemical  Co.,  attended  the  National  Convention  at 
Frisco.  A  card  has  just  been  received  from  them  by 
the  editor. 


48 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


December,  1915 


Who's  Who  in  Casket  Making 

November  9th  was  F.  W.  Coles'  birthday,  and  he 
celebrated  the  event  by  relinf|uishing  some  of  his  duties 
as  general  manager  of  Dominion  Manufacturers,  Ltd. 
He  was  somewhat  in  the  neighborhood  of  67  that  day, 
though  you  would  hardly  think  it  to  see  him  stepping 
it  out  on  the  streets  of  London  or  Toronto  any  week 
day  he  happens  to  be  in  either  city. 

He  was  born  in  England,  up  Gloucestershire  way, 
and  came  to  Canada  as  a  young  man  of  19,  making  To- 
ronto his  first  Canadian  home.  He  first  entered  the 
hardware  field  as  a  salesman,  with  Rice  Lewis  &  Son, 
but  after  two  years — about  the  year  1871 — he  left  the 
hardware  business  and  went  to  Bowmanville,  to  make 
a  connection  with  the  Bowmanville  Furniture  Co.  At 
that  time  there  was  no  casket  manufacturing  as  it  ex- 
ists to-day,  in  the  Dominion,  every  cabinet-maker  being 
a  casket  maker  as  well.  Whatever  caskets  were  sold  in 
Canada  were  imported  from  the  United  States,  either 


F.  W.  Coles 


wholly  made  up  or  in  parts  shipped  to  cabinet-makers, 
many  of  whom  were  the  undertakers  in  those  early 
days. 

There  was  also  connected  with  the  Bowmanville  Fur- 
niture Co.  at  that  time  Richard  Philp,  with  whom  Mr. 
Coles  formed  a  lasting  friendship.  Together  these 
young  men  conceived  the  idea  of  selling  caskets  in 
Canada,  and  for  this  purpose  opened  up  a  warehouse 
in  Toronto.  Mr.  Philp,  later  went  a  little  further  in 
the  manufacture  of  caskets  in  this  country,  opening  up 
a  plant  on  Jordan  Street,  Toronto.  That  was  about 
the  year  1879,  and  the  firm  was  known  as  Philp  & 
Coles.  Shortly  thereafter  Mr.  Coles  sold  his  interest, 
though  still  representing  the  company  on  the  road, 
but  later  again  Mr.  Philp  formed  his  business  into  a 
company,  under  the  title  of  R.  Philp  &  Co.,  and  giving 
an  interest  to  Messrs.  Watson,  Coles  and  A.  J.  H. 
Rckardt. 

About  1890  the  latter  bought  the  Watson  and  Coles' 
interests,  Messrs.  Coles  and  Watson  buying  out  the 
Ontario  Casket  Co.  at  Ridgetown,  and  moving  it  to  Lon- 
don, out  of  which  was  formed  the  Globe  Casket  Co. 

Over  a  year  ago  a  number  of  the  largest  casket  manu- 
facturing concerns  were  amalgamated  as  the  Dominion 
Manufacturers,  Ltd.,  and  Mr.  Coles  was  made  vice- 
president  and  managing  director  of  the  enlarged  com- 
pany, with  Mr.  Watson's  son  looking  after  the  particu- 
lar interests  of  the  Globe  plant  at  London. 


Still  living  in  London,  Mr.  Coles  spends  his  week- 
ends there,  but  he  finds  time  to  put  in  two  or  three  days 
a  week  at  Toronto,  and  not  infrecjuently  takes  a  jaunt 
out  to  some  of  the  Ontario  towns  to  see  some  of  his  old 
friends  in  the  profession,  and  always  on  these  occasions 
comes  back  with  an  order  tucked  away  safely  in  his 
pocket.  He  is  a  born  salesman,  and  has  the  reputation 
of  booking  an  order  where  many  a  younger  man  has 
been  neatly  turned  down.  His  personality  counts  for 
much,  and  he  knows  more  funeral  directors  in  the 
country  than  any  other  man  connected  with  the 
business. 

Here's  hoping  that  he  may  see  many  more  birthdays. 


NEW  OFFICES  FOR  DOMINION  MANUFAC- 
TURERS 

Dominion  Manufacturers,  Ltd.,  have  removed  their 
general  offices  at  Toronto  from  468  King  Street  West 
to  the  corner  of  Niagara  and  Tecumseth  Streets,  in 
the  same  building  with  the  National  Casket  Co.  The 
new  premises  are  being  renovated  and  equipped  in 
a  modern  manner,  and  being  neai-  one  of  the  branch 
plants,  will  enable  the  management  greatly  to  facilitate 
business. 

F.  W.  Coles,  vice-president  and  general  manager,  has 
relinquished  the  management,  and  H.  L.  Godin,  of  Three 
Rivers,  Que.,  has  been  appointed  in  his  stead.  Mr. 
Coles  still  retains  the  vice-presidency  and  will  continue 
to  keep  in  touch  with  the  business  of  the  company,  but 
he  feels  he  is  entitled  to  an  easing  off  of  some  re- 
S|)onsibility  of  the  management  of  the  company's 
affairs. 


Funeral  services  over  the  body  of  the  late  "Little 
Boy  Blue,"  a  pet  parrot  of  Mrs.  T.  L.  Crane,  wife  of 
a  local  garage  owner  of  San  Rafael,  Cal.,  were  held 
there  recently,  and  interment  followed  in  the  Crane 
family  plot  in  Santa  Rosa.  "Little  Boy  Blue"  died 
at  the  Crane  home  after  a  lingering  illness.  Coroner 
F.  E.  Sawyer  was  called  in  to  take  charge  of  the  body, 
which,  followed  by  an  automobile  load  of  mourners, 
was  taken  to  the  morgue  and  embalmed.  A  special 
casket  was  constructed,  lined  with  silk,  and  fitted  with 
a  silver  memorial  plate.  The  bird  has  been  in  the 
Crane  family  for  nine  years.  Mrs.  Crane  is  said  to 
be  ill  as  a  result  of  its  taking  off. 


TO  FURNISH  COFFINS  FOR  ALLIES 

The  Delta  Lumber  Company,  of  Hurtsboro,  Ala., 
announced  recently  the  acceptance  of  a  large  war  order 
for  gum  lumber  for  the  manufacture  of  several  million 
gunstocks  for  the  allies  in  the  European  war.  C.  W. 
Johns,  president  of  the  Delta  company,  now  reports 
the  acceptance  of  another  war  order  from  the  allies, 
but  this  time  in  the  nature  of  a  million  feet  of  pine 
lumber  for  the  manufacture  of  coffins. 


A  graveyard  on  fire  was  the  extraordinary  spectacle 
witnessed  by  the  people  of  Paisley,  England,  recently, 
according  to  a  London  exchange.  A  spark  from  an  en- 
gine traveling  on  the  tracks  of  the  railway  adjacent 
to  the  St.  Colomba  Gaelic  burying  ground,  it  appears, 
set  fire  to  a  crop  of  hay  and  totally  destroyed  it.  In 
spite  of  the  efforts  of  the  firemen  the  cemetery  was 
laid  bare  from  end  to  end  and  many  tombstones  were 
damaged  from  scorching. 


FUNERAL  SERVICE  FOR  PARROT 
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A  line  of  Under- 
takers' Supplies 
from  a  modern, 
well  equipped 
plant. 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus- 
trations of  our 
latest  designs  in 
Caskets. 


4^' 


i  0  ^'n  (  \skir 


CANADA  CASKET  COMPANY,  LIMITED 

WIARTON  Toronto  Office,  309-10-1 1  Confederation  Life  Building 


Successful  Results  in  Embalming 


A  most  important  factor  in  the  building  of  a  permanent  and  profit- 
able undertaking  business. 

Don't  be  content  with  just  any  results  obtained,  but  demand  a  fluid 
that  has  proved  its  worth — one  that  will  give  best  possible  results  all 
the  time,  and  under  all  conditions. 

Champion  Fluid 

MADE  IN  CANADA 

is  the  result  of  many  years'  careful  study  of  the  requirements,  and  is 
thoroughly  dependable  and  reliable.  Many  of  the  most  prominent 
undertakers  to-day  are  reaping  benefits  from  the  successful  business 
their  grandfathers  established  by  using  Champion  Products  years  ago. 

Send  Order  Direct  to 


The  Champion  Chemical  Company 

Springfield,  Ohio 
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NEW  TREATMENT  FOR  JAUNDICE  CASES 

Yellow  jaundice,  Ihe  bugbeai'  of  the  einbahiier,  has, 
it.  is  said,  finally  met  its  Waterloo  in  "Jaundexo,"  a 
new  chemical  that  has  been  develojjed  and  brought  out 
by  the  Champion  Chemical  Co.,  of  Windsor,  Out.,  and 
Springfield,  Ohio.  This  statement  in  itself  is  sufficient 
to  arrest  the  attention  of  embalmers  and  cause  them  to 
sit  up  and  take  notice,  for  heretofore  a  jaundice  case 
has  meant  dim  lights  and  awkward  explanations,  to 
say  nothing  of  having  a  body  not  entirely  satisfactory 
to  the  embahner  himself. 

All  connected  with  the  embalming  profession  know 
of  the  many  unsuccessful  products  that  have  been  ex- 
ploited in  years  past  in  attempts  to  concjuer  jaundice 
troubles.    The  repeated  failures  to  do  this  have  been 


(Jombiiiat  ion  liiiier<'il  service  car  owned  by  Mack  Uros.,  Vancouver. 
It  will  carry  four  caskets  if  required. 


discouraging,  until  jaundice  has  about  been  accepted 
as  an  unavoidable  evil,  and  the  profession  has  become 
more  or  less  calloused  to  such  troubles,  though  always 
alert  to  give  open-armed  welcome  to  a  remedy  of  merit. 

The  Champion  Chemical  Co.,  with  the  reputation  of 
conservatism,  claim  their  new  product  called  "Jaun- 
dexo" is  a  solution  of  real  merit,  and  so  far  as  they 
know  the  only  solution  ever  oflfered  for  eliminating 
jaundice  color  through  chemical  action  direct  on  bili- 
rubin and  biliverdin,  the  bile  pigments  responsible  for 
the  color  of  jaundice  tissue,  dissolving  the  pigments 
and  bleaching  them.  This  treatment,  therefore,  is 
bound  to  attract  wide  attention.  Among  the  tests  to 
which  the  solution  and  treatment  were  suhjected  were 
284  cases  treated  by  Prof.  Chas.  0.  Dhonau,  director  of 
American  Bureau  of  Research  in  Embalming.  Student 
embalmers  were  given  the  solution  and  the  directions  in 
39  of  these  cases,  the  idea  being  to  test  the  solution  in 
every  conceivable  way,  and  the  results  of  these  tests 
warranted  the  statement  that  the  solution  and  direc- 
tions are  correct  for  the  purpose  intended.  Prof. 
Dhonau  reported  the  bilirubin  and  biliverdin  destroyed 
as  to  color  in  the  epithelial  cells,  rete  mucosum  and 
derma,  and  that  the  destruction  of  the  color  by  chem- 
ical means  within  the  tissues  provided  for  the  restora- 
tion of  the  normal  color  to  the  skin,  and  with  no  streak- 
ing along  the  superficial  veins  of  the  face. 

This  solution  is  not  an  embalming  fluid  and  does  not 
take  the  place  of  an  embalming  fluid.  The  method  of 
its  use  is  irrigation,  injecting  an  artery  and  drawing 
from  a  vein,  by  one  of  the  methods  of  injection  and 
drainage,  best  results  being  obtained  by  iise  of  thc- 
right  and  left  carotid  arteries  upward  with  drainage 
hoth  ways  frona  the  right  and  left  internal  jugular 


veins.  This  is  the  so-called  double  injection  and  drain- 
age method. 

This  solution  injected  ahead  of  the  embalming  fluid 
works  independently  on  the  cause  of  discoloration  and 
should  some  of  it  remain  in  the  body,  coming  in  connec- 
tion with  the  embalming  fluid,  it  amplifies  it  in  so  far 
as  {)reservation  is  concerned.  This  solution  is  not  a  dye 
to  overwhelm  or  cover  the  jaundice  color,  with  the 
danger  of  getting  too  much  color,  resulting  in  a  red  or 
blotched  body,  but  it  is  a  chemical  that  actually  changes 
and  eliminates  the  pigments,  and  tlifrcin  it  is  different. 


NEW  METHOD  IN  EMBALMING 

The  Centi'al  (Jaskct  Co.  is  issuing  invitations  to  mem- 
bers of  the  profession  in  Canada  and  the  United  States 
to  attend  a  series  of  lecttires  to  be  given  by  Prof.  H.  S. 
Eckels,  of  Philadelphia,  on  January  4,  5,  6  and  7, 
1916,  in  the  Central  Casket  Co.'s  building,  45  Niagara 
Street,  Buffalo,  N.Y.  Prof.  Eckels  will  demonstrat<,' 
embalming  by  a  new  method,  and  will  explain  the  most 
important  forward  steps  made  in  embalming  during 
the  last  century.  The  sessions  will  'be  held  morning 
and  afternoon,  and  plenty  of  cadavers  are  promised 
for  the  working  out  of  embalming  principles. 

A  number  of  Canadians  have  attended  these  demon- 
strations in  the  past,  and  many  are  promising  to  attend 
next  Jamiary. 


U.  S.  CASKET  MANUFACTURERS  MEET 

The  twelfth  annual  conference  of  the  Casket  Manu- 
facturers' Association  of  America  was  held  at  the 
Hotel  Statler,  Detroit,  Mich.,  October  12th,  13th,  and 
14th,  and  was  unanimously  declared  the  most  inter- 
esting and  profitable  gathering  of  the  organization. 
The  keynote  of  the  meeting  was  efficiency. 

Last  year,  at  the  meeting  at  Washington,  said  Sec- 
retary Breed,  the  keynote  was  the  folly  of  price  agree- 
ments. This  year  this  keynote  was  re-emphasized,  and 
added  to  it  was  that  of  efficiency.  The  chief  task  be- 
fore the  association  at  the  present  time  is  the  installa- 
tion of  uniform  cost  finding  methods  in  the  industry, 
and  this  work  is  progressing  nicely.  Quite  a  number 
of  plants  have  already  installed  it,  with  beneficial 
results  in  nearly  every  case. 

What  importance  is  attached  to  this  plan  can  be 
grasped  when  one  considers  that  the  casket  industry 
in  the  United  States  represents  an  investment  of  over 
$20,000,000. 

Over  a  hundred  delegates  were  in  attendance.  The 
old  officers  were  re-elected:  A.  K.  Gage,  Detroit  Casket 
Co.,  president ;  Charles  R.  Murphy.  Decatur  Coffin  Co., 
vice-president ;  George  R.  Richards,  Chicago  Casket 
Co.,  treasurer;  Austin  A.  Breed,  Crane  &  Breed  Mfg. 
Co.,  Cincinnati,  secretary. 


S.  D.  Wooten,  of  Coldwater,  Miss.,  needs  but  one 
more  job  to  keep  him  employed  full  time,  and  that  iS 
as  editor  and  proprietor  of  a  country  weekly.  He  is 
now  mayor  of  his  town,  manager  of  the  Cumberland 
Telephone  Exchange  at  Coldwater  and  Hei-nando,  a 
barber,  undertaker,  tailor,  agent  for  tombstones,  school 
trustee,  motion  picture  show  and  is  a  candidate  for 
postmaster. 

Park  Lawn  Cemetery  Co.,  Ltd.,  Toronto,  has  re- 
ceived an  Ontario  charter  to  purchase,  lay  out  and 
maintain  lands  for  cemetery  purposes.  The  capital 
of  the  company  is  set  at  $500,000, 
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IMITATION  is  the  SINCEREST  FLATTERY 

Owing- to  other  manufacturers  making  attempts  at  copying  this  casket  we  are  having  this 
cut  inserted  once  more  so  that  they  may  get  it  correct  in  every  detail.  While  they  have  cut 
the  price,  the  pillow  sett  and  counter  lining  have  been  overlooked.  These  are  included  in 
our  price  and  are  absolutely  necessary  for  a  finished  casket. 


No.  185,  Half  Couch 

CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  24 1  Fern  Ave.,  Toronto 

Telephone  126  Telephone  Parkdale  3257 


Maxwell  Sanitary  Steel  Vault 

Patents  Nos.  759727  ;  759728  ;  800!)29  ;  800930  ;  840077 


STOP  COMPLAINING- FREE  YOURSELF  FROM  DOUBT— JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using  a  Maxwell  Vault.   The  best  from  the  first.    Its  superiority  is  firmly  established 

after  years  of  experiment  and  improvement. 

NO  CAUSE  FOR  COMPLAINT— NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  by  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

468  KING  ST.  WEST,  TORONTO,  CANADA 
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SHIPPING  THE  DEAD  BODY 

By  Peler  Thorhang 

Til  preparing  and  shipping  bodies  tlic  undertaker 
should  see  that  everything  has  been  attended  to  and 
all  information  given  the  escort  regarding  the  procur- 
ing of  transportation,  routing,  and  transferring  from 
one  road  to  another,  wlien  that  is  ne'cessary  to  reach 
the  destination. 

The  shipping  box  should  have  six  strong  handles 
two  on  each  side,  placed  half  way  between  the  top  and 
bottom,  near  the  ends,  while  the  end  handles  are  fast- 
ened near  the  top  within  easy  reach,  so  that  the  bag- 
gageman can  assist  in  raising  it  np  from  the  truck 
into  the  car.  There  should  be  a  sufficient  number  of 
casket  rests  to  keep  the  casket  from  sliding  and  rubhing 
against  the  sides  of  the  box.  Two  lowering-straps 
should  be  provided,  and  when  the  body  is  very  heavy 
three  such  straps  should  be  used  so  there  may  be  no 
danger  of  breaking  when  raising  out  of  the  ])C)X. 

Before  lowering  the  casket  into  the  box,  place  a 
paper  or  cloth  cover  over  it  to  keep  off  the  fine  dust 
that  accumulates  on  and  passes  through  the  toj)  of 
box  during  a  long  journey.  Place  the  casket  so  it  clears 
on  all  sides  of  the  box. 

To  fasten  the  cover  of  the  box  T  i)refer  thumb- 
screws in  place  of  ordinary  ones  which  re(|uire  the  use 
of  a  screwdriver  to  remove  them,  as  often  the  casket 
is  removed  from  the  box  at  the  depot  by  the  receiving 
undertaker. 

A  suitable  envelope  should  always  be  placed  on  the 
l)ox  witli  the  necessary  directions.  This  will  afford 
a  safe  place  for  the  transit  permit  and  will  avoid  mis- 
takes and  aid  those  who  have  the  handling  of  the  ])ody 
till  it  reaches  the  end  of  the  jourin\v.  Here  in  Min- 
nesota we  are  retpiired  to  use  what  we  call  a  "sani- 
tary" shipping  box,  which  adds  to  the  expense  but 
is  very  desirable  and  preferable  to  the  common  pine 
box  formerly  used. 

When  it  can  be  so  arranged,  I  prefer  to  take  the 
body  in  the  casket  to  my  place  of  business  and  there 
place  it  in  the  box,  rather  than  at  the  residence  or 
station  before  the  eyes  of  curious  and  morbid  crowds 
which  usually  gather  to  watch  such  operation. 

All  the  flowers  should  be  sprinkled  with  water  and 
put  back  into  the  boxes.  During  cold  weather  the 
boxes  should  be  thoroughly  wrapped  uj)  in  paper  to 
keep  from  freezing.  The  name  and  address  should  be 
written  on  all  packages  to  avoid  being  lost  or  mixed 
with  flowers  belonging  to  other  bodies  in  transmit. 
To  reduce  the  number  of  parcels  tie  several  boxes  to- 
gether with  strong  twine. 

At  the  station  1  prefer  to  take  personal  charge  of 
the  procuring  of  tickets  and  the  cheeking.  Don't  for- 
get to  explain  to  the  escort  why  the  corpse  ticket  is 
taken  up  by  the  baggage  clerk  and  a  check  given  in 
lieu  of  said  ticket;  also  the  use  of  the  check  and  trans- 
it permit  carried  by  the  escort.  Be  ready  to  put  your 
hand  in  your  pocket  for  a  cent  to  buy  the  revenue 
stamp  refiuired  to  be  placed  on  the  check.  A  little 
courtesy  like  this  will  not  go  amiss.  Rather  than  wait 
for  some  one  else  to  dig  up,  seize  this  opportunity  to 
show  good  fellowship  and  don't  stand  on  a  penny 
when  you  have  a  chance  to  gain  dollars'  worth  of  good 
opinion. 

Get  all  the  information  from  the  railway  officials  in 
regard  to  transferring  from,  one  road  to  another  and 
impart  such  knowledge  to  those  who  accompany  the 
body.  When  such  a  transfer  point  is  a  large  city, 
where  the  body  must  be  carried  from  the  station  to 


one  belonging  to  a  different  company,  arrange,  when 
buying  transportation,  for  transfer  to  be  included. 
This  will  save  a  lot  of  trouble  and  worry  to  those  who 
accompany  the  body  and  will  also  make  it  impossible 
for  anyone  to  charge  an  exorbitiint  price  for  such 
services. 

1  believe  that,  in  most  cases,  the  duty  of  an  under- 
taker ends  when  the  body  and  the  friends  and  family 
are  all  aboard.  Tt  is  my  practice  in  all  cases,  except 
when  voluntarily  excused  by  those  in  charge,  to  assist 
the  people  on  the  train,  to  see  that  the  body  is  taken 
aboard,  and  then  inform  them  that  everything  is  at- 
tended to  and  wish  them  a  safe  journey. 

Last  but  not  least,  be  on  time.  Arrange  for  services 
and  conveyances  so  that  there  is  ample  time  to  reach  the 
train,  allowing  for  delays  or  mishaps  which  may  occur, 
and  insist  on  the  peoph'  being  at  the  station  on  time. — 
Embalmers'  Monthly. 


A  NEW  DISINFECTANT 

As  a  i-esull  of  experiments  conducted  at  the  hygienic 
laboratory  of  the  United  States  Public  Health  Service 
it  is  announced  that  a  new  disinfectant,  possessing 
(|ualities  superior  to  ordinary  disinfectants,  has  re- 
cently been  discovered.  The  announcement  is  particu- 
larly important  at  this  time,  coming  as  it  does  in  the 
face  of  the  shortage  of  coal  tar  derivatives  which  has 
resulted  from  the  P^uropean  conflict. 

The  new  preparation  is  derived  from  pine  oil,  a  by- 
product in  the  manufacture  of  turpentine.  Tt  is  easily 
prepared  by  mixing  certain  proportions  of  the  oil  with 
rosin  and  sodium  hyroxide  solution,  the  finished  pro- 
duet  being  a  reddish-brown  liquid,  rather  thick  and 
oily  in  appearance  but  free  from  turbidity.  With  water 
it  makes  a  perfectly  white  emulsion,  much  resembling 
milk.  Tt  has  a  pleasing  odor,  no  objectionable  taste, 
and  attacks  neither  fabrics  nor  metals.  It  possesses 
over  four  times  the  disinfectant  properties  of  carbolic 
acid  and  is  altogether  nontoxic,  so  that  it  may  safely 
be  used  as  a  throat  spray  or  mouth  wash  in  solutions 
of  the  ordinary  strength.  The  cost  of  the  prepara- 
tion is  remarkably  low,  as  it  can  be  manufactured  for 
less  than  fifty  cents  a  gallon,  solely  from  products 
which  are  produced  in  this  country. 

Many  of  the  disinfectants  now  on  the  market  are 
neither  efficient  or  economical,  it  having  been  demon- 
strated that  a  number  of  the  most  expensive  and  widely 
advertised  are  extremely  weak  in  disinfecting  power, 
so  much  so  that  their  strength  is  undeterminable  by 
ordinary  methods.  The  sale  of  compounds  of  this 
nature  constitutes  a  fraud.  A  second  class  of  pro- 
l)rietary  preparations  is  of  guaranteed  strength,  thus 
putting  a  legal  responsibility  upon  the  manufacturer, 
i)ut  the  cost  of  these  per  unit  of  disinfecting  power  is 
frequently  excessive.  The  householder  is  therefore 
often  at  a  loss  to  select  a  disinfectant  which  is  effi- 
cient, economical  and  of  constant  strength  and  it  is 
believed  that  this  new  compound,  which  is  to  be  known 
as  "Hygienic  Laboratory  T*ine-oil  Disinfectant."  will 
become  one  of  the  most  useful  preparations  of  that 
character. — Health  News. 

THE  WAR'S  DEATH  TOLL 

The  estimated  total  of  dead,  if  the  war  ends  Janu- 
ary 1st,  1916,  says  Sunnyside,  New  York,  is  12.414,332 
men.  Tf  placed  in  one  coffin  it  would  be  1,389  feet 
long  and  347  feet  deep.  This  would  make  a  pile  higher 
than  the  Woolworth  building,  the  world's  tallest  busi- 
ness structure. 
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ONTARIO 
Amherstljurg — 

J.  H.  Sutton. 
Aurorsi — 

Dunham,  Oliarlefi. 
Barrie — 

Smith,  G.  G.,  &  Co. 
Berlin — 

A.  G.  Schreiters 
Bobcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont. — 

McKillop  &  Melntyre. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbach,   Geo.   E.,  162 
King  St. 
Brooklin — 

Disney,  E.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion.  ' 
Chatham,  Ont.  

Coltiart  &  Son. 
Clinton — 

Wialker,  "Wesley. 
Cobalt— 

McNabb  &  Co.,  Ltd.,  J.  G. 
Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.     'Phone  68. 
Dutton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Ohris. 
Fenelon  Falls — 

Deyman,  L.,  &  Son. 
Fenwlck — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William — 

Oameron  &  Co.,  711  Victoria. 

Morris,  A. 
Gait- 
Allen  &  Bay. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

Gougli,  J.  B.,  &  Son. 

McLay  &  Munro. 
Haileybury — 

Ttorpe  Bros. 
Hamilton,  Ont. — 

Blaehford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Dwyer,  Jajnes. 

16  Gammon  E. 


Green  Bros.,  124  King  St  E. 

Eobinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 
Harrow,  Ont. — 

MadiU,  J.  H.,  &  Co. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 
IngersoU — 

Mclntyires,  F.  W.  Eeeler 
ami  R   A  Skiunei,  props. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McOaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 
Lakefield — 

Hendren,  Geo.  G. 
London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dun  das  St. 
Lucknow — 

A.  T.  Davison.   'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  Sclhuett 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  E. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood —  ( Marip  osia  Station 

G.T.E.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia — 

Binglham,  H.  A. 

W.  A.  Straohan,  Mgr. 
'Phone  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Oh.  E.  Woodburn,  586  Bank 
St.  Tel.  Oarling  600  and 
1009. 

Eogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  McPhee. 
Parry  Sound,  Ont. — 
Logan,  Alexander. 
St.  Catharines — 
Grabb  Bros. 

144-146  St.  Paul  St. 


Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Eankin,  H.,  &  Son. 
Rodney — 

Liebner  &  Walker. 
Renfrew — 

O  'Connor,  Wm. 
Sandwich,  Ont. — 

Lassialime,  E. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  E.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 
Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.   'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 

Henry,  J.  G. 

Moyle,  J.  E. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Eaper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont.— 

Woodhall,  J.  B. 
Waterloo — 

Klipper  Undertaking  Co. 
Wallaceburg,  Ont. — 

Heatlh,  W.  H.,  &  Son. 

Saint,  J.  T. 
WeUand— 

Pahters'om  &  Dart. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  E.  A 

Walker,  J.,  &  Son. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 


St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Fraser,  D.  &  Co. 
Halifax — 

Smow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McBae,  Clyde  Ave. 
Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 
MANITOBA 
Brandon — 

Campbell  &  Camipbell. 

Vincent  &  MePherson. 
Sour  is — 

McCulloeh,  Wm. 
Swan  River — 

Paul],  Geo. 
Winnipeg — 

Biardal,    A.    S.,    834  Sher- 
brooke  St. 

Thompson,  J.  C,  501  Main. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Eussell,  G.  E.  I. 
Lanigan — 

Eobertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoiot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buseomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wainwright  &  Jackson. 
BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in    Practical  Embalming-  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 
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INDEX  TO  ADVERTISEMENTS 


A 

Alaska  Feather  &  Down  Co  o.  b.  o. 

Antiseptic  Bedding  Co  i.f.c. 

C 

Canada  Casket  Co  49 

Canadian  Featlier&  Mattress  Co..  14 
Canadian  School  of  Enibalniinsr. .  f>:i 
Can.  H.  W.  Johns-Man  ville  Co    .  .  1!) 

Central  Casket  Co   51 

Champion  Chemical  Co  4i) 

Chesley  Furniture  Co   17 

Columbia  Graphophone  (;o  39 

D 

Dominion  Mfre.,  Limited.  .43-44-45-46 
Du  Pont  Fabrikoid  Co  10 


Egyptian  Chemical  Co  fl4 

Elinira  Furniture  Co   4 

Elmira  Interior  Woodwork  Co  4 


Faniubarson-Gifford  Co   7 


Gendron  Wheel  Co  54 

Globe- Wernicke  Co   9 


Hourd  &  Co. 


Imperial  Rattan  Co   11 


Kindel  Ked  C;o  6 

Knechtel  Furniture  Co  13 

Kncchtel  Kitchen  Kabinet  12 

M 

Manufacturers' Kxhibition  Assn.  18 

Maxwell  Mfs-  Co  51 

McLagan  Furniture  Co., Geo. .o.f.c. 

Meaford  Mfg.  Co   15 

Mundell,  J.  C,  &  Co  i.f.c. 

N 

N.  A.  Bent  (Jhair  Co   8 

N.  A.  Furniture  Co  10 

National  Cash  Register  Co  -'0 


0 

Ontario  Spring  Bed  &  Mattress.. . .  6 
P 

Pollock  Mfg.  Co  11 

S 

."Chafer  &  Co.,  D.  L  14 

Stratford  Chair  Co   6 

Stratford  Mfg.  Co   11 

T 

Textileather  Co  19 

W 

Walter  J.  &  Sons   8 

Walter  &  Co.,  B  14 

Want  ads  -oi 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  insertion 
Four  lines  once  for  $1.00,  ttiree 
times  for  $2.00. 

Casli  must  accompany  the  order. 
No  accounts  booked. 

MINIMUM  50  CENTS 


FOR  SALE. — Town  Fiiriiiturp  ami  Undertaking  Business. 
Box  14")  (Janaflian  Fiiniitiirc  Woild  Mini  The  Undertaker, 

Toronto.  DJ 

MULTIGRAPHING — We  are  now  in  position  to  supply  any  of 
our  clients  with  excellent  multigriaph  work  at  lowest  cost. 
The  Gommercial  Press,  Limited,  32  Coilborne  St.,  Toronto,  tf . 

PRINTING — Circulars,  letterheads  and  other  job  printing; 
|irices  moderate;  work  first  class.  The  Oommerciiial  Press, 
Limiteid,  Toronto.  tf. 

WANTED — l-'urniture  line  to  handle  on  comumission  for  Toronto 
and  Hamilton.  Good  connection.  Territory  coA'ered  once  a 
week.  Box  142  CanadLan  Furniture  World,  32  Colborne 
Street,  Toronto.  ^■ 

FOR  SALE — Old  estaljlished  furniture  and  undertaking  busi- 
ness. For  full  particulars  write  Box  143,  Canadian  Furni- 
ture World  and  The  Undertaker,  32  Colborne  St.,  ToTonto. 
(Do  not  apply  unless  you  mean  business.)  ND 

WANTED — Coniniission  salesman  for  Western  Ontario,  includ- 
ing Toronto,  for  a  full  line  of  reliable  mattresses.  Highest 
commission  ])aid  man  who  has  good  connection  and  will  push 
a  good  line.  Box  144,  Canadian  Furniture  World,  32  Colborne 
Street,  Toronto. 

WANTED — Furniture  salesmen  with  good  connection  in  Western 
Ontario,  who  would  sell  on  commission  a  good  medium  priced 
line  of  dining  room  case  goods  or  any  other  good  line  which 
would  work  in  well  with  chair  line.  Write  for  particulars. 
Box  No.  138  Canadian  Furniture  World,  32  Colborne  Street, 
Toronto. 


Every  Furniture  Manufacturer 

installs  new  equipment  in  his  plant  from  time  to  time— 
the  old  must  go  !  There  is  a  way  to  dispose  of  it— econ- 
oinicftlly  and  effectively.    Let's  tell  you 

Canadian   Furniture  World,  ^Toronto 
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THE    ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT  A    REASONABLE  PRICE 


THE  PRACTICAL  BOOK  OF 

Period  Furniture 

HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture.  (An- 
tique or  Reproduced),  but  those 
who  wish  to  buy  it,  and  by  all 
makers  of  Correct  Reproductions. 


In  the  Furniture  business,  the  fact  is  becoming  more  and  more  important  every  day,  that  thedemand  for  '*  Period  "  furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
a  line  of  "  Period  "  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  practically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  alt  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 


CANADIAN  FURNITURE  WORLD,  32  Colbome  St.,  Toronto,  Canada 


Business  Expansion  in  Sight 


Canada  has  stood  the  shock  of  war — of  business 
depression  following  the  collapse  of  a  boom  in 
Western  real  estate. 

Business  has  been  contracted  all  along  the  line. 
Railways,  Banks,  and  even  Governments  as  well 
as  ordinary  business  houses  have  had  to  re- 
arrange their  basis  of  financing  because  of 
reduced  earnings. 

The  turn  of  the  tide  has  come.  Bank  clearings 
are  increasing ;  railway  net  earnings  are  better ; 
factories  that  were  shut  down  are  operating 
again. 

This  means  that  furniture  dealers  in  the  cities, 
the  towns  and  the  villages  of  Canada  will  do 
a  bigger  business  next  year  than  this 

Furthermore,  stocks  on  retailers'  floors  are 
low ;  lower  than  for  ten  years. 

COMMERCIAL  PRESS  LIMITED,  32  COLBORNE  ST.,  TORONTO 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 

Whelher  you  are  a 

Salesman  Manufacturer 
Dealer  Designer 
or  Connoisseur 

you  should  buy  this  handsome 
and  practical  volume. 


Not  only  will  the  retailers  do  a  bigger  business 
but  they  will  be  increasing  their  stocks. 

Start  a  Campaign  for 
Bigger  Business 

Now  is  the  time  to  consider  the  question  of 
advertising  your  goods  to  Canadian  furniture 
dealers  for  an  increased  trade. 

The  Canadian 
Furniture  World  is 
the  Medium 

through  which  you  can  reach  the  live-wires  in 
the  furniture  trade  all  over  Canada. 
Ask  us  for  rates  on  advertising  space. 


Brass  Bed  No.  1093 


A  Massive  Brass  Bed  of  Dignified 
Design  at  a  Price  That  Will  Help 
Your  Christmas  Trade 


The  pillars  and  top  rails  are  2  inches  brass  with  large  graceful 
ball  vases. 

The  fillers  are  I  inches  brass  w^ith  extra  heavy  rod  ends  that 
give  artistic  effect  and  are  in  very  good  taste.  The  height  of 
head  end  is  60  inches  with  42  inches  foot  end. 

This  bed  is  made  in  two  sizes  only :  4-6  and  4  -0,  and  weighs 
158  pounds  crated. 

List  Price  is  $44.00  with  usual  trade  discount 

The  Alaska  Feather  &  Down  Co.,  Limited 

MONTREAL 
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